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WE SAID IT BEFORE™. — 


%¥in our ad that ap- 
peared in the first issue 
of Office Appliances. 








aa WE CAN STILL SAY IT! 


Plenty of history has been made since provements. The best salesmaker and 
1904. Of Webster dealer-relations it can salesbuilder, thanks to strict standards 
be said: A good thing became better. for raw materials, manufacturing meth- 

The Webster line is one of the most ods, testing, and complete inspection. . . 
complete in the industry. The most de- These standards built the Webster busi- 
pendable in quality — year after year. ness. They can help build your business. 
First, again and again, with product im- Feature Webster for sales and repeat sales. 







Ss “the protit line’! 
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These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 
differences the publishers obvi- 
ously cannot to guarantee trans- 
actions between and 
They do, however, offer their services in re- 


of opinion, 
undertake 
advertisers customers 


solving any disagreements which result from 








T.. Service Bureau of Office Appliances 
is maintained for 
subscribers and advertisers. It answers by 
personal letters all inquiries upon matters 
germane to the field, supplies names of 


the exclusive use of 


mot stadie;:) -jelg-r- i) 





manufacturers of any office article wanted, 
puts man and job together, aids foreign 
dealers in securing U. S. A. lines, and in 
many other ways performs useful service, 
all without charge. 
land have made, and are making, good 
use of this bureau. Manufacturers in this 
field have evidence of 
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Markilo Co, 
Smead Mfg. Co. 


Erasers, Rubber 
Ames Supply Co. 
Roberts, Weldon, Rubber Co. 


Expense Books 
Beach Publishing Co. 
Boorum & Pease Company 


Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Co, 


File Boxes, Fibre, Collapsible 
Bankers Box Co, 
Globe-Wernicke Co. 

Guide System & Supply Co. 


Filing Cabinets, Insulated 
Hall's Safe Co., The 
Herring - Hall- Marvin Safe Co 
Meilink Steel Safe Co. 
Mosler Safe Co. 
Shaw-Walker Co. 
Victor Safe & Equipment Co. 


Filing Cabinets, Metal 
Advanco Products Div. ASB 
All-Steel Equipment, Inc. 
Art Metal Construction Co, 
Art Steel Sales Corp. 

Cole Steel Equipment Co. 
Columbia Steel Equip. Co. 
Corry-Jamestown Mfg. Co. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Guardsman- Valentine, Inc, 
wy Metal Products, Inc. 
H-O-N Co., The 

eat Steel Equpiment Co, 
Parker Steel Products Co, 
Peerless Steel Equipment Co. 
Remington Rand Co. 
Rockwell - Barnes 


(Continued on page 6) 





(Continued from page 5) 


Shaw-Walker Co. 

Top Flight Products Co 
Victor Safe & Equip. Co 
Weis Mfg. Co. 

Western Mfg. Co. 


Filing Cabinets, Wood 
Globe-Wernicke Co 
Imperial Methods Co. 
Weis Mfg. Co. 

Wells Chair Corp. 


Filing Supplies 
Acco Products, Inc 
Advanco Prods. Div. ASB 
Aigner, G. J., Co 
Art Metal Construction Co. 
Barkley, C. L., & Co. 
Corry- Sein Mfg. Co. 
Eureka Spec. Prtg. Co 
Guide System & Supply Co 
Imperial Methods Co. 
Justrite Envelope Mfg. Co 
Northern States Envelope Co. 
Oxford Filing Supply Co 
Parker Steel Prods. Co 
Quality Park Env. Co 
Rockwell- Barnes 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 
Weis Mfg. Co. 


Fountain Pens (inc. Ball Pt.) 
Changepoint, Inc 
Esterbrook Pen Co. 
Waterman Pen Co., Inc. 


Gummed Cloth Rings 
Aigner Index Co. of N.Y. 
Warshaw Mfg. Co. 


Hardware, Office Desk 
National Lock Co. 


In and Out Boards 
Lit-Ning Products Co 


Index Card Signals 
(See Signals, Index Card) 


Index Tabs 
Aigner, G. J., Co. 
Aigner Index Co 
Amberg File & Index Co 
Barkley, C. L., & Co. 
Globe-Wernicke Co. 
Graff, George B., & Co 
Guide System & Supply C« 
Markilo Co. 
Shaw-Walker Co. 
Sheppard, C. E., Co 
Victor Safe & Equipment Co 
Warshaw Mfg. Co. 


Inks, Adhesives, Ete. 
Ink Specialties Co., Ine 
Marsh Stencil Machine Co 
Rivet-O-Mfg. Co 

Inkstands 
Cushman & Denison Mfg. Co 
Sengbusch Self-Closing Inkstand ¢ 


invertors For Motor-Driven Accessories 
Amer. Television & Radio 


Labels 
Eureka Specialty Printing Co 
Imperial Methods 
Oxford Filing Supply Co 
Smead Mfg. Co. 
Warshaw Mfg. Co. 
Weis Mfg. Co 


Ladders, Library, Store & Vault 
Cotterman, I. D 


Leather Goods 
Bristol Mfg. Co. 
Can Pro Corp 
Stebco Products 
Stein Bros. 


Library Equipment 
All-Steel Equip., Ine 
Corry-Jamestown Mfg. Co 


Lithographed Continuous Forms 
Hano, Philip, Co 


Lockers & Storage Cabinets 
All-Steel Equip., Inc 
Art Metal Gonstruction Co 
Bernard-Franklin Co,, Inc 
Cline, K. F., Co., Inc 
Globe-Wernicke Co. 
Invincible Metal Furn. Co. 
Lyon Metal Prods., Ine 
Neimann Steel Equip. Co 
Parker Steel Prods., Inc 
Steel Service Mfg. Co 


Loose Leaf Books & Devices 
Aigner, G. J., Co. 
Aigner Index Co. of N.Y 
Amberg File & Index Co. 
Boorum & Pease Co 
National — Book Co 
ag Cc. E., Co, 
Wilson Jones Co. 

Loose Leaf Metals 
National Blank Book Co 
Sheppard, C. E., Co 
Wilson Jones Co 


Loose Leaf Sheet Covers, Plastic 
Aigner, G. J., Co 
Aigner Index Co. of N.Y 
Amberg File & Index Co 
Loose Leaf Tray Binders 
National Blank Book Co 
Sheppard, C. E., Co 
Wilson Jones Co 


Mail Bags, Canvas or Leather 
Can Pro Corp 

Mail Distributors 
Advanco Prods. Div. ASB 
Art Steel Sales Corp 
Globe-Wernicke Co 
Victor Safe & Equipment Co 
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Manifold Books & Business Forms 
Hano, Philip, Co. 
Western Paper Goods 
Map Tacks 
Graff, George B., Co. 
Marking Devices 
Consolidated Stamp Mfg. Co 
Jet Mfg. Co Inc 
Marsh Stencil Machine Co 
Marking Pens, Laundry 


Taubman, Samue & Co 
Matched Office Suites 

Leopold Cx The 

Morval Corp 
Memorandum Becks 

B ‘ 
National Blank Book Co 


R ‘ Barnes Co 

Wi lson Jones Co 
Meperentes Devices 

r Mfg. Co 

Gran-Ade Mfg. Co 

Lit-Ning Products ¢ 
Metal Badges, Checks, Tokens 

Jayton Stencil Works 
Moisteners 

Rivet-O Mf Co. 

Sengbus S-C Inkstand Co. 


Numbering Machines 
‘ N ing Machine Co 


Consolidated Stamp Mfg. Co. 
Force Western Int 
Stewart, R. A & Co. 

Office Furniture Ball Bearings 
Kilian Mfg. Cory 

Office Furniture Sectional Units 
Art Metal Construction Co, 
Art Steel Sales Corp 
Columbia Steel Equipment Co 
Globe-Wernicke Co 
Peerless Steel Equipment Co 

Office ee & Railings 
Globe icke Co 


Pads, aan 
Pea 





Boorur 
Natior 
tockwel 
Wilsor 
Paper 
Eaton Paper Cort 
tockwell- Bart . 
Paper =. 
Acco Pro s, In 
Cushmar & Denison Mfg. Co 
Esterbrook Pen Co 
Paper Clips 
cco Products Ine, 
Cushman & Denison Mfg. Co 
Noestir Pin Ticket Co. 


Vail Manufacturing Co 
Paper Fastening Machines 

Ace Fastener Corp 

Markwell Mfg. Co. 





Neva-Clog P icts Inc 
Victor Safe & "Equip ment Co 
Parcel Post & rene Scales 
Hanson Scale 
Paste 


See Inks, Adhesives, Et« 
Pen & Ink Sets 
See Desk Pen & Ink Sets) 


Pencil Sharpeners 
Elward Mfg. Co 


Stile-Craft Mfrs. Inc 
Pencils, Mechanical 
Esterbrook Pen Co. 


Morris, Ower & Co 
Waterman Pen Co 


Pens, Steel 
Es 


erbrook Pen Co 
Sengbusch S-C Inkstand Co 
Pins . Pin Ray yey 
Noe *in Ticket C 


V ‘il Mfg Co 
Platens, Typewriter, Ete. 
An y Co 


Sul 


Posting Trays & Stands 


See Loose eaf Tray Binder 
Presentation Covers 
Amberg File and ex Co 
Smead Mfg. Co 
Price & Sign Markers 
Cons lated Stamp Mfg. ¢ 
Force Western, Inc 
Publications 
0. A. B Index 
Randor He oT 
Punches 
\ P I 





nteeore r; oo 
bon & Ribbon Mfg. Corp 
amerd in Carb. Paper Mfg. C 


Codo Manufacturing Corp 
( mbia Ribbon & Carbon Mfg. ¢ 
Curtis- Young Corp 





Roll Paper, Addg. Machine, Ete. 


Rockwell-Barnes Co. 

Rubber Bands 
Alliance Rubber Co 
Bankers & Merchants, Inc. 
Roberts, Weldon, Rubber Co. 

Rubber Stamps 
Bankers & Merchants, Inc 
Duke, Ronald K., Co, 

Rubber Type 
Consolidated Stamp Mfg. Co 
Stewart, R. A., & Co 

Rulers, Transparent 
C-Thru Ruler Co 

Safes 
Art Metal Construction Co. 
Brush- Punnett Co 
Cole Steel Equipment Co, 
General Fireproofing Co. 
Guardsman- Valentine, Inc, 
Hall's Safe Co., The 
Herring-Hall-Marvin Safe Co. 
Invineible Metal Co. 
Meilink Steel 
Mosler Safe Co 
Remington Rand Inc 
Shaw-Walker Co 
Victor Safe & Equipment Co, 


Sand Urns 
Valco Co. 





Scales, Postal 
Hanson Scale Co 


Serapbooks 
Globe-Wernicke Co, 
Weis Mfg. Co 
Wilson Jones Co 


Shelving 
All-Steel Equipment, Inc 
Bankers Box (« 
Bernard-Franklin Co., Inc 
Borroughs Mfg. Co 
Cline, K. F., Co 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Lyon Metal Products, Inc 
Neiman Steel Equipment Co. 


Shows & Exhibitions 


National Business Show Co, 


Signals, index Card 
Graff, George B., Co 


Signs, 1 Letter 
Rowles, E A., Co, 


Slide Rules 
Mayline Co 


Smoking Stands 


LaSalle Products Co 
Royal Metal Mfg. Co 
Valeo Co 


Wells Chair Corp 


Sorting Devices 
Amberg File & Index Co 
Art Steel Sales Corp 
Currier Mfg. Co 


Sorting Shelf Tables 
Welham Metal Products Co. 


Spindle Files 
Wells Chair Corp 


Stamp Pads 
Consolidated Stamp Mfg. Co 
Force Western, Inc 
Rivet-O Mfg. Co 
Stewart, R. A., & Co 


Stands for Office Machines 
All-Steel Equipment, In 
Ames Supply Co 
Art Steel Sales Corp 
Cole Steel Equipment Co 
Doro Mfg. Co 
General Fireproofing Co. 
Harter Corp 
H-O-N Co., The 
Meilink Steel Safe Co 
Midwest Metal Mfg. Co. 
Welham Metal Products Co. 
Wells Chair Corp 





Staple Extractors 
ce Fastener Cory 


Staples & Stapling Machines 
Ace Fastener Corp 
Markwell Mfg. Co 
Neva-Clog Products, Int 
Vail Mfg. Ce 
Wilson Jones Co 


Stencils, Brass 
Dayton Stencil Works 


Stenographer’s Notebooks 
National Blank Book Co 
Rockwell-Barnes Co 


Stools 
Bernard-Franklin Co., Inc 
Harter Corp 
Mayline Co 
Royal Metal Mfg. Co 
Wells Chair Corp 


Storage & Transfer Cases 
All-Steel Equipment, Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
tankers Box Co. 

Barkley, C. L., & Co 

Cole Steel Equipment Co. 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Globe-Wernicke Cr 

Guide System & Supply Co 
Hall's Safe Co., The 
Herring-Hall-Marvin Safe Co 
H-O-N Co., The 

Imperial Methods Co. 
Invincible Metal Furn, Co 





Oxford Filing Supply Co 
Parker Steel Products, Inc 
Peerless age Equipment Co 
Pronto File Corp 


aw-Walker Co 
Top-Flight Products Co 
Weis Mfg. Co 

Store Fixtures & Equipment 
All-Steel Equipment, Inc 


Sh 


Strong Boxes, Fire Protected 
Art Steel Sales Corp 
Herring -Hall oi, Safe Co. 


Meilink Steel Safe Co 
Victor Safe & Equ ae Co 
Tables 


\ Steel Equipment, Inc 
Art Metal Construction Co 
Art Steel Sales Corp 


Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Doro Mfg. Co 
Globe-Wernicke ¢ 


Haskell of Pittsburgh 
Jasper Table Co 


Lyon Metal Produ Ir 
Mutschler Bros. Co 


Peerless Steel Equipment Co 
toyal Metal Mfg. Co 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Wells Chair Corp 
Tables, Folding 
Adirondack Chair Co 
Luxem, James P., Co. 


Tablets & Pads 


Rockwell-Barnes Co 





Tabulating & Statistic Machines 
Burroughs Corp 
Remington Rand Ir 


Telephone Accessories 
Art Steel Sales Corp 


Victor Safe & Equipment Co 
Thumb Tacks 


Graff, George B., Co 
Noesting Pin Ticket Co 
Vail Mfg. Co 


Ticket Holders 
Aigner Indexes 
Markilo Co 
Smead Mfg. Co 


Trimming Boards 
Amer. Photo Laboratories 


Ideal School Supply ¢ 


Type, iypewriter 
Ames Supply Co. 


Typewriter Cleaning Material 
Ames Supply C« 
Cardinell Corp 

type Co 

Distributing ¢ 

gal Typewriter ¢ 

Rivet-O Mfg. Co 

Van Wyck Products Co. 

Webster, F. 8., Co 








a 





Typewriter Cushion Bases & Knobs 
Ames Supply Co 
Peerless-Imperial Mfg. Co 
Rowles, E. W. A., Co 
Speed Key Corp 


Vepeurtier Cushion Keys 
es Supply Co 
came be Imperial Co., Ine 


Typewriter Parts & Tools 
Ames Supply Co 
Pearl Engraving Co 
Western Pat. Accessories Co. 


Typewriters, Mfrs. of 
Allen, R, ¢ Business Machines 
Rer mington Rand In 

Typewriter Co 

h-Corona, Inc 

Underwood Corp 





Typewriters, Rebuilt & Used 
Regal Typewriter Co 


Upholstered Furniture 
tright Chair Co 
Dixie Chrome Products 
Grand Rapids Laat! 
Gunlocke, The W 
Johnson Chair Co 
Royal Metal Mfg. Co 
Wells Chair Corp 


Furn. Co 
Chair Co. 





Upholstery Materials 





Bolta Products Div 
DuPoot Fabrilite 
Kalisiron (Deco Sales Dis 
United Stat tubber Co. 


Vault Steps 
Cotterman, I, D 


Visible Systems Equipment 
Aigner Indexes 
Art Metal Construction Co 
Art Steel Sales Cory 
Boorum & Pease 
Globe-Wernicke Co 
National Blank Book Co 
Remington Rand In 
Shaw-Walker Co 
Sheppard, The ¢ E Co 
Victor Safe & Equipment Co, 
Wilson Jones Co 


Wardrobe Racks 
ogel-Peterson Co 
Waste Baskets 
Art Steel Sales Corp 
Cole Steel Equip ment Co. 





Shaw W Rag 
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The rate for classified advertise- 


ments is fifteen cents a word, mini- 


order. Add six words if box address 


fants & For Sale [ieee 








' 3 with a manutact r eitr ale 
s Manage Have 30 years’ exper e the dup 
field. Am th ghly trained in offset, spirit sys 
Suc es r e and train men as we : et uf 
Box H-88 Appliance Chicago 6 
YEARS Experience i ffice upply & equipment field 
e! management. Age 46. Salary required $12,000 per 
3. Box H-89 sre Office Appliances, Chicago 6 
VE WITH WIDE ssful experience is or for 
« ynufacture dae 1 off fur ture typewrite 
sser. For Tourteen year na been sale executive se 
ted area, later throughout entire country. Qua 
y £ Hice machines office furn ture typewriter 
1 through reta Hice equipment tores Has 
Address H-9 are Office Appliances, Chicago 6 
Northern Califor 2 Dy experienced yilesman wf nas 
ger and saié manager Prepared to se mecnanica 
tems direct t ser row arry line to be sold to 
yinted } t t tory Addre H-9 are 
go 6 
SALESMEN AVAILABLE 
1 REMARKABLE re 1 desires to travel tor manufacturer 
jas sold typewriters and other office machines as salesmar 
naa | 4¢ perated owr tat ery and Hice 
rret t jive f time to major e but sht n 
Detitiv Tor eferences or sles perfor } € 
A t Applia s, Chicago 6 


SALES-SERVICE MAN AVAILABLE 


MECHANIC business-machinse hard worker nN progressive 
hare in profit $5000 r more investment. Addre 
A es. Chicaaq 


OFFICE MACHINE MECHANIC AVAILABLE 
EWRITER and Adding Machine Mechar 25 years’ expe 
F ja eorgia, $ th Carolina. Box H-94 sre Office 


é 


EXECUTIVES WANTED 


R WANTED by sressive wo . - 
s 1 reputat f uality e. Must be w . 
ssf and Ipable f working with ur representatives 
aid helping our established dealers to promote and 
, e. This sn excellent opportunity for qualified 
ffice Appliances, Chicago 6 
ENERAL MANAGER AND SALES EXECUTIVE 
harge of 1 estat hed office furniture and supply store 
Tennessee ty Must have experience in this field 
ting and training salesmen. Opportunity unlimited for 
mfortable base salary plus of profits. Sales f 
times irrent sale but annot be tappe J with ut ete 
L sted enter of excelient educationa! and recrea 
nplete resumé and snapshot if possible. Box W-172 
\ ie | & 
& ALESMAN. Experienced Systen Duplicating, Sorting 
Finest lines machines. «¢ pment. systems in country. Als 
Mime Spirit, Whiteprint or Engineering. Rapid Ad 
Manager or Company Officer. Salesmen furnished. U 
ght mar C 1 rv r High earninas Hard work 
Appliance hicago 6 
R WANTED by leather goods manufacturer. Must be some 
ef cases and similar products. The job requires hard 
It present } 1 opportunity. Address W-173, 
30 6 
SALESMEN WANTED 
cA R MAN to take mplete rg f new office pply depart 
fit ) a t tside se 3 tech € sentia 
5 « w ; Wa Texa 


RIENCED OUTSIDE SALESMAN. Well established firm with 
‘4 furniture. systerr snd supplies. Paying higher thar 
edar Rapids. lowa and surrounding territory. Replies 

W-174, care Office Appliances, Chicago 6 


OA—8/54 


is used. 





SALESMAN. for an advertising specialty, farm record books, good commi: 
on. Give all deta n letter. Carlyle Systems, Red Wing, Minnesota. 





SALESMAN. Read Advertisement ‘Executives Wanted Box W-18i. “Sale 
manager— Salesman. 





OFFICE MACHINE MECHANICS WANTED 





FACTORY TRAINED FRIDEN MECHANIC—Office Machine Dealer in Oregon. 
Good hunting and fishing. Give complete detail of training, experience, 
references and salary in first letter. Picture if available. Box W-175, care 
Office Appliances, Chicago 6 





EXPERIENCED COMBINATION ADDING MACHINE and Typewriter Mechanic 
wanted Must be sober and ambit J Good wages and working conditions 

Southwest. Give experience and references, also starting salary expected, 
Leon W. White, 406! E. San Antonio St., El Paso, Texas. 





ALL AROUND TYPEWRITER AND ADDING MACHINE Mechanic. Very good 
alary and commissior Opportunity for seliing, Must have good recom 
mendations Old estat hed firr ne man shop Elliott Stationery, Box 608, 
Ketchikan, Alaska. 





SERVICE MAN WANTED: Experienced on typewriters and adding machines. 
Give experience, references, and starting wage. Koch Brother Business Ma 
chines Division, Third to Fourth on Grand Avenue, Des Moines, lowa. 





SALES REPRESENTATIVES AVAILABLE 





WHOLESALER OF USED OFFICE MACHINES covering southern Oregon, 
California, Nevada, and Arizona, desires additional supply and equipment 
tems as representative or jobber Sales truck used. Western Typewriter 


Service, 830 Market Street, room 518, San Francisco 2, Calif. 





NEW ENGLAND REPRESENTATION: Equipment lines wanted by experienced 
representative with established contact Exclusives only. Stationery items 
also considered. Box H-95, care Office Appliances, 100 East 42d St., New 
York 17, N.Y. 





ENERGETIC. COMPETENT SALESMAN, with many dealer contacts in Illinois 
Michigan, Wisconsin and Indiana, desires to represent one manufacturer, or 
will act as manufacturers’ representative if lines are available for territory 
Jesignated. Available for interviews at NSOEA conventior Box H-96, care 
Office Appliances, Chicago 6. 





SALESMAN TRAVELING MICHIGAN, Indiana and Ohio for one manufac- 
turer has ample capacity to handle one additional major line Will include 
Kentucky if desired. Has long record of successful operation in territory. 


Top references. Address H-97 sre Office Appliances, Chicago 6. 





SALESMAN TRAVELING MAJOR PORTION of Fifth District desires one addi 
tional line on straight commissior Well acquainted with accounting and 
filing systems and other stationery products Enjoys top reputation among 
dealers. Convincing reference Addre H-98, care Office Appliances, Chi 
ago 6, 





MANUFACTURERS’ REPRESENTATIVE selling metal chairs, files and desks in 
Illinois, Indiana, Michigan, Ohio and Wisconsin, desires to add filing sup 
plies or other commercial stationery. Experienced in supplies as well as fur 
niture. Can give active, thorough representation. Address H-99, care Office 
Appliances, Chicago 6 





NEW ENGLAND MANUFACTURERS’ REPRESENTATIVE selling office furniture 
to dealers desires to add a quality line of chairs and upholstered furniture. 
Well established with long experience. W give best effort to suitable 
product. Address H-100, care Office Appliances, Chicago 6. 





LINES WANTED for northern Rocky Mountain states. Sales organization 
traveling Montana, Idaho, Wyoming, the Dakotas, Colorado and Utah would 
ke to add complete line of steel equipment inc uding desks, tables, chairs, 
files, etc. Also will consider another line of stationery or heavier goods to 
be sold to dealers in same area. Regular attention given to important terri 
tory frequently overlooked. References. Address H-!0!, care Office Appli 
ances, Chicago 6. 





SALES REPRESENTATIVES WANTED 





MANUFACTURERS’ REPRESENTATIVE WANTED to call on office supply and 
stationery stores to represent nationally i patented zipper ring binders * 
and portfolios. Prefer man who handles related lines. Commission. Give 
Jetails. Reuben Company, 555 W. Jackson, Chicago 6. 





ESTABLISHED MANUFACTURER of popular priced desk pads, desk sets and 
office accessories seeks representation Washington, Oregon, Montana, Idaho. 
Give past experience. Box W-176, care of Office Appliances, 100 East 42nd 
Street, New York 17, N. Y. 





WANTS AND FOR SALE, Continued on page 8 
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WANTS AND FOR SALE, Continued from page 7 











WEST COAST MANUFACTURER w 
ern, Southern and Mid-Western ter 
territories. Write W-177, care 





LARGE LOOSE-LEAF MANUFACTURER TABLISHEL 


Sales Representatives. Commis 
desired, etc. Box 951, Fall River, M 





COMMISSION MEN WANTED 
qualified men. To sell v 
Boards, Desk Pads, Chair Cushior j p B 
pany, !051-N. Throop St., Chicag 





SALESMEN WANTED, Cal! 
industrial and institutional furnitur 
profit sharing basis. Now assigr 
background. Box W-!78 Ti 
York 17, N.Y. 





SALES REPRESENTATIVES covering 
to sell complete iine of loose 
feature new line Vinyl plast 
age. Ace Loose Leaf Binder 





REPRESENTATIVES WANTED f 
to sell. Straight commi . 
Chicago 8 


A 





MANUFACTURING BUSINESS FOR SALE 





MANUFACTURER OF SMALL BUT PROFITABLE 
ness for sale. Product sells we f jer 
frequently at major busine 








seeking to diversify its t * 

self as manufacturer by acq 

Office Appliances, Chicago 6 

RETAIL BUSINESS FOR SALE 

FOR SALE: Under court order. A 

ness (stationery, office appliar 

ately. Store completely rem 

location. Must be cash. Ca write Eckdall & M 


Emporia, Kansas. 





OFFICE SUPPLY, STATIONERY AND EQUIPMENT 
business of excellent reputatior East ty wit 
lation—annual sales over $50 

W-180, care Office Appliar 





SELLING OUT Complete Multigraph Reg 
approximately $2500 of parts. | $7 a 
Dearborn St., Chicago 5; HA 7-394 





OFFICE MACHINE AND SUPPLY B NESS + 
approximately $40,000.00 annually $70 ash 
retire. Box W-182, care Office Applia 





WANTED TO BUY RETAIL BUSINESS 





STATIONERY AND OFFICE EQUIPMENT STORE 
city of 100,000 or more. Must t tablished + 
invest up to $50,000. P. O. Box 6 M 





BUSINESS BROKERS 





LIST YOUR B NE WITH W.AA 
Want to sell or buy? Give that r é B 
sold office machines over 40 years fave ; 
confidential. W. AA. Johnston Bus s Broke 19 
ville 17, Tenn, 


-~ z= 





LISTS 





FREE MAILING LISTS of 6,262 

dealers. Also 5,781 typewriter a j } act 
catalogue of lists of retailers, wt s 

and others. We charge 

Street, Woodside 77, New Y 





WORKBENCHES 





YOUR THIRD HAND, newest spa M 
x 33", knocked down, mpletely equipf ; 


Palatka, Florida. 


ve Ea 
j 
3 
44 YEARS s 
nce ter 
w t t 
~ 
5 
s 
iv } 
47 c N 
- w 
rs 
4 
« 
Ay 
a rs Du 
b w 
, f e 
A Ww ) 
wy s 
< 


RE tat 
| t 
B 
f 
M s 
neas 
“ 
west 
A 
W 
ma t 2$5 
A Ail mat+ 
M/A c + K 


. stitutions. bank 

A RESS 48-02 

RKBEN 48"' x2 
RIOLEMLIAN 





PAYROLL MACHINES 





We make PAYROLL MACHINES — We sell them — We repair ther 
What are your needs 


Payroll Machine C Box 292 Reading, Penna 
FOR SALE—JOB LOT OFFICE SUPPLIES 
80M LEGAL ZE Remington-Rand manila file folder reinforced; 


3 & 1/5 tabs; Davenport, 660 S. 5th, Louisville, Ky 





FOR SALE AND WANTED TO BUY, USED EQUIPMENT 








LIOTT-FISHER, B ghs, Moon Hopkins, Adding and siculating Ma 
es 4 f eters Electromat Typewrit sna T | machine 
ight and j hicago Office Appliance Co., 1930 We 2ist St., Chi 
30 6. 
TT HER AND SUNDSTRAND machine Compt Burroug} 
Marchant Monroe Calculator clect natic typewriters Adding 
; j } ffice machines - sht j rented rebuilt Teeter 
5 ‘ St Milwaukee 3, Wis 
NANTED TO BUY—Sundstrand bookkeeping machines, Models A, C and D 
f jel number, serial, size irriage and w front feed 
back teed fernationa Office Apr € if 326 Broadway New 
N 
ANTE A MAKES calculator snd adding machine State make 
f r ang adding capacity Ternat ) tice Apr af 
326 B w New York 7, N.Y. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Ma 
‘ d Thing in the office act ry ne. State 1 je eria 
we Ww juote highest ssn f nternat e Appli 
326 Broadway, New ork 7, N 
BURROUGH B KKEEPING MACHINE All Models, Bought and Sold 
seria k J mode request { tat Bie s f mat 
160 W. Larned, Detroit 26, Mich 





ASH PAID FOR MULTIGRAPH, MULTILITH, Varitypers, Mimeograph, Ad 





jrapr Typewriters Presses. A “ trace and “Seé Write Dixie 
K | ‘ h Caro 8 
WANTED T BUY: Late model E tt kk i | ng ) 
hines. M =r 270,000 seria & T Machine C 
W. Wa yt St., Chicago 6. 





ADDRESS RAPH FRAMES—Style VV, new nditior special prices on lots 
t ) 0 | over 15,000. Busine t pment 6 WwW Larned 








VANTED B Addressograph M Fra Als 
Bowe es. Mailers C 40 W St., New k N.Y 
LLIOTT-FISHER alculating adding n s—all off 
ome and sold. W. J. Crow ompany, 906-908 N. Water St 
M/A wauk 2 v4" 
WANTED: BURR »>HS OR N.C.R. Bookkeeping and B 3 Machines, Cal 
stor nptometers, Adding Machines, et any style. Quote complete 


ription and best price. AMERICAN 8B 
soway New Y K 12 N.Y. 


VARITYPERS BM all kind fice ma $s sold, t ynt, wholesale, ex 


-H 3-8086 


KARDEX, ACM sakes used visi f t r t sands of re 
f panels, books W ind ; ervice and 
urchase or sa otat S. Natha 








sed Visible Cabinets, KARDEX, ACME and RAND. Variety 
tT sizes and style A-| condition, very reasonable. Everstee! Equipment 
69 Spring Street, New York 12 





VISIBLE EQUIPMENT SPECIALISTS for over 25 years. We buy and sell a 
t abinets such as Kardex, Acr Postindex, Yawman & Erbe. Cardi 
Wheeldex and Ledger Bookkeeping equipment, all sizes W rite 
e us for eeds. Stanley Goldmar ., 79-81 Leonard St., New York 
3, N.Y 





KARDEX, ACME, fF TINDEX, ET 


PECIALIST N VISIBLE Filing Equipment for 30 yea Fu »perat 
fered ft jealers on sales or purchases A equipment thoroughly rebuilt 
juarant j ommercial Card Syst 135 and St., New York 
h 
m™N. 
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O42 Pres-“Jime Sulletin 


Late and Important News for Our Readers 





CALIFORNIA STATIONER DIES: Word has been received of the death on July 9 of Omar E. 
Boyd, president of Stationers Corporation, Los Angeles, Calif. Details 
concerning the career of this prominent stationer, active in associa- 
tion affairs, will be published in our September issue. 





FIRE HITS BIXBY COMPANY: The office furniture building of the Bixby Office Supply 
Company, Grand Rapids, Mich., was completely destroyed by a recent 
fire. Fortunately, the Bixby Company has another building which will 
be used for the commercial office supply business. The office furniture 
warehouse and salesroom are temporarily located at 337 Monroe Ave., 
N.W., in the Heyman Furniture Building. 





FINANCIAL REPORT GAINS AWARD: The annual report for 19535 of The Globe-Wernicke 
Co. has received the merit award from Financial World in its 14th sur- 
vey of annual reports. R. H. Hammer, Globe-Wernicke's president, di- 
rected the preparation of this annual report while production was un- 
der W. Kesley Downing, sales promotion manager. This is the fourth 
consecutive year that Globe-Wernicke's annual report has been so 
honored. 





DEATH TAKES CO-FOUNDER OF COLUMBIA RIBBON: J. Francis O'Connor, co-founder of 
the Columbia Ribbon & Carbon Company, died July 1] at the age of 76. He 
was founder of Decorated Metal Manufacturing Company of New York City, 
the Peerless Ribbon Carbon Company of Toronto and the Pacific Carbon 
& Ribbon Manufacturing Company of San Francisco, Calif. In addition 
to his connections with the above firms, he was also president of the 
early Cotati Race Track in California and recently sole owner and 


founder of the Santa Rosa Winery Company. 








PARKER PLANS NEW PENS: Claiming successful reception of its "Jotter" ball point 
pen, Parker Pen Company is reported bringing out three new models more 
expensive than the Jotter. 








STANLEY AARON APPOINTED BY STENCIL FIRM: American Stencil Manufacturing Company 
has announced the appointment of Stanley Aaron as western sales man- 
ager for eight western states. Mr. Aaron has had over 25 years experi- 
ence in the duplicating and typewriting supply field which included 
many years of sales training and supervision. He will reside at 1381l 
Hartsook St., Sherman Oaks, Calif. 








ORGANIZE SELL-DETROIT CORPORATION: S. L. Hatch, president of Sell Corporation, 
Chicago manufacturer of filing supplies, has announced that the recent- 
ly activated plant in Detroit, Mich., has been taken over by the newly 
formed Sell=-Detroit Corporation with Charles P. Rabaut as president. 
Mr. Rabaut also will be general manager. Sell-Detroit Corporation 
manufactures the entire line of filing supplies. 





ARNOT JAMESTOWN GETS CANADIAN FACILITIES: The Arnot Jamestown division of the 
Aetna Steel Productions Corporation has acquired 30,000 square feet of 
manufacturing space in Port Credit, near Toronto, Canada, it is an- 
nounced by Nathaniel D. Arnot, vice-president. Production of Office- 
ettes and Partition-ettes was scheduled to begin by the end of July. 








BURROUGHS ACQUIRES NEW JERSEY PLANT: Burroughs Corporation has announced the 
acquisition of Haydu Brothers, Plainfield, N. J., manufacturers of 
electronic tubes and components. The plant will provide specialized 
manufacturing facilities needed for the production of new type vacuum 
tubes and other electronic components developed in the course of Bur- 
roughs' research activities in the electronics field. 
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State of the Tudusiry 


@ Suited for Feet on the Desk. Even in the best 
regulated offices the Big Boss himself and the junior 
executives today find the desks well equipped for 
extra-heavy foot-on-the-desk cogitation. Steel desks 
can stand the wear and tear of this national habit 





and now, according to the Wood Office Furniture 
Institute, the makers of wood desks have developed 
real miracle finishes for their products to resist drag 
ging heels. 

Once again science has come through, concludes 
the Institute. 


@ Savings Maintain High Level. A new note of 
encouragement was sounded to business in general 
by Morton Bodfish, chairman of the First Federal 
Savings & Loan Association of Chicago. He stated, 
in a recent interview, that he believed the rate of 
personal savings will continue at near-record levels 
in the Chicago area for the balance of 1954 
‘ Mr. Bodfish said he was basing his prediction on 
the belief that the bottom of the business decline 
had been reached and that business activity would 
continue at its present pace the remainder of this 
year. 

He added-.a distinct note of optimism with his 
observation that there is a possibility of a noticeable 
upturn near the close of the year 


® Another Cheering Note. Nearly a million more 
Americans held jobs in June than a month earlier 
the government reported on July 7 and unemploy- 
ment held virtually stable instead of taking its 
usual sharp June rise. Total employment climbed 
to 62,098,000, the highest level since last October, 
but still about a million below the record for June 
achieved a year ago, Secretary 

and Secretary of Commerce Week 


Labor Mitchell 
mnounced 


10 


@ Production Dip Not Caused by Sales Decline. 
Official figures have confirmed the optimism of 
those who have maintained that the 1953-54 decline 
in business activity can really be termed a ‘read 
justment” rather than a “slump 

The government statistics, as analyzed by the 
research department of the National Association of 
Manufacturers, show that the bulk of the decline 
was due to a drop in the value of production be 
cause of a change in the inventory practice of busi- 
ness. 

U. S. production reached a peak during the sec 
ond quarter of 1953, and then it dropped a total of 
$13.6 billion by the first quarter of 1954. Eighty per 
cent of this drop was due to the change in inventory 
policy, and only 20% to a decline in demand, says 
NAM 

The significant underlying factor is that the pro- 
duction decline was not primarily due to any dry- 
ing-up of demand. 


® Sales Holding Up. According to Business Week, 
retail sales are only 2% behind last year’s record 
first half. By just holding even (but adjusted for 
seasonal variation) stores would pull ahead of 1953 
during the late months of this year 





Page 13. More “Golden Gallery” presentations are made in 
our 50th anniversary year. Included in the historical ma 


terial on succeeding pages are reprints classic OA 
features such as “Conducting a Sales Campaign” and “My 
Most Difficult Sale.” 


Page 18. Here’s complete coverage of the record-breaking 
National Office Machine Dealers Association convention 
held recently in St. Louis. The story of convention procedure 
is augumented by dozens of personality and candid pictures 
of those who participated. 


Page 26. ‘“Colorize” to sell, says Zenn Kaufman. Read his 
comments on how to keep in step with a consumer public 
that is driven to action (buying) by color appeal. 


Page 28. Clell Short, New Mexico School Supply Company, 
Albuquerque, N. M., has some good arguments to refute the 
statement, ‘Sales training meetings are a waste of time.” 
He tells how these sessions are conducted with profit by 
his concern 


Page 30. In “Growth of a Salesman—and Company,” J. W 
Stallings, general manager of distribution for Clary Multi- 
plier Corporation, reveals the success story of branch man- 
agement clinics held by this manufacturer. 


Page 35. Harris Glower, salesman of the Ivan Allen Com- 


pany, Atlanta, Ga., has some unusual ideas about his 
profession. He reveals them in “An Old Timer’s Philosophy.” 
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WHAT ARE WE 
AFRAID OF? 


1940 


47.5 67* $75.7 
Million Billion 


EMPLOY- * INDUSTRIAL SPENDABLE 
MENT PRODUCTION INCOME 


$247.9 
Billion 


1953 


134* 


61.9 
Million 





EMPLOY- * INDUSTRIAL SPENDABLE 
MENT PRODUCTION INCOME 
Sources 
Employment—Bureau of Labor Statistics. 
*Indust Production—Federal Reserve Board, 
Physical Volume, 1947-1949 100. 
Spendable Income—U.S. Dept. of Commerce. 


IT’S TIME to take a long look ahead instead of follow- 


ing the disciples of “gloom and doom” talk so prevalent 
in late months. 

The long-range prospects for the American economy 
look bright indeed. In fact, the long-term possibilities in 
relation to today’s short-term fears prompt the searching 


question: “What are we afraid of?” 


This is the picture which emerges from studies by the 
research department of the National Association of Manu- 
facturers which attempt to show the future potentials that 
the American economy may fulfill by the year 1975. 

In doing this, the NAM economists emphasize that they 
do not pretend to show what the economy can be like if 
we take the right paths to progress. The rate of growth of 
the U.S. population is the keystone of the 1975 projections. 
The NAM has chosen the estimate of 190 million, made by 
the U.S. Bureau of the Census, in order that all other pro- 
jections based on this figure would be on the conservative 
side. 

In brief the projections disclose these exciting vistas 
of future business: 

Labor Force: The expected population increase will 
mean a rise in the nation’s labor force to 88.6 million 
workers, 22.1 million more than at present. 

New Businesses: There will be a need for 850,000 new 
business firms by the year 1975, from 4,050,300 in 1952 
to 4,900,000. 

Investment Needed: Research studies have shown that 
it takes an average of $12,000 to provide one job for one 
worker at the present time. This means that, other things 
being equal, investments to the amount of $265,200,000,- 
000 will be needed to provide the increase of 22.1 million 
jobs needed by 1975. 

Gross National Product: The average long-term rate of 
growth indicates that the gross national product can climb 
from the 1952 level of 348 billion dollars to 700 billion 
dollars in 1975. 

Per Capita Income: In 1952 the national income was 
291.6 billion dollars and the per capita income was $1,860. 
By 1975, these figures can reach 600 billion and $3,200 
respectively. 

What are we afraid of? As our population grows at 
the rate of about 3 million a year—our economy must ex- 
pand. It’s no time to sell America short on progress. 


NOMDA Finds Its Own Impetus 

The National Office Machine Dealers Association re- 
cently concluded its 1954 convention which provided new 
breadth of attendance and participation in exhibits. In 
many phases the St. Louis meeting reflected soundness of 
the association ond confidence in a fast-growing future. 

Office machine dealers in attendance talked more than 
ever about the new concept of their business. They are 
visualizing selling today not in terms of providing mere 
office mechanisms but rather of offering the means for 
speed, efficiency and economy in office operation. They 
are not concentrating on the hole but rather on the dough- 
nut itself. Thus the men in NOMDA are individually, and 
as an association, forging ahead. 








6. Work and Leisure 


When America was founded 
the problems of leisure were vir- 
tually non-existent because lei- 
sure time for most people was 
still a dream. The work day was 
from sunup to sundown; the work 
week six days, often seven. Lei- 
sure was for old age, which came 
earlier in life and didn’t last very 
long. 


The dream of less vocation 
hours and more vacation time 
persisted. Today it is a reality, 
with the trend continuing. The 
achievement came through the 
American Way of operating on a 
free market basis, the benefits of 
technological advance being 
widely distributed over the popu- 
lation. The benefits have taken 
the form of greatly increased 
quantities of goods per consumer 
and much additional leisure time 
for worker. 


One estimate indicates that 
100 years ago in the United 
States the average worker, gen- 
erously assuming he lived to the 
age of 70, worked 72 hours a 
week for 56 years. The annual 
vacation and the eight hour day 
were still in the limbo of the fu- 
ture. 


The average American worker 
today begins his work career 
after graduation from high school 
at the age of 18 or 19 and is 
retired on a pension at 65. Thus 
he works 46 or 47 years as op- 
posed to his ancestor’s 56 years. 
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THE AMERICAN WAY 


Further, he works only 40 hours 
per week instead of 70 and gets 
paid for holidays and annual 
vacation. 


Analysis reveals that the Amer- 
ican worker in industry today 
spends about one-half as much 
time in his place of employment 
as did his great-grandfather. 
Further, his work is far easier 
physically than it was years ago. 
In 1850, machines did only 6% 
of the work of the American 
economy; men did 15% and 
horses and mules provided 79% 
of the work energy. Today men 
do only 4% of the work, horses 
and mules a similar amount, and 
machines provide 92% of the 
work energy required to keep 
our economy functioning. 


The American Way has given 
the average citizen more time to 
use as he pleases and more 
money to spend on things other 
than the necessities of life. Out 
of this achievement has come the 
problem of how to use the extra 
money and the leisure time intel- 
ligently. Some solutions have 
been bad, leading to mischief, 
trouble, even crime. Most people 
have found answers in healthful 
sports, genuinely recreational 
activities, and cultural pursuits 
that add to knowledge, develop 
the sense of appreciation and ex- 
tend understanding of the world 


and its peoples. 


To supply the demands of lei- 
sure time folk, great industries 
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have developed under the aegis 
of the American Way, which per- 
mits anyone with an idea, initia- 
tive, and a little capital to en- 
gage in business. Thus the great 
motion picture industry came into 
being. More recently, radio and 
television have mushroomed to 
entertain and educate during lei- 
sure hours. Bowling, golf, fishing, 
hunting, boating—the list is long. 
The field of hobbies alone—from 
building model trains to remod- 
eling homes — has called into 
existence thousands of factories 
producing desired equipment 
and materials. 


Of much greater significance 
than the development of leisure 
time industries is the high inci- 
dence of the choice of average 
Americans to devote their “free” 
time to activities of a cultural and 
spiritual nature, fitting them for 
the responsibilities of good citi- 


zenship. 


One indication of this type of 
contributing citizenship is the in- 
creasing number of men and 
women who find the answer to 
leisure time use by training them- 
selves for effective volunteer serv- 
ice work in churches and schools, 
and among the underprivileged. 


Extra copies of “The American Way” avail 
able ot following rates: Single copy, $0.05; 
25 copies, $1.00; 100 copies, $3.00 


Next Month — 


“Opportunity Unlimited” 
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ARY METAL CONSTRUCTION CO., 


Jamestown 
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ry back to 
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turing Co. 


Art Metal which was inc 


1885 when Horace J, Hoffman secured 
file and a roller shelf, Art Metal Con- 
evolved from the American Shelf and Drawer Co., 
saline itis 


The 


of Jamestown, N. Y. in 1888, growing 








original company became Fenton 


orporated in 1899. 


Fenton Mfg. Co. Building on Site of Present Art Metal Plant 
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issue catalogs 
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FABER-CASTELL PENCIL CO., INC. 


761, A. W. Faber-Castell 
some of its operations to 





Original American Home of A. W. Faber-Castell 
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Newark in 1896. After the first World War, the complete operation 
was moved to Newark where the « 

The company is the only direct-in-line descendant of the A. W. 
Faber-Castell firm in West Germany which an American 
history of 105 years and a world background history of 193 years. 
A. W. Faber-Castell 


Newark and handles a fully integrated line of pencils made in 


ympany is now located. 
gives it 
manufactures 


a . 
tationery rubber products in 


America, as well as drawing pencils and drawing materials imported 
from A. W. Faber in West Germany 





FRANK M. DOBLMEIER 
In 1950 Frank M. Doblmeier completed a 


half century in business. At an early age 
Mr. Doblmeier entered the stat field 
in Germany and Switzerland handling office 
supply and hardware items. In 1913 he 
journeyed to the United States and joined 
the staff of Sanborn Vail & C 
San Francisco. Twenty years later he es- 
tablished his New York 
City. He is now the direct factory repre- 
sentative of the Nascon Product: Paper 
Corporation. In addition, he handles lines in the greeting card 
field. A well-known figure in the stationery industry in the New 
Mr. business 


for a long time. 


nery 


mpany in 





own business in 


Division ot the Eaton 


York area Doblmeier expects + ntinue in active 
’ c 





EBERHARD FABER PENCIL 
co., 


37 Greenpoint Ave., Brook- 
lyn 22, N. Y. 


For six successive gen 
erations, the Faber family 
has been engaged in the 
lead pencil industry. Tradi 
tions, policies, ideals and 
pride of workmanship have 
been handed down from 
father to son with the re 
sult that today the firm oc 
cupies a high position in 
the industry. In 1761, Cas 
per Faber, the great, great 
great grandfather of the 
present Eberhard Faber, 
began to manufacture and 
market pencils in Stein, a 
small village located on 
the outskirts of Nuremburg, 
Bavaria. In 1948, Eberhard 
Faber, the great grandson 
of Casper Faber estab- 
lished himself in business at 133 William St., New York City. This 
marked the beginning of an organization that has since become one 
of the leaders of American business. 

The business developed and grew, and the demand for Eberhard 
Faber products increased so that it has been necessary to expand 





Founder E. Faber 


repeatedly the original facilities by the erection of new buildings 
and to purchase additional property. At the. present time the fac- 
tory occupies an area covering more than two square city blocks. 
To compete in foreign markets, factories and manufacturing fa- 
cilities have been established in Neumarkt, Bavaria; Buenos Aires, 
(Turn to page 17, Please) 
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Conducting a Sales Campaign 


® THE TITLE ABOVE was assigned 
to me, not chosen, and unquestionably 
it was only intended that the writer 
should collect and annotate those cer 
tain salient truths which have been 
asserting themselves with ever increas 
ing persistency in the history of the 
world’s business. 

The things to be avoided in a selling 
organization are so obvious as to hardly 
call for enumeration. For instance, in 
telligent business men have come to 
know that the knocker only lives be 
cause the fool-killer either has a kind 
heart or is loafing on the job. The very 
children of the counting rooms fully 
appreciate that to adopt an India rubber 
price list is simply business harakiri, 
that to lead one’s customers to expect 
the impossible is simply a bid for future 
trouble. A wise salesman will even 
lessen representations. 


Stick to One Price 

The fault of misrepresentation gen 
erally lies more largely with the man 
agement, not the salesman, and so, in 
turn, the salesman should never be mis 
led. One price to anyone, anywhere, at 
any time and under all circumstances 
and conditions is held to be one of the 
soundest foundation stones upon which 
a business structure can rest. 

If the fundamental rules of good, 
sound, clean business could be formu- 
lated into a decalogue, they would 
probably read somewhat as follows: 

I. Never use the name of a com 
petitor if it can be avoided. 

II. Never say unfriendly, unkind or 
ungenerous things of a competi 
tor, its representative or its device. 

III. Grant frankly any point of merit 
in the article, device, product or 
commodity of a competitor 

IV. Never dignify abuse, slander or 
gross misrepresentation by either 
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Note—In the issue of May, 1910, the 
late Griff Glover, vice-president and 
veneral manager of The Dalton Add 
ing Machine Company, covered the 
subject above at our re quest. So many 
requests were rec eived for copies of the 
article that it was reprinted in pamphlet 
form and two 5,000 editions exhausted. 
Since the first publication of the article 
many new men have come into the 
field, who may with advantage read 
the advice of this successful campaigner. 
Mr. Glover, a lawyer, became interested 
in The Dalton Adding Machine Com 
pany, through legal matters. His enthu 
sitasm for the machine impelled him to 
undertake the sales management, which 
he directed for several years. 


discussion or argument. Knock 
a man down if you must, but do 
not be drawn into controversy or 
touch the cat and dog business 
with a 10-foot pole. 

V. Remember that your first obliga 
tion lies to those who have 
favored you with their valued 
patronage, and see to it that you 
are entitled to enjoy a continu- 
ance of the confidence the pur 
chase implies. 

VI. Admit frankly every just claim 
of competitor, but state clearly 
and convincingly the points of 
superiority in your own article, 
device, product, commodity, serv- 
ice or other point of vantage. 

VII. Remember that the neglect of 
business is the gravest danger 
with which your company is 
confronted. 

VIII. Remember that you are one fam- 
ily and in each man’s custody is 
the honor of the family. 

IX. Remember that a man may have 
all the accomplishments and pol- 
ish in the world and still fall 





The Late Griff Glover 


short of being a gentleman unless 
he is 90-odd kind. 

X. Know your business; know every 
detail of it and know it thor 
oughly. 

A selling organization in its make 
up as an army presents a paradox if 
the espirit de corps is to be a telling, 
effective, aggressive force and a reality, 
not a myth. Every private must also be 
a general. The initiative for assault or 
retreat, parley or private treaty, must 
frequently rest with him. If he is gifted 
with genius, is what he should be or 
what he can be developed into, he will 
in time muster independent forces of 
his own, represented by a host of satis- 
fied customers, which, as time passes, 
will be converted into staunch, loyal 
business friends. 


Maintain Constant Integrity 


Everyone makes mistakes and so long 
as they are not of the heart, the business 
stands in little jeopardy. Dishonesty, 
however, is entirely a different matter. 
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he horticulturists have formulated var- 
ious rules for certain pruning at stated 
periods, but they enunciate a sweeping 
rule governing the treatment of rotten 


wood. It is that it must be cut out the 
moment discovered, without regard to 
the state of the calendar. This rule 
should be as inflexibly enforced in any 
organization as regards the slightest 
infraction of strict integrity. No busi 
ness can safely conduct a moral hospital. 

The success of the battle lies with 
officers and privates alike. In the battles 
of the business world, the officer in 
command is frequently too much con 


sidered, the man behind the gun too 
little. The trappings of management are 
altogether too much in evidence for the 
good of the cause; there is too much 
dictatorship, too much censure and too 
little commendation. The man in the 
mahogany box stall, comfortably seated 
in his cushion swivel chair, far from 
the smoke of battle, gives too little and 
asks too much. If the man holding the 
outpost and meeting the brunt of the 
enemy's attack is worthy of the position 


he occupi he is worthy of and en 


titled to a vast number of other things 
must have it he is to prove a 


valiant, faithful, loyal, effective soldier. 


W hic h he 


Entitled to Support 


He is entitled to the confidence, sym 
pathy, co-operation and support of the 
management. He is entitled to know 
the real purpose and character of the 
company. He is entitled to a place of 
his own in the hearts of those he repre 
sents and serves 

In any battle, every man in the en- 


gagement, no matter in what capacity 
he serves, wants reliable, authentic news 
from headquarters and the front. He 
hungers for real information of every 
nature, kind and description. How 
fares the left wing? Are reinforcements 


at hand? What is the reserve force and 


resources of the enemy? What are our 
own? The nature of their weapons, 
ammunition and supplies? He fairly 
revels in accounts of achievement of 
battalion, company or individual. 


Trade Paper Makes Contacts 


The house publication should recog- 
nize and meet this want and need. It 
should in reality be the campfire chat 
of the bivouac in which all can and 
should participate. It is a common 
cause and the narratives of veteran and 
raw recruit alike have a thrilling, per 
sonal interest. The official reports of 
the commander-in-chief are but dull 
stuff compared to the actual experiences 
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of comrades in arms, engaged in the 
heat and thick of the fight. 

On the eve of tomorrow’s engage- 
ment, each mess wants to hear from the 
lips or pen of the participants them- 
selves, the occurrences and incidents of 
yesterday and today, not the opinions 
and views of statisticians or theorists, 
but the actual happenings as narrated 
by the living actors. Whether the ac- 
count recites achievement, victory or 
failure, the sympathetic audience will 
never find it lacking in vital interest, 
nor will it be disposed to criticize the 
manner of the telling. It is the inter- 
change of personal experience and the 
familiarity acquired thereby with each 
and every fact, detail and circumstance 
of the matter in hand, which offers a 
bond of union between men and man 
agement alike. This is the very essence 
of esprit de corps and must exist if 
the selling organization is to be what it 
should be. 

Organize the Campaign 

A selling campaign is simply a sell- 
ing organization at work. A battle is 
simply armies in action. No armies, no 
battle; no organization, no campaign. 
Properly organized, the campaign 1s 
always on. 

In an organization worthy of the 
name, every man feels the heart beat 
of his fellow; he shares the confidence 
of his company; he knows he is entitled 
to it and is determined to safeguard, 


maintain and augment it. He knows 
that all eyes at headquarters and in the 
field alike are upon him. He is not a 
nonentity, not an isolated being, but a 
valued member of a great and good 
family. He is assured of the heartfelt, 
sympathetic interest of all in his affairs, 
be they successful or otherwise. 


Present Unwavering Front 


The good salesman has long been in 
full sympathy and accord with the 
plans and ambitions of the men whom 
chance or merit have placed in com- 
mand. He will work with them shoulder 
to shoulder, through fair weather and 
foul. He will not only carry a message 
to Garcia, but his heart will be undis- 
turbed, for he knows there is no trea- 
son in the document in his breast. 

It is being whispered from outpost 
to outpost that some important move- 
ment is about to be made, general field 
orders are on the eve of issue, a con- 
certed onslaught is to be made upon 
the enemy, standards are to be ad- 
vanced, records smashed and a forward 
stride made in the battle for supremacy. 
The consciousness of coming conflict 
is in the air. At the first blast of the 
trumpet every man is in the saddle. He 
leans far out on the neck of his well- 
trained steed and whatever the special 
need or demand, whatever the charge, 
such a force presents a solid, unwaver- 
ing, invincible front. 





Coolidge on Commerce 


Where commerce has flourished, there civilization has increased. It has not 
sufficed that men should tend their flocks and maintain themselves in comfort 
on their industry alone, however great. It’s only when exchange of product be- 
gins that development follows. *** The advance of our own land has been due 
to our trade; and the comfort and happiness of our people are dependent on 
our general business conditions. It is only a figure of poetry that “wealth ac- 
cumulates and men decay.” Where wealth has accumulated, there the arts and 
sciences have flourished, there education has been diffused, and of contem- 
plation liberty has been born. The progress of man has been measured by his 
commercial prosperity. *** It is not enough for the individual or the nation to 
acquire riches. Money will not purchase character or good government. Man 
must work for more than wages, factories must turn out more than merchandise, 
or there is naught but black despair ahead. If material rewards be the only 
measure of success, there is no hope of a peaceful solution of our social ques- 
tions, for they will never be large enough to satisfy. But such is not the case. 
Men struggle for material success because that is the path, the process, to the 
development of character. *** The measure of success is not the quantity of 
merchandise, but the quality of manhood which is produced. *** Let us dismiss 
the general indictment that has all too long hung over business enterprise. While 
we continue to condemn unsparingly, selfishness and greed and all trafficking 
in the natural rights of man, let us not forget to respect thrift and industry and 
enterprise. Let us look to the service rather than to the reward. Then shall we 
see in our industrial army, from the most exalted captain to the humblest soldier 
in the ranks, a purpose worthy to minister to the highest needs of man and te 


fulfill the hope of a fairer day. 


Views of Calvin Coolidge Expressed April 11, 1916, 


before the Brockton Chamber of Commerce, Brockton, 


Mass. Reprinted from an early issue of OA. 
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Extracts from One of a Series o f 
12 Articles Published in 1932-33 
Issues of Office Appliances 





My Most Dutt 


@® FROM THE YOUNG LADY at 
the reception desk I learned that the 
general manager purchased office fur 
niture. My first move, therefore, was 
to see the general manager. 

I introduced myself and attempted 
to introduce my line, but was told 
forthwith that no new equipment was 
needed, and that if, perchance, any 
were to be ordered, it would be wood 
furniture. Instantly in my mind's eye 
I pictured the door to that office with 
the exit sign foremost, and I knew 
that if some subject were not brought 
up to catch the general manager's in 
terest the interview would be at an 
end then and there and my trip would 
be for nothing. 


Compliments the Grounds 


When I came into the office I had 
noticed immediately outside a_ well 
kept lawn with two beds of flowers. | 
mentioned the pleasant location of the 
ofice and made some comment on the 
lawn and the flowers. This served as a 
starter—an entering wedge, so to say, 
and soon the general manager was 
describing the grounds about his home. 

At the start of the interview the gen 
eral manager had assured me that his 
company did not need any of my firm's 
products, and I had assured him that | 
had spent a number of years laying out 
plans for offices and vaults. Our talk 
on lawns and flowers and landscape 
gardening generally had put the gen 
eral manager in a genial mood, in 
which frame of mind he was open to 
suggestion on the topic I had come to 
present. I told him I would like to 
look at their vault. If I had any sug- 
gestions to make, I would offer them, 
and if I had none there would be no 


harm done. The general manager 
readily agreed and sent for a clerk to 
show me the vault. 

The interior of that vault was a wel 
come sight to me and would have been 
equally welcome to any other salesman 
T he shelv 
ing and other items provided looked 


as if they had just happened to be put 


of interior vault equipment 
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icult Sale 


by The Late J. S. SPROTT, 


The Globe Wernicke Co., 


Cincinnati, Obio 


there. Everything was ridiculously in 
adequate to the purpose for which it 
was intended. 

[ carried a jointed rule in my pocket 
and asked the clerk to help me measure 
the vault. On my note paper I jotted 
down the measurements and as nearly 
as possible a list of the records scattered 
about. With the information I had 
gathered I returned to the general man- 
ager and told him that I had several 
hours before my train would leave, and 
that I would like to show him a plan 
of the vault with the equipment I 
would suggest. I had with me a small 
drawing board, a triangle and a T 
square, and said my plans would be 
clearer if put on paper; that all I needed 
was a desk or table to work on. Here 
upon, the general manager offered me 


a table in his office. 


Meets the President 


[ had almost completed my work 
when the president came in. He was a 
gruff individual. He wanted to know 
what I was doing and who I was. The 
general manager introduced me and 
explained what I was doing. The presi 
dent said that if anything were needed 
in vault equipment to call in Messrs. 
A. and B., engineers in that field, who 
would doubtless do a much better job. 

[ replied that as vault engineers they 
were unsurpassed, but that on interiors 
they were not so well versed, and were 
not so much interested because there 
was comparatively little money in- 
volved. He said that perhaps I was 
right, but he still considered that the 
engineers were the people to be called 
in if radical changes were to be con 
sidered, but that as far as he was con- 
cerned my proposition was out of the 
picture. 

I finished my sketches, and explained 
to the general manager the plan of 
increased protection, efficiency and time- 
saving, and showed him that no rec- 
ords could be lost. As my story un 





folded he became enthusiastic, and 
either 


shaped me up to sell the idea to the 


knowingly or otherwise he 
president. Finally the general manager 
said: “After the remarks of the presi 
dent, I don’t want to take any action 
without his approval. We'll go to see 
him.” 


We found the president running true 
to form, if my first experience with him 
was a sample. He prowled around the 
room and continually interrupted my 
story in such a way that it was not 
only irritating, but precluded the possi 
bility of any serious consideration of 
my proposition. 


As I was not making any progress 
with the president and was fearful that 
an immediate decision would be ad 
verse, I decided to get out of that office 
and take the general manager with me. 
I did this by asking a question which 
necessitated a trip to the vault. For 
tunately, the president did not accom 


pany us. 


Underplays his Role 


Up to this point the price of my 
equipment had not been mentioned. 
During the lunch hour I made up my 
mind that there was some way to reach 
the president so that he would favor 
my proposition, or at least be interested. 
I concluded that absent treatment might 
produce results. Upon returning to 
the office I told the general manager 
that I wanted to study the problem a 
little longer, and would like to con 
tinue using the table for a short time. 
Also I got permission to go in and out 
of the vault as I desired without having 
to disturb a clerk every time I checked 
up some point. 


Every time I left the general mana 
ger’s office I passed the open door of 
the president’s office. And I made it a 
point to pass as frequently as seemed 
consistent with the work I was sup 
posed to be doing. I depended upon 


OA — 8/54 


TH 
Roy 


this passing and repassing to arouse whole proposition installed and ready 


the curiosity of for use will cost you only so many 


the president. 


It was three o'clock before this hundreds of dollars.” The president 
system produced results. Then the said, “Only!” “Yes, only,” I replied. 
president came into the general mana- “How much did you pay for that vault 
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door? How much did the vault cost 
the proposition under you? 


id I took the opportunity 
of going You have invested that money 
and the return is less than it should be. 
Put this equipment in and get the full 


value of your investment.” 


favorable nditions. I did not wait 


for them to ask for prices, but at the 


end of explanation I said, “This 


QO 





Some Farsts in Our Industry 


@ The first use of shorthand reporting dates back to the century preceding 
the Christian era. Tiro reported speeches of his master, Cicero, in 63 B.C., 
use Of shorthand. 


Mrs. M. A. Saunders was the first woman to receive a salary as a typist 


in 187 

Miss Elsie Diehl, a stenographer of the early 1900's, organized a stenog 
raphe ind typewriters’ union in New York City, one of the first of its 
kind, to improve the worker’s conditions. 

The first typewriting school is reported to have been opened at 737 
Broadway, New York City, 1878. 

[he first ribbon patented was in 1886 by George K. Anderson of 
Memphis, Tenn. 

Che first cylindrical platen appeared on a typewriter made in 1852 by 
John M. Jones of New York City. 

The first cash register known existed more than 6,000 years ago when 
the ancients used a registering device, the Abacus, to show visibly the 
amount bought or sold. 

One of the first mechanical devices to check the amount of typing 


accomplished was called a word counter which operated from the space bar 
ot the typewriter. 
] tems are taken from “Your Man Friday,” published by Ames 


ompany, Chi ago.) 
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Golden Gallery 
Continued from page 13 
Acton Vale, Canada. With the addition of ar 


w representina Eberhard Faber in foreiar 


products are distributed through Sut the world 


berhard Lothar Faber represents the family in 
J vice-president. To continue the traditi 
Eberhard IV expected to enter the busine 
education. This will mark the sevent! 


f Fabers to engage in the lead pencil busine 





THE REYBURN MANUFACTURING CO., INC. 


Royersford, Pa 


' - § the, nau: thedian. Reel 
r ; na facturing t r 
Philadelphia. The sole product of that 


ygled along with eight employees and 


After a moment the president said, 
“That is a lot of money, but I don’t 
know’—turning to the general mana- 
ger—‘“T'll leave it to you, Frank.” 

I felt that the sale was made... and 
it was. 





Marking Device 
Association 


by ELMER F. WAY 


Secretary and General Manager 

The Marking Device Association 
was formally incorporated in 1910 after 
a series of more or less informal meet- 
ings. It has been in continuous exist- 
ence ever since then, constantly striving 
to build a better marking industry. 

I think the present condition of our 
industry is ample proof of the success 
of this policy and, of course, we were 
declared essential in both wars. 

We had four executive secretaries 
previous to my coming with the asso- 
ciation in 1945. A year later I was 
made secretary and general manager, 
a position I have enjoyed ever since. 

Our industry has always worked 
very closely with the office appliance 
and stationery industry and dealers 
from the latter category are always 


welcome guests at our conventions. 


(Editor's Note: Our failure to in- 
clude this brief history in our “Associa- 
tions of the Industry” in our June 
Anniversary issue is sincerely regretted.) 





Early home of Reyburn Manufacturing Co. 


t little shipping tag. Though handicapped also become widely known for its broad line of stock display ma 
pL TION f indu try ang energ terial and istom-made point-ot-purchase displays. 
ostacle In the past 59 years Reyburn has grown and prospered until 
made-to-order shipping tags, the young today it is recognized as one of the leading manufacturers. Com- 
| tags, f tickets and qummed labe pany factories are located in Philadelphia and Royerstord, Pa., with 


| 


irk found their dealer ne of Reyburr warehouses in Chicag 


1. In more recent years, the company ha 
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Ill., and Ft. Worth, Tex. Sales offices are 


located thre ughout the countr n mal 


y 
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Seen at the Head Table During the NOMDA Convention Luncheons... 


1. President J. D. Romano is flanked by NOMDA’s hard-working executive 
secretary Harold Mann. 

2. Joseph Burger, seed corn firm official, displays a pair of ‘golden shoes” 
as prop during his talk on sales promotion and “How to Get Better.” 


St. Louis Hosts Record 


More than 600 Attend, including 300 
Dealers—Walker Succeeds Romano 
as President—Choose Denver for 1955 


®@ THE 29th ANNUAL international convention and trade 
exhibit of the National Office Machine Dealers Association 
at the Chase and Park Plaza Hotels in St. Louis June 20-23 
outdid all its predecessors for number of registrants, partic 
ipation by dealers and volume of exhibits 

In these record-breaking particulars it was an assemblage 
which reflected the robust growth of the association during 
the last year under the leadership of President John D. 
Romano of Fresno, Calif., and other officers with adminis 
trative guidance of executive secretary Harold W. Mann. 


Registration totaled more than 600, largest in NOMDA 
history, and this figure included a_ record-breaking 300 
dealers. Dealers were present from Canada and Mexico as 
well as from all sections of the United States. 


St. Louis proved a popular convention city with office 
machine dealers, manufacturers and ladies enjoying hospi 
tality and air-conditioned rooms during a warm week in 
June. 

They praised the advance preparations made for their 
entertainment and a profitable convention program arranged 
by William Simpkins, president of the Greater St. Louis 
Office Machine Dealers Association; N. H. Von Soosten, 
general chairman; Robert Gruener, co-chairman; and their 
assistants including: Joseph Zollmann and H. A. Steger, 
finance; Walter Sarwin and M. H. Klemsch, publicity; 
William Simpkins and Arthur Benassi, program; Joseph 
Peters and Ben Schweiss, association development; G. C. 
Eppler and Charles Putnam, hotel; Charles Mueller and 
R. M. France, entertainment; M. F. and H. C. Von Brocken, 
hospitality; Mrs. Helen Goehler, Mrs. J. J. Burke and Mrs. 
Joseph Zollmann, ladies; Charles Taylor, Frank Hagan and 
J. J. Burke, registration; Ellwood Overholzer, transportation; 
H. B. Rumsfield and Stephen Barton, golf tournament. 
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3. President Romano listens as Robert Randazzo, Kansas City, Mo., presents 
the slate of nominations. “i i 
4. Dan Blount speaking on sales training at the retail level. 


NOMDA Meet 


For the first time, exhibits were opened on Sunday and 
thus four days were available for the viewing of the showing 
of the latest in typewriters, calculators, duplicators, and 
other office devices made in the United States and abroad. 


New labor-saving innovations were introduced to dealers 
eager to place these products in their stores. The exhibits 
numbered 50, a notable showing by the manufacturers in 
the office machines and equipment industry. 


Panel discussions were an integral part of a varied pro 
gram. These included sessions on electric typewriters led 





Wilbur Walker Takes Over as NOMDA Head .. . 

John D. Romano (left) congratulates his successor to the NOMDA 
presidency, Wilbur E. Walker of Wilbur E. Walker Company, 
Wichita, Kans. Mr. Walker has been active in the office machine 
industry since 1930 and is one of the outstanding Kansas dealers, 
operating in a city of 200,000 population. He has been active 
in the affairs of NOMDA, winning a trophy two years ago for 
the individual securing the most new members. “Our association 
has grown in the past years and | want to see it continue to 
progress with our industry,” states the new president whose hob- 
bies are golf and travel with his wife, Bernice. 
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NOMDA’‘s New Board of Directors Me 


by A. W. Peters, Battle Creek, Mich., with D. L. Keeney, 


Jr., Dallas, co-chairman; on cash registers, Charles W. Taylor, 


Webster Groves, Mo., chairman, and P. B. Higdon, New 
Albany, Ind., co-chairman; on addressing and mailing ma 
chines, Alex Taylor, Nashville, Tenn., chairman, and G. B. 
Blair, Dayton, Ohio, co-chairman; adding and calculating 
machines, Ed J. Knecht, Cleveland, Ohio, chairman, and 
Paul Houser, Sioux Falls, S. D., co-chairman; and on adver 
tising, Jack Davenport, Bakersfield, Calif., chairman, and 
Liston Jackson, Forth Worth, Tex., co-chairman. 

\ trip to the store of N. H. Von Soosten in St. Louis 


was part of the panel program. 


Accept Nominations 


The report of the nominating committee headed by ex- 
president Robert Randazzo, Kansas City, Mo., was adopted 
enthusiastically. Wilbur E. Walker, personable office ma- 
chines’ dealer of Wichita, Kans., was chosen as the new 
evated from the vice-presidency he held for the 
1953-54 term 

Elected with Mr. Walker were David C. Silvers of New 
York City, vice-president; D. L. Keeney, Jr., Dallas, Tex., 
secretary; Harold E. Steinke, Upper Darby, Pa., treasurer. 
Harold W. Mann continues as executive secretary with offices 
in Los Angeles and Charles F. Krause, Jr., as general counsel. 

One of the first tasks performed by the new president 
selecting five members to round out the execu 
Acceptances were in hand immediately. 
[wo important meetings of the group were held. 

Those to serve with the elected officers are: William AA. 


president 


was that o}t 


tive committee. 


Johnston, Knoxville, Tenn.; Gordon E. Miller, Los Angeles; 
Robert Randazzo, Kansas, City, Mo., and Harry Van Zant, 
Dayton, Ohio. 

\ new board of directors, which includes past presidents 


of the organization, was elected by the NOMDA members. 
Those now serving, and who already were in session in St. 
Louis, are listed with the picture accompanying this con 
vention report 
To Denver in 1955 
It will be Pike’s Peak or Bust” for 1955. NOMDA’s 
1955 convention and trade exhibit will be held in the mile 
high city of Denver. A great round of applause greeted the 
banquet announcement of Denver's selection. Dates will 
be June a week later than this year’s convention. 
Setting up a three-year plan for conventions, the execu 


tive board has indicated that the 1956 convention will be 
in Houston, Tex., and the 1957 meeting in New York City. 
the necessity of checking with hotels regarding 
convention facilities the members of NOMDA at their busi 
ness meeting delegated the task of selecting sites to their 
executive committee. 


Because of 


One of the innovations of the St. Louis convention was 
the first attempt to bring a clearing house of the best ideas 


tor creating sales. The presentation of awards for best ad- 
Vertising, mail and promotion ideas was accompanied 
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ets in St. Louis During Convention . . . 


Two sessions of the 1954-55 NOMDA board of directors were held during 
the St. Louis convention. Those participating are pictured left to right: 
SEATED—AI Foxcroft, Los Angeles; Sam Flake, Phoenix, Ariz.; J. Vincent 
a Boston; David C. Silvers, New York City, vice-president; Wilbur 
Walker, Wichita, Kans., president; J. D. Romano, Fresno, Calif., immediate 
past-president; D. L. Keeney, Jr., Dallas, secretary; Harold Steinke, Upper 
Darby, Pa., treasurer; Gordon H. Miller, Los Angeles; Charles Taylor, $t. 
lovis; Larry Seeman, Cleveland. 

STANDING—Wm. AA. Johnston, Knoxville, Tenn.; Lon Walling, Dearborn, 
Mich.; Harry Van Zant, Dayton, Ohio; Charles Chappell, Pittsburgh; Fred 
Standley, Chickasha, Okla.; C. W. Mclane, Elko, Nev.; Jack Hutter, New 
York City (sitting in for Israel Meizner); Harold Peck, New York City; 
Harold Mann, executive secretary; Robert Randazzo, Kansas City, Mo.; 
C. Elmer Anderson, Pasadena, Calif.; Fred Johnson, Charlestown, $. C.; 
Leonard Strealy, Fort Worth, Tex.; Harvey Miner, Kankakee, Ill.; J. C. J. 
Martin, Seattle; Al Fincher, Atlanta, Ga.; Samuel Stein, New York City; 
Emil Beaurivage, Lincoln, Neb.; J. S$. Gladney, Philadelphia; Irwin Vincent, 
Topeka, Kans. (directly behind Gladney); Herbert Toussaint, Camden, N. J.; 
Charles Krause, Jr., general counsel, New York City; Lowvis DeSciosa, Denver; 
Paul McWilliams, Little Rock, Ark.; William Dick, Milwauke (sitting in for 
J. O. Waedekin). 

Directors elected but not in the picture are Robert Higdon, Baltimore; Ralph 
Neumayer, Hartford, Conn.; Russell Brewington, Houston; Miller J. Huggins, 
Anderson, Ind.; Frank Whitman, Kansas City, Kans.; J. O. Waedekin, Mil- 
waukee; Mario Teschion, St. Paul; Clifford Schorer, Long Island, N. Y.; Jack 
Davenport, Bakersfield, Calif.; Ray Trenchord, San Reafael, Calif.; Edward 
Pfitzenmaier, Ardmore, Pa.; Fred <chleder, San Diego, Calif.; Martin Weis- 
bren, Los Angeles; Charles Meyers, Miami, Fla.; M. R. Allen, San Antonio; 
James F. O'Donnell, Washington, D. C.; William T. Corney, Toronto, Canada; 
Ivan Fifield, Waterloo, lowa; Ed McHale, Cincinnati; Lee Osmon, Tampa, 
Fla.; Franz Schreyer, Salt Lake City; Lynn Roper, Seattle; Israel Meizner, 
New York City. 

Past presidents who are directors but not in the picture are W. R. Schilling, 
Pittsburgh; Ted Schaefer, New York City; Lamont Wood, Sr., Kansas City, 
Mo.; Nicholas Fucci, Englewood, N. J.; Jack Macon, Atlanta, Ga.; Gene 
Taylor, Bloomington, Ill.; Irving Ritchie, New York City; Earl T. DeGroot, 
Selemaben, Mich.; Liston Jackson, Fort Worth, Tex.; Jack Weiner, Chicago; 
James P. Ward, Chicago. 





1. Marcus Harwitz, Regal Typewriter Co., New York City; A. W. Kartous, 


Ames Supply Co.; H. C. Draper, Royal Typewriter Co.; E. W. Staats, 
Ames Supply Co. 


2. Jim Graydon, Smith-Corona Inc.; R. W. McCoy, McCoy Typewriter Serv- 


ice, Miami, Fla.; Lester F. Smith, Smith-Corona Inc. 


3. Randall Shenton, Underwood Corp.; Loran A. “Tiny” Parker, Underwood 


Corp.; John Stifter, Allan Typewriter Co., Detroit. 
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Award Trophies for Securing Most New Members in NOMDA .. . 


1. John D. Romano presents his trophy to Harry Van Zant of Dayton, Ohio, 
who was the member of a local association bringing in the most mem- 
bers in the 1954 membership contest. 

2. Mr. Romano presents the NOMDA plaque to Franz Schreyer of Salt Lake 
City, Utah, as the member outside of a local association bringing in 
the most members during the 1954 drive 


by a display of the entries. Here, many dealers could be 
found congregated. They were often seen making notes of 
layout, copy, gimmicks and other ideas which could be used 
in their own promotions. 

There were frequent remarks to the effect that next year’s 
display of entries will take ten times as much space inas- 
much as dealer after dealer stated he was planning to enter 
his ads and other sales-building ideas. The contest is to be 
featured more prominently as years go by until it is expected 
to become ‘one of the most important features of the annual 
gatherings. 

Al Foxcroft of Los Angeles was chairman of the contest 
and he presented awards to the following: 

Advertising—1. Harold Steinke, Upper Darby, Pa.; 2. N. 
H. Von Soosten, St. Louis; 3. N. Dean Leininger, South 
Bend, Ind. 

Sales Promotion—1. E. S. Mason, Almond, N. Y.; 2. R. 
W. Best, Sioux Falls, S. D.; 3. Frank Burwinkel, Cincinnati, 
Ohio. 

Direct Mail—l. Sam Payne, Enid, Okla.; 2. N. H. Von 





1. H. E. Steinke, firm of same name, Upper Darby, Pa., new treasurer of 
NOMDA, and Bill Simpkins, Tiffany Stand Co., president Greater St. Louis 
NOMDA. 

2. Listen Jackson, Typewriter Supply Co., Fort Worth, Tex., and Robert 
Randazzo, General Typewriter Co., Kansas City, Mo. 

3. F. D. Hagan, Missouri Typewriter Exchange, Wentzville, Mo., and Charlie 

Taylor, Baco Ribbon & Supply, Kirksville, Mo., assistant and chairman 

in charge of registration. 

B. K. Mitchell and Ed Hirsch, Orna Metal Products Co. 

C. C. Harris, Remington Rand Inc.; Elmer Thiessen, Thiessen Office 

Equipment, Kewanee, Ill.; Jim Bland, Remington Rand Inc. 


"> 
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3. Liston Jackson, former NOMDA president, hands his trophy to Gordon 
Miller of Los Angeles, also a past president, both of NOMDA and 
Southern California OMDA. Seiten California OMDA won first place 
in NOMDA’‘s membership campaign and along with it the Liston Jackson 
trophy. Other presentations were made which, regretfully, were not 
photographed. 


Soosten, St. Louis; 3. N. Dean Leininger, South Bend, Ind. 
Merchandising—R. M. France and R. D. Bodkin, St. 
Louis, Mo. 
Once again, MONDA rewarded its members and _ its 
chapters who were most active in securing new members. 
The address by Dr. William “Bill” Alexander of Okla 
homa City, Okla., pastor of the largest Christian church in 
that state, was distinctly a convention highlight. Dr. Alex 
ander, who twice has thrilled National Stationery & Office 
Equipment Association audiences, was brought to St. Louis 
by William Simpkins, president of the St. Louis OMDA 
and program chairman of NOMDA’s '54 convention. 
Addressing the opening day luncheon at the Chase Hotel, 
Dr. Alexander displayed the charm, the wit and the oratory 
which has made him one of the most-wanted speakers in 


On the Opposite Page 


1. E. Tanchuck, Tippa Products Corp.; John Fisher, Fisher Typewriter Co., 
Lima, Ohio; S. H. Tanchuck, Tippa Products Corp. 


2. R. W. Yelton, Yelton Typewriters, Anderson, Ind.; Joseph Showers and 
William Showers, Indiana Cash Drawer Co. 

3. Rolf Kummer of James Galloway & Associates, Detroit, Mich. in Speed 
Mail booth. 

4. Charles F. Glueck, Typewriter Equipment Co., New York City 

5. Chase Hotel outdoor swimming pool scene during party for ladies 
attending the convention. 

6. Lovis De Sciose, IXL Typewriter Co., Denver; John Romano, Valley 
ps ge tad Co., Fresno, Calif., retiring president of NOMDA. 

7. John Stifter, Allan Typewriter Co., Detroit; J. M. Hackney and L. O. 
Snow, Remington Rand Inc. 

8. Charles W. Hoover, Precisa Calculating Machines Co.; Joe Greenley, 
Standard Adding Machine Co., Detroit. 

9. Ed Samuels, Carl Neison, S. J. Graff, all of Speed-O-Print Corp. 

10. S. S. Weiner, Fort Pitt Typewriter Co., Pittsburgh; W. R. Shilling, firm of 


same name, Pittsburgh, trying a new Olympia typewriter. 

11. W. D. Wells, Wells Office Equip. Co., Pine Bluff, Ark.; S$. E. Durand 
& Art Lyons, Reliable Typewriter & Adding Machine Co., Chicago. 

12. Roy N. Bissell, David Sigler, Lee Stirling and Hans Stauder, all of 
Hermes Div., Paillard Products; M. F. Von Brocken, Von Brocken Office 
Equip., St. Louis. 

13. William Bell, J. J. Konrath, W. H. Beckwith, G. C. Witzel and K. W. 
Schroeder, all of Royal Typewriter Co. 

14. A Texas couple: Mr. & Mrs. D. L. Keeney, Keeney Office Equip. Co., 
Dallas, Tex. 

15. Robert Gladney, 19 months, operates a Rex Recorder. With him are his 
parents, Mr. & Mrs. J. S. Gladney, Dictating Machine Service, Phila- 
delphia, Pa. Mr. Gladney is Rex Recorder dealer. 

16. Ted Scharnhorst, Maso Products; Loran A. ‘‘Tiny’’ Parker, Underwood 
Corp.; Lovise Mayer, guest; John F. Burke and Roger Lambert, Maso 
Products. 

17. Ed McHale, Peter Paul Service, Cincinnati, Onio; Bill Steiner, Underweod 
Corp. 

18. §S. Jack Taylor, Gary Office Equipment Co.; Jim Graydon, Smith-Corona 
Inc.; R. E. “Dick’’ Adams, H. D. Baker Co., Inc., Tacoma, Wash. 

19. Roscoe Benge, Codo Mfg. Corp.; Earl Hanson, Tiffany Stand Co. 

20. George Metzler, Cormac Industries, Inc.; L. F. Mason & Harry C. Reed, 
The Ruckert Co., St. Louis. 

21. A. M. Fincher, firm of same name, Atlanta, Ga.; Jerry G. Minor, 
M. & M. Sales Co., Des Moines, lowa; Robert W. Swan, Rex-O-Graph, 
Inc. 

22. Bill Burt and Jim Young of Bohn Duplicator Corp.; Lewis D. Johnson, 
Office Machine Equipment Co., Clarksdale, Tenn.; C. W. Sutton, Capitol 
Typewriter Co., Oklahoma City, Okla.; Bob Banks, Bohn Duplicator 


Corp. 

23. leseat Stallings and M. L. Cowan, Clary Multiplier Corp. 

24. All Illinoisans: Larry Walter, Peter Paul Mechanical Service, Chicago; 
“Rocky” Jones, Shipman-Ward Mfg. Co.; Harvey Minor, Minor Business 
Machines, Kankakee, IIl.; T. J. Fitzgerald, Adding Machine & Typewriter 
Sales, Avrora, Ill. ; 

25. Jacob Hutter, Check Writer Co.; Glen W. Boyce, Boyce Typewriter Serv- 
ice, Pueblo, Colo.; Paul Hutter, Check Writer Co. 

26. James P. Ward, Ames Supply Co.; H. A. Steger of H. A. Steger Co. 

27. James P. Marino & Frank Dimina, American Dictating Machines, Inc. 

28. Steve J. Kantor, Shipman-Ward Mfg. Co.; J. J. Kennedy, Moroth-Ken- 
nedy Corp. 
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OMDA Presents Awards to Advertising, Direct Mail and Promotion Winners .. . 


3. R. W. Best of Sioux Falls, S$. D., received a plaque for second place 
in the sales promotion division. 

4. First place in the direct mail advertising division went to Sam Payne 
of Enid, Okla., for his excellent four-page brochure on office machines 
of every kind. 

5. First-place advertising award being presenaes to Harold Steinke (left) 


Pictured are winners of advertising, direct mail and promotion awards 
presented at the NOMDA convention and trade exhibit. The entries were 
given a prominent place in the events of the convention and proved a 
veritable gold mine of information for the other dealers in attendance. 
Al Foxcroft of Los Angeles was chairman of the committee of judges that 
selected the winners and presented the plaques. Others on the committee 
were Hal Pettit of Los Angeles and C. Elmer Anderson of Pasadena. The 


winners were: 

1. A double winner was N. H. Von Soosten, St. Louis, who walked off 
with second prize in the display advertising awards and second in 
the direct mail classification. 

2. Another two-time winner was N. Dean Leininger of South Bend, Ind., 
who tock home plaques for third place in advertising and third place 
in direct mail competition. 


the nation. He admonished his listeners to “be part of the 
answer instead of the problem.” 

“Have a soul fit to live with,” was another of his fervent 
pleas. He expressed the need for men who bring wit to 
religion and he deplored the non-activity in politics because 
of belief that it is something corrupt. 

At the head table was his mother, listening with pride to 
the ovation which was tendered Dr. Alexander at the con- 
clusion of his address. 

Luncheon meetings held on Monday, Tuesday and Wednes 
day during the convention were well-attended and the 
quality of the meals served by the Chase Hotel drew praise. 
Conventioners found nourishment for their businesses, too, 
in the advance of a group of experts who included Dan 
Blunt, director of sales training for the International Shoe 
Company; Olin Stansbury, advertising manager of St. Louis’ 
second largest department store; Joseph Burger, vice-presi- 
dent and sales manager of a large seed producing company, 
and Ross Shannon, recently retired from the Socony Vacuum 
Oil Company and considered one of the finest experts in 
pin-pointing sales in America. 


Awards at Luncheons 


The noon luncheons, addressed by this array of speakers, 
also gave NOMDA an opportunity to present its past presi 
dents, to introduce the convention chairmen, and to present 
the awards previously described in this report. 

Adopted unanimously were resolutions on the following 
topics, reading in part: 

Discounts — “That each manufacturer of business ma 
chines, standard and portable, finds ways and means of pric 
ing its product so as to insure to, and permit the dealer of 
our industry to maintain a fair margin of profit, which 
necessitates the granting of a larger discount by many manu 
facturers to help their respective dealers.” 

Leadership—‘“That we express our gratitude to John D. 
Romano and his able colleagues on their most successful 
year, and wish him and them continued success, good health 
and a long and fruitful life with our association and with 
their respective families.” 


Gratitude—“Whereas, William Simpkins, president of the 


Greater St. Louis Office Machine Dealers Association, 
through his several chairmen, N. H. Van Soosten and his 
entire convention committee, has brought about the largest 
registration in the history of National Office Machine Deal 
ers Association the largest number of rentals of our 
display booths . . . we hereby offer the sincere congratula- 
tions of each of the persons attending this convention and 
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of Upper Darby, Pa., by Al Foxcroft of Los Angeles. 


Other winners of awards were E. $. Mason of Almond, N. Y., who took 
first place in the sales promotion division; Frank Burwinkel of Cincinnati, 
Ohio, who won a plaque for third place in sales promotion; and R. M. 
France and R. D. Bodkin of St. Louis, Mo., who were awarded a plaque 
for first place in the merchandising event. These dealers were not on hand 
to receive their plaques. 


their thanks to Greater St. Louis Office Machine Dealers 
Association, its hospitable convention committee, and our 
affable executive secretary, Harold Mann, (and his lovely 
and gracious wife) for a most enjoyable, successful and 
and educational convention.” 

Appreciation—“To all the trade publications, suppliers 
and manufacturers for their excellent co-operation in publi 
cizing and promoting this successful convention and their 
continuous publicizing of NOMDA’s activities.” 

Reaffirmation—‘“As fellow Americans and as members of 
the National Office Machine Dealers Association we join 
in reafhirming our faith in our great nation under God and 
the ideals for which it stands.” 


Many Attend Opera 


With the famed St. Louis Municipal Opera season in full 
swing, many conventioners took advantage of the oppor 
tunity to attend the colorful programs. For the non-music 
lovers there was variety in the convention arrangements 
including attendance at the picturesque Showboat “Golden 
rod” old-time melodrama on the Mississippi River and the 
dining out-of-doors on barbecued spareribs at a Tyrolean 
garden dinner. 

Ladies attending the convention joined in these activities 
and also were entertained at a Chase Hotel pool-side party 





Mexican Flag Presented to NOMDA .. . 


An impressive ceremony during the NOMDA convention occured when two 
office machine dealers from Mexico City presented a beautiful flag of 
their nation. The presentation was made by John Halpern of Bond Office 
Machines, Inc., of Mexico City, with NOMDA president John D. Romano 
accepting the flag on behalf of the association. Pictured (left to right) 
are Mrs. Helen Goehler, chairman of the ladies’ committee; President Ro- 
mano, Mr. Halpern and Mr. Miranda. The latter accompanied Mr. Halpern 
to St. Lovis. The flag will repose in the NOMDA headquarters office. 
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Bulger Shows Typewriter Collection .. . 


E. A. Bulger, branch supervisor dealer sales division, Remington Rand Inc., 
St. Lovis, Mo., with 50 of his collection of 70 old typewriters on display 
at the NOMDA convention. The oldest machine is a Remington No. | of 
1874. Another ancient model is a touch writer which the inventor never 
completed in the early 70’s. Typewriters shown in this second largest col- 
lection in the United States include those bearing name of Lazar, Merritt, 
Calagraph, Edison, Fay-Sho, Crandall, Sun, Hall, Pittsburg, Williams, Man- 
hattan, Chicago, Yost and many others. The display attracted wide interest 
among NOMDA members and Mr. Bulger was complimented for the dili- 
gence with which he amassed this treasure trove of typewriter history. 


and a tour of St. Louis. The program arranged reflected 
credit on the work of the chairman, Mrs. Helen Goehler, 
and her helpers, Mrs. J. J. Burke and Mrs. Joseph Zollmann. 

The delightful banquet and dance in the roof Starlight 
Room of the Chase Hotel concluded the convention. It 
was a colorful event featured by delightful and informal 
presentations including the remembrance of retiring pres 
ident John Romano’s birthday. To him went the kisses of the 
ladies at the head table and a procession of gifts. 


Gifts to Romanos 


C. Elmer Anderson ably acted as master of ceremonies 
it this 29th annual NOMDA banquet. Leon Waller of 
Dearborn, Mich., led the pledge of allegiance and NOMDA’s 


adopted “pastor,” the beloved William AA. Johnston, in 
voked Divine blessing on the audience. Past presidents, 
guests and ladies were introduced. 


To Mrs. Romano went a beautiful purse and to the re 
tiring president an 18-karat solid gold watch. In a warm and 
moving response, Mr. Romano said he was thankful to have 
been able to give in a little way something of his time to 
the “finest people on earth.” He concluded with the obser 


vation that if the Lord didn’t want the Golden Rule to 
apply he would have furnished man with a long arm for 
grabbing and a shorter one for giving. 


NOMDA’s new president Wilbur Walker delivered a 
fitting acceptance speech at the banquet and his charming 


wife was introduced. 


Present Golf Prizes 


Part of the ceremony included the presentation of prizes 
to the winners of the Sunday golf tournament conducted 
under the leadership of H. B. Rumsfield and Stephen Bar 
ton in blazing 103-degree heat. The hardy winning survi- 
vors were: Low gross, Liston Jackson; low gross runner-up, 
R. H. Preston; handicap winner, Lester Smith; handicap 
runner-up, Roscoe Benge; blind bogey, Bill Palmer, and 
blind bogey runner-up, Norman Karasick. 

With his usual Texas charm, champion and ex-president 


Liston Jackson proceeded to kiss all the lovely ladies block 
ing his way to the rostrum to recieve his prize. 

On such a happy note the NOMDA 1954 convention 
was concl led. 
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The Exhibitors: 


Addo Machine Co., Inc. 


R. C. Allen Business Machines, 


Inc. 


American Dictating Machine Co., 


Inc. 

Ames Supply Co. 
Beutler-Brown Industries 
Bohn Duplicator Corp. 
Paul Bruening Co. 
Burroughs Corp. 
Checkwriter Co., Inc 
Clary Multiplier Corp. 
Commercial Commodities Co., 
Inc. 

Cormac Industries 
Dupli-Copy Co. 

Facit Inc. 
Gramont-Adler 


Hamman Calculating Machine Co. 


Hennus Co. 

Indiana Cash Drawer Co. 
Inter-Continental Trading Corp. 
Lathem Time Recorder Co. 
Maroth-Kennedy Corporation 
Maso Steel Products Inc. 
National Cash Register Co. 
Old Town Corp. 


Olivetti Corp. of America 
Orna Metal Products Company 
Paillard Products, inc.—Hermes 
Division 

Pear! Engraving Corp. 

Polk Bros. Typewriter Co. 
Precisa Calculating Machine Co., 
Inc. 

Print-O-Matic, Inc. 

Regna Cash Registers Inc. 

Reliable Typewriter & Adding 
Machine Co. 

Remington Rand Inc. 
Rex-O-graph, Inc. 

Royal Typewriter Co., Inc. 
Safeguard Corp. 

Shipman-Ward Mfg. Co. 

Smith-Corona Inc. 

Speed-O-Print Corp. 

h. a. Steger 

Swift Business Machines Corp. 

Tiffany Stand Co. 

Tippa Preducts Co., Ltd. 

Trans World Airlines 

Typewriter Equipment Co., Inc. 
Underwood Corp. 

Victor Adding Machine Co. 

Yon Soosten & Co. 








Simpkins Given Old Model Adder 
William Simpkins of Tiffany Stand Company had a 
pleasant interlude during the recent NOMDA convention in 
St. Louis when Charles R. Chappell of Pittsburgh presented 
him with an old model Gancher adding and listing machine. 
This “relic” had been located in a railroad office where it 
had gathered dust on the shelf for many years. It is a listing 


= € 


Bill Simpkins and Old Adding Machine . . 


machine of early type with an automatic paper feed in the 
front and a tear-off knife toward the back of the machine. 

The machine shows visible total, balance, total and sub- 
total; has error key, two-color ribbon, automatic ribbon 
reverse and other features demanded in adders on the market 
today. 

Because the machine was so old, Mr. Chappell conducted 
a sort of a game at the Tiffany booth by covering the name 
of the machine and asking visitors to identify it. When 
notes were made for this item shortly before the convention 
closed, no one had made correct identification. Some mistook 
the adding machine for a check protector because of the open 
space at the front between the upper portion and the base. 

The Gancher machine is stylus operated. Mr. Gancher 
probably was better known for the pocket adding machine 
known as the Gem, made by his Automatic Adding Machine 
Company. 
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New Goods and Customers Raise Volume 


Dealers Will Profit from 
Correct Policy on Selling 

to Large Buyers as Well as by 
Enterprise in Showing 

New Goods 


® NEW STATIONERY and _ office 
appliances coming upon the market 
represent to the dealer either an oppor 
tunity for profit or an eventual loss 
according to his judgment in apprais 
ing the desirability of adding the new 
goods to his stock. Stimulation of vol 
ume depends upon more sales, and 
certainly the successful introduction of 
new items that will tend to develop 
new buyer groups is one of the best 
ways to get more business. 


It may truly be said that an appli 
ance dealer makes his only sure pront 
by right buying, because if what is 
bought can’t be sold, or must be marked 
down, there will be no profit. One 
dealer can actually carry a larger aver 
age inventory than his competitor and 
yet not average as much day-to-day 
volume and profit, if the heavier inven 
tory has not been bought with equal 


ability and experienced judgment. 


Judging New Merchandise 
The dealer knows that he is practi 
cally certain to have constant calls for 
items that are staple in character and 
of long-established demand throughout 
the trade. Experience soon teaches in 
what quantities and how frequently 
to order those staple goods to obtain 
the most profitable rate of stock-turn. 
The real test of buying ability, how 
ever, is judgment as to the salability 
of new merchandise when it comes 
upon the stationery and office equip 
ment scene. 


When it has been decided to “take 
on” some new line of supplies ot 
sundries, the policy of experienced 
merchandising judgment is to buy the 
complete assortment—but not too many 
units of each until salability has been 
determined. 


Being new, such merchandise is en 
titled to special consideration—that is, 
to effective prominence 
program. Salesmen should be drilled 
thoroughly in the selling points of the 
| have 
enough interest in and knowledge of 


in the display 


merchandise so that they wi 


the new goods to help to introduce 
them effectively to the store’s clientel 
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The stationer should make a record 
of the time required to sell the whole 
stock, but that is not enough. Careful 
observation and record should be made 
with regard to which “numbers” of 
the line are the best sellers. It is not 
uncommon to find that in some lines 


f specialties, only two or three styles 


yr models will prove satisfactory sellers 
in one stationery outlet while all may 


be good sellers in some other locality. 


In other words a dealer should carry 
a complete assortment in each classi- 
hication olf goods, but he should order 
modestly in the general line that does 
not sell briskly, but which, neverthe 
less, he has learned a certain number 


of buyers will expect to find available. 


Learning Good Balance 

Using this system, the alert office 
supply dealer will be able to judge 
accurately the largest quantity or num 
ber of units that he will be warranted 
in ordering at one time. He will learn, 
also, the proportion of each “number” 
of the entire line to indicate in his 
orders, so as to make sure of obtaining 


the most profitable rate of stock-turn. 


In my opinion, every new sundry or 
appliance should be window-promoted 
for several days in addition to being 
mentioned in the store’s current news 
paper advertisements. This will test 
the buyer-acceptance in the local trade 


area. 


Whenever a sales representative tries 
to urge too large a purchase for the 
dealer’s first investment in the new 
appliance, which is clearly an instance 
of experimental merchandising, the 
shrewd dealer will propose a 90-day 
dating on half of the order with the 
right to return to the supplier any units 
that he cannot sell by the time 90 days 


have elapsed. 


When to Use Consignment 
| know that this suggestion is essen 
tially the old-time “consignment” sys 
tem. It is warranted, however, when 
the dealer is asked to test something 
that is new, has not been long adver 
tised, or perhaps, has not been adver 
tised at all in the dealer’s locality. 


When some local advertising is prom- 
ised as an aid to the introduction of 
the merchandise, the dealer should 
insist that his name and store be iden- 
tified as suppliers and he should ask 


to be notified ahead of local advertis- 
ing so that he can present suitable 
window promotions concurrently with 
the advertising. 

The better manufacturers have be- 
come increasingly careful in selection 
of dealers so as to insure the buyers’ 
maximum satisfaction. This is espe- 
cially true in regard to factory guaran- 
tees and warranties, repairs and mainte- 
nance services related to the consumer’s 
satisfaction with mechanical equipment. 
These manufacturers are not likely to 
default on any advertising or other 
promotion aids offered to a dealer. To 
the contrary, they will usually go the 
limit—often with an eye to developing 
another desirable exclusive dealership 
for their machine or appliance. 


Of equal importance is the cultiva 
tion of new patronage without which 
no office appliance business can be said 


to be growing. 


Worthwhile new business can be 
found in unlikely places, but someone 
will have to go after it. Successful 
dealers are alert to opportunities that 
are nearest to them. They develop the 
“acres of diamonds” in the local trading 


area. 


Making Opportunities 

When, however, it is deemed neces 
sary to do so, where shall one turn to 
explore more business? Even in some 
comparatively small cities we find the 
market over-serviced while in other 
comparable places it is hardly de 


veloped. 


There are still hundreds of unculti 
vated opportunities for the develop 
ment of a profitable stationery business, 
but every prospector can’t have what 
is actually and literally a “big-city busi 
ness” because there are not enough 
such cities. 

Government figures list only 198 
cities of more than 50,000 population 
in these United States and, even today 
—incredible as it may seem—there are 
in our country 2,100 communities of 
2,500 or fewer inhabitants so far re 
moved trom any important centers ol 
population that they are wholly without 
any system of public transportation. 
That is why it ¢s possible for dig ability 
to achieve good financial results in 


small places. 


In other words, the test in retailing 
is merchandising knowledge and abil 
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ity, so long as there is enough popula- 
tion to support at least one modernly 
equipped office supply outlet. There 
can be a real opportunity for one man 
in some of these hinterland communi- 
ties. Those, however, who have only 
a shoe-string capitalization and know 
little about present-day retailing are 


on the way out. 


New customers must come from 
“leads” and “prospects.” The name of 
any person or firm who would prob- 
ably be interested in the product or 
machine of a manufacturer or dealer 
may be regarded as a “lead,” although 
it is true that many a casual “lead” 
has the vitality of a good prospect. 
This is unquestionably true of the 
written or telephoned inquiry about 
merchandise or service. Any bona fide 
tip can be important. All tips and 
leads, therefore, merit immediate follow 


up. 
Cherish The Prospect 
The prospect is usually more valuable 
because is an individual or corporate 
buyer who has already shown some 
interest in the seller's proposition. 


So-called “leads” and “tips” are never 
unimportant in the selling system. Sales- 
men appreciate tip-offs, but after a 
long run of hard-pan selling experience, 
today’s office machines and office furni- 
ture salesman learns that he Aas to find 
his own customers. Even though this 
is so, every clue to the possibility of 
making a sale should be investigated 
quickly and expectantly. 

Who is warranted in concluding, 
solely on the basis of his personal 
“flash” 
or that firm is not likely to buy an 


judgment or opinion, that this 


electric typewriter, an electric calculat 
ing machine, or perhaps, a new safe? 

It is often a bitter disappointment 
to see a competitor’s shipment of mer- 
chandise being unloaded into the prem- 
ises of some business house that the 
disappointed 


about soliciting” but never got around 


salesman had “thought 


to it. 


Test Receptivity 
This usually resulted simply from 
some false notion in the salesman’s 


head that the concern could not “be 
sold to” at that particular time. 


In order to get business in a competi- 
tive market, the office machine dealer, 
no less than the office machine manu- 
facturer, must get to work quickly 
on every prospect. He must test out 
buying receptivity whether the poten- 
tial order consists of a package installa- 
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Adding Untested 
Stock? Consider 
These Factors 


A dealer in stationery and office 
equipment must be enterprising, yet 
he must mix his enterprise with cau- 
tion. Here are some important things 
to consider when adding untested 
items to stock: 

]. Has the article or appliance 
quality? Has its maker a pedigree that 
will foster acceptance of the product? 

2. Is the article or appliance being 
adequately advertised? However good 
and attractive a new product or a 
new machine may be, if the public 
knows nothing about it, sales will be 
few. 

3. Is there a legitimate profit that 
justifies the dealer’s earnest sales-pro- 
motion co-operation at that all-impor- 
tant point of buyer inspection — the 
dealer's showroom? 

4. Will the manufacturer back the 
dealer’s recommendation of the appli- 
ance with an adequate factory guar- 
antee? Will the maker give service? 
A dependable service arrangement— 
especially in the matter of technical 
appliances—is invaluable to the dealer. 


a a hh a a 


tion for the replacement of an entire 
office set-up, one piece of furniture, 
or only one office machine. 

Orders and contracts are often lost 
by procrastination and negative pre- 
sumptions as in the illustration just 
cited, 

Price figures, since they have a basic 
influence on the prospective buyer's 
concept of value pending examination 
of quality, are a necessary ingredient 
of advertising in the office appliances 
field. Yet price should not be over- 
emphasized in either advertisements or 
personal salesmanship. Instead it should 
be a servant in the selling technique— 
not a master. 

A lower price can not, merely by 
and of itself alone, guarantee a_per- 
manent market. The successful pene- 
tration and retention of the market by 
any patented mechanical specialty de- 
pends upon the inventor's ability to 
match competitive quality. 

There was a certain typewriter, well 
within the memory of most of my 
readers, which was advertised expertly 
on a national scale for many years. 
Buyers did not repeat, however. with 
the result that the machine failed to 
maintain its place even after its selling 
price had been reduced about $30 
below the prevailing price level of the 
big-name standard typewriters. 


This proves that the standard line, 
in all other office machines no less 
than in typewriters, is the dealer’s “life- 
line,” so far as profit is concerned. The 
standard line is bought by name and 
the dealer knows that he need have 
no hesitation in recommending it 
wholeheartedly and unqualifiedly. 


In this country, consumers do not 
suffer so much from the obsession of 
trying to break through the wholesal- 
ing barriers in the scheme of distribu- 
tion as in Great Britain—that is, the 
out-moded trick ef “getting it at whole- 
sale’—from a retailer. 


Making a Modification 
Then, the dealer makes careful ap- 
praisal of what slight modification of 
the standard retail price figures he 
could sensibly and honestly permit 
when necessary to obtain an order or 
contract by competitive bids or quo- 
tations. 


Shrewd dealers always resolve this 
question by sticking to the definition 
of a “wholesale” transaction. As I see 
it, an order for three typewriters or 
three filing cabinets is not wholesale 
ordering, yet such an order might 
warrant a discount of 5°/ for cash 
with the order—only a slight increase 
in 10 days that 
would be allowed if the sale were 


in the historic 2 


posted in the dealer’s ledgers to an 
approved account. 


Cultivating the Regulars 

Office supply stores don’t usually 
have so-called “family trade” like the 
grocer, druggist, or shoe dealer. Yet, 
regular 
patronage from certain small groups 


the stationer can cultivate 
such as the occupants of large office 
buildings within convenient shopping 
range of his store. He should circular- 
ize such offices frequently, listing timely 
suggestions of new things for desk and 
office. He should invite office managers 
to investigate his trade-in policy on 
new typewriters, desks, and filing 
cabinets. 


Every successful business is the re- 
sult of an increasing clientele of both 
“little” buyers and “big” buyers. One 
element is as necessary as the other. 
In truth, it is generally considered 
better to have a_larger-than-average 
total census of customers than the kind 
of business that depends for its con- 
tinuance chiefly upon the good will 
and orders of perhaps half a hundred 
so-called “big” buyers. 


—By Victor N. Vetromile 
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Act X of a Series 


Showmanship in Selling 


by ZENN KAUFMAN 


sales consultant 


COLORIZE!! 





B® RED AND GREEN! Stop and Go! 
When the light at the corner turns red 
—you stop! When it turns green—you 
go! Thirty million motorists take these 
signals for granted every minute of 
the day—and so do the railway engi 
neers who are guardians of the hun 
dreds of millions of passengers on rail 
road trains, entrusting their. lives to 
the blinking lights that signal danger 
and safety to speeding trains. 

But color signals do much more 
than direct traffic. Black signaled death 
in London where Blackfriars Bridge 
was the favorite suicide spot of all the 
world. Police repainted it green and, 
according to “Reader’s Digest’’—the 
suicide rate was cut by a third! Black 
signaled death, but green signals life. 
The “Digest” also tells how magenta 
lights at a party are better than two 
cocktails; magenta signals romance, 
making men more gallant as women 
appear more youthful and glamorous. 


A Tremendous Force 
Color association is a tremendous 
force in our lives. In business, too. The 
public recognizes filling stations, can 
dies, soaps, trade marks by their stand 
ardized coloring. Business forms, too 
i. ¢., the “pink slip”! But the associa 
tion must be checked carefully back to 
the goods themselves. A candy manu 
facturer recently sold his merchandise 
when he wrapped it in red paper. His 
sales had been few when it was boxed 
in a blue package. One color expert 
found that certain increased 
sales in high-priced fields. For example, 


colors 
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a red-handled toothbruth sold well, but 
who except the fire chief would buy 
a really red automobile. 

Tastes Vary 

The English and the Irish will re 
spond quickly to blues, grays and 
greens; the Germans and the Dutch 
like reds and oranges. National pret 
erences in color are sometimes very 
important. In China, for example, 
white is the color of mourning. 

Ford salesmen in the South carried 
a bright orange stick as a symbol of 
their desire to do a little “hoss trading.” 
It seems that in the old days the horse 
handlers used to carry a cane to perk 
up their horses when a prospect came 
in view. They would wiggle the cane 
to stimulate the animal’s interest, 
which, if not forthcoming, was further 


stimulated by a whack on the flank. 


Selling Idea 

In Jackson, Miss., A. J. Whitehead, 
a Ford dealer, used the idea in some 
new Spaper advertising reading “Every 
Ford salesman carries an orange stick. 
Stop him on the street anywhere and 
ask him about a trade. That orange 
trading stick is your invitation to get 
the best of a good deal.” In Little 
Rock, Ark., the idea caught on—they 
made a game out of it by fining a 
salesman a dollar if caught without 
his orange stick—$17 went in the kitty 
to be used for a dinner at the end of 
the campaign. 

Since color provides a recognizable 
association with its product, the Com- 
fort Coal & Lumber Company stand- 
ardized on white for trucks, salesmen’s 
cars, and so forth. Unfortunately, this 





Free —The Showmanship Yardstick 

Send a self-addressed envelope for your 
free copy of The Showmanship Yardstick 
—a 12-point check list of the elements that 


make a good show. 





How’s Your Showmanship? 
Each month, our autographed copy of 
Showmanship In Business will be given for 
the best example of showmanship sent in 
by a reader of Office Appliances. Tell us 
of something you've done—or even some- 
thing youve seen that has helped add that 


extra touch of dramatic interest. 








didn’t prove practical since the white 
car parked in front of a woman's 
home told her that a salesman was 
coming to collect for the coal—so she 
ignored the doorbell. 

Newspapers are making big progress 
in putting color into daily advertising. 
Take the hint 
mail advertising and in your store and 


use it in your direct 


window displays. Use it in your exte- 
rior designs. Use it in your packages 


Use it on your trucks. 


Doubles His Sales 


I know of a man who nearly doubled 


and wrapping. 


his sales by “colorizing” his whole 
business. First, he redesigned his prod 
uct—a roofing shingle—in a new and 
brighter color. He hired a crew of 
college men and sent them out in a 
fleet of 10 rainbow colored automobiles. 
Co-operating with the local building 
supply dealer, the fleet would anchor 
at the door of 
lunchtime, and as workmen streamed 


an industrial plant at 


out, they would find the road covered 
with rows of beautiful shingles. 

At Binghampton, N. Y., where they 
started, 128 leads were obtained, result 
ing in 22 sales within a few days- 
and always at prices higher than exist- 
ing competing levels. Further publicity 
was obtained by night installations with 


floodlights. 
Orchid Profit 


A candy manufacturer of Salt Lake 
City made “orchid” the color of his 
“Paradise” package. Finding this pack- 
age his best seller, he proceeded to 
make orchid the official color for the 
firm. It is used on the front of the 
factory building, as retail display mate- 
rial, for the printing color on sta- 
tionery, for the suits of the firm’s base- 
ball team, even on machinery, tables, 
woodwork and refrigerators. 

Color has enormous possibilities in 
the handling of foods—the airlines took 
certain foods off the menu to cut alr- 
sickness. Food stores, too, have dis- 
covered this fact and large chains like 
Kroger pay huge fees to colorists like 
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Howard Ketchum to help make their 


foods look more attractive in display. 


In restaurants, too, its enormously 


Display of office equipment presents 
wonderful opportunities for color. Ver 
non Evans, in Utica, says: “Our office 


lighting process of the General Electric 
Co., a company in Missouri developed 
an outdoor advertising sign that changes 


important. Even the lowly hamburger furniture department is set up as a color. The ad consists of a landscape 
can be made more attractive, according series of offices. Arrangements are scene in which all of the color changes 
to Ray Voelker, of C & C Restaurant changed at least every two weeks or so. ot a tull day and night are reproduced 
supplies Spokane, who sells gaily They include pictures on the walls and in a short time. Blue, white and amber 
colored plastic toothpicks to local drive growing plants as well as all the usual bulbs are utilized to produce the effect. 
ins to give the Hollywood touch to a office accessories. Big strides are being made in the use 
plain hot dog. He sold over 30,000 of color. “Color-cable” is a machine 
cocktail » to one drive-in alone, Change Color Schemes which will transmit color by wire. 
There are a dozen ways in which “We try to change both our stores’ Macy’s flashed colors from Paris in 20 
color can be put into your business. color schemes periodically. In our seconds. The Colorcable message for a 
— lramatic = ; ae “a Seadiilatite shoes wes indi tien ae gray certain shade of blue might read as fol- 
Geale Wee Sig ae ae wall and or: iling < . a lows: “4 stop 62°, 67 stop 24° 68 stop 
from the manutactusey waese. geegs He W a “ y tl pies Sa es ec 14%." Three colored ne discs sant 
used as prizes. He put these goods in red with a gray mottled door. Our main whirling on a phonograph turntable 
his locker room where Ge ‘salesmen store has ng chartreuse balcony front and at the point where the three discs 
te a5 reading: “Win These and ceiling with blue green walls and overlap, the correct color is registered. 
ZCS ; : 

7 ae Pe ae ee ey ee a purple shipping soe with chartreuse With successful use of color in “A 
Societe niaslantidiniis: tulad naa trimmings and Venetian blinds. We Star is Born” and Walt Disney's “Snow 
aitias ase taind in alt ie dee have growing plants in brackets on our White,” Technicolor became a reality, 
others. Here, for a single example, is — : ns $0064 ee wy eg a and it had a big effect on merchandis- 
the experience of the aantitiactieers of rOquenty anc prescaty ate pac Hue ing. Adolph Ochs, late publisher of the 
Caden Bead with silver woodwork. “New York Times,” said he hoped he 

Color—as in familiar red hub would be dead before his paper ap- 
, —< caps of the Packard—can help give a peared in color. Unfortunately, his wish 
nk blu personality to any business. For ex- came true, but if you will peek at next 
— blue ample, the red apples that Dennison Sunday’s “Times,” you will find that 
~ =— always gives out at conventions, has color is doing a grand merchandising 
og win become a trade mark of this fine old job for advertising this great newspaper 
~ — firm. —and can do it for you, too, if you 
white white By means of “Thyraton” control, a give it a chance. 





Promote Leather-in-the-Office 

Three office furniture trade organizations are pooling their 
merchandising efforts in a promotion of genuine-leather-in- 
the-ofice. Clearing house for this, their first all-out co 
operative meshing, is The Upholstery Leather Group, which 


has placed a double-spread full-color ad in the May 3 issue 
of Time magazine as jump-off for the consumer campaign. 
The ad uses photographs and statements of the three office 


furniture associations’ top executives: E. Howard Gatewood, 
Jr., executive secretary of the Wood Office Furniture Insti- 
tute; John R. Gray, executive director of the National Office 


Furniture Association; and George W. Reinoehl, executive 


director of the Executive Furniture Guild of America. 
Send out Kits 
Promotion materials were wrapped up in a merchan- 


dising kit, and in mid-March, 710 kits were sent to manufac- 
turers who had placed orders as a result of a letter outlining 
the promotion. Kits were sent to 88 manufacturers of office 
furniture in early April and on March 22 to 1,200 dealers 
who had requested them, and on April 5 to 3,286 dealers 
in the 108 top cities. 


Keynote is that “genuine upholstery leather gives you five 


times as much profit!” A simple chart gives concrete proof 
that a chair with other upholstery offers the dealer a $5 
profit, whereas the chair in genuine leather nets him $25. 

The kit’s three-panel, fold-over cover illustrates with 
photographs five technical processes, and describes four more, 
which substantiate the statement, “always easy to care for 


now easier than ever.” Another feature of the kit in- 
cludes a booklet, “All About Genuine Upholstery Leather,” 
3,000 copies of which have thus far been ordered by dealers 
for customer-distribution. 
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The kit also includes a sample miniature hide, which can 
be used as enclosures for letters, window displays and give- 
aways at $3.25 per hundred. The Upholstery Leather 
Group to date has sent out 65,000 self-mailers. Besides basic 
instructions as to the use of the various suggested and en- 
closed aids, the kit offers ideas for copy and layout of retail 
advertising, and a publicity plan. A reprint of the 4-page 
Time insert, is included, as well as a statement by the 
Certified Office Planning Service (sponsored by the Wood 
Office Furniture Institute), co-ordinated with the genuine 
leather emphasis. 


Independently, The Upholstery Leather Group is sending 
to 5,000 dealers a series of four self-mailers beginning March 
28. They are timed at month intervals. Color is used in 
sketches of leather-upholstered office furniture and in check- 
erboard samples of fashion-shades now available. 


Promotions are Varied 


In a correlated contribution, Time magazine enclosed in 
the merchandising kit an order postcard for ad mats in 
three sizes of the Time logotype, plus counter cards. 

The magazine also made up “gimmick” cards which The 
Upholstery Leather Group is sending to its mailing list. 
Mounted on the cards are red copy pencils, described as The 
Special Editorial Pencil used by the men who write the 
news stories you read each week in Time. The message 
continues, “Why not use it to write up the orders you get 
for furniture upholstered in genuine leather,” and with a 
plug for the coming ad. 

Again using the mailing list of The Upholstery Leather 
Group, Time sent the May 3 issue in a special wraparound 
to 355 office furniture distributors. 


27 








Training 
Future 


Prospectors 


Excerpts from an Address Given 


at the Recent Colorado Springs 


Meeting of NSOEA District No. 10 


by CLELL SHORT 


New Mexico School Supply Company, 
Albuquerque, N. M. 


B® “SALES TRAINING meetings are 
a waste of time!” That’s what I heard 
a man say at a recent meeting. Waste 
of time? Let’s think about this busi 
ness of sales training meetings, and see 
for ourselves. IS product knowledge, 
which permits your sales personnel to 
talk intelligently about the things you 
sell, useless? Is there no value to you 
in your staff knowing the thinking otf 
management and ownership? Do you 
feel it is hopeless to try to teach your 
people the ways of selling people, plain 
human beings and that, after all, is 
what you do? 


If that is your feeling, and your 
belief, then sales training meetings are 
a waste of time .. . for you. 

But, we don’t feel that way, down 
in Albuquerque at the New Mexico 
School Supply. We think we need 
them. 


Offer Comparisons 
Now, folks, I’m not here to tell you 
how to do anything. You know your 
business, you know your problems, 
your staff, your town, and yourself. 
I don’t. So, what I have to say can’t 
apply to you. I can just hold up the 
yardstick of our experience in this held 
for you to measure your own experience 
and thinking. 


A sales training program has made 
it possible for us to enter the stationery 
field stone cold, and with a name which 
certainly doesn’t sound like office sup 
plies or equipment, and build up to a 
point where we hope our competition 
considers us as a factor in that field in 
our city. Furthermore, men who have 
gone through our program and left 


us for one reason or another, have 
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remained in the stationery field and 
have proven good staff members for 
our competitors. 

I don’t know that this program will 
work for you. But, the very fact that 
it has worked is important. And, the 
fact that it has worked within the limi 
tations of our organization without 
fancy outside help is important. 

About six years ago we entered the 
ofice supply and equipment field. We 
didn’t have a sales organization. We 
didn’t have a retail store. We didn’t 
have lines. We didn’t have much of 
anything except the conviction that if 
we didn’t get into the stationery busi- 
ness in Albuquerque somebody else 
was going to do so! 

Well, we got the store, and the lines 
good ones. And the salesmen. 
And, away we went! We sold some 
merchandise. And we bought some 
merchandise we couldn’t sell. We still 
have some! We quickly found out we 
were fouled up on policy. If we had 
one ... everyone interpreted it differ 
ently. Our sales stories didn’t jibe. 
An outside salesman didn’t dare let 
a customer in the store unless he was 
there to tell him the same story he’d 
told in the customer’s office. We all 
had different ideas about the qualities 
and characteristics of merchandise. 

So, we decided if we were to survive 
these were the things we had to do: 

1. We all had to know what we 
were talking about. 

We ail had to tell the same story 


i 


trttrt on on om a Bef 

















to our customers. 


3. We had to be in agreement in 
our thinking about policy, atti 
tude toward customers, and _ all 
that sort of thing. 

Hence a sales meeting ... tor want 


of a better name. 


Hold Meetings Regularly 

We fhgured that meetings had to be 
regular to be any good at all (we still 
do). We reasoned that the folks on 
the floor and the men on the outside 
had to have the same knowledge and 
information (we still do). We started 
out with just three people at an early 
Saturday morning meeting. We used 
ideas wherever we could discover them 
in that early post-war period. Catalogs, 
textbooks, memory—we even invited 
manufacturers’ salesmen into our meet 
ing, but we will spare you details of 
those painful occasions. We tried /ots 
of cockeyed ideas. Some of our ideas 
worked. Some did not, and finally we 
came up with the program we follow 
today. And it will change over the 
years. 

Now, gentlemen, I run a gold-pan 
ning college, and we are in this business 
for what we can get out of it. Also 
bouquets are rather scarce around a 
gold camp, leastwise around our gold 
camp. Also, we'd sure like to have 
you thinking we did all this by our 
selves . . . single-handed and all that 
stuff. BUT there is one bouquet we 
just can’t resist throwing, and I’m 


going to throw it right straight at 
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NSOEA, and Paul Burbank . . . and 
| suppose a little of it should by all 
rights onto Homer Smith. 

The series of manuals that group is 
producing just naturally proved life 
savers for a program which we found 
was bogging down because it was 
taking too much work. Just in the 
nick of NSOEA came riding over 
the mountain with this series of man 
uals, and we were set! 

But, now wait a minute. I’m not 
going to give them too much credit 
for putting this program over. After 


all that same bunch of manuals were 
available to a lot of other people who 
them. And no matter how 
. they are 


didn’t ust 
good thos manuals are 


like a 


stake out, patent, prove up and then 


gold claim which you have to 


really start digging if you are to get 


any good out ol it. 


~ 


Anvhow, this is how we run a sales 
meeting today. Every Saturday morn 
ing folks start drifting into the store 
ibout M. We bring in a couple 
of big pots of coffee and everyone has 


a cup while the meeting is getting 


7:30 sharp. 


| ' 
under: Way l 


Stumping the Teacher 


lhe lesson may be just a plain talk, 
but even so it can get pretty hot be 
cause every class member has been 
supplied a manual and has submitted 


issignment on the lesson tor 
hey all like to display their 


a writtel 


the day | 


knowledge and stump the teacher, 
which tor a healthy atmosphere. 

Wi ke to use teaching aids of all 
sorts to 1 e the monotony for every 
one. We use slides. For example, when 
we took up the manual on looseleaf 


we found some hlmstrips on book 
keeping which really helped explain 
some fundamentals. We use movies. 
And it rprising what you can get 
to use 

Globe-Wernicke has a swell filing 
film in color which we used with filing 
supplies. We wound up by bringing 
some customers in to see it, and even 
loaned 1 business college before 
returning 

Charts are a great help. We make 
up lots « them to put over ideas so 


everyone | to look at the same thing 


at the same time. It eliminates the idle 
thumbing through manuals which does 
no on of good. But the basis 
tor most cf our meetings are our own 
product 

We tea files, we compare prod 


ucts. VW them out. We get the 
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members of the class to participate. 
We even use the “dishonored” sales 
rolly, they 


demonstration. And, by g 


work! 

Also, we are believers in quizzes. 
They are hard on the teacher, and 
while they may not tell too much, they 
certainly make folks review until infor- 
mation becomes fixed firmly in minds. 
The true-false type quiz is the best 
as a rule, with discussion immediately 
after the test. 


Who runs the meetings? 


The two of us who are most con- 
cerned with the over-all success of the 
operation—Gene Calkins as owner and 
myself as sales manager. And, we do so 
because we want our gang to have a 
sound knowledge of the things we 
sell, and also about the way we think 
about the things we sell. 


Our staff members are required to 
prepare tor meetings. Everyone gets a 
copy of every NSOEA Manual which 
becomes their personal property. They 
are assigned a lesson in the back of 
the book, covering a portion of the 
manual we teel can be handled in one 
class period and they have to turn in 
written answers to those questions. Sure 
they grumble—fuss—and act like nor 
mal humans at 7:30 in the morning, 
but, by golly, they turn in lessons. 


I know this business of a written 
lesson sounds silly. But so does an 
income tax report. And both are 
darned important. Consider this busi- 
ness of written lessons in planning a 
program. They eliminate a lot of bluff 
on the part of the guy who thinks he 
knows everything and so doesn’t an- 
swer written questions and takes up 
the whole meeting with questions 
which the balance of the class found 
answered in their written lessons. 


Breaking the Schedule 

Are we lock-stepped to the NSOEA 
Program? No! If a hot deal breaks 
it takes place of the regular meeting. 
For example, a particularly good new 
product. A movie we can get no other 
time. Or the salesman who can really 
put over something with a basic im- 
pact. We will stop for them. After 
all, it means a week’s break for every- 
one. And we are no dynamos; we 
need the break! Now here is a good 
place to talk about this business of out- 
side speakers. 

Primarily manufacturers’ represent 
atives are salesmen. They have my 
sympathy for somewhere along the 
line there has grown up a legend that 


manufacturers’ representatives should 
be able to put on a sales meeting at 
the drop of a hat. 

Well, I insist it is not fair. They 
don’t know the thinking of our group. 
They don’t know what we want to 
know. And they have limited experi- 
ence—as teachers—in the retail sales 
held. How can they do a good job 
of talking to a group? After all, they 
are the guys whose job it is to keep 
the pipeline full. They extract orders 
for the merchandise they think a store 
needs from reluctant or cautious buyers. 
They talk to one retail buyer about 
specialized problems. 

I think the smart, forward looking, 
well-heeled manufacturer might develop 
a team of Consumers Sales Trainers 
as skilled at the job of training our 
personnel as are their sales representa- 
tives in keeping our buying and upper 
echelon thinking in line. 

We also like to use another kind of 
meeting once in a while based on the 
theory that you should be able to pre- 
sent some good point about every item 
of merchandise in the store. This is 
quick stuff—conversation material. We 
blindfold a member of the group and 
lead him about the store to put a hand 
out and touch some item. He must 
keep his hand on whatever it might 
be until unblindfolded and then must 
talk intelligently about that item. 


How to Sell 

Then there is this matter of how to 
sell. Let me tell you about our favorite 
gimmick. And it has taken a lot of 
sales meeting effort to put this one 
over and make it stick. Let me explain 
it this way. If you were to come into 
our store unknown and unheralded 
and say to a clerk, “I want to buy a 
ledger,” the clerk would not say “what 
size’ (giving you a chance to name a 
freak size), or “what kind” (so you 
could firmly say “Wilson-Jones,” when 
we sell National, or any of those things. 


Oh, no, that clerk would say, “what’s 
your problem?” 


And you would relax because you 
would be talking not about their mer- 
chandise but your problem which you 
know. You have plenty of good human 
ego in you, so you tell the clerk your 
problem. And while you are doing that 
the clerk can figure out what he has 
in stock which will fit your needs! 
You get what you need with a mini- 
mum of struggle and debate about 
technicalities! It took long months to 

(Turn to page 31, Please) 
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Growth of a Salesman—and Company 
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At Clary’s Branch Management Clinic in Chicago 

Check-up by clinic administering team as some of the participating 
managers check over their computations. Standing: Richard D. 
Dodge, James Reed, J. W. Stallings, and J. L. Jackson. Seated: 


George McCafferty, Pittsburgh; Ray Alpert, Cleveland; Robert 
Pratt; James Funke, Milwaukee, Paul Reichle, Chicago; Jay C. 
Jones, Kansas City; and L. J. Wood, Dallas. 





by J. W. STALLINGS, 


General Manager of Distribution, 
Clary Multiplier Corporation 


@ IN ITS 15-YEAR-OLD history, 
Clary Multiplier Corporation has held 
innumerable sales meetings. Its branch 
managers have attended scores of meet 
ings before joining Clary. But even the 
older ones can’t remember anything 
like branch management clinics we've 
instituted recently. 


Nor, I’m happy to report, have they 
expressed appreciation in warmer senti 
ments than those they now are forward 
ing after attending the clinics and 
putting clinic principles in practice. 


In the summer of 1953, when we first 
considered instituting a new kind of 
sales meeting, we were convinced of: 
(a) opportunity for greater company 
growth because of impending expira- 
tion of the excess profits tax, (b) the 
nearness of a period when competitive 
selling would again require outstand 
ing salesmen and managers. 


We concluded that the continued 
growth of the company, which had 
been remarkable in the past, could be 
accomplished best by concentrating our 
efforts on a long-range man - power 
development program. The program’s 
principal aim would be to obtain men 
of large capabilities and encourage their 
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progress in every possible way so that 
they would grow as the company grows. 

With this large, general purpose in 
mind, we asked ourselves what beliefs 
do we have concerning Clary and sales? 

1. We believe in the excellence of our 
machines, in the diversity of our prod 
uct lines, in our price and customer 
service policies, in our company’s man 
agerial ability and in the soundness of 
its business structure. 

2. That our company’s future growth 
depends to an important extent on the 
quality of men hired and the manner in 
which they progress along with present 
employees. The growth of the company 
will be accomplished through the 
growth of its men. 

3. That top men must make top 
money and we must maintain high cash 
compensation, in addition to all in- 
centive programs, for men of ability. It 
is our basic principle that Men Must 
Make Money. 

4. That selling is essentially creative 
and we should seek first the men with 
a natural selling talent. 

5. We believe in men first and 
methods later, but we will continue to 
utilize applicable “tools.” 

6. That our branch managers, on 
whom the employment and training 
responsibilities rest, must be carefully 
schooled to effectively: (a) hire capable 


men and, (b) cause those men to have 
high earnings. 

7. We believe that we who are form 
ulating this program must be as expert 
in equipment demonstration as we ex 
pect managers and salesmen to be. 


8. We must maintain a spirit of co 
operation and of opportunity for our 
present and future sales employees. 


It was obvious, then, that we would 
have to prepare an intensified training 
school for our branch managers which 
would lay particular emphasis on how 
managers should: (a) obtain additional 
sales personnel of outstanding ability, 
(b) train and indoctrinate them to be 
“business advisors” to customers, (c) 
supervise and stimulate them while 
assisting their progress. 


At this point, in early July, 1953, our 
planning and supervisory team had 
been formed. It consisted of Richard 
Dodge, my assistant; James Reed, direc- 
tor of personnel; two regional managers 
—J. L. Jackson, San Francisco, and 
Robert Pratt, New York; and myself. 


The clinics, to accomplish their pur 
pose, would not be concerned with a 
number of topics ordinarily on the 
agenda of branch manager conferences. 
There would be no discussion at all of 
new products (although we had several 
in design and tooling stages), product 
pricing, competitors’ lines, new markets, 
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advertising plans or business procedures 
of the branch involving administration, 
personnel, accounting or credit. 

We were focussed on the single pur- 


pose of effective management of men. 


We would discuss product demonstra 
tion and application only as it related 
to training salesmen. 


Try New Program 

On the matter of programming, we 
simply declared obsolete the type of 
meeting to which salesmen and man- 
agers across the nation have become 
accustomed in recent years. 

We agreed: 

1. There would be no long-winded 
speec he Ss. 

2. There would be (we had chosen 
Chicago for the initial clinic) no day- 
time sailing on Lake Michigan or night 
time clubbing at the Pump Room. 

3. There would be no half-attendance 
nor two-hour tardiness at sessions. 

4. There would be no movies show- 
ing how Hotshot Charlie clinched his 
sale, while managers dozed in the dark- 


ness. 


5. There would be no cancellation of 
one important discussion because an 
earlier one had run twice its scheduled 
length. 

6. There would be no lengthy chart 
presentation wherein figures, letters and 
symbols merged into a jumble of lines, 
dots and shaded areas, while managers 
battled with boredom. 


Planning the Clinics 

In the planning of the clinics we kept 
two principles in mind. One referred to 
our own definition of “man-power”’ as 
meaning “to bring out the power within 
a man.” The second was to apply in 
every presentation the fundamental steps 
in selling: Approach, Demonstration 


and ( ‘lose 


In every clinic session we were deter- 
mined to cling tenaciously to the pat- 
tern of Approach, Demonstration and 
Close. We would present our material 
to the manager in this pattern, and we 
would urge managers to do likewise in 
hiring and training a man. 


At the outset, the question arose as 
to the number of managers we should 
try to indoctrinate simultaneously. The 
larger the group the larger the number, 
we believed, who would fail to benefit 
tully from the training activities. It was 
therefore decided to limit attendance to 
10 managers per clinic. 

We figured the allotted time for a 
speaker from the administering group 
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and then an exact time period for man- 
agers to respond in participations. In- 
stead of allocating one speaker to one 
subject, we scheduled several speakers 
per subject, to promote interest and 
provide variety. 

Participation by the managers was to 
be required in almost every half-hour 
during the clinic. Every effort was 
made to time accurately the length of a 
speech and the accompanying partici- 
pating action. The resultant schedule 
called for 55 hours of group activity. 
We determined to allot only five days 
to a clinic. To do so meant scheduling 
one four-hour session, one five-hour 
session and one two-hour session each 
day, with ten-minute breaks each ses- 
sion. We would lunch and dine to- 
gether in order to maintain group at- 
titudes and to keep attention centered 
on the meetings, but we would walk to 
restaurants within a five-block radius 
of the hotel for exercise and relaxation 
purposes. 

Concentrate Training 

This schedule represented an ex- 
tremely concentrated training period. 
But it was considered necessary if we 
were to impart the amount of informa- 
tion to managers we desired—in the 
time allotted. 


At our first clinic the subjects were 
described as Five Fundamentals of Suc- 
cessfully Working Through Salesmen: 

1. Product—Using it. Demonstrating 
it. Selling it. 

2. Recruiting. Selecting and Hiring 
of the Salesman. 

3. Indoctrination and Training of the 
salesman. 

4. Supervising and Stimulating of 
the salesman. 

5. Maintaining High Sales Morale in 


branch offices overall and in each man 
individually. 

Managers were required to go into 
the field on a cold canvass (for the 
first time in several years for some of 
them), as an apprentice salesman might 
do, and sell. They were called upon to 
demonstrate adding machine and cash 
register techniques on problems usually 
encountered. They put into practice 
with actual salesman applicants (of 
whom two were hired) the principles 
of interviewing with which they had 
been indoctrinated only hours pre- 
viously. They themselves, underwent 
every intelligence and aptitude test with 
which we were supplying them for 
later administering to applicants. 


Time Proves Profitable 

At the concluding dinner, the clinic’s 
planners were gratified to learn that the 
managers enthusiastically agreed that 
their time in these meetings represented 
the most profitable conference hours 
they ever had experienced. 

Since that date we have held other 
clinics for both branch managers and 
dealer district managers who report that 
their clinic training is enabling them to 
locate and hire an increasing number of 
capable, promising men; that they are 
conducting their own training pro- 
grams with better results and in a more 
efficient manner than before; that man- 
agers and salesmen are making more 
money than before. 


We have come anly a short distance 
on the road to our long range man- 
power development objective, but we 
are now seeing evidence that the clinics 
are helping salesmen—and the company 
—to begin another growth that will 
continue through years to come. 





Training Future Prospectors 
Continued from page 29 


pound that phrase and the thought 
behind it into peoples’ heads. But it 
is there and it works. If we receive 
a phone call like this—“What size 
blackboard do you carry?” We counter 
with—“What’s your problem?” 


Probably we learn the lady has a 
brilliant four-year-old child who needs 
a blackboard on the wall of his room 
and it can’t be more than three feet 
wide. We are set! We know the 
answer. 


We had a man walk in the store 
awhile back and say, “I want to look 
at a steel office desk.” Our merry man 
said, “Swell, what’s your problem, sir?” 


And the guy said, “Well, I have to fix 
up a whole darn new office and it’s a 
headache!” Boy, we took the headache 
off his hands and not only sold him 
but shipped the stuff to El Paso! 

Finally at the end of an hour of this 
the entire group goes out and eats 
together at company expense. We have 
found that over the breakfast table a 
lot of questions are raised, and threshed 
out and individual opinions are aired 
beyond the point which is normal 
during class work. 

Now, what have we found out about 
programs? They must be planned, they 
must be interesting, and they must be 
useful. 








HOW TO GET YOUR SHARE 








From a Speech at a Recent Meeting of 
the Chicago Office Machine Dealers Assn. 


® WHERE ARE WE GOING in this 
crucial year of 1954 as far as the office 
machine business is concerned? 

What is the potential? The potential 
in what is probably the best known 
product—the portable typewriter—is to 
the best of our knowledge around 
600,000 machines for the year. The 
annual potential for the next five years 
should come pretty close to doubling 
that. Compare the population as it 
stands today with the population of 
1940. Compare the number of families 
today with the number of families there 
were in 1940, Compare the number of 
babies born over the past five years with 
the number of babies that were born 
the five years before 1940. 


We are in a terrific market. It is up 
to us to realize on that market .. . and 
we can do it. The question then is what 
is the office machine dealers’ share. 


Take Illinois, for example. In Rock 
ford this year, the industry will sell 
1,249 machines. In Peoria we will sell 
1,474 machines. What season is the 
market best? Of your typewriters 8.85 
are sold in the month of January; 9.22 
are sold in February; 6.63°/, are sold in 
March for a total of 24.70 


Get Post Holiday Business 

Most of us think that once Christmas 

is gone, business dies. Yet, in the first 
quarter of the year after Christmas, we 
do nearly 25 
year! The second quarter traditionally 


of our business for the 


drops off in the face of a lot of promo 
tion the industry is doing trying to 
build up for graduation. 


In July 6.95 and in 
September 10.70°%. In other words, 


Back - to - School business. Or, you do 


, August 6.45 


24°%% of your business in the third 
quarter. 
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By W. R. BROWNE, 
Advertising Manager, 
Dealer Sales Division, 
Remington Rand Inc. 


In October you will do 104%. In 
November 11.55 In December you 
will do 16.65°%. A total of 38.70% of 
your business for the year. 


What can the manufacturer do to 
help the dealer get business? What can 
be done from the standpoint of work 
ing with him in the field? Before the 
war the office machine dealers’ section 
of the portable typewriter industry, was 
in a rather sorry state. Office machine 
dealers did between 17°/, and 20°, ot 
the total in portable typewriters. 


Today, on the average throughout 
the country they do 55° of the port 
able typewriter business. Let’s say that 
in 1940 the industry was turning out 
350,000 machines a year. This year we 
are going to turn out approximately 
600,000. And most of the increase is 
coming through the office machine 


dealer. 


Maufacturers Help Dealers 
Manufacturers last year spent about 
$1,000,000 advertising portable type- 
writers. How was that money spent? 
In national magazines. It’s estimated 
that the magazines employed reach 24 
million out of the slightly more than 
40 million homes in this country. 


Other ways the manufacturers help is 
by furnishing window display material 
designed to pull customers into the 
dealer’s store as well as with newspaper 
mats, envelope stuffers, and direct mail. 


The manufacturers serve as a clear- 
ing house for ideas. It is difficult, for 
instance, to know what John Romano 
in California is doing in the way of 
advertising. But what happens! He gets 
a new idea which produces business. 
You know about it in a short time, 
through our field men. In other words, 
you know about anything that is pro- 
ducing business just as fast as it hits. 
We also develop new ideas. 


A good example is our company’s 
promotion piece a couple of years ago: 


The Office Machine Market 


“You Are in a Buyer's Market 
Now is the Time to Sell and Sell 
Hard.” That was the introduction by 
Remington Rand of the rental purchase 
plan on typewriters. Today the rental 
purchase plan is one of the biggest 
factors for selling typewriters in the 
country. 

The next area in which we help you 
is through carefully selected and care 
fully trained field representatives who 
know their business. We tell these men 
when they go out into the field that 
they should do four things: 

1) Help the dealer develop an adver 
tising plan that is beneficial to him. In 
different sections of the country that 
means different things. In Chicago, or 
New York a man would not necessarily 
suggest newspaper advertising because 
rates are often too high for an individ 
ual local dealer to be able to cover the 
city at a reasonable cost. South Bend is 
a different story. Through newspaper 
ads there you can pull in business at a 
reasonable cost. 

2) Train our men to try to conduct 
at least one product meeting every time 
they come around to see you. 

3) Train our men to approach you 
with concrete ideas designed to help 
you improve a specific phase of your 
business, particularly from a promo 
tional standpoint and 

4) Train them to check on deliveries 
of display and advertising material and 
see to it that it is used to the best 


advantage. 


Be Sure to Follow Up 

Experience has taught us that with 
no follow-up, 60°, of this material is 
thrown into the wastebasket. One ex 
cellent dealer complained to me recently 
that he had no promotional material. 
No envelope stuffers or anything of that 
type. Later we went down into his base- 
ment to check on a shipment of type- 
writers. Off in the corner against the 
wall he had some bundles stacked and 
I recognized a Remington Rand label 
on one of them. It was a carton of 
1,000 envelope stuffers. In the bundle 
he had down there was enough pro- 
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motional material to flood the state of 
North Carolina! 


He had put it up against the wall 
figuring that sometime he might use it. 
That was a pure waste of money. To 


receive good advertising material and 


not use it is costly, but a surprising 


number of merchants do it. Dealers 
have a responsibility to the manufac- 
turer just as the manufacturer has a 
responsibility to the dealers. 

The dealer has a responsibility to take 
time to listen to the manufacturer’s rep- 
resentative’s product demonstrations. By 
listening to that demonstration he re- 
news his knowledge of the product to 
the point where he and his personnel 
are able to do a better job of selling. 

The dealer has another responsibility 
to be a good business man from the 
viewpoint of advertising and sales pro- 
motion. In order to do an intelligent 
job of advertising a dealer should set a 


budget. 


Setting the Budget 

How much should that budget be? 
Generally speaking the best figure to 
work with is 5°”, of gross sales spent on 
advertising and promotion in every 
form: mewspaper, magazines, radio, 
TV, interior displays, window displays 
and sales promotion activities. To go 
over that 5°, figure, unless you have a 
specific promotional job to do is wast- 
ing your money. To go under that 
figure is not spending enough to do a 
good job. 

How do you spend it? Aside from 
suitable newspaper advertising, where 
feasible, there are, of course, window 
displays and interior displays. Windows 
must look good to attract attention . . . 
to attract people into your place of 
business. Once they get in, you want a 
smart looking place to make them want 
to buy. In some spots direct mail will 
pay off because a specific approach to a 
particular group of people frequently 
will give you a higher return for your 
dollar than newspaper advertising in 
the larger metropolitan centers. 


How and When to Spend 

Let’s go back to portable typewriters 
and figure out from the sales pattern 
what money you should spend. Let’s 


say that you are going to spend that 


5°4 mentioned earlier. 

How and when should you spend it? 
Can you think of a better time to spend 
24° or 25°’ of your money than dur- 
ing this first quarter when business is 


good? In other words. you go after 
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business when business is good. You 
don’t try to drive for business in this 
second quarter when it’s very slow. 


When business starts coming up 
again (in the Back-to-School market) 
you increase your expenditures, and 
during the Christmas buying season of 
October, November, December you step 
up your expenditures to their peak. 


Advertising by Campaign 

Should you take all your money and 
spend it at Christmas time or should 
you have a continuing program to carry 
you across the year? 

A lot of people throw a lot of money 
down the drain by making one big 
splurge . . . by throwing all their money 
into one advertising shot. The only way 
to get good results from advertising is 
a steady continuing campaign. 

If you can only afford $500.00 a year 
for advertising you are much better off 
to follow the pattern month by month 
on portable typewriters than to spend, 
let’s say a half of it in the first quarter 
and the other half in the fourth quarter. 
You need recognition even during the 
low second quarter. You don’t spend so 
much in the slower periods, but you are 
going to at least register with your 
customers. 

What other sales promotion activities 
are available? Sales promotion is your 
relationship with your community. It’s 
establishing and maintaining good pub- 
lic relations so when people hear your 
name they think: “There is a good man 
to do business with, I know about him, 
I have heard about him.” “People speak 
well of him.” 


Getting What You Put In 

How do you get this desirable re- 
action? Not just by sitting in your store 
and waiting for customers. Not just by 
advertising. You have to enter into 
community activities. You have to be 
part and parcel of your community. 
When you do you will find that it pays 
off. 

Another of the biggest sales pro- 
motion activities you have is your mem- 
bership in National Office Machine 
Dealers Association and your ability to 
publicize that. Your membership in 
NOMDA is an important thing. You 
will get out of it just what you put into 
it. Harry Hicks, vice-president and 
general sales manager of Remington 
Rand’s Dealer Sales Division, com- 
mented in a recent letter to the com- 
pany’s representative on Time maga- 
zine’s article on the salesmen of today. 


Said Time in part: 

“An old calling needs new life. 

“While billions are spent each year 
on advertising, little is being done to 
sell goods at a retail level. Says Presi- 
dent George S. Smith of Borg-Warner’s 
Norge Appliance Division: Retail sales- 
men? There are no such animals. The 
present type of salesman never had to 
sell and the oldtimers who did are now 
in executive positions or have retired.” 

Commented Mr. Hicks: “Time mag- 
azine points out graphically the lack of 
muscle that has been so evident in sales 
activities for the past few years. 


Selling as an Art 

“On the average over the past few 
years, selling has been easy. Seldom 
during that time has anyone really had 
to make an earnest effort to do a real 
selling job. In the few periods when 
sales were stimulated this was due in 
part to price changes, shortages, alloca- 
tion of merchandise and other factors to 
which customers have reacted. 

“The time for easy selling has passed. 
Selling is going to have to become the 
art it once was. Dealers are going to 
have to learn how, along with us, to 
reuse the productive tools of salesman- 
ship. 

“We are all going to have to learn 
again the art of creating a need or a 
want. The art of showing how that 
need or want can be satished through a 
demonstration of values is creative sales- 
manship, 


Reaping the Harvest 

“Those of us who successfully adjust 
ourselves to this return to the art of 
selling will reap a harvest of sales. 
Those who have become so soft and 
flabby through the non-use of our sell- 
ing muscles and fail to make this ad- 
justment will fall by the wayside be- 
moaning the lack of business. 

“It is our duty to our dealers to see 
that they are so well trained in product 
knowledge and in the selling features 
of our merchandise that they will be 
able to demonstrate how these products 
fill the needs and wants of their cus- 
tomers. 


“A list of dealers well trained in our 
product features and selling techniques 
will be a list of successful dealers .. . 
dealers that will insure our sales now 
and in the future.” 

Ed Feigle of Houston, Tex., put it 
concisely and completely the other day: 
“Business is good for those who go 
after it.” 
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by RAYMOND J. MORGAN, 


Morgan & Barclay Company, 
San Francisco, Calif. 


What About Specialty Items? 


® IT COSTS OVER $5,000.00 a year 
to keep a girl sitting behind a type 
writer in an office! This is computing 
all expenses which is the only way this 
cost may be figured. 

Four hundred dollars for an electric 
typewriter is an accepted office expendi 
ture today. The average cost of a pos 
ture chair is about $45.00. Modern light 
ing per employee will easily run in 
excess of $200.00. Sound proofing will 
average around $175.00 per employee. 

We still have floor covering, desks, 
files and many more items to add to 
this mounting list. All necessities. 

Now, where do specialty items come 
in? These are the important smaller 
office tools that make this expensive 
equipment just that much more efh 
cient. 

What do they consist of? Well, here 
are just a few of them in the order of 
their importance. First and foremost, 
copy holders. This is perhaps the most 
undersold office specialty of all of them. 


A Copy Holder for Efficiency 

A typist can’t do her work efficiently 
without a good copy holder. We have 
always had good “behind - the - type 
writer” copy holders but with the grow 
ing popularity of the larger electric 
typewriters, most of the typewriter plat 
forms do not leave enough room for a 
a copy holder and the typists are forced 
to switch to the desk style machines. 
However, there has been very little to 
offer that was practical in this style. 

A cheap stand that merely holds a 
sheet of paper at a reading angle is not 
adequate. There now are a couple of 
new desk style copy holders that are 
well engineered and that do a good line 
spacing and copy holding job. 

One of these is so designed that it 
takes a single sheet or a big bulky tele 
phone directory with equal ease. Best 
of all, it is inexpensive and a salesman 
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can carry several of them in his brief- 
case. 

Next, we have sorters. These really 
speed up filing which is a tedious job. 
A good assortment is available with 
prices ranging from $6 to $15 for the 
A to Z sorters. The average stationer 
would be amazed to know how much 
of this type of equipment is purchased 
every day. 

Few offices can operate efficiently 
without some kind of a sorting device 
for checks, letters and invoices. Yet 
you would be surprised to know how 


many offices don’t have one. 


Importance of Gathering Rack 
racks. 


Next 


Thousands are sold annually and they 


might be gathering 
are just now beginning to become a 
familiar item in the larger offices. Any 
firm who does any kind of duplicating 
is a hot prospect. They range in price 
from $12.00 to $25.00 and are invalu- 
able as a time saver. Stapling machines 
were a specialty item as recently as 20 
years ago. They now are an office and 
a home necessity. 

We now have electric staplers for the 
larger firms. There are three on the 
market at this time, all enjoying an 
increasingly large volume of business. 
They range in price from $75.00 to 
$135.00. Telephone receiver holders and 
rubber ear cushions are increasing in 
importance every day because we are 
doing more and more business over the 
telephone. One of these left in an office 
can result in an order for a dozen or so. 

A new automatic feed folding ma 
chine is available that retails for just a 
little over $100.00. This is less than half 


They're Vital 
to Protect Your 
$5,000 Investment 


in Your Typist 





the price of other folding machines. 
The new low priced machine is now a 
specialty item because it opens up an 
entirely new field for sales. All new 
items and improvements of old items 
may be classified as specialties because 
they should be taken out into the offices 
and demonstrated. 

Showing these new items is the 
easiest way to build up a business be- 
cause you are not competing directly 
with the firm’s regular supplier. New 
specialties are being offered to the trade 
regularly. Some are designed by indi- 
viduals who are experienced in office 
procedure and problems. Other items 
leave much to be desired. 

Above all else, any piece of office 
equipment should be built strong 
enough and fool proof enough to resist 
the terrific beating that all of this kind 
of equipment is exposed to. We have 
the office mechanic who must test 
everything new that comes into the 
office. He pulls it and bends it and 
sometimes even takes it apart to see if 
it is properly made. There’s one in 


every office. 


Pick Items for Durability 

Then we have the janitors who put 
the office chairs up on the desks so they 
can clean the floor. He is the friend of 
the desk pen set manufacturers! He 
will wreck more pen holders and nibs 
while we are home sleeping, than you 
would ever suspect. He also breaks 
other things on your desk but not quite 
as regularly. For this reason we cannot 
tolerate office items that are not dur- 
able. Check over these new specialties, 
pick them out carefully and expose 
them to a waiting and hungry public. 





“Make no little plans; they have no magic to stir men’s blood and probably themselves 
will not be realized. Make big plans: aim high in hope and work, remembering that a 
noble, logical diagram, once recorded, will never die, but long after we are gone will be 
a living thing, asserting itself with ever growing insistency.” 


—Daniel Burnham 
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An Old Timer’s Philosophy of Selling 





by HARRIS GLOWER 


salesman, 
Ivan Allen Company, 
Atlanta, Ga. 


REMARKS ARE for just one 
[ hope that I will say some 


ms MY 
purpose 
thing that will be of aid to some of you, 
my friends, in your day to day work in 
this fine profession of furnishing the 
best and proper tools of business to the 


public. For w hen you help someone to 


do a better job in his own business, you 
are on the road to increased sales of 
your own 

Rather than try to suggest any par- 
ticular method as the right approach, 
the presentation of the product or how 
to close the sale, just let me talk to you 
a few minutes trom my heart, from 
my own experiences and beliefs. 


Start With Prayer 


I like to take as a slogan “Make each 
day count.” To do this, I try to start 
the day right. What better way than 


upon waking in the morning than to 
thank My Heavenly Father for watch- 


ing over me during the night—to thank 
Him for His blessings of yesterday- 
and then very humbly to ask Him for 
these four blessings for the day just 


me Physically, Bless me 
me Materially and Bless 


starting: Bless 
Mentally, Bless 


me Spiritual 
Physically means I want to come to 
work in such fine health that I can do 
eight or 10 hours hard work along with 
the rest of you. My boss thinks enough 
of me to give me my job, and I think 
enough of him to give you an honest 
day’s work in return. 
Say It Correctly 
Mentally means to do the correct 
thinking at the right time and also to 


say the right words to help my cus- 
tomer and to encourage him to buy 
trom my company and from me. If it 
is my first contact with the customer, 
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Editor's Note: The accompanying 
article came out of a recent series of 
Sales Clinics at lvan Allen Com- 
pany. W. D. Harris, Atlanta sales 
manager, arranged to have several 
sales people discuss various subjects 
on a panel. 


Harris Glower, who has been with 
the firm more than 35 years as a 
salesman, was serving on one of the 
panels and in lieu of expressing an 
opinion on one of the topics, came 
forth with a very sincere philosophy 
about this business of selling. 


We are happy to print Mr. Glow- 
er's remarks for the benefit of our 
readers. 


much depends upon how I handle my 
self and how much I help him, for I 
want him to go out pleased and satis- 
fied that I waited on him and did my 
best to serve him. 


Materially means if the customer 
goes out the front door convinced that 
he bought the right merchandise and 
glad that he did business with Ivan 
Allen Company — through me — he is 
going to come back and look me up to 
serve him when he has a problem. He 
will come to see me because I tried to 


convince him he was buying more than 
just merchandise like a dozen pencils, a 
desk or a chair. He bought also what I 
call the intangibles. 


Bring Satisfaction 


I want him to be entirely satisfied 
with his purchase. I want him to know 
that I am interested in him and his 
success in running his business. I want 
him to feel free to call on me for any 
kind of service that I can give. I put all 
my personality into each sale to keep 
my customers happy, satisfied and to 
keep them coming back to see me. 


As to the spiritual blessings, I 
believe in “Help somebody today.” 
Whether it be a customer, a stranger 
asking for information, the manage- 
ment of my organization or one of my 
fellow salesmen, let me do something 
over and above what I have to do, to 
help in the success and to add to the 
happiness of someone else. 


Leaves With Thanks 


If I can do this, then I leave through 
the front door at the close of the day 
with a prayer of thanks that My Lord 
did answer my prayers and bless me in 
these four wonderful ways. 

For listening to an “old timer,” 


thanks. 








CASE HISTORIES REPORTED BY 


ALBERT WOODRUFF GRAY 





OFFICE SUPPLY DEALERS INDICTED 


m A FEDERAL GRAND JURY in Cleveland, 
Ohio, returned an indictment on February 
24 charging eight corporations and eleven 
individuals engaged in the selling and dis- 
tribution of office supplies in the Cleve- 
land, Ohio, area with violations of the 
Sherman Anti-Trust Act. 


The indictment asserts that these firms 
and individuals have, for the past five 
years, violated this statute by engaging 
in an unlawful combination and conspir- 
acy to eliminate competition in the dis- 
tribution of office supplies and that they 


have fixed and maintained uniform and 
noncompetitive prices, discounts, allow- 
ances and terms in the sale of such mer- 
chandise. 


“Price fixing,” said a representative of 
the Department of Justice, “strikes at the 
very vitals of our free enterprise system. 
Such conspiracies are particularly injuri- 
ous to the public in that they deny to 
customers the benefits of competition. It 
is the policy of the Department of Jus- 
tice to prosecute them by proceedings on 
the criminal side of the court.” 
Reference: 

C.C.H.: Trade Regulations, sec. 66,113. 
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Sell 


Typewriters 
to 
Students in 
September 


a THE MANAGER ol the Angeles 
Typewriter Company, Los Angeles, 
said: “We go after the school trade 
strongly. Our pre-school ads suggest 
the purchase ot a new portable as a 
fine going-away-to-school gift, or the 
renting of a re-built machine for the 
school term for the high school pupils. 

“As an added incentive to the pur 
chase of a new or re-built machine 
we offer a year’s supply of typewriter 
ribbons. This was a special school offer, 
good for one week only.” 


Use Display Windows 

Two deep lobby window Ss were given 
to the display of typewriters of half a 
dozen makes, which were shown on 
white pedestals, to each being attached 
a pennant of one of the Los Angeles 
high schools. Signs of black, bound 
in orange and lettered in white, said 
“The ideal gilt for Back to School 
a new portable,” and “A thorough over 
hauling of your machine before school 
starts will make typing easier.” 

The May Company, Los Angeles, 
appealed primarily to the collegians. 
Their ad suggested a typewriter, type 
writer chair, and small files for fitting 
up a college room. A pair of windows 
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Push sale of portables to students as 


showed a room in a dormitory and a 
frat house. In the dorm were shown 
two young women, one seated at a 
typewriter. Typewriter paper was scat 
tered over the table. 

In the frat house two young men 
were seen operating typewriters. A 
number of compact files were shown, 


and a two-way student lamp. 


Start Before School 
“We start our typewriter campaign 
several weeks before the opening of 
school,” said the manager of the Under 
wood-Elliott-Fisher Company, Los An 
geles, “and during this period all our 
windows shout “Typewriters for stu 
dents.’ ”’ 
Last season the largest window had 
a background of canary yellow, a color 
both striking in appearance, and offer 
ing a distinctive setting for our black 
machines. On the wall was a big slate 
on which was chalked “Back to 
School.” Five machines of different 
types were featured. A small window 
with a similar background had the 
cutout of a girl in blue, holding in 
her lap an actual typewriter. Three 
Underwoods, with cases, were shown, 


and beside the girl was a card “Take 


jts 


my advice Cret an [ nderwood port 
able to get ahead faster.” 

The third window had a card, “I've 
got the write way to success—Come in 
and try the new Underwood portable.” 

The Stationers Corporation, Los An 
geles, always level at the school trade, 
directing attention to supplies from the 
primary grades up through college. A 
display featuring grade school mer- 
chandise had a big card showing chil- 
dren running and said “Hurry! Don't 
poke—don’t walk to the school sup- 
plies of Stationers Corporation.” On 
the wall were many book satchels. 


Selling Fodder 


On the floor were pen and _ pencil 
sets, drawing materials, colored pencils, 
ink, twine, erasers and scissors. An- 
other window turned the spotlight on 
dictionaries. A big wall card said “The 
Modern Dictionary for Home, School 
and Offce.” 
Webster’s Unabridged Dictionary. 


On a stand was an open 


Scattered through the display were a 
College Standard Dictionary, Modern 
Dictionary, German-English, Spanish 
English, Roget’s Thesaurus, Webster's 
Dictionary of Synonyms, and many 


little vest pocket dictionaries—WBS 
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Reveal 
Internal 
Qualities 
of Files 


8 THE ACCOMPANYING window 
lisplay ecently utilized by Clark 
Peeps irniture and equipment 
dealer of St. Louis, Mo., to promote 
le i 

In the window was shown a standard 
tour-draw trom the Clark Peeper's 
stock, down to essential com 
ponents, each identified by means of a 
colored leading from a sign in 
the center 

Ident on the sign were seven 
funda points which bespeak top 
quality teel-hle construction, and 
which Clark-Peeper urges the file cus 


or in making a selection. 


Potent Sales Builders are 


“‘Break-Down’ 


WH. Kis 
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Files on parade in Clark-Peeper store window 


Included in the list on the sign, with 
ribbons identifying each point men 
tioned, were free rolling suspensions, 
the use of 10 ball bearing rollers, cad- 
ium plating of drawer slides, the use 
steel case channels, 


of heavy strong 


welded frame, cross bracing for addi 


tional rigid strength, and effective en 
gineering for design and durability. 
The window display effectively con 
centrated attention on Clark - Peeper’s 
large file department, according to the 


RAL 


management.- 





Window Displays 





(ler Co. shows what goes into office furniture. 


@ FOLLOWING A recently - intro 
duced policy of letting the businessman 
know more about the office furniture 
he buys, W. H. Kistler Stationery Com- 
pany, Denver, Colo., has achieved much 
public interest and sales success through 
the use of “break-down” window dis- 
plays. 

These, run in sequence, are devoted 
separately to one popular type of office 
ranging 
through desks and files. 
displays which show the 
goes 
It is 
graphically explained why one type of 


furniture item, from chairs 
They consist 
of “exploded” 
visitor what 


interested window 


into the office furniture he buys. 


office furniture is more expensive and 

better value than others due to the 
refine- 
them. 
In every such display, the upstairs 


heavy amount of construction 


ments which have gone into 


ofhce furniture department has put 


lot of stress on the fact that many 


of the quality features which the office 
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furniture purchaser actually buys are 
“unseen” but nevertheless valuable in 
guarding against quick deterioration, 
unsatisfactory mechanical action and 


lack of beauty. 


A typical display in the massive, 
huge central display window is shown 
herewith. In this case, devoted to the 
products of a single chair manufac 
turer, intense interest was reported. A 
sample of one posture chair, for ex 
ample, was contained at one side of 
the window, while at both sides were 
panels showing “exploded” views of 
component parts and the materials 
which went into base, cushion and 
metal structure. Of major interest was 
the methods by which fiber glass is 
spun from glass marbles, then matted 
into the cross-shaped base, which, in 
combination with phenolic plastics, 
forms the permanent, -water, chemical 
and wear-proof base of the chair. To 
gether with high interest in modern 
plastics, this window caused much com 
ment, according to the management. 


Materials on Parade 
On the opposite side of the large 
display was another panel, which, in 
this instance, was devoted to materials 
used for standard, straight-back chairs. 
Signs explained methods of construct 
ing the frame, of fastening its members, 
application of baked enamel and deluxe 
touches such as flexible casters and 
adjustable arms and backs. 


A cut-away sample of a seat back 
showing layers of foam rubber, springs 
and padding use, and a similar cut 
away example of a seat, were the sort 
of display which is calculated to keep 
the prospective office furniture buyer 
remembering when the time comes to 
buy new office furniture. 


Display Samples 
Other areas of the window wer: 
taken up with samples of plastic up 
holstering materials, trim, casters and 
metal parts such as casters, washers, 
sleeves and barrels. In parading the 
products ot various manutacturers 
through the window in this way, the 
Kistler store is building a healthy re 
spect for advances in office furniture 
design and construction —RAL 


Promote Office Equipment . Decker’s, Inc., 314-20 Main St., 
Lafayette, Ind., recently used a window display and the lobby of 
the local theater to tie-in with MGM's movie “Executive Suite.” 
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Fire Fighters . . . Window of John R. Rembert Co., New Haven, Conn., 
features latest Victor insulated products, including the new Victor 600 line 


recently introduced by Remington Rand Inc. 
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by Irving Settel, authority on retail advertising 


LOCAL PRESS—A GODSEND TO RETAILERS 


@ MANY SMALL RETAILERS have discovered that their 
local newspapers provide extensive promotional services to 
advertisers. These services during the past few years have 
increased and many cover nearly every branch of retail ad 
vertising 

Small and medium sized stores dealing in office appliances 
make extensive use of these services. Larger stores use them 


to a smaller degree. 

Let us analyze the type of service that most newspapers 
are currently offering and how retailers of office appliances 
can make best use of this service. 


|. Preparing The Ad 

Newspapers both large and small throughout the country 
subscribe to mat services. The mat services offer the retailer 
advertising in newspapers complete ads, copy suggestions, 


illustrations, mats and plates. 

Highly professional work is provided to the retailer mak- 
ing it possible for him to advertise on the same high level 
of effectiveness as the large retailers. A small retailer obvi 
ously does not have the background or experience to prepare 
his own illustrations or art work. 

If it were necessary for him to buy this material from 
free-lance artists or advertising agencies, the cost would be 


prohibitive. The newspapers mat services are usually offered 


at no charge to the advertiser. It is an excellent source of 
professional advertising material. 
Most advertising departments of newspapers will, upon 


request, assist the office appliances retailer in preparing and 
his advertising campaign. These people are 


in p anil cy 
usually highly proficient in this type of work and are capable 
of producing effective promotion for the retailer. 
2. Advertising Research 

Probably the most important service that a newspaper can 
offer the retailer is research. Most newspapers maintain a 
staff of personnel working in the research of circulation, 
lineage, price and allied fields. On request the newspaper can 
provide information to the retailer regarding the following 
information 

a) The newspaper can disclose the trend of all competitive 
advertising in the city or community. They will indicate the 


amount of space being used by stores and the type of mer 
chandise being offered. 


b) The newspaper will provide the dates and the results of 


important promotions of the current season for any advertiser. 
c) The newspaper offers a continuous form of factual 
information on circulation. This is important to retailers 


iances in determining whether or not his adver- 
tisement is reaching the right readers. 


ot ofhice ap] 


d) The newspaper offers extensive information on trading 
areas which includes the income groups and buying potential 
of the residents of the trading area involved. 

¢) The newspaper provides weather information in ad 
vance of promotions, facilitating decision by the retailer 
on the holding of a special promotion for specific dates. 

f) The newspaper on request will send the retailer com 
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parative shopping reports and advertising results of various 
stores within his town. 

These services throughout the country help the retailer 
to do a better job. Some of the papers circulate a special 
retail advertising handbook containing advertising ideas and 
suggestions based upon a review of retail advertising through- 
out the country. 

Usually the larger the city the more complete a staff of 
retail advertising experts the town’s newspaper will possess. 
It is wise for the office appliances retailer to take full advan- 
tage of these excellent services being offered by the local 
newspapers. 

It might be indicated at this point the newspapers will 
frequently aid the retailer in planning direct mail pieces and 
sometimes provide internal store display material at no cost 
or charge. 





Business at Full Steam—Sec’y. Weeks 

Booming construction activity, continued declines in busi 
ness inventories, and the rise of industrial stocks give assur- 
ance of a full upturn in business, Secretary of Commerce 
Weeks said recently. He added: 

“I believe the stock market still is one of the best barom- 
eters of business this country has. The strength of indus 
trials is positive indication of the general confidence over 
the country on business prospects.” 

Weeks said in an interview that the inventory decline— 
estimated at an annual rate of 5', million dollars this month 

stemmed from increasing sales and not from cutbacks in 
production. 








Art Young, president of Curtis-Young 
Corp., and company sales executives view attractive new design 
which characterizes all packaging of firm's products. Reading 
(left to right) are General Sales Manager Morton A. Brown, Presi- 
dent Young, (seated) Executive Vice-President Todd P. Curtis and 
Eastern Regional Sales Manager Harry Morris. 


Points with Pride 
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HOW LEASING FURNITURE WORKS 





8 “FOLLOW THE TREND Rent 
Your Office Equipment and Charge it 
to Operating Expense.” This is the mes 
sage which the Southern Stamp & Sta 
tionery Company is spreading under 
the leadership of Samuel S. Rosendorf. 


The Richmond, Va., firm is one of 
the leaders in advocating the lease plan 
arrangement which was first suggested 
by The Globe-Wernicke Co. as a means 
of stimulating sales of office equipment. 
G-W does not participate in any way in 
the actual operation of the idea. Says 
the manufacturer: 


“The new feature of this plan is its 
application to office furniture. Business 
concerns have been leasing office ma 
chines for years. You cannot use certain 
tabulating card machines except on a 
rental-use basis; the same with postage 
meters. .. . So the G-W Lease Plan has 


considerable precedent in principle... .” 


"Lease and Save" 
Business firms all over the country 
are taking advantage of the “lease and 
save” plan, says Mr. Rosendorf. He has 
explained his firm’s sponsorship in ad 
dresses at National Office Furniture 
Association conventions and has found 
his audiences eager to discuss the de 
tails. 


“Essentially the Southern Stamp & 
Stationery Company provides a way to 
secure modern office equipment with 
no capital outlay. The leasee agrees to 
keep and use the equipment and furni 
ture for a minimum of three years, pay 
ing a diminishing yearly rental in 


quarterly or monthly installments. 
These rentals are charged off as operat 


ing expense—since no capital invest 
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From the Globe-Wernicke Plan 
and the Lease-O-Matic Plan 
of the Southern Stationery Co. 


ment has been made. Thus—a big tax 


saving.” 
He further pointed out: 


“Many smart businessmen have found 
that Lease-O-Matic offers many solu 
tions to current problems. You'll find 
that the effect of ‘expensing’ the rentals 
of equipment is easily calculated accord- 
ing to the condition of your working 
capital, your tax bracket, and the char- 
acter of your need for expanded facili 
ties. Check with your accountant, check 
with your attorney—see if they don't 


agree it’s a smart move.” 


Tax-Wise Advantages 

Explaining the advantages tax - wise 
the Richmond firm asserts: “The Lease 
O-Matic plan, handled legitimately as 
operational expense, enables you to 
write off practically all costs of equip- 
ment in three years, instead of from 10 
to 20 years under normal depreciation 
rates, established by the Internal Rev- 


enue Department.” 


Itemizing the advantages, they are 
listed as: 
1. No capital tied-up. 


2. A tax advantage. 


3. Limited term lease can be 
chosen. 

4. A means is provided for solving 
expansion problems on cost-plus 
contracts. 

5. Continuing Lease-O-Matic plan 
gives full use of rental equip- 
ment at no more cost than if 
the equipment was purchased 
outright. 

Following are the provisions of the 
lease plan in brief: 


Term of Lease: An agreed - upon 








Samuel S. Rosendorf, Jr. 


initial period of three years which may 
be continued optionally for an indefh 
nite period. After initial period, the 
lease is cancellable on 30 days’ written 


notice to lessor. 


Rental: Rentals are based on annual 
rates, payable monthly, quarterly, or 


yearly, according to contract terms. 


j 


Use of Equipment: Leasea equip 
ment may be used at the locations and 
on the premises covered by the agree 
ment and may not be removed without 
the written consent of the lessor. 


Title of Equipment: Remains with 


the lessor. 


Provide for Returns 

Return of Equipment: Subject to 
terms of the agreement between the 
lessee and lessor. Lessee has no liability 
beyond return of the equipment in good 
condition, reasonable wear and _ tear 
allowed. Insurable damage or losses are 
covered by the lessor. Lessee is liable 
for uninsurable losses or damage up to 


depreciated value of equipment. 


Service: The lessor W ill render repair 
of maintenance service to lessee as re- 
quired, charging current rates for such 
services. 

Rental rates would of course vary. 
Just as an example, here’s the way the 
plan works: 
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ximated figures, a new 
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onth for the first year, 
ver month for the second 
and up per month for 
For ensuing years, the 
$4.50 and up per year. 
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How It Works with File 
modern A-grade, four 
le as another example 


be leased at $2.45 per 


the first year, $2.04 per 


second year, and $1.63 
the third year. There 
tal fee would be $2.45 per 


lort explained the work 
ase plan in detail for a 


ssion of the recent NOFA 


( hicago. He pointed to 
ich a plan when he said: 
nN Operating a small busi 
ttorney or doctor starting 
heir natural thought is to 
ooking office. Very fre 
ave very little capital to 
type of equipment. With 
in get exactly what they 
have by paying a small 
tal charge, which also 1S 
irgeable to expense, thus 
to obtain the best look 
ed ofhice that they might 
ost important feature for 
stomer is that he does not 
any capital investment, 
use his capital for other 


ivs 


Compare Depreciating Rates 
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the big saving in taxes 
ntages for the large cor 
rge business, aside from 
up’ feature of capital, is 
rental paid is completely 
as expense and will tend 

taxes. In our plan the 
rge 90°, of his cost as an 

first three years. If pur 
, the government allows 

epreciation schedule: 
year>s. 

d desks—20 years. 

Cars. 

s and tables—15 years. 

pment is placed into 
recognize the following 


es* 


Safes—50 years. 

Furniture, fixtures and filing cases— 
20 years. 

Mechanical equipment—3 years. 

“You can readily see the advantage 
to the consumer in being able to charge 
off the depreciation more quickly under 
this plan. 

“There are several minor advantages. 
For instance, a concern is going to 
handle a cost plus contract in which all 
costs are chargeable. This firm could 
easily take our lease plan for the items 
of equipment they would need for this 
contract, charging it all off to this par- 
ticular contract. 

“In the same manner, if a firm is 


planning an expansion program and is 
dubious of its success, they can lease 
additional equipment to cover their ex- 
pansion for a three-year period, and 
then if they find it not profitable this 
furniture may be returned. Otherwise, 
the equipment would have had to be 
purchased outright and sold at a loss.” 

On each piece of equipment that 
Southern Stamp & Stationery Company 
leases, the firm places a serially-num 
bered decal so that its property can be 
easily identified in case of any dispute 
that may arise at some future time, and 
also it can identify it from other furni- 
ture the customer may have in his 
office.” 








A “Sweet” Display 


{ 


The Regan Furniture Corp. used a 


best-selling novel and a hit movie to exploit their Executive 
Suite line in this Madison Ave., New York, display that attracted 


considerable public interest. 





At NOMA Exhibit . 
Construction Co.’s range of 25 styles of 55-inch desks were dra- 
matically demonstrated at the recent St. Louis convention. Mod- 
ern color treatment and well-rounded demonstrations of the 
firm's office planning services were combined with these “work 
station” displays. 
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. Space-saving advantages of Art Metal 





A Refueling Stop Only 


U. S. Secretary of Defense Wilson constantly is irked at the leisurely pace taken by govern- 


mental paper work. Recently he was asked whether a certain document 


“is resting on your 


desk.” He retorted dryly: “Papers don’t rest on my desk.” 
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Movable Gray Steel . . . Partitionettes 
by Arnot-Jamestown Corp. are used in 
the radio and TV general office of 
KBC, Cheyenne, Wyo. Wyoming Type- 
writer & Equipment Co., Cheyenne, in- 
stalled.the partitionettes for their semi 
privacy and easy mobility.—AEH 


Philadelphia Board Room .. . The 
Commonwealth Title Co. uses No. 1938 
chairs by The B. L. Marble Chair Co. 
for comfort in the board room. Com- 
mercial Office Furniture Co., also of 
Philadelphia, made the installation 


Work Stations . . . For The Cincinnati 
Gas & Electric Co.’s newly completed 
annex, G/W’s Techniplan modular of- 
fice equipment was selected. In the 
senior stenographic department are two 
66-inch auxiliary desk tops placed af 
right angles. A horizontal section pro- 
vides a large file drawer and storage 
drawer. Paul O’Brien, assistant treas- 
urer of the utility company, is shown 
chatting with Elmer G. Rahe, G/W 
vice-president of sales. Globe Office 
Equipment & Supplies, Inc., Cincinnati, 
handled the complete installation. 


Gain Floor Space . . . C. A. Sporl & 
Co., Inc., New Orleans, La., utilize 
Mode Maker desks, Goodform alumi 
num chairs and 5-drawer Superfilers by 
The General Fireproofing Co. in reor 
ganizing the offices for more room 
Hanson-Flotte Co., also of New Orleans, 
handled the installation. 
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Modern Office .. . W. & J. Sloane, 
Wash., D. C., furnished this impressive 
office for an Executive Office Engineer- 
ing Aircraft & Parts Corp. Furniture 
was designed and produced by Jens 
Risom Design, Inc., New York City. 


Batavia Bank . . . No. 2268 and 2269 
chairs in top leather by The W. H. 
Gunlocke Chair Co. furnish the Bank of 
Batavia, Batavia, N. Y. Desks by the 
Leopold Co. were selected for this well- 
planned installation by Sleght’s Book 
Store of Batavia 


Another View . . . More Jens Risom 
designs for Executive Office Engineering 
installed by W. & J. Sloane. 


KFBC Private Office . . . William C. 
Grove, manager, selected a walnut SlL- 
378-60 conference desk, table and 
typewriter stand by the Leopold Co. to 
carry out the walnut wall paneling 
theme. Side chairs are by the W. H. 
Gunlocke Chair Co. A Comfortmaster 
chair by The General Fireproofing Co. 
completes this installation by the Wyom- 
ing Typewriter & Equipment Co.—AEH 





Cheyenne Newspapers, Inc. . . . Gen- 
eral offices feature 19 secretarial and 
executive desks and one table by 
All-Steel Equipment, Inc. Combined with 
them are 20 posture chairs by The 
General Fireproofing Co. Wyoming 
Typewriter & Equipment Co., Cheyenne 
Wyo., handled the installation for the 
newspaper office.—AEH 


In St. Charles . . . Bert Mills Corp., 
St. Charles, Ill., uses chairs by The 
Taylor Chair Co. and desks made by 
Central Desk Manufacturing Co. Weber, 
Hilmer & Johnson, Chicago, handled 
the installation for the coffee vending 
machine company. 


Justallatious 


In Detroit . . . An installation of steel 
furniture in the offices of Baker-Simonds 
& Co. was made by Service Office Sup- 
ply Co., Inc., Detroit, Mich. Sturgis 
Posture Chair Co. furnished the chairs 
and Columbia Steel Equip. Co. the 
desks. 


Interview Offices . . . Free-standing 
Techniplan steel-and-glass partitions pro- 
vide privacy, greater visibility for cus- 
tomer interview offices and the general 
business office of Walker & Battat Motor 
Co., Newark, Ohio. Techniplan modu- 
lar equipment by The Globe-Wernicke 
Co., was installed by The Advocate 
Store of Newark. 
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Alger Story 


g@ A HORATIO ALGER or Oliver 


Optic be made good despite ad 
ersity story of the office machine in- 
lustry <¢ propriately be written 
ibout W \A. Johnston of Knox- 
lle, Te 

Here’s a veteran dealer of some 45 
years’ e who won the respect 
of neighb nd fellow dealers by the 
force of | imagination and deter 
mined 1 to the pitfalls of youth. 

His success wasn’t achieved by formal 
ducatic r he spent only seven 
months issrooms. 

It wa ecause of wealthy parents, 
pull or 1 i advantages. 

No, a rldly goods possessed by 
this man « unique double middle 
nitial (and no one knows for what 

AA” st were earned the hard 
way. 

Saw Dim Future 

Virtua orphan as a_ boy, 
Double A” ran away from a dim 
future o tinued beatings to make 
his own n the world before he 

is 12 

He kn he life of a hobo, he “rode 
he ro oraged for food and he 
took a vhich offered grits and 
OW relly night's lodging. As a 
youngster in short pants he lived with 
gamble vetriended him with a 
ed on the floor and gave him occa- 
ional 

He | 1) dishwasher, a hod 
irrier, ng machine repairer, a 

eplejacl ong other things before 

scove! ry to fix the “innards” 

a ty] ter and thus become associ 

d wi ndustry in which he 

s¢ 

Sut de early association with 

ery Kil iptation, Mr. Johnston 

proud « ict that he has never 
gambled th dice, played cards or 
/ 
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William AA. Johnston 


“I am sure if I had followed the teach 
ing of gamblers who helped me when 
I was a boy I would have become one 
of their kind,” he says. “But I have 
known for many years that the good 
Lord was looking after me when I 
could not look after myself.” 

The subject of this sketch is not sure 
about his age but thinks his birthdate 
was in 1883 at Decatur, Ga. Today, he 
is the only one living of a family origi- 
nally consisting of father, mother step- 
mother and four sisters. 

His mother died when he was an 
infant and his father five years later. 
He lived for a short time with kin near 
Tallahassee, Fla., before he ran away 
with the help of some neighbors. His 
meager store of money was all ex- 
pended for a full fare ticket as he didn’t 
know that boys under 12 could ride for 
half fare. That was the start of years 
of tramping over most of the south and 


southeastern states. 


Survived Epidemic 

He rode on top of passenger coaches 
at night and by “side door Pullmans” 
(freight cars) while working at almost 
every trade open to a husky lad. He 
survived the yellow fever epidemic in 
1906 but was taken ill with smallpox 
and removed to the Charity Hospital in 
New Orleans. There the nuns fed him 
and allowed him to work as an orderly 
through the winter months. 

“When 
“they gave me money and a suit and 
I went West. To this day I have loved 
the nuns and their good work. I am a 


spring came,” he relates, 


Methodist but there’s no difference in 
religion, only in the person.” 

“Double A” 
a band and guy wires on a 100-foot 
high cotton mill smokestack in Georgia. 


recalls that he once put 


He didn’t know how he was going to 
do it and his work was further compli 
cated by a storm which shook his high 
perch. But the job was accomplished 
and he received the sum of $50 and a 
week’s board at the hotel owned by 
the mill operator. 

Working at a trade of repairing 
sewing machines finally decided Mr. 
Johnston’s office machines career. As a 
likely mechanic this boy of 15 was 
approached in Longview, Tex., in the 
late *90’s by a stranger in the court 
house who had a balky drop-head type 
writer. 

He had never seen such a machine 
before, but he repaired it satisfactorily, 
gained a letter of recommendation and 
has been in the business ever since— 
about 55 years. 

Typewriters, their sale and repair 
have been his lifeblood and it is not 
strange that today he is not ready to 
retire. 


Has New Venture 

After spending 45 years as operator 
of his own business on Market St. in 
Knoxville, he began an office machine 
business brokerage last fall and since 
has organized a carbon and ribbon firm 
operated out of his home. 

One of his favorite stories out of 
long association with office machines 
concerns the Fox typewriter he sold to 
a man in Winfield, La. The buyer wrote 
that he liked his machine but the “Mr. 
Key doesn’t print.” This reference was 
to the margin release key. 

Location in Knoxville was at the 
invitation of a Premier typewriter man. 
Mr. Johnston didn’t work for him long 
before going into business for himself 
in 1908. In 1910 he was married. A 
daughter, the only child, lives in Fort 
Lauderdale, Fla. 

“Double A” has long been interested 
in association work. He was a charter 
member of the Independent Typewriter 
Dealers Association formed with about 
25 interested persons including Jim 
Ward, now of Ames Supply Company. 

He has attended practically every 
convention of the National Office Ma 
chine Dealers Association, has served 
on the board of directors for 12 years. 

Fellow dealers highly respect the 
Knoxville man who says of them, “I 
love my competitor if he is a decent 
fellow.” 

A firm believer in the Golden Rule 
he says, “The Good Lord has looked 
after me and I try to pay him back by 
rendering service.” 
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New England Stationers Gather 
at Poland Spring House, Maine 


District No. 1 Meets at Beautiful 
Site—Hear NSOEA Troupers—Elect 
Dell Governor to Succeed Rooney 


® STATIONERS, MANUFACTURERS and Travelers of 
District 1, NSOEA, met June 4 and 5 at Poland Spring 
House, Poland Me., for their annual convention. The pro 
gram was supplied largely by members of the NSOEA 
troupe including W alter H. Miller, president of the associa 
tion; Paul E. Burbank, general manager; Jim W. Cooper, Jr. 
vice-president field division; Robert Sanders, Burroughs Cor 
poration, and William Lindenberger, National Blank Book 
Company. 

Other speakers were Wallace Strathern, assistant director 
of industrial relations, Eastern Gas & Fuel Associates; Dr. 
Charles Phillips, president Bates Colle ge; and Paul Steever, 
Office Equipment Company, Harrisburg, Pa. 

The Poland Spring House is beautifully situated on the 
top of a hill, which provides an entrancing view of hills and 
mountains. It has i large putting 
green opposite the main entrance to the iil and various 
other interesting facilities on its attractive 5000-acre setting. 


1 beautiful golf course, 


The meeting was called to order by Governor Philip 
Rooney of Bailey’s, Inc., Brockton. Speakers at the first 
session were Mr. Miller, talking on “Planning for Gold 
Our Front Yard”; Mr. Lindenberger, who spoke on “The 
Golden Age of the Vertebrate”; Jim Cooper, who spoke on 
“Our Industry—Isn’t It Wonderful?” 

Life, said Mr. Strathern, is one long selling job. Everyone 
is selling. Socrates, Henry Ford and Patrick Henry were 
mentioned as outstanding salesmen of ideas. The hub of 
good management, he said, is human relations; the hub of 
human relations, selling. Quoting Jack Lacey, he said that 
every salesman should have technical knowledge about his 
product or service. He called work simplification 85°, sell 
ing. For an example he used the triangle with one lateral 
technical information, one hard work, one your sales per 
sonality. 

Many people, Mr. Strathern said, had one lateral—vast 
knowledge of the product without real sales results because 
one of the other laterals was missing. As an idea worthy of 
cultivation he used the Spanish word “simpatico” which con 
Successful 


veys a willingness to talk from others’ viewpoint. 











Edgar H. Knapp, Victor Safe & Equipment, observes his 75th birthday during 
the convention 
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John W. Murray, John W. Murray Co., Boston, vice-governor elect.; Walter 
H. Miller, president NSOEA; Garry E. Dell, Burt & Dell, Hartford, Conn., 
governor-elect. 


selling, he said, is so simple that it is not obvious to the 
general public. Following are some additional points brought 
out: 

1. Enthusiasm. The god of good in us. It impersonalizes 
what you don’t like, broadens the base of operations and 
overcomes prejudice. 

2. If you like people, show a friendly smile. About 4 
of sales people smile enough. A friendly smile is contagious. 


3. Be generous with honest praise. All crave appreciation. 


4. Build a cause within the thinking of your organization 
and your sales will improve. A big difference between 
Russia and the United States is salesm: anship. 


5. Bea good listener. Listen so you can prescribe. Selling 


1s a two-way street. 

6. Talk in terms of you, not I. The only hero in the sell- 
ing field is the customer. Most salesmen do not know the 
difference between benefits and features. The outfit that 
does the best job is the one talking about benefits. Referring 
to “simpatico” again, he said it was the ability to put yourself 
in your customer’s place. Selling is the ability to serve, bene- 
fit—the extent of the ability to serve. If you want a person 
to think about what you want him to think about when you 
want him to think about it, tell him. Asking is fun. 


ON THE OPPOSITE PAGE— 


1. V. C. Kehoe, McAuliffe Paper Co., Burlington, Vt.; Howard E. Gorton, 
Dennison Mfg. Co.; Carl W. Priesing, American Pencil Co. 

2. Paul E. Burbank, NSOEA; Paul B. Buckwalter, National Blank Book Co.; 
Louis F. Caracci, Nor-Wood Co., New York City. 

3. George B. Samuel, Dunedin, Fia.; Fred H. Salmen, mfrs. rep.; Joseph 
F. Yates, Joseph F. Yates Co., New Haven, Conn. 

4. Bob Bartoo, Plimpton’s, Hartford, Conn.; §. H. Challenger, Frank H. 

Fargo Co., Bridgeport, Conn.; Ray Scheppach, Scheppach & Goekler, Inc., 

New Haven, Conn.; Stanley F. McGar, John F. Malloy, Inc., Meriden, 

Conn.; L. J. Fisher, Plimpton’s, Hartford, Conn. 

W. M. Fletcher, The Carter's Ink Co. 

Irving A. Ackerman, Paramount Office Supply Co., Inc., Providence, 

R.1.; Jack Silver, Advanco Products; Lew Foster, Speed Products Co., 

Inc.; Harold Forst, Providence Paper Co., Providence, 

7. Harold Bell, mfrs. rep.; Cal Cameron, Oxford Filing Supply Co.; R. H. 

Llewellyn, Jr., R. H. Llewellyn Co., Manchester, N. H. 

8. E. G. Knapp, Victor Safe & Equipment; Lewis Mitchell, Elbe File & 
Binder Co.; David B. Silverman, Mayfair Stationers, Worcestor, Mass.; 
Bob Slate, Cambridge, Mass. 

9. Horton R. Frisbie, Roberts Office Supply Co., Portland, Me.; Gov. Philip 
A. Rooney, Bailey’s, Inc., Brockton, Mass. 

10. Mal Derry, The Globe-Wernicke Co.; Peter Donnelly, Allen Stationery 
Co., Lynn, Mass.; J. A. Gilbert, OFFICE APPLIANCES. 

11. L. G. Morris, Eaton Paper Corp.; Paul F. Steever, Office Equipment Co, 
Harrisburg, Pa.; W. G. Pape, Adkins Ptg. Co., New Britain, Conn, 
Bill Boyer, Wilson Jones Co. 

12. John W. Murray, John W. Murray Co., Boston; Ronald E. Daley, Water 
bury, Conn.; Alex Marsten, Marsten, Inc., Pittsfield, Mass. 

13. Gordon J. Stowert and Allan Murray, Victor Safe & Equipment; Walter 
E. Concannon, Concannon’s, Marlboro, Mass.; Watson Dee, Esterbrook 
Pen Co 

14. President Walter H. Miller, Otto Ulbrich Co., Inc., Buffalo, N. Y.; Gov. 
Philip A. Rooney, Bailey's, Inc., Brockton, Mass. 

15. R. E. Fletcher, National Blank Book Co.; Guy W. Hart, Joseph Dixon 
Crucible Co.; Mrs. Wigon, Joe Wigon, Portland, Me.; Ralph Gerard, 
Sanford Ink Co.; John T. Wilson, Jr., Esterbrook Pen Co. 

16. Bob Gooley, Cushman & Denison Mfg. Co.; John B. Dwyer, mfrs. agent; 
Forbes Snyder, Forbes Snyder, Inc., Holyoke, Mass.; Bill Aylward, The 
Globe-Wernicke Co. 

17. Paul Cheney, Southworth Paper Co., voted life membership in th 
New England Travelers Club. 

18. Otis Prior, Prior Staty. Co.; Arthur L. King, Ward’s, Boston; Harvey P. 
Rockwell, Yawman and Erbe Mfg Co.; Nat Blish, Reyburn Mfg. ©. 

19. Ed Howard, Cahills, Medford, Mass.; W. B. Keppie, Eaton Paper Co, 
George Smith, Loring, Short & Harmon, Portland, Me. 

20. Cal Larson, Stoneham, Mass.; Henry Riegel, Sengbusch Self-Closing Ink 
stand Co.; Henry Rosnosky, Boston 

21. Mr. & Mrs. David S$. Claflin, George B. Graff Co.; Mr. & Mrs. Charles 
W. Lipman and grandson, George B. Graff Co 


ou 
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Gov. George Schmieg, Syracuse 


Exchange Congratulations . . . 
Office Equip. Co., Syracuse, N. Y.; Gov.-Elect Harry Sanner, San- 
ner Office Supply Co., Erie, Pa. 


Record NSOEA Crowd at Dist. 2 
Convention in Adirondacks 


245 Registered—Harry Sanner Chosen 
Governor—W hiteface Inn Again Selected 


for 1955 and 1956 Meetings 


Nestled in the green clad Adirondack Mountains on the 
shore of a beautiful lake, near the town of Lake Placid, 
N. Y., Whiteface Inn proved to be a perfect hotel in which 
to hold the annual meeting of NSOEA Dist. No. 2. Includ 
ing several children, the total registration for the assembly, 
held June 17, 18 and 19, was 245. 

Gov. George Schmieg, Syracuse Office Equipment Cor 
poration, Syracuse, N. Y., with the liberal help of many 
members of the district, made good on the promise that the 
1954 gathering would be the biggest and best ever held. 

At the Saturday morning business session the Whiteface 
Inn was selected as the site for the 1955 and 1956 conven 
tions. The dates for 1955 are June 2, 3 and 4. 

Officers elected were Harry Sanner, Sanner Office Supply 
Company, Erie, Pa., governor, and E. S. Howard, E. S. 
Howard Company, Oswego, N. Y., lieutenant-governor. 

The Empire State Travelers Club met in annual session 
Friday afternoon and elected the following officers: Ed 
ward W. Goodlet, F. S. Webster Company, president; John B. 
Dwyer, manufacturers’ representative, vice-president, and 
Frank E. Wilkerson, Dennison Manufacturing Company, 
secretary-treasurer. 

With one exception, the entire program of addresses was 
furnished by the “President’s Prospectors” as follows: “Plan 
ning for Gold in Your Own Front Yard,” by Walter Miller, 
Otto Ulbrich Company, Buffalo, N. Y., president of NSOEA; 
“The Golden Age of the Vertebrate,” by William Linden 
berger, National Blank Book Company; “Our Industry- 
Why It Is So Wonderful,” by Jim W. Cooper, Jr., manufac- 
turers’ representative, vice-president, field division, NSOEA; 
“Store Planning and Present Trends in Self-Service Fix 
tures,” by Paul Steever, Office Equipment Company, Harris 
burg, Pa.; “Golden Opportunities in Three Dimensional 
Selling,” by Earle F. Opie, Weber Costello Company, vice 
president, manufacturers division, NSOEA; “The Case of 
the Plot of Gold,” by Robert J. Sanders, Burroughs Corpora 
tion; “Opportunities Are Golden in an Association,” by 
Paul E. Burbank, general manager, NSOEA. 

The registration desk was opened at noon on Thursday 
and was a busy place until seven o'clock, when dinner was 
served in the main dining room. At ten in the evening a 
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On the Opposite Page 


1. The Whiteface Inn from the lake side. 

2. Mr. & Mrs. Lou Hoelscher, Hoelscher’s, Inc., Buffalo, N. Y., who cele- 
, wang el 35th wedding anniversary at the Lake Placid meeting on 
une 

3. Hugh Wharton, Millington Lockwood, Inc., Buffalo, N. Y.; L. G. Morris, 

Eaton Paper Corp.; Frank Palmer, retired; Clayton Williams, Ryan & 

Williams, Inc., Buffalo, N. Y.; C Amann, Victor Safe & Equip. Co.; 

Frank Dobimeier, Eaton Paper Corp. 

Mr. & Mrs. Paul Burbank, National Staty. & Office Equip. Assn., Wash- 

ington, D. C. 

Arthur O'Hara, Acco Products, Inc.; Walter Purvis, Walter $. Purvis 

Co., Utica, N. Y.; R. T. Hathaway, Union Book Co.; Stewart Anderson, 

Joseph Dixon Crucible Co. 

Frank Wilkerson, Dennison Mfg. Co., and Ed Makey, Hoelscher’s, Inc., 

Buffalo, N. Y., at the registration desk. 

General Fireproofing Co. breakfast, Saturday morning. 

Ladies embarking for a boat ride. 

General Fireproofing Co. breakfast, Saturday morning. 

Henry Martin, Martin Business Furn., Inc., Albany, N. Y.; unidentified; 

Harry Sanner, (front) Sanner Office Supply Co., Erie, Pa.; Milt Shuster, 

Smead Mfg. Co.; Leonard Wilcox, Roberts Prtg. & Staty. Co., Hutchinson, 

Kans., vice-president, distributors div., NSOEA. 

11. Norma and Margie, lovely daughters of Gov. George Schmieg, Syracuse 
Office Equip. Corp., Syracuse, N. Y., attending their first industry con- 
vention. 

12. G. C. MacGreevey, Elmira, N. Y.; Vernon Evans, Vernon R. Evans Co., 
Utica, N. Y.; Ken Heinrich, Heinrich- Seibold ov Co., Rochester, N. Y.; 
Lou Hoeischer, Hoelscher’s, Inc., Buffalo, 

13. Laddy Koehn, mfrs. rep.; Ed Mead, Posting , ar Corp.; H. M. Donis- 
thorpe, Ace Fastener Corp. 

14. Irv Whitfield, Bardeen’s, Inc., Syracuse, N. Y.; Warren Moe, Art Metal 
Construction Co.; Harris Pilkington, Sturgis Posture Chair Co. 

15. Paul Steever, Office Equip. Co., Harrisburg, Pa.; Charles Lipman, George 
B. Graff Co.; Fred R. Smart, general mgr., Stationers Guild of Canada. 

16. S. Abramson, Standard Office Supply, Inc., Syracuse, N. Y.; Charles 
Lipman, Geo. B. Graff Co.; Harold Graves, Wilson Jones Co.; Frank 
Palmer, retired; Harvey Rockwell, Yawman and Erbe Mfg. Co. 

17. Prize Winners in the Ladies Hat Making Contest—Mrs. John F. Finn, 
Mrs. Tony Paul, Mrs. H. W. Koehn, Mrs. James M. Sutherland, Mrs. 
Robert Gooley, Mrs. John Knaver, Sr., Mrs. R. T. Hathaway, Mrs. Robert 
Cunningham. 

18. Leonard Campbell, Moore Business Forms, Inc.; J. George Aigner, Aig- 
ner Index Co.; Charles Reynell, Oxford Filing Supply Co. 

19. Geo. Anderson, Boorum & Pease Co.; E. §. Howard, E. §. Howard Co., 
Oswego, N. Y.; Bill Vogel, Sengbusch S-C Inkstand Co. 

20. Willard Epke, W. H. Gunlocke Chair Co.; B. Matthews, Harter Corp.; 
Fred Chindgren, Watson Mfg. Co.; Harold Wolff, W. H. Gunlocke Chair 
Co. 


“ 


Seen o& 


“get acquainted” or “renew old friendships” party was con- 
ducted in the Terrace Room. 

Under the chairmanship of Gov. Schmieg the Friday 
morning session of speeches of the President’s Prospectors 
was conducted without a hitch. The “exception” speaker 
(one not on program at other regional meetings ) was Dr. 
Donald H. Davenport, New York State Department of Com- 
merce, who addressed the luncheon group on the subject, 


“Economics of Developing Business in New York State.” 


Early Friday afternoon a dealers’ forum was conducted, 
with William Seibold, Heinrich-Seibold Stationery Company, 
While the forum was in 

(Turn to page—, please) 


as moderator. 


Rochester, N. Y., 





New Officers . . . Top: Lt. Gov.-Elect E. S$. Howard, E. S$. Howard 
Co., Oswego, N. Y; Gov. George Schmieg, Syracuse Office Equip. 
Co., Syracuse, N. Y.; Gov-Elect Harry Sanner, Sanner Office 
Supply Co., Erie, Pa. 

Bottom: New Officers, Empire State Travelers Club—Frank Wilker- 
son, Dennison Mfg. Co., secy-treas.; Ed Goodlet, F. S. Webster 
Co., pres.; John Dwyer, mfrs. rep., vice-president. 
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Seen by the OA Camera at Regional No. 3 Convention in Atlantic City . . . 


1. New officers of the Penn-Mar-Va Travelers Club: secretary, George E. 
Harscheid, National Blank Book Co.; first vice-president, James W. Cur- 
ran, Eagle Pencil Co.; second vice-president, Joseph W. Wardman, Bates 
Mfg. Co.; retiring president, Richard M. Graff, Esterbrook Pen Co.; 
president, Wm. D. McCully, S. E. & M. Vernon, Inc.; treasurer, Rose 
Cushman, NSOEA. 


NSOEA 3rd Region Meets 
in Atlantic City. N. J. 


Chalfonte-Haddon Hall Scene of Last 
of Regional Meetings—NSOEA Troupers 
and Others Provide “‘Golden” Program 


@ ATLANTIC CITY at its best greeted conventioners with 
clear, sunny skies and cool, refreshing ocean-born breezes as 
they assembled to attend the annual NSOEA Third Regional 
convention June 21 and 22 at Chalfonte-Haddon Hall. 

It was the last of a series of successful 50th anniversary 
regional conventions staged by the National Stationery & 
Office Equipment Association throughout the nation. Gov 
ernor T. M. Stout, E. W. Curry Company, Pittsburgh, 
presided. A total registration of 265 was reported which 
included 113 manufacturers, 54 dealers and 98 ladies. 

Most of the addresses of the convention were given by 
members of the NSOEA Troupe who were: President 
Walter H. Miller, Otto Ulbrich Company, Inc., Buffalo, 
N. Y., who gave his talk on “Planning for Gold in Your 
Own Front Yard”; William Lindenberger, National Blank 


1. Roger Jolly, Reyburn Mfg. Co.; Howard S. Sanders, Stationers & Publish- 
ers Board of Trade; Joseph J. O’Brien, The Todd Co. 

2. Earl H. Prentzel, Speed Products Co.; George E. Harscheid, National 
Blank Book Co.; Irving A. Roth, Roth Bros., Philadelphia; Donald Endo 
and Jerome J. Savage, The Carter's Ink Co. 

3. W. H. Cravens, Chas. C. Smith & Co.; R. Lewis Watkins, Remington 


Rand Inc.; W. T. Woodhouse, Woodhouse Staty. Co., Washington, D. C. 
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2. G. Fred Griffith, Noesting Pin Ticket Co.; William H. Gove, Minnesota 
Mining & Mfg. Co. 

3. Paul E. Burbank, NSOEA general manager; Thomas M. Stout, E. W. 
Curry Co., Pittsburgh, re-elected governor; Paul F. Steever, Office Equip- 
ment Co., Harrisburg, Pa., re-elected lieut.-gov.; Walter H. Miller, Otto 
Ulbrich Co., Buffalo, N. Y., president NSOEA. 


Book Company, who spoke of “The Golden Age of the 
Vertebrate”; Robert Sanders, Burroughs Corporation, who 
presented “The Case of the Plot of Gold”; Jim Cooper, Jr., 
manufacturers’ representative, who told of “Our Industry 

Why It Is So Wonderful”; Earl F. Opie, Weber Costello 
Company, who spoke of “Golden Opportunities in Three 
Dimension Selling,” and Paul E. Burbank, NSOEA general 
manager, who gave his talk on “Opportunities Are Golden 


in an Association.”” Their remarks have appeared in other 


regional convention reports. 

Other speakers were Charles E. Schneider, Eagle Pencil 
Company, whose subject was “Know How Your Dollars 
Are Being Spent”; Paul F. Steever, Office Equipment Com- 
pany, Harrisburg, Pa., who told of the “Buyer’s Market 
Place,” and Richard M. Graff, Esterbrook Pen Company, 

(Turn to page 114, Please) 


On the Opposite Page .. . 


1. At Penn-Mar-Va Travelers Past Presidents Breakfast: Ben Wachtel, 
Parker Pen Co.; Earl H. Prentzel, Speed Products Co., Inc.; Millard H. 
Jackson, Joseph Dixon; John F. Emhardt, Columbia Steel Equipment 
Co.; Stanley M. Woodruff, Weis Mfg. Co.; William F. Vogel, Seng- 
busch Self-Closing Inkstand Co.; George E. Harscheid, National Blank 
Book Co.; Mark J. Kenna, American Pencil Co.; J. Kip Edwards, mfrs. 
rep.; Richard M. Graff, Esterbrook Pen Co.; Taylor B. Kellogg, C. How- 
ard Hunt Pen Co.; and John J. Kerns, Stationers Loose Leaf Co. 

2. Attend NSOEA Past Governor's Breakfast: Leonard Wilcox, vice-presi- 
dent distributors division, Roberts Prig. & Staty. Co., Hutchinson, Kans.; 
Charles Sinisgalli, Andrews Office Sply. & Equip. Co., Washington, D. C.; 
W. H. Patterson, Johnstown Office Sply. Co., Johnstown, Pa.; Thomas 
M. Stout, E. W. Curry Co., Pittsburgh; Walter H. Miller, NSOEA presi- 
dent, Otto Ulbrich Co., Buffalo, N. Y.; Charles W. Lukens, Yeo & 
Lukens Co., Philadelphia; J. C. Runnels, Commercial Office Furn. Co., 
Washington, D. C.; and Samuel S. Rosendorf, Jr., Southern Stamp & 
Staty. Co., Richmond, Va. 

3. Wm. P. Reinhardt, A. Pomerantz & Co., Philadelphia; Royal H. Eckert, 
firm of same name, Allentown, Pa.; Joseph Ryan, A. Pomerantz & Co.; 
Mark J. Kenna, Amer. Pencil Co.; Henry Trout, Palmer, Trout & Co., 
Trenton, N. J.; and Charles P. Nicolai, W. A. Sheaffer Pen Co. 

4. Joseph Mazer, Keystone Steel Equip. Co.; John F. Emhardt, Columbia 
Steel Equip. Co.; Stanley Geismar, Joshua Meier Co.; James Pierson, 
Columbia Steel Equip. Co.; and Max Block, Keystone Steel Equip. 

5. W. W. Moffit, Westland Staty. Co., Silver Spring, Md.; Dick Lange, 
a Se Envelope Co.; Wm. G. Hintz, Wm. G. Hintz, Inc., Read- 
ing, Pa. 

6. Sid Lichtenstein, mfrs. rep.; $. S. Susser, Myersdale, Pa.; Ozzie Krug, 
Cole Steel Equip. Co., Inc.; and Harry R. Sheppard, The Pittsburgh 
Staty. Co., Pittsburgh. 

7. James A. Lyons, Whiting Paper Co.; Steve Jaffer; Charles M. Jaffer, 
mfrs. rep.; Charles W. Busk, Ezyindex Products Corp. 

8. Richard D. Pomerantz, A. Pomerantz & Co., and Samuel S$. Rosendorf, 
Jr., Southern Stamp & Staty. Co., Richmond, Va. 

9. Standing: Thomas M. Stout, E. W. Curry Co., Pittsburgh; Robert San- 
ders, Burroughs Corp.; and P. M. Valentine, Va. Staty. Co., Richmond; 
at piano: Edwin J. Moore, Dennison Mfg. Co. 

10. James Pierson, Columbia Steel Equip. Co.; Herbert H. Bosworth, Chas. 

G. Stott & Co. Inc., Washington, D. C.; Paul F. Steever, Office Equip. 

Co., Harrisburg, Pa.; Charles A. Newcomet, The C. F. Heller Bindery, 

Reading, Pa. 

L. W. Evans, Evans Specialty Co. Inc.; H. M. Donisthorpe, and Herbert 

Walsh, both Ace Fastener Corp.; and Jim W. Cooper, Jr., mfrs. rep. 

NSOEA vice-pres. field div. 

12. E. L. Rosenberry, Koh-l-Noor Pencil Co. Inc.; John G. Kolb, C. Howard 
Hunt Pen Co.; John M. Palmer, Palmer, Trout & Co., Trenton, N. Jj 
E. J. Young and A. T. Hunt. both Art Metal Construction Co. 

13. Mrs. A. G. Will, William F. Vogel, Sengbusch Self-Closing Inkstand 
Co.; Adrian G. Will, Standard Office Sply. Co., Pittsburgh; Mrs. Ann 
Maedell, Henry Maedell, and Charles Schneider, all Eagle Pencil Co. 

14. Fred Milner, Joseph Dixon Crucible Co.; John A. Busch, Baltimore 
Staty Co., Baltimore, Md.; Walter H. Miller, and Wm. F. B. Linden 
berger, National Blank Book Co. 

15. E. M. “Ted” Bradford, Amer. Pad & Paper Co.; E. J. Bonney, Apsco 
Products Inc.; H. $. Bradford, Amer. Pad & Paper Co.; and Charles 
W. Lipman, George B. Graff Co. 

16. S. P. Biehl, Remington Rand Inc.; John Link, Jr., Lucas Bros. Inc., 
Baltimore; Gordon J. Stewart and Alex Burkhardt, both Remington 
Rand Inc. 

17. J. Kip Edwards, mfrs. rep.; Mrs. Lola Woodruff, Stanley M. Woodruff, 
Weis Mfg. Co.; and Joseph W. Wardman, Bates Mfg. Co. 

18. Wm. J. Lampel, Art Steel Sales Corp.; George C. Wheeler, OFFICE 
APPLIANCES; Irving M. Levy, Art Steel Sales Corp.; and Cortland 8. 
Horr, Assoc. Stationers Sply. Co., Chicago. 

19. Tom J. Dunn, Cooks, Inc.; Ralph G. Henriques, Bates Mfg. Co.; and 
Math F. Leimkuhler, Baltimore. 
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Company President Visits 
Venus at Her “Home” 

Richard J. Lewisohn Jr., president 
of the American Lead Pencil Com- 
pany, and fourth generation member 
of the company’s founding family, 
took time off while on a business trip 
to Europe to retrace the steps of his 





R. J. Lewisohn, Jr., admires Venus de 
Milo at the Louvre 


forefathers. He visited the original of 
the firm’s trademark, Venus de Milo, 
on exhibition at the Louvre Museum 
in Paris. 





Down in 


South of the Border 
Mexico City is this eye-catching display 
of the Marsh 77 Felt-Point pen in the 
Casa Rihan, Mexico, D. F. 
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U.S. Receives 
Model of Shrine 

Vice - president 
Richard M. Nixon 
accepted a unique 
Independence 
Day gift on Tues- 
day, June 29, on 
behalf of the 
American people 
in the National 
Archives Building 
in Washington. 
The gift was an exact working model 
of the shrine and safe which protects 
the nation’s three most treasured 
documents — the Declaration of In- 
dependence, the Constitution, and the 
Bill of Rights. 

Sen. John W. Bricker acted as 
spokesman at the ceremony, repre- 
senting the people of Ohio where the 
original safe was designed and built. 
Making the actual presentation was 
Edwin H. Mosler, Jr., president of the 
Mosler Safe Company, Hamilton, 
Ohio, which built the model and the 
original. 

Larger than a console TV set, the 
model duplicates in every detail the 
actual Archives installation, including 
the giant 50-ton safe —the world’s 
largest—and the elevator which raises 
the documents every morning and 
lowers them for safekeeping each 


night. 





E. H. Mosler, Jr. 





Oklahoma Stationer Elected 
to Board of Directors 

Ted R. Warkentin, Lawton, Okla.. 
has been elected to the board of direc- 
tors of Consolidated Gas Utilities 
Corp., Richard W. Camp, president, 
announced. 

Mr. Warkentin opened the South- 
western Stationery & Supply Co., in 
Lawton in 1934.—WLF 











Off and Flying . . . England, France 
and Germany beckon Louis M. Brown, 
president of the Eberhard Faber Pencil 
Co. He is seen boarding plane at Idle- 
wild Airport on a combined business 
and vacation trip. 


George Wolcott Off On 
Another European Trip 
George Wolcott of the Wilson Jones 
Company sailed on June 26 from 
Quebec, Canada, aboard the Cunard 
Line S.S. Samaria for Southampton, 
England. After a stay in London he 
planned to visit Gottenburg, Oslo, 
Stockholm, Copenhagen, Zurich and 
Lucerne in his travels through Nor- 
way, Sweden, Denmark, Switzerland. 


These are the only countries left 
for him to see, says this perennial 
world traveler. 


He will return to Quebec August 25 
and then drive back to Chicago. 





Victors Are They .. . 


and in more ways than one. They are the Victor Safe cham- 


pionship ladies bowling team, sponsored by the Murray Safe Co., a Victor distributor. 
From left to right are Libby Rockford, Thelma Cuozzo, Ann Noga, sponsor Bob Murray, 
Mae Salvato and Barbara Craig. The gals crashed their way to the Gassetts (N.Y. 


Classic League championship. 
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om exclusive with Panama-Beaver! 

‘c PANAMA COPY-HOLDER BOX 
“i saves typing time + cuts office costs - folds neatly away 


und, 


left It's a wonderful idea—Panama's alone! The new Panama COPY HOLDER 

nial Box serves a dual purpose: keeps your carbon paper handy, keeps your copy 
material upright and in full view. Helps prevent eye-fatigue . . . speeds work. 

t 29 No heavy, bulky contraptions . . . no unnecessary desk clutter: the 

Panama COPY HOLDER Box folds up neatly under the box lid 

after use. And if costs nothing extra! All this plus America's 


sharpest-writing, cleanest-erasing, smudge-free carbon paper, too! 


Have the Panama-Beaver representative show you the 


exciting Panama Copy-Holder Box! No obligation, of course. 


— Mail Coupon NOW! ~ === 


MANIFOLD SUPPLIES CO. 
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MAniFoLp Supp.ies Co. 
18 Rector St. New York 6, N. Y. 
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GLOBE ON WROUGHT IRON 


Weber Costello Co., 
Chicago Heights, III. 
A new colored world globe ba 


: : 
features a modern nting 
signed as a companion piece 


mou 


ture or other accessories, the new 
three feet in circumference. Mer 


finished in dull black. Rubber 
protect furniture. Thousand 
rately located and easily read 
reference globe. 


SEALING TAPE 


Permacel Tape Corp., 
New Brunswick, N. J. 


Introduction of a 


high strength sealing tape 


paper tube ends and 
nounced recently by 
backed and specially 
a waterproof rubber 
the new tape, called 
the company rep 
tremely rough handling 
der both dry and wet 


requires no activat 
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5-DRAWER KOMPAKT FILE 


Remington Rand Inc., 


315 Fourth Ave., New York 10, N. Y. 





a ver 7 
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f area J one-third. A 
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; — SYSTEMATIZER 


Art Steel Sales Corp., 
170 W. 233rd St., New York 63, N. Y. 






































The fir Steelmaster Directoire a tele 
phone-catalog book systematizer that has 
x binder stations as a standard unit. These 
a be expanded fo a4 2 binder station 
e sections a made of stainle teel and 
et ard. Ca a n 
tructed eavy grade steel and finished 
er jray, ares decor The accom- 
t panyin« n was Jvertently shown 
Jewa July e on page 72.) 
Jian and ¢t 
k Jea GOLDEN HELM CLOCK 
Jefferson Electric Co., 
Bellwood, Ill. 
A k 4 r 
i é and porating the 
>| den Hour 
k a 24 kara ld-plated 
k J f Accents a 
c 7 WwW rom n 
Ww numera 
Jividua 
T } ‘4 karat aold 
3) Tt “ eem T 
) made c 
3 na and 
| 1, An adver 
1 nsumer 
: papers and 
t 1c *] f w 
| 3 pre the © 
, A+ + vely 3 
r k >| K WwW =ta 
$29 
PORTABLES 
Underwood Corp., 
] Park Ave., New York 16, N. Y. 
Greer t ful keynote of tw at write nt 
duced 1 y the company a te + demand to 
advanced d machines with eye appea The Deluxe model ne 
a tw 1-glare Ivy agree with the Universal making its 
Jebut ir a darker Brewster green The mpany rec the r 
was based the results of a national survey Both models 


advanced teatures 





Nou Crubining. 


PRE-WAR Quality and POST-WAR Design! 













Demand for this all-new Smith-Corona 
Office Typewriter is terrific. It really has the 
rugged qualities of pre-war construction and materials 
—plus the many advantages achieved by post-war engineering, design and 
other improvements. Secretaries love this all-new “‘Eighty-Eight’’—for its many new 


and exclusive features —for its brand new tireless “touch,” its speed and its fine “write.” 


And this is another brand new model... 


the Smith-Corona Carbon-Ribbon Typewriter 


You'll be amazed at the Carbon-Ribbon “write” of this new 
Smith-Corona Carbon-Ribbon Typewriter. For very special 
correspondence and reports, and for reproduction by offset, 
photolith, etc.— its print-like “write” is really handsome. 


Interchange with regular ribbon is easy and quick. 





SMITH-CORONA INC SYRACUSE 1 N Y_ Canadian factory and offices: Toronto, Ontario. Makers also of 
famous Smith-Corpna Portable Typewriters, Adding Machines and Cash Registers, Vivid Duplicators, Ribbons and Carbons. 
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HELPS YOU SELL COMPLETE JOBS 


The Harter 1800B line of four matching chairs 
includes the swivel armchair; side armchair, 
swivel chair, and side chair. This harmonious 
executive suite helps you profitably sell com- 
plete installations. For information, write 
Harter Corporation, 825 Prairie, Sturgis, Mich. 


A TOP QUALITY 


STEEL EXECUTIVE SWIVEL 


ARMCHAIR! 






HARTER MODEL 18008 


Check and Compare 
This Quality Construction 


Smooth Steel Construction— no weld spatter 
or hose-catching roughness. 


Comfortably Curved Backrest with Foam 
Rubber Cushion. 


Molded Rubber Armrests — never need re- 
upholstering. 


“Balanced-Ease” Chair Control—fingertip 
handwheel adjustment. 


Seat has Resilient Padding over Coil Springs 
—waterfall front. 


Heavy Gauge, One-piece Formed Steel Base— 
stainless steel scuff plates—finest ball-bearing 
casters with two-inch soft rubber tread. 


Fabric, Plastic Coated Fabric or Leather Up- 
holstery— wide range of pleasing colors. 


Two Coats Durable Baked-on Enamel — me- 
tallic gray, green, brown or pastels. 


AARTER 


ty STURGIS, MICHIGAN 
IP sTEEL CHAIRS 
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business gets better 
with WO office furniture 


Sales increase and profits grow with Leopold Office Furnishings, 
because... 


Distinctive Leopold beauty and exclusive comfort and 
convenience features have quick-selling “customer ap- 


peal.” 


Complete lines, plus Leopold office planning aids, lead 
to more profitable “package”’ sales. 


Leopold quality brings “buy-wise” Leopold users back 
for more profitable sales. 


The Leopold Company provides “tools” to assist you in making 
more sales for bigger profits with Leopold Office Furniture. Ask 
the Leopold representative who calls on you, or write us for details. 





e | S. National Bank, Bank Loan 


Center, Omaha, Nebraska. Leopold In- 
isn tap vier = Keopold POMPANY 





Member: Wood Office Furniture Institute w B U R L l N G T 0 N , l 0 W A 
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ADDING MACHINE 


R. C. Allen Business Machines, Inc. 
678 Front Ave., N.W., 

Grand Rapids, Mich. 

The new adding machine produces five 
separate totals, making possible simultane 


ous addition of four separate department 
totals with the fifth department total readily 
available. Each department, including the 
grand total, has a capacity of $99,999.99. 
A silent Universal electric motor allows AC 
or DC to be used. The keyboard's “add 
speed" operation boasts an automatic clear 


signal. Other features include an aut 

matic space-up from the total, a transparent 
paper tear-off knife, a convenient writing 
table and all the other devices incorporated 
in the firm's line of electric VisOmatic add- 
ing machines. The new machine is par 
ticularly recommended for distribution and 


analysis jobs. 


301 COMBINATION FILE 


Welham Metal Products Co., 
Michigan City, Ind. 


The new combination file is part of Wel 
ham's ‘'300" series which now ava 

able. Claimed the “deepest, safest most 
versatile files," the new line has six 
models from which to choc ature 


is available on request. 





F 


EXPANDED LINE 
Bristol Mfg. Co., 


1670 


Morrow St., Green Bay, Wis. 


Among the eight less expense ve 
models of brief cases, bag r 
ple cases and portfoli ios is this 
new brief bag made of extra 
heavy Tolex plastic. Featur 
clude Crest metal lock, two solid 
leather handmade handles cov- 
ered with Tolex, built up inside 
reinforced corners, heavy top 
grain leather french edges and a 
heavy steel frame. The new brief 
bag has a collapsible bo ottom with 
large bottom studes, thre: 
size pockets and two part 
It is Mustang and Tolex lined and 
comes in ginger or 
printed certificate is given with 
each bag, guaranteeing it t jive 
satisfactory service for a minimum 
of five years from date of 
chase, and agreeing to 

replace any faulty part due 
defective workmanshir r 

rial, 


‘ 


tinne 


suntar A 


58 


astic drawers pern ts 


ava 


neavy 


+ 



















metal 


cabinet 


bjects in 
op mechani cs, 


14815 S. Loomis St., 


with 


homemakers and 


NEW PRODUCTS 


continued 





"“FIND-IT" CABINET 
Goodfrend Metal Products Co., 


Harvey, Ill. 


Transparent 
the storage 


ew. Des gnea 


bby ts the "see-through" polysty 
ne drawers have movable finders for 
rming up t three ndividual com 
artments. Sturdily nstructed 
yauge steel, the ‘Find-It’ cak 
finished in baked enamel in a 
e of decorator rs. Units are 
able 12, 24 and 36-drawer size 


number of 
simple pressing of the 





STUDEE-LAMP 


Faries Lamp Div., 
General Lamps Mfg. Comp, ™ ey 
Elwood, Ind. 


Detailed re into study habits at two 
large universities ang by one large national 
research laborat dictated the design o 
the new Studee-Lamp. A four-way appro 

considered eyesight, saving, time pe 
motion. The adjustable book rest provides 
a light gray background to reduce eye 
tatiguing shadows. Also, readi ing material is 


earch 


space 


placed at an angle. A - sce for 10 average 
size sch text books over the lamp is said 
to save 37% of desk io > space. An auto- 
matic page holder leove both hands free 
to take note Two regular incandescent 
bulbs are featured in the new lamp. The 
book rest may be removed for extra letter 
writing space. Finished Faries two-tone 
desert oronze with paste yray, it retails for 
$10.95. 


LETTER FOLDER 


Blankenhorn Co., 
900 S$. Wabash, Chicago, Ill. 


Fold j 5 manually Ope 


Inc., 


machine that 


saving gadget 


rated 


new time 


letters neatly. This 


slightly larger than the standard 8!/ox\ | inch 
etterhead. Guides are set so that a single of 
letters are placed the platform. A 


nq mechanism neatly 
| parts, straight 


creas 


the letter into three equa 


on all sides. 
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| DAILY SCRIBE | m 
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PUBLISHED BY THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY, FOR PEN DEALERS EVERYWHERE 





| ESTERBROOK PENS 
.TO BE BACKED BY 
-“KING-SIZE” COLOR ADS 
AT SCHOOL-OPENING 























CAMPAIGN ALSO TO USE 


41 OTHER ADS IN 16 

_ NATIONAL MAGAZINES TO 
“| BRING PEN CUSTOMERS TO 
“ ESTERBROOK DEALERS 
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TWO-PAGE COLOR 
SPREADS TO BE 
USED IN LIFE, POST, 
COLLIER’S 








COMPANY SUGGESTS: 


* CHECK YOUR STOCK 
*% ORDER SHORT ITEMS NOW 


U.S. Dealers should send orders to: 
The Esterbrook Pen Company, Camden 1, N.J. 


Canadian Dealers should order from: 
The Esterbrook Pen Company of Canada, Ltd. 
92 Fleet St., East; Toronto 


MADE IN U.S.A., CANADA AND ENGLAND 

















BOOKCASE 
MODEL 30B 


This unit is a genuinely 
new approach in cabinet 
design and construction. 
In a class by itself for 
attractiveness and utility 
and moderate price. 
Singly or in a group this 
bookcase fits neatly into 
professional and business 
offices. 30 H x 3442 W 
x 1134 D. Grey or green. 
With or without sliding 
glass doors. 














Se 








SPECIAL FILE 


vo drawer file 
vith guide rod 
block Has a 


small of 


not 


and 


MODEL 36 SPECIAL UNIFILE 


A compact unit that offers 
both — filing erate | storage 
capacity Designed for 
either office or home use 
One double card drawer 
and one letter filing drawer 
Storage section equipped 


Weati Mi lola alate Mme lolol: 





MODEL 66 STORAGE 
CABINET 


A medium-sized storages 
complete with three 
able shelves and fi 
ter shelf. A’ space 
unit for business and 


fessional offices 








MODEL 


H-O-N’s 








104 FILES 


line of non suspen 


sion files represents a value 


unsurpassed 


today’s 


built 


full length 


to give 
to draw 
gauge 


bas« 


market 


these files 


well-spaced suppor 


er 


torque 


for 


elsewhere on 


Ruggedly 


have six 


vertical Z-bars 


loads, and 


added 


; 


he 


plate ‘ n tt 


rigidit 
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UNIFILES 





A | -ading 
Seller in the H-O-N Line! 


The clean, attractive styling of the Model 30B Bookcase 
is typical of the practical approach to good design 
in the entire H-O-N line of utility-class merchandise. 


32A SERIES 


To achieve fine appearance—sound construction— 
high utility and a modest price tag is the goal of H-O-N 
in the manufacturing and the merchandising of 


every one of its products. 
i ¢ é ae 38A SERIES 
rhe 30B Bookcase is a leading seller. And it is a leader 


because this unit is an excellent combination of those 
practical H-O-N approaches to office equipment 


requirements, 


You will find that H-O-N products fill a need— 
and do so practically and well—backed by a company 
guarantee of full satisfaction. 


Write for a copy of the new complete H-O-N catalog. 


The H-O-N Company, Muscatine, Iowa 


38D SERIE 
West Coast customers can obtain H-O-N units 
from warehouse stock of C. J. Schubert Jr., 540 


the 
South Alameda, Los Angeles. Now—for 


these three basic Unifile 
models are available with 
H-O-N‘s .distinctive UNI 
LOCK feature and als ar 
inner security compartment 
with dial combination lock 
Four versions of these three 
models are nade t 


your needs 


Model 38D 


legal din ensior 





CARD FILE 











Beautifu 
weight 
Deep-dr 
MODEL 532 DESK “ 
sign . 
MODEL 48B tele) dara; Styled in the conte nporar T 
- MODEL 38F STORAGE , 
Now in even greater de- mode, Here is a distinctivel a an: 
, 4 CABINET 
mand since improvement of tailored des k es 
door action with a ‘roller A convenient unit of match adaptable for use 
track arrangement. A moder- ing proportions to the Uni v 5, rece sts ‘ —————______—<_—_ 
ate price unit to fill many File hat for storing of fice lesmer of mar 
office requirements either supplies. Double doors with Panelyte s 24 -j-O-S] 
singly of im a grouping paracentric lock. Also avail é > Size stal is 
Pe. - 
Also available without glas: able without doors (MODEL terchangeable. r or le cf EG . 
doors (MODEL 48A 38E hand 








wo 
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BOLTAFLEX PATTERNS 





A 


new inexpensive work saver re ently 
Bolta Products has been placed on the market by the 
: mpany. It's the File-A-Sist which the 

Lawrence, Mass. Reon’ Ghnieed 


A deep-etched two-tone effect. the patter du es fatigue and ashes errors | ie to 
have the appearance of wover stellasse or b Prior organizatior of material to be tiled 
cade. Pattery Iris is a large floral design while spon the device. It is made of 20-gauge 
Pattern Greek Key is a modern geometric. Pr reel and measures 9 4x12 g inches. It 
duced by Bolta’s new Color-Etched process, t¢ built at nm an angie that papers 
new patterns are available in heavy-weight a 30 NOt slip Of The Open side when the 
plastic material. Colors include ra spring tray is hi ked onto any file drawer of 
green, yellow, kelly green, pepper red and c : tandard oge ‘ 

The two new patterns soon w be made ava 


able in the supported Boltaflex materia 


PHOTO ALBUM 


Joshua Meier Co., Inc., 
153 W. 23d St., New York 








DUPLICATING SUPPLIES 


Curtis-Young Corp., 
110 W. 18th St., New York 11, N. Y. 


Featuring the Sealfast Process, these master units have all 
of their edges sealed to prevent the r fr soiling the 
user's hands as the sheets are handled in and out of the 
typewriter. Superior construction aid t ntribute to 
an easier release, greater brilliance and longer lasting values 
Another new addition to the Curtis-Young line is C-Y 
duplicating fluid, designed to meet all U.S. government 
specifications. Marketing only one iper-grade’ of dupli 


cating fluid; the company claims that the new formula gives 


the greatest balance between producing ng runs and 
clean copies that dry quickly. The packaging design con 
tinues in the motif of the overall red and blue lor com 
bination that marks all Curtis-Young products. Each con 
tainer is equipped with a non-spill plastic nozzle attachment 


for easy pouring. 
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FILE-A-SIST 

Sengbusch Self-Closing Inkstand Co., 
2234 W. Clybourn St., 

Milwaukee, Wis. 


1] 


A hand tooled luxury-styled photo 
tile with a capacity 100 snapshots 
ana on atives in acetate envelope 
that ip on metal hinges has 
been duced by t firm he 
ea padded € made of top 
jra ather with a delicate gold 
design, t company states. It comes 
tilled th two tray f 25 envelope 
made durable acetate with each 

velope equipped with an individua 
eta je V 1 permits it to be 

apped in and t of the tray. The 
album mes in maroon, brown and 










increases filing speed, re 
; 





—NEW PRODUCTS continued 


NIGHTINGALE LAMP 
Adjustable Fixture Co., 

102-106 E. Mason St., 

Milwaukee 2, Wis. 


The N 300 de k r Tat 
vides nternal | 
reflected nting anda 
bulb jiare A ven sTead 
rotates safely and tt 
the stat sry bulb and ca 
pletely erted to f 
ighting The positive-act 
and @ f r recepTaé 
easy react n the 06'/9-f 
base which has a 
movac TOM T 
part j ae 

GIFT WRAPPINGS 

Dennison Mfg. Co., 

Framingham, Mass. 

Top quality and modern design key the 

1954 gitt wrappir retailing at 25 

per package, the npany states. Base 

tock is 40 lb. coated paper, especially 


manutacturea Tor 


Genuine water rf and gravure print 
nq are used to provide richness and 
depth of color, the firm reports. The 
: designs are in a modern 


Cnristmas 


+ ntorm ¢ 


emp OuT con 


ISES. 


wrapping purpc 


traditional theme 


















‘ 
NO. 9555 RENEW-POINT wh 
The Esterbrook Pen Co., enc 
Camden, N. J. the 
A firm, fine point, the new No. 9555 has been designed to fou: 
pecitications tor Gregg writing and has been approved 
by the Gregg system. It is tipped with an ultra-hard, long 
wearing pellet to insure extra service from this point 
without any alteration in the width of line due to excessive 
wear. The new Renew-Point the second the Esterbrook 
ne to be designed for Gregg use and for fine writing. 
The entire line now includes 30 different points, each de- R 
signed for a particular writing task. The No. 9555 point | 


retails for $1.00. 
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Typewriter like new again after 
salt water floods cabin 


Harry Parnell, third officer aboard a tanker fifteen days 
from San Francisco, awoke one night to find his bunk 
under four inches of sea water and his Royal Portable 
under four feet of the same on the deck of his cabin. 

Forced to make an emergency turn to starboard, the 
tanker had heeled so far that Parnell’s quarters were 
filled with water. An open porthole was the cause. 

“T first thought I’d need a new machine,” said Parnell, 
who knew his Royal Portable would have to remain salt- 
encrusted for fifteen days until the ship returned through 
the Golden Gate. But after a complete cleaning, it was 
found to be in top working form. 

Ralph Archinal, owner of the Alameda Typewriter 
Company, Alameda, California, who reconditioned the 


typewriter after the dunking, explained that “though 
the Royal Portable came to us thoroughly coated with 
salt two weeks after complete submergence in sea water, 
we did not find it necessary to replace a single spring or 
screw. It would require very close examination to deter- 
mine that this portable was even close to sea water.” 


The Alameda typewriter people use this story often 
to illustrate the ruggedness of Royal Portables when 
talking to potential customers. ““‘We have seen other 
machines hopelessly beyond salvage after only three 
hours in salt water right here in San Francisco Bay,” 
says Archinal. 


Have you similar incidents? $5 for each one useable in 
Office Appliances. 


Rugged RUYAL portable—the typewriter of a lifetime for a lifetime 
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“a 


when you 


CHECK and COMPARE” 
...it’s HILLSIDE ~. 


all the way! 


QUALITY “ee 


Cover the name plate 
and find the top Brand 
Name manufactured products. 


CHECK and COMPARE* 








Fa 


ag The prices speak for themselves! 
If you think this is just 

sales talk... 

CHECK and COMPARE* 


MARKUP 


No fictitious lists or padded 





ss 
§ a 
Rs 

“i 
re 
ee 
- 

a, 
‘s 

2. 


delivered transportation costs — 
affords maximum dealer markup. 
6 CHECK and COMPARE* 
A qué SYMBOL OF py, 
“ *Send for ‘CHECK and COMPARE’ catalog 
es Tee, qu** 
Visit us at NSOEA ° Booths 349, 350, 351 Orrice FuRN 








IMLLSMDIE Motel Proctucds Inc. ust, §: 
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ALUMINUM 
Fixed back 


posture chair 


no. SP-575 








A FIRST FOR 


check these FINE-REST features 


e A fixed back posture chair in aluminum 
e Foam rubber in both seat and back. 1/2” 
thick—pure foam rubber in seat 
e Brushed, natural satin aluminum finish 
on exposed structural parts 
e Gracefully styled 
e Ball bearing casters 
e Available in a wide assortment of colors and 
materials 
e A smart, quality Fine-Rest aluminum chair 
t; built to compete with lower price chairs 
of other materials 








the SP-575 adjustments 


1. Seat can be raised and lowered 
2. Back can be raised and lowered in relationship to seat 
3 


Structural back support may be inclined to and from the 
seat by the handwheel adjustment 

4. Angle of back rest may be inclined with respect to back 
support by finger-tip adjustment 





DISTRIBUTORS 
METROPOLITAN WN ¥Y. & EXPORT DISTRIBUTOR 
L MINUM SEATI NG AETNA SAFE CO., 46-50 W. 20th St., N. ¥ 
EASTERN PA. DISTRIBUTOR 
17 S. CHERRY STREET °* AKRON 8, OHIO SAFE & EQUIPMENT WHOLESALERS, 260 5S. Fifth St., Philadelphia 6, Pa 





WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna St., San Francisco, Calif, 


WAREHOUSES: Los Angeles, San Francisco, Seattle _ 
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—NEW PRODUCTS continued 





SELF-SEAL IN SOCIAL PAPERS 


Eaton Paper Corp., 
75 Church St., Pittsfield, Mass. 








SMALL SADDLE STAPLER 


Bostitch, Inc., 
1019 Mechanic St., 
Westerly, R.I. 


The B8S saddle stapler 

operating mechanism of the B8 stax 
ler mounted on a specially-forn 
saddle base with the clin 

peak of the saddle. The back 
base is curved so that wide 
will roll up, permitting the 

of pages up to 12 inches wide 
new stapler is designed t sd ea 
with a strip of preformed staples w 
Y4-inch legs, and to staple booklet 
folders and other items from eight t 
128 pages of medium weight stock 
It is finished in 


chromium while the front of the base 
is equipped with a rubber foot t 
protect the desk surface and keer 
the machine from sliding. The new 
B8S is priced to retail at $12.95 
higher in the West and 


slightly 
Canada. 





wh 


NY @ asco oF money noun 


S g0.008 $ 


6000 LINE CASH REGISTER 


The National Cash Register Co., 
Dayton 9, Ohio 


The new Class 6000 line 
automatically compute the an 
the customer. When the salesclerk 
the machine produces the regular ite 
clerk also takes a sub-total and 
given him in an Amount Tendered 


the Change key and takes a total. A 


hat he ha 


print on the customer's receit 


record of the entire transaction. An 
for the machine is its ability to dire 


bottle refunds and so 
Refund key. 


66 


black enam: snd 








reaister ae 


mizea receipt 


Being introduced to the trade a line of 
Eaton's Fine Letter papers with self-seal 
envelope The latter have the patented 

ire needing no wetting for a quick and 
atistact eal. Comprising this new col- 
ection ar numbers in a variety of types 
t par both letter and note sizes. 
Deckled and bordered papers in wide range 

tints and paper stocks and one man's 
pecialty, in Monarch size, are represented. 
There ar tylings in the Eaton self-seal 








a CHECK TENDERED 


: 
jneaq fT 
to be 


the purchases 


given 
but the 
The ar nt of money 
he then touche 
these figures also 
a complete 
ther feature claimed 
tly subtract coupons, 


them through the 


; with distinctive designs 


to suit conservative tastes and 
printed or 
Items are designed in the 


field f $1.00, $1.50 


SAFETY FILE 


Meldrum Mfg. Co., 
473 N. Cleveland Ave., 
St. Paul 4, Minn. 


One tT a =] 

a ‘ , a8 
This nanay vaiuabDie paper 
Made of drawn all-stee 
teatures an 
~ choice 


similar papers, has a 
a push button lock. The 


at 69 





MODULAR DESIGN FURNITURE 


Haskell, Inc., 
303 E. Carson St., Pittsburgh, Pa. 


The company has announced its new 24-inct 


ture in the steel budget field to meet the new trend of space 
requirements. There is no interlocking since each piece stands 

wn feet r pedestal. This adds ft the flexibility in that 
piece may be ed individually as well a mbinatio 

luded in the new line are double and single pedestal desks 

hone tables, typewriter and general office table Cabinets 
a variety of storage needs includir deep tile drawers 

storage drawers and shelves—all designed to save space. 

heavy furniture steel, the line includes such features as rounded 


yrners and legs, baked 
aluminum binding. Drawers are fitted with heavy 
designed to float over flat nylon bearings for sm 
All pedestal drawers are interchangeable. 


channel 
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scialty items 
safety file. 
onstruction, 
utside leather-like finish 
At one end 
show contents. 


f green r Dobrown, 
is a replaceable index t 
The file holds 12 average policies or 


inged cover and 
new file retails 





standard 
Made 


enamel finish and linoleum tops 


oth operation. 
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Lirvecfor 


200 — 
ADDING MACHINE 









BRINGS YOU 
GREATER PROFITS! 





Selling is easy when you offer a product with customer 

appeal. And, the sensational new Burroughs Director ‘‘200” adding- 

PP’ g g 
subtracting machine really has it—eye-appeal and buy-appeal. 







Its flowing lines have the style to grace the office of your most 
particular customer. Its ease of operation sets a new high 
in efficiency. And it proudly carries the Burroughs 
name, famed symbol of dependability. 
All-electric, the Director “200” also has a special feature that permits 
hand operation at any time. Available in four models . . . 
8- and 10-column capacities, with or without minus total . . . the 
Burroughs Director ‘‘200” series has just the right adding machine 
to meet your customer’s needs. 
Yes, the Burroughs Director ‘‘200” is today’s smartest, newest Wherever There's Business There's 
full-keyboard adding machine—a product with customer appeal 
that will give you new opportunities for sales and profits. 





ia Burroughs helps you sell Burroughs— not only by providing you with a superior product — 
but with a complete promotional program, including Burroughs advertising in The 
. Saturday Evening Post, Life, Time, Newsweek, Business Week and many 
a other leading national publications; local newspaper mats, direct mail material, 


o special displays, and many other valuable sales-bualding aids. 
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IDEAL FOR ANY 
MAN AT A DESK— 


No. 4042 
PENDAFLEX 
desk drawer outfit 


and ideal for starting the 
PENDAFLEX PURCHASING HABIT! 


This Oxford Desk Drawer Outfit often is the enter- 
ing wedge to big profit-protected Pendaflex sales. 


The man or woman with Pendaflex in the deep 
desk drawer shows it off. What more natural than 
to extend its speed and convenience to the gen- 
eral filing operation where Pendaflex can save its 
cost many times. 


Try this technique. Follow up each sale of a Desk 
Drawer Outfit, and you will follow through with a 
surprising number of full scale file installations 
of Oxford Pendaflex. 


Ask us to help with window stickers, newspaper 


mats, and circulars—and send along your stock 
order, too. 


Oxford 







































FILING SUPPLY COMPANY, INC. | 
Garden City, N. Y. ege St. Louis 6, Mo. 
— ee ree AFTER PENDAFLEX® 
FILING, FOLDERS - FILING GUIDES - FIBERBOARD FILES - INDEX CARDS RED FIBER ENVELOPES PENDAFLEX 
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Peerless-Imperial Co., inc. 


28 Peerless Place 


Newark 5, N. J. 


PA, he 
Es 


Gentlemen - 
r letter regarding our order #997. wes 


We wish to thank you for you 
FINAL-LINE for our 


Yes, wed appreciate 
omers. I have bee 
m very impress 


men find that when they can 


with its merits- Our 


cust 
customer to test 


get 4 

ot use anything else. This, of course, 

for both of us. I have been giving our 
x, but I am sure 


from my Ow bo: 
eciate imprinted sample 


gales 
it, they will n 


works out well 


salesmen sheets 
would all appr 


they 
fi: 


folders. 
Yours very truly, 


(Mrs-) Martha Cree 


General Of 
fice cond 
nd Factory: 32 Peerless Place, N 
, Newark 5, New 
. Jersey 


New York O 
ffice: 13 
Detroit 18, 37 Linde , 108 Franklin St. ¢ Ch 
n Street, River Rouge nO 2,179 W. Washi 
, Michigan - Washington Stree 
| t 


| Y 
R 
’ , I g 


carbons 
S, master uni 
its, car [ 
bon ribbons, carbon rolls 
rolls for 
every busi 
iness ne 
ed. 
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OLYMPIA STANDARD MODEL 


Olympia Werke West GMBH, 
Wilhelmshaven, Germany 


Model SG | designed + 

typing as well as to 

versatility of the typewriter 
various typing jobs req 

kinds of offices. By 

a lever the paper feeder 

made to adjust the paper automat 
ally to 18 different typing t 
An extending paper support provide 
for inserting sheets quickly and keer 
the work well in the writer 
Other features include k 
paper conductor with a self-ind 

ing alignment quide; a ribk 
for four different ribbon adjustment 
a carriage that slides on V-rails and 
can easily be removed for carriags 
of 30, 33, 38 or 46 cm. width: and 
5-line space adjustments. Each of the 


46 "finger-form" keys nterna 
sprung to ensure smoother n 
By means of the correcting space bar 
it is said to be possible to insert an 
omitted letter in a word or to trim 
the right-hand margin by nq half 
spacing. 


CENTERULE 
Maher Negative & Plate Co., 
2050 Sherman St., Hollywood, Fla. 


A new tool to ease the heada 


work continually with finicky mea m 

is an 18-inch aluminum centering-out 
conventional |8-inch scale that appear 
edge. In figuring the center of a 
Centerule reduces the operat fr 

it is no longer necessary to measure the entire 
by two and then measure t that d 


With the new tool one 
identical measure mark n left and 
the manufacturer's plar ‘ 


than $2.00. 


PRODUCTS continued 


NEW 





SIMULATED LEATHER PORTFOLIOS 


Clinico Inc., 


45 Greene St., New York, N. Y. 


ard, piask 
available in nat 
black. Sold c 
jea in @ kit 
r letter 
19 
pape ana a 
3 a atch-a 
a Torade 
travele M 
ange 
pie 
rnback 
DD€ 
ar 





> ha 
Centerule 
teatures a 

pposite 


S reser 


and Ma oya 


eather shade a we a et 
4s three pack 
iae a } c rrrol 
+t r rea iaterial a ¥ 
TOOrac ec K r 
2 n Ie r an erve 
nooara mpartment 
7: @ map case 
22 ga im, £ t 
rom $1.98 the box ce 
98 for the and Malay 
aairt Tt 


SAUM SPLICER 


Able Products Co., 
A Box 76, Adrian, Mich. 


Wien eee al a eat — 
S said ( t an a kn 
After tt “ t 
the tree k with + 
twi | re 
wist lea arp nds. N 
ears r part J T 
rr 
plicer 4 A New ara ed 
at $6 95 





7? 8 


1 l™. ' 2 3 at 
<Cenreavte | 





at . 
divid 
ne side ‘ 
des or 
pm 6 
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702 ELECTRONIC MACHINE 


International Business Machines Corp., 
590 Madison Ave., New York 22, N. Y. 


A_ high-powered 
alty is arithmetic and jic, the 02 


Jata processing machine is made a tral unit 
apable of performir Y than n opera 
ions in an hour. Working partner t nit a 
bank of cathode ray y tut R ag 
netic Tape, eacn wit! apacity qQuivalent 
to all the numbers in the 1850 page the Man 
nattan, N.Y., te epnone Jirectory gq. | cata lf Tne 
nachine and write down the answe at the rate 
5,000 letters or numbers a 3. Punched card 
readers and puncne and ne printer re] are c 
vided. The variou nits are ele ntercon 
ected by cable m a by mea 

f a so-called ‘stored program n e 
than a finely detailed of instructions, translated 


b 


nto a language which the machine understands 
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ale! YOU MAY KNOW 


THE HASKELL 


BUDGET LINE BETTER! 








42” x 30” 
PR 230 
CLERICAL DESK 
with or without 
center drawer. 









HASKELL 

PUTS THE 
MAGNIFYING GLASS 
ON ANOTHER 
HASKELL BEST SELLER 


Reinforced Top 


PR-230 Clerical Desk 
(Single Pedestal) 


Haskell proudly invites comparison! The qual- 


ity is unbelievably high for its low, budget 

price range. Only Haskell gives you heavy PR-230 

office steel, strong electric welded construc- . 

tion and other features at moderate cost. Clerical Desk 

Plus factors include modern design — (from Haskell’s PR Budget Line) 


rounded corners and legs, Glidden baked 
enamel finish, Armstrong linoleum tops with 
aluminum banding, smooth noiseless opera- 


‘ tion, DuPont nylon bearings, rubber bump- 
ers and fine hardware. Ball A s K p- i ZL 
WRITE TODAY Noemie 
for Haskell’s New Catalog featuring complete “e) 3 PITTSBURCOH 





line of quality-budget steel desks and tables. 





gOS CASE ON STREET PROVEN PIONEER BUDGET LINE 


PITTSBURGH 19, PA. 
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SPEED-O-PRINT wigs | 


DEPENDABILITY 


Worlds Finest Duplicators PERFORMANCE 


AT THE 


Worlds Lowest Prices 








Liberator 300 
Electric 


STENCIL DUPLICATOR 


£34950 


(PLUS EXCISE TAX) 















SAVES TIME— SAVES MONEY 


Reproduces forms, letters, bulletins, 
—_ stone Inspect aig Bperation Tare | ¥ev' ps ; : Ses ey be eee, pr 
find it is truly the World's Finest Duplicator. Avail- traced or photographed on a stencil. 
able in futuramic grey or black wrinkle finish A duplicator that has been time 
with open cylinder automatic dual brush inking. tested to produce millions of copies 
free of service. 

POST CARD TO LEGAL SIZE 


Truly the finest in Duplicating equipment. A 
machine for hairline registration—with heavy- 


NEW 1954 MODEL a 


Liberator 200 
VWaunual 


AUTOMATIC FEED 
#17950 


(PLUS EXCISE TAX) 


New and greater engineering developments 
to on already famous model. The quietness 
and ease of operation gives this hairline 


registration duplicator a newer high in stand- 
ards to be found only in the Liberator 200, 


NEW 1954 MODEL 
Liberator 100 
Wanual 


AUTOMATIC FEED 
#73950 


(PLUS EXCISE TAX) 















SPEED-O-PRINT — tug 
Corporation a . " AVENUE—CHICAGO ae 


4 
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brand new and packed with sales dynamite! 


REGNA 


i 


The fabulous REGNA DELUXE Cash Register 
Tile silele diate MiilsMelacleli-t mele hZelile-Mlamaclia 
register design in a decade! Sleek, stream 
lined, low in cost— it's the perfect answer to 
Nil-wal-)-1e | Web Mdaalel | Melate Manl-telluaMtP4-Mae-tiell (lee 
Abit): ©) V-WD) ARUP Gime h 7-5 me ole) olgelol Maelitice) 
Over cash-credit .. . protects funds 
plifies store accounting. For the REGNA DE 
LUXE is not only a precision-built cash register 
——} ws eleloltale MM anvelasllil-Mmelile Meloy. MMaslolahy 
Tis) ele)aie lie olele) 4 4-1-1 ellale Melslel atm foto) 


sim 


idclelile) @leltaN ¢ctelkti-laMela-Meh Zell lolol i-Miemiatelilelel 
or Electrically Operated Models with regular 
Or oversize cash drawers. 

IN CANADA: Regno Cash Reg 


Dame St. W., Montreal, Que and Busine 
489-R King St. WwW Toront Ont 


OUTSIDE CONTINENTAL U.S.: 


Norway 


ters of Ca 


REGNA CASH REGI 


DELUXE 


CASH REGISTER 


with 
VISIBLE ITEM 
INDICATION * 


DOUBLE-VIEW 
WINDOW h 


clerk and 


we 


customer 


TaleiRaleitle| tem fetale! 


total! 


oe 


REGNA FEATURES SELL THEMSELVES: 


| mals Ae dL S1 0) ic Mebiclaamialelleetilels 


feola acto fo} fel kmmelsle mnt) fs ieliel i. 


in 


,; ' 
pfelele}izmadlejelels eal -ietalel 


a 
* eceipt-printing 
oe 


rece pot ‘ahall ¢ elaal=ii Tetiellite 


20 mn el-blelslebile): 
creait, R- A pri 


ut nted 


ion key 
Afelamme)el-laelilels 
ipacity 
new pe window shows owner 
oma re , moe 
TREGNA CASH REGISTERS, INC. == | 
[175 Fifth Avenue, New York 10, N. Y. 


| GENTLEMEN: Please send more information about the REGNA DELUXE 
Cash Register and about becoming a REGNA dealer. 


Taalelelabacmmatial 


, Name. 


Company. 


STERS, INC. 175 Fifth Avenue, New York 10, N. Y. 
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SUPER ELEVATOR FILE 


Diebold, Inc., 
818 Mulberry Rd., S.E., Canton 2, Ohio 
now under way 


Elevator File which feature 


as many as 300,000 rec 


Production is 
button is pressed unti 
into working position. An 
matically brings each group 
tor by the shortest route, rm 
than three seconds away 
the correct working posit 
matically stops, even if 
press the button. Another 
finding,'' which aids the 
desired record. All trays are 
lighted area where quide 
glance. The file utilize 
sizes and weights, handling ta 
lar sizes of card record 
portable and completely 
sizes of trays for housing reé 
can be used in the 


the pera 


a 


ame 


Elevator File operates 
nating current. 
elevating mechanism 
crank, 


In the « 


Car De 


COPY HOLDER CARBON 


PAPER BOX 


19 Rector St., 
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New York 6, N. Y. 





Manifold Supplies Co., 


new caroon pape c x 
na specially designed ft 
as a copy holder. When the 
pened, a hinged Py 
te . t from under if 
J and ks rigidly int prigt ! 
f y materia! at the proper 
angle and height. After use, it 122W HOLLYWOOD CHAIR 
+ at ar nt rT 
yg weg (Bw Ragan Z " Grand Rapids Leather Furniture Co., Inc., 





—NEW PRODUCTS continued 


MODERN FLOW LOCKERS 
Equipto Division, 
Avrora Equip. Co., Aurora, Ill. 





Ar new line Modern Flow steel locke tc 
bine dern styling with rugged construct as bee 
ed by the Equipto Division. Units feat a new 
dir hannel construction that is said 83% 
assembly time, to eliminate the need bolts 
t Angle reinforced doors have a 4-point latching 
anism and locking attachment to make pilter- 
Other atures include rolled edge ecessed 
andles and and a steel gray baked ename 
finish. The latter is phosphate treated to resist rust. 
| ew locker me in single and double tier type 
tandard sizes and may be lined up side-by-side 
back-to-back her standard colors are ailable at 
ntly nigner 


ATR INVERTER 
American Television & Radio Co., 
300 E. Fourth St., St. Paul, Minn. 


This new device turns any auto into a 
"rolling office’ for operating standard 
tape recorder The ATR Inverter unit 
operate m the 6 2-volt DC aut 
motive rage battery tem and pr 
vides 110 volts AC d electricity 
tor operating the r rder. The Inverter 
is available with rm brackets for 
under the dashboard trunk mounting 
A ren tr r available when 
the dev rv nteaq the Tr ink. cq m 
plete terature svailab direct trom 
the rer 






201-207 Front Ave., N.W., Grand Rapids 4, Mich. 


ai 





mbined with the I20W H yw >| tfomar tr 

new chair features nd tapered d legs and 
DI hed brass terrule rhnot ana fc st ar 
yvailable trom the mpar eq 

Burroughs Corp., 

Detroit 32, Mich. 

illustrated the firm's new aut at 3! pe printing 

and accounting machine capable of turning 27,000 

punched rd paychecks in ar At the tandard 

punched cards are ted into the aaing unit 3 at rignt 

the printer which prepares tinal pr nted d nt The = 
machine ntrolled by electror Jevices wi terpret 
the cards and operate the printing anism 
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America’s lowest-priced 


“quality” business chairs! aa 


sn 
Why sell your prospects “just any” chair? ane 
Today’s aggressive competitive selling em- il =ss1 
phasizes the importance of handling the | LA 
line that offers more for the money. Com- ‘ 


parison will show that the WELLS “ARISTO- 
CRAT” Line offers just that! Here is a guest 
complete line of the most luxurious chairs 


ever presented. 

Write TODAY for complete details. 

. . . and don’t forget, WELLS PAYS THE 

FREIGHT! on shipments of 100 Ibs. or more. =< 


thick, comfortable 


COMPTROLLER No. 224 
llustrated in elastic os 


$57 


Slightly higher in Zones 2 & 3 





visitor 





K — 
i va» «3=69‘ phy 
\ : ‘eh \ aa 
NY me -s < 
= <r AQ 
U & Y 
ee ¥ » 
president director vice president junior executive comptroller debonair 




















WELLS CHAIR CORPORATION 
Michigan City, Indiana 
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NEW PRODUCTS continued 






. 
FLEX! STEEL SHELVING 
Borroughs Mfg. Co., 3002 SERIES 444 CONFERENCE TABLE 
N. Burdick, Kalamazoo, Mich. 
; Mutschler Brothers Co., 
rroug! bsidiary ot Amer ar 
i gy te rene ; mace ie Nappanee, Ind. 
tented the davtinemeds ny cin A modern variation of early Georgian styling, the new San 
plified ste. helvina, known as Unit conterence table combines a tapered square with gracetul « 
Flex tee helving. Each ind The tor tive-ply, lumber core plywood wit} r 
dua nit of: jnea ft pe rv American walnut or ritt-sawn whit ak elected tor Deauty 
w | be j jrain t ration, It is recessed int Je and end ra tour 
ndependently. A new heavy gauge wide, tor greater durability. All exposed 1 stock 
haped ¢ r oper elving aive yrade American walnut or whit ak. The t 
sdded_strenatt A new ne-piece zes ranging trom 96 x 48 inches up + 92 x 48 
closed upright for closed ' ’ sid + sve erectior thickne tf 144 inches. Base ends are 3!/p x 36 hes and 
time. Shelves are supported by shelf support brackets whic! nger tables include a center pedest 
are inserted int ed f 
inches apart. 
— 


ALUMI-LITE LAUNDRY CASE 





C. Kuntzendorf & Co., 
436 S. Wabash Ave., 
Chicago 5, Ill. 
KA { 29 24ST3 4 : L NE 
Bul rai ase " ae a 2 x ‘12 x 5 
anda @a n pie >| vw n meta 
r acaaged po Adare 
a asily © > removed 
' acked , 
PORTABLE TYPEWRITER 
MODULAR UNITS Tippa Products Co., Ltd., 
Jens Risom 9348 Santa Monica Blvd., 
49 E. 53rd St., New York, N. Y. Beverly Hills, Calif. 
A new group of modular The firm is now introducing in the United Sta 
in reception roums and exe a new portab e typewriter manufactured in West ( 
consists of cabinets, table r tered Sermany. Only 2%, it hes | 1 2 1 weiahina a 
chairs and table-chair comt ] tre cee 7 pounds, the ppa Boy mes in a ” 
accompanying illustrat durab o m ated ther hard ; ry na case. A 5, 
pecial compartme he 3 S¢ tted t 


the new combinatior | 
chair and side table mea » 52 
inches. The table ha , a arta 


_ nery and nec ry Typing pplie The S) 


ew Typewriter vailabdle r ] é ss f 
y a A 





top and magazine rack ind type, af no extra r era ) 1 vere . 

space t carries a 90 day quarantes ‘ 
Tacturer ana Tne distributor 

— 


EXECUTIVE SUITE 


Jasper Desk Co., 
Jasper, Ind. 


Named atter the recent 
y Jasper Desk. The 5f 2 desk trated, d 
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) No. 2712 $3995 
(‘p €$ 27 DRAWER CABINET 


Ideal for office forms, cancelled 
checks, cuts, artwork, tools, etc. Heavy 
steel construction. 305s”’ W, 37%” H, 
13%" D. Olive green or Cole gray 








No.2716-With drawers 17” deep $49.95 
STORE NAME 
NEWSPAPER MAT N 1621-1A 





“SPACE SAVING” DES 
5412" wide, x 302” high, x 252’ deep 


No. 1621 $89.00 
STENO Chair 
Adjustable height, seat size: 162”’ x 
13%" x 2”. Brown, green, wine, gray 


No. 2815 $29.95 
STORE NAME 


NEWSPAPER MAT No 









li 
Ek 














| 


(‘oles eiue vautt 


2 letter files; 2 index card drawers; 
a dial lock safe; 3 book shelves plus 
31%” shelf. Heavy steel; 32%” wide, 
60” high, 19” deep. Green or gray. 


No. 992 $89.95 
STORE NAME 





NEWSPAPER MAT No. 204-1A 






¥ 














» 





Oe ister sit 














LEGAL SIZE. . $49.95 


No. 204-Four letter size full suspen- 
sion drawers. 14%" x 52%" x 26%”. 
Heavy steel, green or gray. 


Plunger-type lock $9.00 additional. 


STORE NAME 















NEWSPAPER MAT No. 2550-1A 


“EXECUTIVE” Chair 
Seat: 19¥o"'x!7o""x3%" 
No. 2550 $79.50 


“STENO” Chair 

Seat: 16%2"x13%e"x2", 
No. 2815 $29.95 
Foam rubber seat with fabri-coated 
material. Brown, green, wine or gray. 


STORE NAME 








NEWSPAPER MAT No. 1370-1A 








Van $4995 
( C$ “ALL IN ONE” FILE 


A secret vault, 2 letter files, index 
card drawer, storage compartment 
under lock and key. Heavy steel. 
30%" x 32%" x 17”. Green or gray. 


STORE NAME 








Use these successful newspaper mats... 





; 


COLE steet EQUIPMENT CO., INC. 


NEW YORK 285 MADISON AVENUE * 


They are furnished to you FREE! . . . Order them by number. 


CANADA 


“Sbhaael ap. @ 
YTERNA 


REF 


No other file at this low price has this really full suspension. 
more filing capacity. The last folders in these files are as acce: 
as the first. Smooth gliding drawers, spring compressors and ¢ 
rods. Olive green or Cole gray baked enamel finish. 


<— FOUR DRAWER LETTER SIZE $4 
1434" wide, 524" high, 2658’ deep, No. 204 


LEGAL SIZE 
17%” wide, 52%" high, 2656’ deep, No. 504 $ 


Plunger type lock that automatically locks all d 
$9.00 additional. 





FIVE DRAWER LETTER SIZE $§9%> 
14%” wide, 60” high, 265%” deep, No. 205 


LEGAL SIZE FIVE DRAWER 
1734 wide, 60” high, 265s’ deep, No. 505 $62.95 


Plunger type lock that automatically locks all drawers, 
$10.00 additional. 





TWO DRAWER LETTER SIZE > 
14%” wide, 30%” high, §$ 95 
24” deep No. 202 


LEGAL SIZE 1724” wide, 30%” high, 
24” deep No. 502 $37.95 


With lock that automatically locks 
both drawers, $4.25 additional. 














COLE street EQUIPMENT CO., INC. 


NEW YORK 1 285 MADISON AVENUE ¢« CANADA Sooo peer Ouraic 











~ COLE safe-type STEEL CABINET 
; 
q | Built for a life-time! 


Will keep your office supplies and printed matter clean and orderly. As a 





high, 36 


ADDITIONAL SHELVES for above $3.95 ea. 
































3 WARDROBE 
With hat shelf plus 
rod for coat hangers 
76" h., 36" w., 1842" d. 
No. 76R No. 76C 
$5995 $7450 
on. 
Icces 
ind ¢ 


urd 


504 $ 
_ Small enough to fit any 


The “JUNIOR” File no. 198 














cs all 


nook, large enough to keep 
your letters, bills and per- 


sonal papers neat and or- 









derly. Two ball-bearing let- 
ter files PLUS a steel safety 


ault for your valuables hid- 


nly YOU know the dial 
ombination. Heavy gauge 
feel, 16’ wide, 37%" 
igh, 182"' deep. Olive 
reen or Cole gray fin- 


sh. Shipping weight: 


storage cabinet for hand tools, or valuables, will pay for itself by preventing 
pilferage. Used in many factories to minimize the loss of raw materials such 
as silk, rayon or leather. Doors are equipped with a two-way locking device 
controlled by a paracentric lock. Five adjustable compartments. Size 76” 
wide, 18%" deep. Olive green or Cole gray baked enamel. 


nae 


Combination WARDROBE 
and STORAGE CABINET 


76” h., 36” w., 18%” d. 








The “SALESMAN’S” File wo. 961 


Contains: Two ball-bearing 














letter files, a double drawer 
for 3x5 or 4x6 cards (3200 
capacity) also used for 
leases, contracts or can- 
celled checks. PLUS a 
secret vault for your 
valuables doubly pro- 
tected by an outer door 
with a 3-way locking 
mechanism. Keeps all your 
records under lock and key. 
Heavy gauge steel, 16’ wide, 
43" high, 1842" deep. Olive 
green or Cole gray finish. 
Shipping weight: 78 Ibs. 


$5675 


No. 198 and No. 961 available in Grained Walnut, Mahogany or Knotty Pine finish at $12.50 additional. 





ATALOG 


OLE steet EquIPMENT CO., INC. 


wio|)6U NEW YORK 


285 MADISON AVENUE 


CANADA [225 STEEL INTERNA) 

















Used for | Width 
*Letter Size | 12%” 
*Legal Size | 15%” 

Check Size 2 
8x5 Forms (2 rows)| 107” 
Freight Bills | 9%" 
5x8 Forms 8%" 


4x6 Cards (2 rows)) 127%” 
*Ledger Sheets 12%” 





P 








save with PRONTO 


Ruggedly built of 275 |b. fibre board, 
reinforced with steel on the shell 
and the four corners of the drawers. 

Beautifully finished olive green steel drawer fronts 
match your regular active files. 


Height Length 


10%” 
10%” 


AMA" 
83%" 
7" 
5%" 
5” 
12%” 


WRITE FO! 


ronto 


TORAGE FILES 


24” 
24” 


24” 
24” 
24” 


24” 
24” 
] 8” 


*Packed 6 to a carton — All others, 12 to a carton 


File No. 
1210L 


15101 | 


1941L 
108L 
1971L 


1851L 
1245L 
1212M 


Single 


Lots 


4.4 


ea. 
ea. 


ea. 
ea. 
ea. 


ea. 
ea. 
ea. 
















Carton 


Lots 








FREE 


A set of interlocking stackers 
furnished FREE with each Pronto § 

They interlock securely for stacking 
as high as the ceiling. e 











f —_ ” : 
‘Gr. st 


4 


a 




























; pie Be 
— toi 
ee 
FOLLOW BLOCKS or 
$449 90c ADDITIONAL 
LETTER SIZE 4 made for any size file He 
a 
LEGAL SIZE za 
CHECK SIZE” 
SANITARY BASES — Available for every size Pronto .... $3¢ 





of 
i 
| ° 


PRONTO FILE CORPORATION, 285 Madison AVG, Np OA- 


CANADA oa re r f € 






INTRODUCING Zwues 






FAST-SELLER 
FOR ‘‘BACK TO SCHOOL’”’ 





kers 
onto | 





LIGHTS AT ANGLE — 
REDUCES EYE FATIGUE 





HOLDS 10 VOLUMES 
WITHIN EASY REACH 


| ay ’ ? | 
Ps ¢ \ ty ry 
< CO \ Sed 
\ X . \ 









‘ 





ADJUSTABLE BOOK REST 
FOR EYE COMFORT 





acking 


@ Only 10” deep, 1812” wide, and 20” high 
® Saves 37% in desk space 
@ Perfect for study and taking notes 





SUGGESTED RETAIL PRICE 


$105 each 


SLIGHTLY HIGHER IN WEST 





REMOVABLE SHELF GIVES 


EXTRA ROOM FOR WRITING 








You’ve never seen anything like the entirely new 
Faries “STUDEE-LITE”! Designed to save eye- 
sight, space, time and motion, the Faries “STUDEE- 
LITE” is the result of detailed research into student 


study habits at several large universities. 


Beautifully finished in Faries new and smart two- 
tone Desert Bronze with Pastel Gray book rest, the 
“STUDEE-LITE” is approved by Underwriters Lab- 


cKS oratories. Takes two regular incandescent bulbs. 


NAL ' 


Packed individually, 6 to a special introductory 
standard package. Weight 12 Ibs. each. 


Look for our booth, No. 223, at the National Stationers Conv. 





PAGE HOLDER LEAVES 













LAMP 
DIVISION 


General Lamps Mfg. Corp. . . 


- Elwood, Indiana 
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HANDS FREE 


Faries Lamp Division, Elwood, Indiana 
Please ship at REGULAR DEALER DISCOUNT 


Faries “Studee-Lite” #60200 
Quantity (Shipped 6 to a Special Introductory Standard Package) 























Send Advertising Newspaper Mat: 2 col 3 col (Check One) 
DEALER’S NAME 
BY. 
STREET. 
CITY STATE 
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COOL-COT 
The Spencer Rubber Products Co., 
Manchester, Conn. 

Cool-Cot, an improved rubber finger tip 
three new feature an open back which 
finger to “breathe’’ and tt eliminates 
spiration, a multi-S suction grit facilitate positive 
sure paper handling, and a new rainb 


incorporate 
permits the 


finger per 


w pattern c 


in addition +t tandard brick and amber shade 
Cool-Cots are packed three ¢ 3 display ara wt 
retail for 25 Card are packed three dozen pe 
box. The finger tig ; sre packed individually 
boxes of 12 with one dozen boxes per cart T 
are available ir Ze } 2, 13 and |4 


TRAVEL-DESK 

Robray Mfg. Co., 

2426 Prairie Ave., Chicago 16 

Travel-Desk that makes note-takir 
The firm reports it car 
without drilling, ha 
regardless of the das} 





An ingenious 
available to the trade. 
n a matter + minute 


keep T nm an even xee 





MINN.—Ten-inch wall thermometer 
are being distributed free by dealer 
f 3M 


plates t 


pre-sensitized photo 
dramatize a sales campaign 
resistance 


which emphasizes the 





the plates To 
thermometer is designed to remind 
set plate users that rising temper 
accompanied by 
rising humidity and that the plate 
made by 3M are designed to remair 


humidity or heat 





atures are often 


inattected by 


WEBER-COSTELLO CO., CHICAGO HEIGHTS, 
ILL—A new Alphacolor display, just re 


eased designed to stimulate point-ot-purcnase 


inter 
clearly identitying tne product and ig 
yesting uses of Alphac 


play 20 
1 red-orange. A shelf in 


kK and ! 
the 24-stick pastel boxes. Additional! 
’ the a splay tor storage 


halk pastels. The d 


wide ana |4 inches high pr ntea 


nches 
front holds 
pace 
Jed in the base 
n the back sets fort ~ oie 


and a printed sheet 


nation ¢ helo ales people 





AMERICAN PENCIL CO., HOBOKEN, N. J. 

MUSCA- New type of point-of-pur 
tr é the Venus $1.00 pen line has 
the cor and comes ir 


THE H-O-N COMPANY, hase display for 
TINE, IOWA.—Garbed in an attractiv 

burnt orange and blue cover, the firn by the company 
has released to the trade its first requ nit highlights the key feature 


been developed 
ur colors. The 
of three differ- 


lar catalogue. Featured are the rT ent pen style . the Ver Replaceable, a 
pany's line of unifiles, storage and f hangeable point fountain pen, the Retractable 


cabinets and allied product The un ba 


point and the Hooded pen which uses 
files are noted for their ex eH | 


)-N quick drying or regular ink. Extra bright colors 
which 
the tirm 


feature which locks the storage compart yive the display a fluorescent effect 
ment and drawers all with one key 


one lock on the handle 


attract attent r snd Tm ste sales, 
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reagy tor instant use and swings under the das! 
Strong arm and clamp give tull support, the large 
pooara mpiet vith pad, | aid t¢ 
3 ndit 


MINNESOTA MINING & MFG. 
CO., 900 FAUQUIER ST., ST. PAUL 6, 


heat and humidity. The 


NEW PRODUCTS continued 





na peer made 


moved or installed 


eveling ws that 
ara angie liway 
when not needed 
6'/4 x 10 metal 

table writing 











ene 















































peer 




























aS Ads like this appear in Business Week 
and leading trade publications 
every month 
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Ask Your LYON Dealer! 


e No need to fish around for the best in steel not ask him to stop in with his 76-page cata- 
equipment. The Lyon Dealer is your man... log—chock-full of equipment and.ideas. 
for two big reasons. First, he offers the world’s Lyon Mera, Propucrs. INc. 
most diversified line of quality steelequipment General Offices: 828 Monroe Ave.. Aurora, Ill. 

. more than 1500 standard Lyon items. (A Factories in Aurora, Ill. and York, Pa. 
very few shown below.) Second, he can show 
you how to get the most out of steel equip- Lyon also has complete facilities for manu- 
ment in terms of time, space and money. Why facturing special items to your specifications. 





for BUSINESS-INDUSTRY®| 
“"\ STEEL KITCHENS for THE HOME 















































A PARTIAL LIST OF LYON STANDARD PROSCS 


Shelving Kitchen Cabinets ® Tool Toters °® 
ockers Cabinet Benches © Bor Racks . 
Stools Storage Cabinets © Tool Boxes °¢ T 
Bin Units Drawing Tables © Parts Cases *@ 
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————— SALES STIMULATORS continued 


HIGGINS INK CO., INC., 271 STEMPEL MFG. CO., 2830 ROBERTA ST., DALLAS, TEX.— 


NINTH ST., BROOKLYN 15, N. Y.—A The firm recently has made availa to dealers their latest 
now available catalog No. 54. It describes and trates in detai he com- 
ar-priced pany states, its complete line of office accessories and pete: 
field. It i zes their tine detail and built-in quality. A price t is carried 
nd require n each article illustrated and a small slip showing discount 
A mpanies eact 
a 


nes ego SAMUEL WARD MFG. CO., 29-37 MELCHER ST., BOSTON 
a 7 10.—Pr sly illustrated and carry j ptiv at 


tT catalog. Er } in attractive ye w and 
any ’ . ° 
black ver, the issue is led 
plete line of fine statione ind leat pecialtie 
mpany s proud boast that it has beer reating 
aid ' ' i 
top grade leather bound « k é 868 
" TP 








ENNIS TAG & SALESBOOK CO., ENNIS, TEX.—Snap-a-part 
nit set » been added to the pany t of products j 
keeping with the 1954 expan nt jram. Enr aims The new 
CONSOLIDATED STAMP MFG. CO., INC., 44 WARREN Nite eehiide Manis Milks oflicient cacucd wilting. eleinets 


= NEW YORK 7.—A my y of 70 pages nismated pies, fumbling wit srbon, faint pies and copy 


trated ir t ss | ed by the eae 
amp ly illu sted if y na err ncluded in the promotion material + Jeclers are 
company. Markina l¢ k yu e saan, ms f the worl 24 l Reseed ei io adaiiaal 
daters to sten are 7 y } c } T T page naa aint 


complete index { eady ; 
ried on the last tw t é 2 nf y The é 5 a 


mall brochure 


WELHAM METAL PRODUCTS COM.- 


PANY, INC., MICHIGAN CITY, IND MUTSCHLER SRGMERS CO., NAPPANEE, IND. 


Cee eae 5 wee N Ta } OF San nterence ana 
; : at Dur col 
by this firm to a t pr 
the book DI ; trated with pictures, ran 
products. One of the br y | : 3 
' " ' t m photoagrar The Tavoie r 3 natural seftina, 
the new ‘300 rie t ' ; ; Z 
' : 5 aa Jet lividua trations and artist 
files for home and off ger agen epagne 
‘ £1] Each of the new table fully described. The 
scribes the full susper 
ed that additional pages may be 


channel suspension fi 
plete descriptions and 
given. 








INK SPECIALTIES CO., INC., 523 N. HAL 
STED ST., CHICAGO 22, ILL.—A st 
illustrating the Canode 


is now available. Each pa 


LATHEM TIME RECORDER CO., 76 


X THIRD ST., N.W., ATLANTA, GA.—Consid 
Fai ie erable pains and eff ave gone into their 


latest cata } wnicn tne mpany feels is 


catalog is devoted to one 
of Can he ink. It is bound 


leaf binder to allow for insert t additiona | 
(ee wated in thats t b§ «DUPLICATING 


sheets. are +h ; : . 
2 : 1e@ most < ete assemt f information 
new striped packaging, d o ; 
caf. J f ever done on time re Jers. Graphica 
the special features of ea 
° i ' istrated » rick irair f paper, the 
copies of the catalog may | 
Je a } ama T naorsements 


from the company 


proguct 


FREDERICK POST CO., 3650 N. AVON. 
DALE AVE., CHICAGO 18, ILL—A new 


special booklet, featuring the Post Sensitized 








Products now available on request. 
The booklet serves as a practical guide to 
the selection and purchase of reproduction 
materials and pplie A detailed and § 


omprener é Ting f 2¢ ary - devel- 


oped print making paper reproduction 

FASTENER CORP., 860 FLETCHER loths and films, semi-moist direct process f 
ST.. CHICAGO 14.—An eye-catching papers, blue print papers and cloths, sepia- ’ 

t-dispenser display tor the ftirn J Tone negative and browr ne papers, and j 
t stapler ref being ontact type, wash-off process reproduction § N 
trade. The iten 31/,"" wide cloth and paper. Also included in the new & ~ 
yh and holds 24 packs of booklet are descriptions of related devel- (6D 

De at oper chemicals, eradicators and miscella- Ss 
kage $3.60 neou pr 
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no leaks 


rr The BDC mimeograph uses a thin film of heavy paste ink that does not and 


NS cannot leak. Yet perfect ink distribution is assured over the 





entire printing area by the same kind of oscillating ink roller used 
on a printing press. Copies are so sharp, clean and evenly inked they 


x are often described as printing press quality. Because the ink can't 

S leak the BDC is always clean—but better yet, so is the user! 

YS You'll want the whole story on the BDC mimeograph—how it operates 
without a drum, without a messy ink pad, gives you a 3 minute color 
change, raises or lowers copy with a knob. Write for complete dealer 
information. Bohn Duplicator Corporation, 444 Fourth Ave., New York 16, N.Y 


& 
S 
» * REX-ROTARY 
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—_——— SALES STIMULATORS continued 

















NORTHERN STATES ENVELOPE COM- J. L. MAY CO., INC., I11 W. 19th St., 
PANY, 300 E. FOURTH ST., ST. PAUL |, NEW YOK I1.—A unique direct-mail ad- 
MINN.—A new self-service display rack for vertising piece with a touct ft humor has 
trite Clasp envelope being distrit gone out to dealers on the subject of finish 
ed to rete tations by Northern and ng service 4 bsates the mpany’'s 
t trit ‘ Mar pecialized f and sta 
56-60 Gilm t., S.E., Atlant 4 tioners w tag t envelope 
w rack, a olonde ft r other aie titted with 
ze w a °| Tixtur | c Trings, wif pat meta ye 
0 dit t aking a visua at 
a nt traffic. Of xCeL 
ally yht weight, the display cupie 4 
pace of only |2 x 15 inches. BORROUGHS MANUFACTURING CO. 
3002 N. BURDICK, KALAMAZOO, MICH. 
COOKS’ INC., CAMDEN |, N. J.—'Te =i new IZ-pege Sook on the firm's now 
It," an eye-catching motion display unit just Unitized Flex tee helvina now available 
duced contain pace for ic 4 24 jpon request. Frinted in rea and black on 
8'/o x Il inch advertising messages or flat white the catalog features many detailed 
amples that can be chanaed as often a drawing f w the shelves work as well as 
Jesired. Messages are slid-into crystal clear photograpr t the var inits available 
astic sleeves. Mounted in a sturdy wood : 
abinet with a natural-finish wood frame, 
Tnese are auTomaficailly ftliipped ver ke 
RIDGEWAY, DIV. OF GRAVELY NOYV- turning the page f a book. A new 
ELTY FURNITURE CO., RIDGEWAY, VA. age flips into view every seven seconds. 
—A new brochure on ‘Add-A n Ir deal for announcing da pecia rca 
terlocking bookcases" is now available. | ng attention to var nes, Tel-It 183/, 
tures and descriptions a how w the nches high, 23 inches wide and 13 
bookcases interlock with Economy and Ur deep. It include 2 special Ful-Vu 
versal styles, formerly manufactured by The parent acetate protector eeve ea 
Globe-Wernicke Co. Gravely, manufacturer which holds two messages back to back. 
of household furniture for more than a Motion ipplied by a 115 volt, 60 cycle 
quarter ot a century expanding it pera AC motor with a mplitied drive. A 
tion with the new Ridgeway nt r ersal motor for either AC or DC 
clude making of interlocking bookca de svailable. The display can be equipped with 
signed for home and office 3 special spot light 








330 Exhibitors Sign Up For Already 330 exhibitors have signed up. 


Annually, the space available at the great Conrad Hilton 


2 : 
NSOEA S 50th An niversary Hotel, Chicago, for exhibit purposes has been expanded to 


C ial . : Cl “- take care of the increasing number of exhibitors at the 
onvention in A 1Cago NSOEA show. This year, a new hall on the third floor 66 


known as the “400 Room” will provide approximately 50 


With an opening date of September 18, the number of ex additional booths, all of which have been reserved. The new , 
hibitors who have already reserved space in the 50th Anni space became available through a remodeling of the famed 
versary Exhibit of the National Stationery & Office Equip Boulevard Room, and is actually the upper part of this room. 
ment Association indicates a greater showing than ever Exhibits are about equally divided between those of manu 
before. From the first exhibit ever held by NSOEA, these facturers of furniture and equipment and office supplies. 
annual shows have been the one spot where more products The approximately 20 remaining sample rooms are fast being : 
can be viewed at one time than anywhere else in the world. contracted for by late comers. ] 











New Home Completed ... Pictured is the new office and manu- pleted section in the foreground contains offices and warehouses 
facturing building of the Ennis Tag & Salesbook Co., and the space and the remainder of the plant houses the production facili 
American Carbon Mfg. Co. at Chatham, Va. The recently com- ties of the two companies. 
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66 The steady climb in our ribbon and carbon sales 
during fourteen years as a Columbia franchised 
dealer, has been due in very large measure to Co- 
lumbia Sales Cooperation. 

“‘We have found the Columbia line to be complete 
and consistently of the highest quality. We are 
proud to be a part of the Columbia organization. 99 


LOUIS H. HOELSCHER 
Hoelscher’s Inc. 
Buffalo, N. Y. 


Columbia Typewriter 
Ribbons and Carbon 
Papers are nationally ad- 
vertised in The Saturday 
Evening Post, Business 
Week, The Office and 
Purchasing. 














Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, July | 


® THE NATIONAL WINDOW display contest of the 
Typewriter (and Allied) Trades Federation of Great Britain 
and Ireland has again been held, and, as in former years, 
the trade press seems to have been kept in the dark so far 
as advance publicity was concerned. 

Let me hasten to add that I received the utmost co-operation 
from the main prizewinners but I do wish the T. T. F. 
would realize their woeful lack of adequate public relations 
—and they are not the only organization in British industry 
suffering from this defect, believe me. 

However, the first prizewinner is again W. Simpson 
Bell of Edinburgh. He won the award for the second year 
in succession and I congratulate him upon a fine display. 

The theme of the winning display is “Modern Treasure” 
with nautical models and “pirate relics.’ The lighthouse 
on the left emits flashing light and the map on the right, 
pierced by a sword, reads “Ye Who Seek Here Findeth 
Treasure.” Underneath this wording is a drawing of the 
locality with “X” marking the position of the showroom. 
The background coloring is in two shades of blue. 


* * * * * 


The second prize was won by W. Heffer and Sons, Ltd., 
Cambridge. The color scheme of this display is in red, 
black and grey. Paper sculpture motifs and background 
were made by the window dresser. 

Third prize was won by Remington Rand, Ltd., Bir 
mingham. The message “Your Most Faithful Servant” 
is fitted with a four-way flashing light which illuminates 
the letters in sequence. There are blue pleated curtains 
behind the “panel” and lettering is in cream, green and 
maroon. 

Consolation prize was won by H. Jenkinson and Co., Ltd., 
Liverpool. The general color impression is ivory with 
flowers and candle flame in contrast. 

I should add that in my view this annual national window 
display contest is an excellent idea and as a suggestion | 
wonder if the committee responsible has toyed with the 
idea of organizing it on a regional basis. 


* ¥ * * * 


The annual Conference of the Stationers’ Association was 
held at Harrogate, the 49th such meeting. One important 
item announced in the annual report was that in the early 
part of 1955 the association will be organizing its own and 
first trade fair. 

Naturally, there were a great many questions asked 
about the form it would take but it may be said that the 











Best Display . . . This window of W. Simpson Bell & C., Edin- 
burgh, Scotland, won first place in Typewriter Trades Federation 
display contest. 
“stock room” principle will be applied as against the stand | 
principle which has been a feature of the stationery section | 
at the British industries’ fairs held since the war. 

Another development will be the reorganization of the] 
association on regional lines, so that sectional conferences} 
will be held from time to time as well as, of course, the 
national conference. 

Discussion ranged over many subjects, and, of course, 
direct trading was again well to the fore. 

A new approach has been made to this problem with 
the realization that organizations having a buying capacity 
exceeding £200,000 per annum should use this as the 
dividing line between direct trading and non-direct accounts. 
Below that figure, if present moves are successful, supply] 
firms will be asked to state their policy and, if they are 
willing, to give an assurance that they will not supply 
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Call your local telephone business office — ask for the Classified Directory Representa- 
tive — make a date to let him show you how to put this “best seller” to work for you! 


He’s 
got the 


"BEST GELLER’ 


for you 


Here’s a man worth talking to! He can show 
you quickly how to ring more sales on 
your cash register—through advertising in 
the Classified Telephone Directory. 


The Classified has proved itself a real 
“best seller”. It’s found in every office 
and factory. And so many business men 
use its ‘yellow pages’ to find out where 
to buy the office appliances they need. 


Naturally, the more product or service 
headings you’re listed under, the 

more prospects will find you. The Classified 
Directory Representative knows plenty 
about local buying habits. He can give you 
many sound suggestions for getting more 
customers, more business, more profits. 
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direct below that annual figure. Those firms giving an 
assurance will have their names included, as it were, on 
a “White List.” 

The whole proposal has not, of course, been finalized, but 
discussions are understood to be taking place on a joint 
basis with the British Federation of Master Printers, espe- 
cially in view of the development of the rotaprint which 
is seemingly growing in popularity. Thus, firms which 
have below four of these machines would also, presumably, 
if the proposal goes through, be ineligible for direct buying 
just as firms who spend under £200,000 per annum with 


the industry. 
. + * * * 


Discount trading and gift offers were referred to in the 
annual report. The Association, of course, is strongly op- 
posed to schemes of club trading which are regarded as 
“completely unethical.” Any advantage which may appar- 
ently accrue to the public must be at the expense of the 
retail trader. Similarly, the offer of a gift as a bait to 
attract custom is not regarded as a fair-trading practice. 

Members of the association are urged to have nothing 
to do with any schemes of this kind which may be put 
forward. 

“A firm attitude of refusal to participate in any of these 
unethical practices is the most effective method of com- 
bating them,” the report states. 

Greetings were conveyed from the Dutch Stationers’ Asso 
ciation by H. G. Heesbeen, president. Apparently Holland 
has its problems much the same as Britain. 

H. R. Light, B. Sc., F. C. I. S., the managing director 
and principal of Sir Isaac Pitman Correspondence Colleges, 
Ltd., spoke on Management Principles and Practice.” 

The new president of the association is a retailer, and 
he, of course, will be the president in the Association’s 
Jubilee Year—a rare honor. He is 
J. Ogilvie Lennox of Glasgow and an 
old stalwart of the association. 

His inspiring inaugural address indi- 
cates that he will be a popular president. 

To show that as president he is no 
figurehead, Mr. Lennox proposed a 
resolution which expressed concern at 
the latest demand of the Trade Unions 
for increased pay for shop assistants— 
equivalent to a 15°/ increase. 

Mr. Lennox, at the outset, said that it would appear 
perhaps that manufacturers and wholesalers were not inter 
ested—only the retailers. But he could assure the others 
that they soon would be interested if the union’s proposals 
went through, because there would be a corresponding 
falling-off in buying by retailers, in view of the fact that 
they were working to fixed margins and therefore could 
not be expected to pass on the increases in wages to the 
ultimate consumer. 

During the past year, the retiring president, H. S. Spur 
geon, accompanied by his wife, paid an official visit to the 
U. S. A. and Canada. They attended the annual conven 
tion of the National Stationery & Office Equipment Associ- 
ation and met members of the Stationers’ Guild of Canada 
in Toronto and Montreal. 

Mr. Spurgeon spoke highly of the warm friendship and 
hospitality of the North American Continent. It had, he 
said, been a memorable occasion. 





J. O. Lennox 





Appoint Burroughs Officials Abroad 

Appointment of Hans Forrer as general manager and P. 
W. Siegrist as chief accountant of Burroughs organization 
in Switzerland was announced by Ray W. Macdonald, vice- 
president of the international activity. 

Mr. Forrer formerly was manager of the Zurich Branch. 
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Two Winners . . . TOP—Window of W. Heffer & Sons, Ltd., Cam- 
bridge, England, second-place winner in Typewriter Trades Fed- 
eration display contest. BOTTOM—Window of Remington Rand, 
Ltd., Birmingham, England, third-place winner. 





Mr. Siegrist formerly was the Swiss general manager. Mr. 
Macdonald said, “For some time, Mr. Siegrist has expressed 
a desire to return to the field of his specialization in account- 
ing work. The company is most grateful for the fine work 
he has done in carrying the leadership of the Swiss company 
during difficult times.” 





Unusual Exhibits Feature 
Canadian World ‘Trade Fair 


@ THE CANADIAN INTERNATIONAL Trade Fair in 
Toronto, where 40,000 buyers got down to business in a | 
dozen different languages, produced some unusual results. 

A total of 11,000 square feet of space was taken by ex- | 
hibitors in the office equipment classification, including five 
countries—Canada, the U. S., Germany, the United King- 
dom, and Sweden. 

Dynamic Displays of Toronto showed its Projectomat sales 
promoter, a slide projector which flashed up to six picture 
sales messages per minute on a white plastic projection screen. 


It gave both day and night front and back projection, and 
(Turn to page 137, Please) 
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aan clerical employees. Individual work stations can be private or semi- 
rising Cos 0 private with steel and glass partitions, or in open group layout. 


-4 ‘. Rent Costs Less per employee in the office equipped with 

Art Metal EL-UNITS, the new modular development that reduces 
A constructive floor area per work station by as much as 334%. Strikingly 
modern in appearance, economical to maintain, EL-UNITS 


solution to iT combine interchangeable equipment in any combination to suit 


the working needs of executives, staff assistants, secretaries and 
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— > 
Art Natal QW" cu-unrrs 


...the new development in modular office work-stations 


People Work Better when all working space, material and equipment are within arm's reach, EL-UNITS 
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ontains office layout suggestions 


accomplish this by utilizing the “‘L” principle. Work needs are reached with only Aa/f the movement 
used in 2-unit layouts . . . fatigue is reduced . . . output increases in quantity and quality. 
We'll Gladly Show You how more people need less office space with El-Units. 


> 


| Special pamphlet gives full details 





£ 





1 planning data, shows many 
unit combinations. Ask your 
il Art Metal representative— 
sted in many Classified Tele- 
phone Directories—for the 
Art Metal El-Units’’ book- 

let, or write Art Metal 
Construction Co., 
Jamestown 8, N.Y. 


65 years of 
origination and 
leadership in 
metal office 
equipment 

and systems 





FROM ART METAL NATIONAL ADVERTISING TO BUYERS 
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Frolic in Connecticut 











1. R. A. Coleron, Acme Visible Records; Chic 
Burt and Burton H. Knust, Burt & Dell, Hart- 
ford, Conn.; Charles A. Rudd, Berger Mfg. Co. 

2. Dick Fitzgerald, Eagle Pencil Co.; Julian C. 
Shoor and David L. Abrahamson, Plimpton’s, 
_— Conn.; Mike Chanian, Wilson Jones 


3. Richard J. Kilpatrick, Hartford Office Supply 
Co., Hartford, Conn.; John B. Dwyer, ae. 
wei Everett Scanlon, Hartford Office Supply 


4. Seated: Mrs. Joseph Yates, Mrs. Joseph Fitz- 
gerald, Mrs. Bill Kobera. Standing: Mrs. G. C. 
Wheeler, Mrs. Dick Fitzgerald. 

5. Charles R. Weldon, Adkins Ptg. Co., New 

Britain, Conn.; Sid J. Croke, National Blank 

Book Co.; Phil Harlow, Minnesota Mining & 

pg teeny George Burns, Bainbridge, Kimpton 

& upt, Inc. 

Hy J. Hooper, Hall Bros., Inc.; Bill Kobera, 

Carter's Ink Co.; Ted M. Hargen, Yawman and 

Mfg. Co.; Charles Dwyer, mfrs. agent. 

7. Alden Mackinnon and Bob Starkel, Standard 
Office Supply Co., Hartford, Conn.; Max Smith, 
Joseph Dixon Crucible Co. 

8. John J. Molloy, J. F. Molloy, Inc., Meriden, 
Conn.; Bob McNulty and George Dykeman, 
Wilson Jones Co.; Stanley McGar, J. F. Molloy, 
Inc. 


Connecticut Stationers in Golf Outing 

The Connecticut Valley Stationers Association staged their 
annual golf tournament at the beautiful Avon Country 
Club in Avon, an event which, unfortunately, was marred 
by intermittent showers. While the golfers spent the after 
noon battling par, the ladies enjoyed bridge and scrabble 
in the clubhouse. 

The golf trophy was won by the dealers and presented 
by Ralph Gerard, Sanford Ink Company, in his role of 
president of the New England Travelers Club. It was 
accepted by Burton H. Knust, Burt & Dell, of Hartford, 
president of the Connecticut Valley Stationers Ass’n. Low 
gross honors went to Dave L. Abrahamson of Plimpton’s, 
Hartford, and low net by Julian Shoor, a co-worker. 


Stationers See Pencil Movie 

The Stationers Club of Chicago witnessed an interesting 
and educational movie on the progress of pencils from trees 
to desks. The speaker was Dick Steding of.the Wallace 
Pencil Company and the showing was held Wednesday, 
June 23, in the Merchandise Mart. It was announced that 
this would be the final summer meeting of the club. 

Welcomed as new members were Guy E. Alvord, Alvord’s 
Stationers; Frank Underwood, Troy Printing & Office Sup 
plies and Jack Weiner, Belmont Typewriter Service. 


N. Y. Stationers Frolic on Links 

The Stationers Golf Association of New York staged its 
fifth golf outing of the season at the Montclair Golf Club, 
Montclair, N. J., Thursday, June 24. Charles R. Truex acted 
as host with Julius M. Kahn in the role of presiding officer. 

In the tournament preceding the New Jersey outing, 33 
members and 15 guests competed at the Century Country 
Club, White Plains. I. Myers and S. Schlossberg shot identi- 
cal 70s to walk off with low net honors in Class A. H. Gar- 
field paced Class B with 96-27—69. 

The next tournament comes up July 8 at Knollwood, 
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“GLTC Pre-Convention Luncheon Plans 
Keep Pace with NSOEA’s 50th Year 

Under the enthusiastic chairmanship of Don Sharpe, 
Reyburn Manufacturing Company, plans are progressing 
nicely for the Great Lakes Travelers Club annual pre- 
convenion luncheon. This event, designed to keep step with 
the 50th anniversary of NSOEA, will be held Friday noon, 
September 17, in the Boulevard Room of the Conrad 
Hilton Hotel. 

With a prompt starting time of 12:15 p.m., the streamlined 
program is designed to be finished at 2 p.m. sharp. It will 
be an informal come-in-your-work-clothes affair in order 
that convention personnel can finish their booths following 
the luncheon. Manufacturers who have sales meetings on 
that Friday are invited io bring their staffs to the GLTC 
function. 

Assisting Chairman Sharpe are co-chairman Herb Walsh, 
Ace Fastener Corp.; Rus Ragan, American Pad & Paper 
Company; Ken Henderson, The Carter’s Ink Company; 
Charles Gilbert, Orrick Appiiances; Bill Boyd, Acco Prod- 
ucts-Art Steel Corp.; John Smythe, Geyer Publications; 
Gordon Kickels, C. L. Barkley & Company; Ray J. Eichen- 
laub, Service Steel Products Co. 

For entertainment the talented 
and the Charmers” has been engaged. 

Speeches will be brief but there will be an opportunity 
to hear from Paul Burbank and Walter Miller of NSOEA, 
besides Less Crowl, former president of NSOEA. Less will 
tell some anecdotes gleaned from his association with other 
conventions. 

Introduced will be governors of all districts represented, 
presidents of Travelers’ clubs and members of the Wash- 
ington staff of NSOEA. 

It is hoped that some who attended the first convention 
of NSOEA and its predecessors may be able to attend. 
Old timers who were conventioners 50 years ago have been 
asked to write Walter Lennartson, Orrice AppLiaNces, 
president of GLTC, telling him about their first convention 
experiences. 


music of “Betty Young 
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Smartly styled line of 45 models, with many new features, 
provides the correct metal desk for every office job 


N TUNE with today’s office needs, 

GF introduces the Generalaire. 
This new metal desk has many new 
features developed from long-time, 
thorough study of the needs of both 
large and small offices. It combines 
unusual beauty and smart styling 
with maximum functional value, 
flexibility and durability. 


Among the new features are a unique 
center drawer locking arrangement, 
nylon glide channel suspensions, 
graceful bi-metal pedestal struts with 
non-skid shoes which provide either 
29” or 3014” desk height, and com- 


plete interchangeability of parts. 


Also incorporated are such proven 
GF features as the smooth, long- 
wearing Velvoleum writing top, the 
30” depth, the full-bodied gray gloss 
enamel finish and anodized alumi- 
num trim, pedestal units completely 
sound-deadened and ready for con- 
cealed wiring, and completely flex- 
ible drawer arrangements. 


Appearance is such that the General- 
aire can be used harmoniously in 
large offices with existing installa- 
tions. Forty-five models, all quickly 
assembled from standard parts, pro- 


600d metal business furniture is @ 004 investment 
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vide a range of types wide enough 
to meet any and every office job need. 


Generalaire is ready! See it in the 
GF dealer’s showroom. For an illus- 
trated folder, write The General 
Fireproofing Company, Department 
X-33, Youngstown 1, Ohio. 


GENERAL 
FIREPROOFING 


; n Meta b ‘ 


MODE-MAKER DESKS + GOODFORM™M 
ALUMINUM CHAIRS « SUPER-FILER 
MECHANIZED FILING EQUIPMENT « 
GF ADJUSTABLE STEEL SHELVING 











Stationers 12:30 Club Enjoys Outing 

Some 200 members and guests journeyed to beautiful 
Travers Island in Pelham Manor, Westchester County, New 
York, the summer home of the New York Athletic Club, 
to attend the annual outing of the Stationers 12:30 Club of 
New York on June 30. 

One of the highlights of the day was the annual baseball 
game with the teams made up of both dealers and manu- 
facturers without any effort to separate them. Nevertheless, 





Pictured at Stationers 12:30 Club Annual Outing June 30... 


1. Herbert Lerman, Olympia Office Supply Co., New York City; Jerry 
Magnetti, Eagle Pencil Co.; Al Gelfand, Royal Office Supply Corpora- 
tion, New York City; Bernie Salzman, Wilson Jones Co.; Jerry Krems- 
dorf, Guide System & Supply Co 

2. Samvel Austrian, Commercial Staty. Co., New York City; Jack Glaser, 
Goldsmith Bros., New York City; S. J. Libien (standing), Libien Press, 
Inc., New York City; Jack Silber, Adanco Products; Murray Falk, Peer- 
less Imperial Co., Inc. 

3. Edward F. Dooley, Wilson Jones Co.; Harold G. Rice, Apsco Products, 
Inc.; Charles P. Epifano, Puritan Staty. Co., New York City; Edward J 
Bonney, Apsco Products, Inc.; Edward J. Healy, Wilson Jones Co. 

4. Harry Sills, Commercial Staty. Co., New York City; Samuel Beck, Man- 
hattan Staty. Co., New York City; Dave Wexler, Speed Products Co., 
Inc.; Murray Faver, Manhattan Staty. Co., New York City; Murray 
Weinkrantz, Universal Pad & Paper Co.; Harry Fishbein, Melo Envelope 
& Paper Co., Inc. 

5. Sal Migliore, Bob Hopler, John Holdorf and Ray R. Fritz, all of Siray 
Sales Co., Inc. 
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good ball was played by both sides with the manufacturers 
winning a hard-fought battle by a score of 2 to | over the 
dealers. The battery for the winning manufacturers team 
was Joe Capilettes, Binney & Smith Company, pitcher, and 
Bernie Ginsburg, M. Ginsburg & Sons, catcher. The battery 
for the losing dealers’ team was Henry Lerman, Lerman 
Brothers, Inc., pticher, and Robert Kofsky, Cee-Kay Sta- 
tionery & Printing Company, catcher. In a_ spectacular 
finish, Tony Kenito, J. L. May Company, drove in Ray 


6. Howard Shaw, Select Paper & Tablet Co.; Arthur M. Friedland, Advanco 
Products; Edw. Leventhal, Biddle Purchasing Co.; Samuel Keppler, 
Lifton-Keppler Associates. 

7. F. T. O’Hal, R. A. Stewart & Co.; |. O. Lasner, Goldsmith Bros., New 
York City; William Kelly, Wm. A. Force & Co.; Leonard Klein, L. Pulver- 
macher Brothers, Inc., New York City. 

8. Henry Kleinberg, Henry Kleinberg Co., New York City; Jack Cohen, 
Hudson Supply Co., Jersey City, N. J.; Irving Reighter, Wansco Paper 
Products Co.; Harry Seidman, Trinity Stationers Co., New York City; 
Wm. Lowenthal, A. W. Faber-Castell Pencil Co., Inc. 

9. Clyde Aigner and J. George Aigner, Aigner Index Co.; Leonard A. 
Mathews, Weis Mfg. Co., Inc.; Ray Rooney, The Carter's Ink Co. 

10. Harry A. Schwarz; Milton Stone, Milton Stone Associates; George Clap, 
R. W. Mueller and Larry Kane, The Esterbrook Pen Co. 

11. Harry Fishbein, Melo Envelope & Paper Co., Inc.; Joseph Cohen and 
Herbert Mushkat, Aipha Office Supply Co., Inc., New York City; M. 
McNally, Zenith Radio Corp.; Nat Chofnas, Aetna Safe Co. 

12. Charles Sehringer, A. L. Salomon & Co., New York City; Si J. Donnelly, 
R. A. Stewart & Co.; Jack Bainbridge, Noesiing Pin Ticket Co. 
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don’t wait for the leaves to fall...line up now with the 





.-- products that greet the eye and meet the purse 


Borroughs products have eye appeal. They sell on sight. No lengthy sales 
chit-chat is needed to make a sale. If you are not a Borroughs dealer, 
you are missing extra profits and your customers are missing extra value. 


WRAP RACKS 


Available in three 
standard sizes to hold 

— 6, 12 or 24 coats and 
hats. 








There is a new Borroughs catalog just off the press. Write Joe Davis. . 





LIBRARY SHELVING 
Three heights to choose from— 
42”, 84”, 90”— shelves 9%" 
deep (%” vertical adjustment) 
—width of unit 36” outside. 





tell him you want a copy..also ask him how you can line up with 
Borroughs, the fastest growing line of metal office furniture in America. 


WRAP 
CHECK RACKS 


There are three standard 
units to accommodate 12, 
16 or 20 coats and hats. 











‘‘DESK-HI”’ 
CABINETS 


An ideal combination cabinet 


and telephone stand, 29” 
high, 3814" wide outside, and 
either 12” or 18” deep. Can 
be had without doors, or with 
steel or glass doors. 


BORROUGHS 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 








‘ 
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BOOKCASES & STORAGE UNITS 


All units 384” wide outside. Available in heights 
of 42”, 78”, 84”—depths of 12” and 18”. 
Choice of open or closed backs, single or 
double face. 


All units with shelving feature sliding 
shelves adjustable without bolting. 











* 


STORAGE CABINETS 


Choice of two heights (42” 
with glass or steel doors, and 
78” with steel doors only)— 
two depths (12” and 18”)—all 
units 38%" wide outside. 


MANUFACTURING COMPANY 


3002 NORTH BURDICK amp KALAMAZOO, MICHIGAN 
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Fritz, Consolidated Stamp Manufacturing Company, for the 
winning run. 

A high-noon breakfast of scrambled eggs and bacon was 
served, augmented by refreshments during the afternoon 
at a booth located in a shady grove not far from home 
plate. A delicious turkey dinner in the main dining room 
was a feature of the evening after which cigars were distrib- 
uted, compliments of the J. L. May Company. Two large 
get-well cards were signed by all present and sent to 
treasurer Dwight N. Briggs, Sun Rubber Company, who 
was unable to attend because of his recent illness 

The outing committee consisting of Harry Fensterheim, 
S. E. & M. Vernon, Inc.; Mike Gentile, A. I. Goldberg, Inc., 
and Harry Sills, Commercial Stationery Company, Inc., 
spent the day helping members with their tickets and other 
numerous details. President Ralph Barnett, Blaisdell Pencil 
Company, saw to the comfort of everyone, and Nat Drate, 
Rubins Corporation, made arrangements for those desiring 
to play golf at nearby golf courses. 


Victor Finds Sales Clinics 
Pay Off in Bigger Volume 

Plan sales clinics for dealers throughout the country. Stress 
product knowledge and applications. Avoid promotional 
hoopla. And still aim at higher sales and renewed enthu- 
siasm. 

The above message briefly is the formula used by the 
Victor Adding Machine Company in recent series of 44 
dealer clinics. Has this program brought results? 

“Emphatically yes,” says D. Lloyd Allor, director of sales 
training. “Our aim was to give our dealers a quick but 
thorough review of applications and uses for our products.” 

All signs indicate that this goal was reached. Dealer orders 
so far this year are up approximately five percent in a period 
when sales generally have softened. 

During the two-day sessions (beginning in mid-January 
and running through May) the four-man teaching team 
concentrated on product knowledge and selling techniques 
on the first day. On the second day they turned their efforts 
to study and practice of applications designed to increase 
work output on Victor Adding Machines. 

A highlight of the first day’s session was the introduction 
of the new Custom models with the Select-o-matic feature 
(permitting operators to take totals and sub-totals either by 
depressing the add-bar or by using the dual total key). The 
dealers gave this innovation an enthusiastic reception. 

A great deal of time was devoted to actual techniques of 
selling Victor Adding Machines. Stress was placed on the 
psychology of the trial cycle method, the management of a 
territory, the use of sales tools and the proper use of the 
demonstration. 

During the second day the emphasis was placed on appli- 
cations and everyday uses for a Victor Adding Machine. 
“We have found,” stresses Mr. Allor, “that when a salesman 
takes the time to show all the basic uses for the machine, it’s 
an eye-opener to the prospect. He becomes a willing listener, 
and if the salesman knows how to close, that listening pros- 
pect becomes a customer.” 


School Days . . . Typical of the dealer 
sales clinics conducted by Victor Adding 
Machine Co. is the one pictured here 
held in Jackson, Miss. 
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Fox Valley Stationers Elect President 

Chester H. Racine of Racine’s Office Supply, Green Bay, 
Wis., was elected president of the Fox Valley Stationers 
Association. A general meeting was held at the Hotel Mani- 
towoc, Manitowoc, Wis., on June 7. Ray Scharpf of 
Scharpf’s Inc. of Oshkosh, Wis., was elected secretary and 
treasurer for the coming year. 

Toastmaster Ed. Napp of the Napp Office Supply, Mani- 
towoc, introduced Ollie Stevens of Stevens Maloney Com- 
pany, Chicago, who was the main speaker. He chose as his 
subject “Are We Stupid” which was very well received by 
the entire group present. 

Eldon Just of Just & Son, also of Chicago, spoke on 
“Better Dealer-Consumer Relationships” in our everyday 
business affairs. 

Dealer problems were discussed at length, and the Asso- 
ciation has outlined the following program, which is to be 
worked on for the benefit of the entire stationery and office 
equipment industry: Number 1. Uniform policies, Number 
2. Limited distribution, Number 3. Discount houses, Num- 
4. Service by local dealers to customer, Number 5. Local 
dealers taking part in all community projects, Number 6. 
No tie-in sales, Number 7. Power of being a member of the 
National Stationers & Office Equipment Association. 





Fountain Pen & Mechanical Pencil Manufacturers 
Hold 12th Annual Meeting in New York City 

Robert N. Wood, vice-president of the Esterbrook Pen 
Company, and Frank D. Waterman, president of the Water- 
man Pen Company, Inc., were re-elected to serve a second 
term as president and vice-president respectively, of the 
Fountain Pen & Mechanical Pencil Manufacturers Associa- 
tion. 

Industry members, holding their 12th annual meeting on 
June 17 at the Hotel Statler in New York City, unanimously 
re-elected these two industry leaders and other office and 
executive committee members to head the association during 
the fiscal year which began July 1. 

Mr. Wood has been with Esterbrook since 1925 and has 
been vice-president of the company since 1943. He has also 
served as a director of the company since 1936. Mr. Water- 
man has been president of Waterman Pen since 1938. His 
great-uncle, Lewis Waterman, founded the company in 1884. 

Other officers were chosen as follows: treasurer, Clinton E. 
Marshall, Marshall & Meier, Inc., New York City; secretary, 
W. Clarke S. Mays, Jr., Mays Manufacturing Co.; and execu- 
tive committee chairman, Wilbur K. Olson, W. A. Sheaffer 
Pen Co. Members of the executive committee are: T. J. 
Peters, American Improved Products, Inc.; Roy H. Potter, 
Autopoint Co.; Alan J. Freedman, Ketcham & McDougall, 
Inc., Roseland, N. J.; Thomas Emerson, Eversharp, Inc.; 
George Bartol, III, C. Howard Hunt Pen Co.; and Julius M. 
Kahn, David Kahn, Inc. 

Others elected to the executive committee are: R. A. 
Lanoie, Lew Mfg. Co.; E. B. Nichols, Nichols Products Co., 


Moorestown, N. J.; T. J. Welsh, Paper-Mate Eastern, Inc.; | 


Ivan D. Tefft, The Parker Pen Co.; Charles K. Lovejoy, 
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|REINFORCED- 


r Longer Wear / 


Duo-Top...reinforced where the wear is greatest...at the top! 


ROUNDED CORNERS. —— 
Ss 








Offer your customers the very finest file folders Write us: The Weis Manufacturing Company, 


available today — Weis Duo-Top File Folders. Monroe, Michigan 


a 


The double thick top is certain to score a hit £8 point, 9¥%4 point end 11 point. In Single Top 
with them. And the rounded corners, they'll find also 14 point. 

they won't break or curl. You can offer them a 

complete selection of tab positions in three 


popular weights* of manila stock. Single Top 


kad. Cee 


File Folders? Yes, we have a complete line of 


Single Top File Folders and in four weights. 
Want more information on this Profit Laden Line? MONROE, MICHIGAN 
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Scripto, Inc.; and Irving T. Willard, L. D. Van Valkenburg 

’ 

A portion of the meeting was given over to speeches. 
President Wood spoke on the association’s need for ma 
terials and the necessity of working with the government. 
He also reminded those present that they were working for 
the consumer to give him better writing instruments. Mr. 
Wood also spoke of the work and the importance of the as 
sociation’s committees such as the one on government rela 
tions, on foreign trade and the ethics and grievances com 
mittee. 

After a report by Chairman A. H. Berwald, William 
Ruder, associate partner of Ruder & Finn public relations, 
spoke on the subject of a program to encourage and promote 
good handwriting. 

Mr. Ruder was followed by Ivan D. Tefft, chairman of the 
association’s education committee, who recommended a pro 
gram directed to educating the public to the economy of, and 
the commercial and social necessity of, good handwriting. 
An open forum followed, led by A. G. Frost, Esterbrook 
Pen Company. 


Public Welcomes Educational 
Program on Office Equipment 

To keep its customers fully informed on the latest devel 
opments in office planning and equipment, the Toledo 
Office Equipment Company of Toledo, Ohio, staged a suc 
cessful educational program in its show rooms. 

The day-long event was billed as an “Office Planning and 
Information Conference” and the morning session was ad 
dressed by speakers prominent in office design, structure, 
sound control, air conditioning, layout, lighting and color. 
During the afternoon, speakers dealt with basic construction 
of equipment used in office planning. 

G. G. Brancroft, Toledo executive who originated the con 
ference, described overall results as “excellent.” There were 
50 companies in attendance with 109 key personnel. Both 
the audience and the speakers suggested that the conference 
be conducted annually. 

Following the day-long Conference, an Open House was 
held the same evening and all the next day. The speakers 
remained over the second day to consult with visitors. 

The firm advertised its Open House in the Toledo Blade 
and mailed invitations. The Conference phase of the pro- 
gram was not advertised except by personal contact and letter. 

Breakfast was served by the office supply firm from 8 a.m. 
to 9 a.M., luncheon at noon and coffee at both recess periods. 
The Toledo Blade printed a special booklet for the occasion. 

The following suppliers arranged their itinerary to assist 
the Toledo firm in the two-day program: Leon Banov, Art 
Steel Sales Corp., New York City; Randy Russell, Ralph B. 
Morse Company, Grand Rapids, Mich; Stanley Akers, 
Meilink Steel Safe Company, Toledo; Fred Brouwer, B. L. 
Marble Chair Company, Bedford, Ohio; John D. Hilton, 
H. H. Robertson Company, Cleveland, O—GET 


Information Please . . . General view of 
customers who attended educational pro- 
gram conducted by the Toledo Office 
Equipment Co. in the firm’s show rooms 
recently. 
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AMA Honors Knauss 
At Annual Meeting 


Herman Knauss, planning director, 
Mutual Life Insurance Company of 
New York, was elected vice-president 
in charge of the office management 
division of the American Management 
Association at the group’s annual meet- 
ing in New York recently. 

The 18,000-member business educa 
tional elected three other 
new divisional vice-presidents and 11 directors at the business 
meeting held in conjunction with its general management 
conterence at the Hotel Statler. 


Herman Knauss 


association 


Other newly-elected vice-presidents of AMA’s operating 
divisions are: Frederick G. Atkinson, vice-president for per- 
sonnel, R. H. Macy & Co., Inc., New York, personnel divi- 
sion; Gordon G. Hoit, executive vice-president, Stromberg- 
Carlson Company, Rochester, N. Y., finance division and 
W. L. Romney, technical director of packaging, The Procter 
& Gamble Company, Cincinnati, Ohio, packaging division. 

Vice-presidents of the four remaining AMA divisions were 
re-elected for a second one-year term. They are: Wayne J. 
Holman, Jr., president, Chicopee Mills, Inc., New York, 
marketing division; J. Keith Louden, vice-president, York 
Corporation, York, Pa., manufacturing division; A. S. Stam 
baugh, chairman of the board, Standard Oil Company 
(Ohio), general management division and Henry Anderson, 
manager, insurance department, American Broadcasting- 
Paramount Theatres, New York, insurance division. 


New York OMDA Meets 


The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on June 8 
in the Florentine Room of the Governor Clinton Hotel, 
New York City. President Harold Peck, Ideal Business 
Machines, New York, N. Y. presided. 

Prior to the meeting, members gathered around a dis 
play of two new Underwood portable typewriters, the 
“De Luxe” and the “Universal.” Dan Earle of the Under- 
wood Corporation was on hand to conduct the demon- 
stration and call attention to the newest features and 
advantages. 


the 


Secretary Lemuel Bannister, Jr., announced that 


association now has a total of 95 paid up members. 
Walter R. Potts, New York V isitors 
Bureau, briefly outlined the facilities of the Bureau. Serv- 
ice includes advance promotion work for the purpose ol 
holding the NOMDA convention in New York City, staff 
for registration, sight seeing trips, theatre and TV tickets 


Convention & 
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ov ARE...THE ASE LINE OF OFFICE FURNITURE 


| 1§$ PROFITABLE TO SELL! 


~ 
ay This complete, modern line of steel office furniture provides a host of 
> 





advantages that will make sense to your customers. Distinctively yet 
practically designed, it is quality-built by All-Steel, a respected leader 
in the industry for 40 years. Ask us about the many exclusive features. 
Let us prove to you that you'll step up profits with this top quality line. 
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Staff Changes 
Made at Art Metal 





Algot Larson 


Algot J. E. Larson, president and general manager of the 
Art Metal Construction Company, has announced a number 
of changes in the sales executive staff following the death in 
February of Carl L. Elofson, formerly vice-president and 
general sales manager. 

L. R. Addington is now vice-president in charge of stock 
sales. Mr. Addington, as vice-president, was formerly man 
ager of dealer sales, and before that held the position of 
president and general manager of Wabash Filing Supplies, 
Inc., a subsidiary of Art Metal. 

Carl H. Bowen, vice-president, has been appointed to head 
up a division known as products and markets. Mr. Bowen, 





L. R. Addington Carl H. Bowen Albin Johnson 


as vice-president, was formerly manager of branch sales, 
coming to that position in 1949 after long experience with 
the company as salesman and later branch manager for Art 
Metal successively in Baltimore, Detroit and Boston. 

Albin Johnson, works manager, was elected vice-president 
in charge of manufacturing by the directors of the company 








D. N. Larson 


J. A. Johnson H. Slotterbeck 


at their annual meeting in March. Mr. Johnson has occupied 
various positions of executive responsibility for factory pro- 
duction and was appointed general superintendent of the 
Jamestown plants in 1950. 

J. Arthur Johnson, formerly stock sales and export man- 
ager, has been made national accounts and export manager. 
Mr. Johnson’s record of employment with the company dates 
from 1926, having occupied various sales positions during 
that time. 

Harry A. Slotterbeck, 


manager of Art Metal’s Chicago 





branch since 1947 and before that manager of the Cincinnati 
branch, is transferred to Jamestown in the capacity of man 
ager of branch sales. 

Donald N. Larson, after several years as district manager 
for Art Metal in the New England territory, is appointed 
manager of dealer sales. 

Arthur A. Poliquin, Jr., who started as salesman with the 
Chicago branch of the company in 1947, becomes Chicago 
branch manager, succeeding H. A. Slotterbeck. 

Other sales executives who continue in the positions they 
have occupied for many years are: Roscoe W. Clark, vice- 
president in charge of contract sales; Roy E. Wells, vice- 
president, Postindex division; Charles W. Simpson, advertis- 
ing and sales promotion manager and editor of company 
publications. 


Royal; McBee Merger Approved 

Allan A. Ryan, chairman of the board of Royal ‘Type- 
writer Company, Inc., and Philip M. Zenner, chairman of 
the board of The McBee Company, announced recently that 
the stockholders of both companies had approved the plans 
tor merging the two concerns effective July 31, 1954. 

The consolidated company will be known as Royal McBee 
Corp. The stockholders’ meetings of the two companies 
were held simultaneously in New York and Athens, Ohio. 

Allan A. Ryan, now chairman of Royal, will be chairman 
of the Board of Directors of the consolidated company; 
Philip M. Zenner, McBee chairman, will be president; F. P. 
Ryan, Royal president, will be executive vice-president and 
vice-chairman of the Board of Directors; and H. C. Davis, 
presently executive vice-president of McBee, will become 
vice-president. The Board of Directors of Royal McBee 
Corporation will consist of the present directors of both 
companies. 

The business of Royal McBee Corp. will be conducted 
as two divisions with F. P. Ryan as president of Royal 
Typewriter Company and H. C. Davis, president of The 
McBee Company. 


Shipman-Ward Promotes Kantor 

Stephen J. Kantor has been appointed 
vice-president, in addition to his present 
duties of treasurer, according to an an- 
noucement by Darwin, R. James, presi- 
dent of Shipman-Ward Manufacturing 
Company. Mr. Kantor has been asso- 
ciated with Shipman-Ward for the past 
29 years. He began his career as an 
assembler in 1925. 





S. J. Kantor 





Doten-Dunton Sells Manufacturing Rights 

At a meeting of the board of directors of the Doten- 
Dunton Desk Company recently it was decided to sell the 
good will and manufacturing rights of this firm tothe Irving 
& Casson-A. H. Davenport Company of Cambridge, Mass. 

This decision was considered to be in the best interests of 
Doten-Dunton dealers as it would assure them a continuing 
source of supply of this custom-made office furniture. 

Operations will cease in the Doten-Dunton plant Sep 
tember 1. On and after that date the Doten-Dunton Desk 
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NOW seu re cavmers 


THAT COMPETITION CAN'T MATCH 


9 
steel-pride 








CABINETS 


The Only Cabinets 
with 


JET B40 


Construction 











a complete new line of storage cabi- 


most saleable because the most service- 


e ever seen. They last a lifetime. . . 


issemble them in a matter of minutes. 


s because of the famous JET-LOK con- 
which not only saves costly man-hours 

bling, but gives great rigidity in service, 

ls an extra margin of safety in pilfer- 

p n. Another worthwhile feature is the 
{shelf adjustments to fit your personal 


eat Steel-Pride cabinets of heavy-gauge 
ivailable in every size and style you 
high, file-high, and full-height, with 


* 
steel-pride 









both single and double doors. Your choice of 
two colors: forest green or office gray. 

You can sell these Steel-Pride Cabinets at a 
solid profit, and count 
on steady volume of bus- 
iness, because “‘one cus- 
tomer tells another” 
about JET-LOK con- 
struction. Mail the cou- 
pon today for catalog 
and full information. 


Door frame assembly, sides 


back slide together quickly with 
JET-LOK, the feature that lower 


your costs greatly by cuftir 


We Sell only through 
dealers ... Never direct. 


assembly time appreciably 





STEEL SERVICE MANUFACTURING CO., Steubenville, Ohio 





Please send me catalog and prices of STEEL-PRIDE Cabinets, and full details 


d ATTENTION on local franchise. OA854 , 
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Company will be operated as a subsidiary of Irving & Casson- 
A. H. Davenport Company. Harry O. Austin, now associated 
with Doten-Dunton Desk Company, will be associated with 
the new management. Kervin R. Dunton will also be avail 
able for consultation. 

The Irving & Casson-A. H. Davenport Company has been 
in operation for more than 90 years and has had a vast 
experience in the manufacture of custom-made furniture for 
public and office buildings. It is planned to continue most of 
the popular lines of the Doten-Dunton Desk Company sup- 
plemented by any changes deemed necessary. In addition it 
is planned to add new designs and styles. 





Service Printing Takes Larger Quarters 
Reported by Art Carrow 

Just three years ago when the Brannon clan moved into 
the two-story building at 633 W. Davis in Oak Cliff, Dallas, 
Tex., they believed they had more than sufficient room for 
any increased business that might come. But in less than 
three years, Service Printing & Office Supply has again had 
to seek larger quarters. 

Arthur Brannon and his three sons, Ben, Bill and Wayne, 











Ss FO ‘ 3 


recently purchased the three-story building at 424 W. Jeffer- 
son, Oak Cliff. After extensive remodeling a formal opening 
was held with a two-day celebration during which over $500 
in prizes was given to visitors. 

The Brannons spared no expense in making the establish- 
ment a business man’s department store. Display facilities 
in the new building are especially attractive. The entire third 
floor is devoted to office furniture arranged in model offices. 
A large second floor also is used for furniture in a wide 
selection of grades. 

The first floor is given over to office supplies while the 
basement is used for emergency storage and stock. A two- 
story building directly behind the store, and fronting 425 
Center St., houses the printing department. The large build- 
ing at 633-635 W. Davis which was their home since 1951, 
will be used as a warehouse. 

Completely air-conditioned for year round comfort, the 
new home is arranged for the maximum convenience in 
selecting office supplies and equipment. 

Starting out with only printing, the first location of Serv- 
ice Printing & Office Supply was opened in 1939 with a 15 
foot frontage at 405 N. Tyler. Before long the Brannons 





New Home of Service Printing & Office Supply in Oak Cliff, Dallas, Tex. 


1. The Brannon family: Wayne, Bill and Ben with their father, 


Arthur Brannon. 
2. View of the office supply department and the balcony. 
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3. The second floor furniture department. 
4., 5. and 6. Three of the model offices as they are arranged 


on the third floor. 
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"We talked to the folks 
in your town last night 


I was reading one of our full page ads in News- 
week last night when the thought struck me that 
quite a few businessmen in your own town were 
probably doing the same thing. This ad appeared 
in nearly a million copies of Newsweek. And like 
all of our national ads, it told customers about 
you and asked them to visit your showroom. 

Featuring our dealers in national advertising is 
a vital part of our sales promotional program at 
Corry-Jamestown, for we're convinced that the 
best way for us to sell Steel Age is to help you sell 
in every way we can. We learned many years ago 
that “all business is local’! The literature you see 
here is another example of the help we offer you. 
Attractive folders, mailing pieces and catalogs 
have been prepared on every piece of office furni- 
ture we make. This colorful Stee/ Age literature 
‘is constantly available for your use. 

We also supply newspaper ad mats, radio an- 
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nouncements, display helps and many other similar 
merchandising aids to help you sell more . . . and 
profit more. In addition, we're planning new 
selling tools that should be ready for you in the 
next few months. 

Most important of all, every one of us here at 
Corry is as near to you as your telephone. Remember 
—we're always ready to give you every aid at our 
disposal when a personal selling problem arises. 














moved to a larger building at 924 W. Jefferson, when office 
supplies were added. 

With continued growth, the business expanded again in 
1947 when it moved to 512 W. Jefferson. It was in 1951 
that larger quarters were needed and they took ownership 
of the building at 633-635 W. Davis. 

The entire operation covers over 20,000 feet of floor space 
and a staff of 25 employes are on the payroll. 

Both father and sons are respected civic, church and busi- 
ness leaders. Ben is an enthusiastic Oak Cliff Lion and his 
father is a member of the Kiwanis Club. 

The company is distributor for Invincible Steel Equip- 
ment; Myrtle and Alma desks; High Point, Jasper, Sturgis, 
Fritz-Cross, Stanley and Cosco chairs. 





Six Personnel Changes 
Announced by Royal 


W. H. Beckwith, portable sales manager for the Royal 
Typewriter Company, Inc., has announced six changes in 
his staff of portable representatives. 

Kenneth W. Schroeder, formerly portable representative 
headquartered at Hartford, Conn., has been appointed spe- 





K. W. Schroeder F. L. Hanselman 


G. Y. Lybarger 


cial representative at the home office on a special sales pro- 
motional assignment. 

Francis L. Hanselman, formerly associated with the pro- 
duction department at the factory, has been selected to fill 
the vacancy. Mr. Hanselman’s territory will encompass Con 
necticut, western Massachusetts and Vermont. 

G. Walker Lybarger, formerly district representative at 
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Exterior of Don B. Stone’s New Store, Together with Interior Presentations of Furniture 
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Denver, has been assigned to contact dealers in the San Fran- 
cisco territory. 

Donald E. Nolan has been chosen to fill the territory va- 
cated by Mr. Lybarger. Mr. Nolan is thoroughly familiar 



































W. E. Towles 


D. E. Nolan 


Marion Baker 


with his new setup as he is a Denver resident and received 
his education there. 

Marion Baker, who has been associated with the portable 
division at San Francisco since 1951, has been appointed spe- 
cial representative to take over sales education and sales 
training operations in the western division. Her duties in- 
clude touch typing schools. 

Woodson Eugene Towles has been appointed Representa- 
tive in the area which has Dallas, Tex., as headquarters. Mr, 
Towles is a resident of the city. 





GF Appoints Don B. Stone to Dealership 

Don B. Stone Company Inc., 501 W. Adams St., Phoenix, 
Ariz., has been appointed by The General Fireproofing Co. 
as its exclusive dealer in Maricopa County. The firm is a new 
organization, headed by Don B. Stone, president. Robert A. 
Ley is vice-president and Mrs. A. M. Kelley is secretary- 
treasurer. 

Associated for the past 26 years with the former GF fran- 
chise dealer, Mrs. Kelley served as office manager, Mr. Stone 
as sales manager, and Mr. Ley as salesman for the past eight 
years. 

The new firm features attractive displays showing every 
office requirement of furniture and supplies. Among the 
products currently being emphasized are Mode-Maker desks, 
the new Generalaire equipment, Goodform aluminum chairs 
and GF adjustable steel shelving. 
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Distinguished Design Kinesis 
Added to Line Suite 
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Today’s trend tends toward the modern, 
and for dealers who emphasize the modern, 
here is a very modern desk — No. 5FC72. 
Recently exhibited and favorably received at 
the NOFA convention. 


Named the “Executive Suite,” the series will 
consist of two 3-drawer flats; two flat top 
desks with 4-drawer pedestals; a secretarial 
desk with either left or right hand typewriter 
compartment; a series of tables; a telephone ADDRESS 
cabinet; and a credenza or desk console. 


For those dealers not completely familiar ciry___ 


with the finer details of the line, we have 
prepared a specification sheet which may be 
had by sending the attached coupon to The 
Jasper Desk Co., Jasper, Indiana. 


THE JASPER DESK CO., JASPER, INDIANA 











Ernest Hazel, Jr., Takes New Quarters 


Since 1945 when it had one employee 
and a footage of 10 x 40, the Ernest 
Hazel, Jr., Company of St. Louis has 
expanded to 17 employees and 7,400 
square feet of space. During 1953 alone, 
the company totaled an increase of 40 
in business over the previous year. 

Returning to civilian life in 1921, 
Ernest Hazel, Jr., has since been active 
in the county supply business in several 
capacities. For several years he called 
upon county officials exclusively and 
learned from them what they needed 
and wanted. 

It was shortly after his road experi- 
ence that the Hazel Automatic Locking 
county record binder was born. The 
binders, known under the slogan “de 
signed by and for county officials,’ have been popular ever 
since. 

During his tenure as a salesman, Mr. Hazel sold many 
plat books. Noting how severely these large books were 
used, he often thought of what could be done to preserve 
these valuable records of lands and lots. It was shortly after 
the introduction of another “Hazel First,” vinyl covers for 
record books, that he developed vinyl envelopes for plats. 





Leonard Rose Joins Peerless 
Leonard O. Rose, manufacturers’ rep- 
resentative, has announced that starting 
July 1 he will handle the lines of the 
Peerless Steel Equipment Company, the 
Lehigh Furniture Corp., and Artistic 
Desk Pad and Novelty Company. 
Mr. Rose’s territory will include Illi- 
nois, Wisconsin, St. Louis, Mo., Min- 
nesota and a portion of Indiana. He 
previously had been associated for a 
number of years with Rockwell Barnes Company. 





California Firm in New Quarters 

The Business Equipment Center now is at home in its 
new quarters at 21222 E. 14th St., Hayward, Calif. Elmer 
Williams and Ray Souza are partners in the new establish- 
ment and will be the authorized agency for Remington 
Rand products. 





Graduates Share in 
Art Metal Awards 


Three graduating high school seniors 
in Jamestown, N. Y., will head for col- 
lege campuses this fall sharing $1,000 
awarded for the eighth year in the 
scholarship award program sponsored 
by the Art Metal Construction Com 
pany, office equipment manufacturers. 

The three won top awards of $500, $300 and $200 after 
19 weeks of competition among 10 Jamestown seniors. The 
program is carried on a once-a-week, half-hour broadcast 
over local radio station WJTN. 

Each year 10 high school seniors are selected to participate 
by taking written tests in the city’s schools. The top 10 are 
quizzed on all subjects, ranging from spelling to current 
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New Plant of Ernest Hazel, Jr. 








Texas Firm Has Formal Opening 

Russell Office Equipment Company recently held a formal 
opening in its new quarters at 107 W. Santa Rosa St., Vic- 
toria, Tex. The store is owned and operated by Russell Pynes 
and his wife. The concern formerly was located at 106 N. 
Moody St. 





“Rocky” Jones Joins R. C. Allen 
As Typewriter Sales Manager 


C. LeRoy “Rocky” Jones, well-known 
figure in the business machine industry 
and one of the most active members of 
office machine dealer organizations, has 
joined the staff of R. C. Allen Business 
Machines, Inc. He will assume the 
duties of sales manager, typewriter divi- 
sion. 

Mr. Jones has spent 34 years in the 
typewriter industry, during which he 
has gained notable recognition. A speed merchant on the 
keyboard in his own right, “Rocky” entered the typewriter 
business in Kansas City, Missouri in 1920 as a salesman. 
Later he was a distributor, district manager and branch 
manager for the Woodstock Typewriter Company. 

In 1943 he became Office Appliance Specialist to the War 

(Turn to page 141, Please) 








events. In addition to cash awards, runners-up get bonds. 

This community relations activity was started in 1947 
through the authorization of Algot J. E. Larson, Art Metal 
president and general manager, whose personal interest in 
Jamestown youth first fostered the idea. The program is 
under the direction of Charles W. Simpson, advertising and 
sales promotion manager at Art Metal. 
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Why Cosco Office Chair Dealers 


g SELL MORE BIG INSTALLATIONS 
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Big Corporations Today 
Buy Office Chairs with an Eye on Value 
and a Return On Their Investment 


Cosco Delivers More of Both and Cosco deal- 
ers everywhere sell more big installations 
because—in today’s highly competitive situa- 
tion—America’s top corporations demand 
value. Cosco chairs deliver more value—more 
luxury features—than other leading brands 
costing up to twice as much! And Cosco chairs 
do reduce fatigue and increase efficiency! 


Such major companies as... 
* American Airlines 
* American Optical 
* Loew's Theatres 
* United States Plywood 
* Trans-World Airlines 


..-now use Cosco chairs, and attest to their 
greater value and work performance. 





Want to sell more big installations? You 
will when you feature Cosco...the chair that 
holds the value lead! 










MODEL 15-F 
Secretarial Chair 
$29.95* 











FEATURE 
NATIONALLY 
ADVERTISED 


| Oia 










il fj MODEL 18-TA MODEL 20-LA 
n f Executive Chair Conference Chair 
IT PAYS $47.50* $27.50* *Zone | retail prices 


d 0 On HAMILTON MANUFACTURING CORPORATION 


WHAT HE WANTS Columbus, Indiana 
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The Fast-Selling 
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File-aid Tray 
That... 


® Holds and Carries Papers 








; for Filing 
H ® Hooks onto Any File 
i Drawer — Either Side 


® Makes for Neater and 
t Faster Filing 


; ® Green or Gray Finish, 
} 20-gauge Steel Body 





DEALER — 
500 blotters 
bearing your 


} | imprint... 


with 


every dozen order. 


feng 








Milwaukee 3, Wis 





TO EVERY\ FILING DESK 


See us at the 48th National Stationery and Office Equipment Show, 
Booth No. 85, September 18 thru 22, Conrad Hilton Hotel, Chicago. 


\ 384 Sengbusch Bidg. 









New Appointments 


F. L. West Named Vice-President . 


Victor Adding Machine Co. directors elected 
F. L. West vice-president at a recent meeting. 
His duties will be to co-ordinate the expanding 
research ectivities resulting from the firm's 
present diversification program. Mr. West has 
been associated with McCaskey Register Di- 
vision of Victor since 1932. Since the merger 
of the two companies last September he has 
served as general manager of McCaskey. He 
began his career with the firm as a designer 










Friden Appoints Sales Manager . 


Friden Calculating Machine Co. recently an- 
nounced the appointment of Jamie G. Romero 
to the post of sales manager. Mr. Romero will 
take over control of the adding machine di- 
vision of the New York area. 





G/W Advances Sprott . 


The appointment of Robert W. Sprott as sales 
manager of The Globe-Wernicke Co., Cincin- 
nati, has been announced by R. H. Hammer, 
president. Mr. Sprott previously was assistant 
director of sales. Well-known throughout the 
office equipment industry, he has been asso- 
ciated with G/W for the past 21 years. 








Murtha Moves Up at Underwood ... 
F. M. Murtha, director of Underwood Cor- 
poration’s sales educational division, Hartford, 
Conn., since 1949, has been named director 
of sales education in the company’s accounting 
machine division in New York, J. D. Donovan, 
general sales manager, announced. A native 
of Rome, N. Y., Mr. Murtha joined Underwood 
in 1944 as an adding machine and accounting 
machine salesman in Syracuse, N. Y. He be- 
came an instructor in the sales educational 
department in Hartford in 1947 and was ap- 
pointed branch manager in Syracuse in 1948. 
In his new post, Mr. Murtha will direct the 
training and supervisory program for salesman 
in the accounting machine division at the com- 
pany’s home office 


7 





Joins Sengbusch Firm .. . 


Sengbusch Self-Closing Inkstand Company re- 
cently announced the appointment of Harry J. 
Tehan, Jr., to represent the company in the 
southeastern states. His territory will embrace 
Florida, Georgia, Alabama, Mississippi, Ten- 
nessee, North and Seuth Carolina. Mr. Tehan 
is acquainted with many dealers in that sec- 
tion, having covered the Southeast for years. 





Wootton Wins Clary Promotion .. . 


William Wootton has been named manager of 
the Washington, D. C. sales branch of the 
Clary Multiplier Corp. He has been assistant 
manager for the past year and succeeds R. W. 
Beers, who resigned. Mr. Wootton joined the 
Washington branch seven years ago. He has 
handled government accounts and served as 
field training specialist for the company. 





Barker’s Appoints Sales Chief .. . 


Herbert H. Fink has been elected vice-presi- 
dent in charge of sales, according to an an- 
nouncement recently by Raymond M. Barker, 
president of The S. Barker’s Sons Co. Mr. Fink 
has been associated with the company for 25 
years and the firm feels his long years of ex- 
perience with its products amply qualify him 
for his new responsibilities. 
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NEW Bz P WIRE BOUND 


FOR SCHOOL OPENING 
PRESSBOARD COMPOSITION BOOKS 


STOCK No. SIZE LEAVES > WHITE PAPER 
13512W 8% x7 50 Wide faint & margin 
13514W 8% x7 50 Narrow faint & margin 
13515W 10x 8 40 Narrow faint & margin 
13516W 10x 8 40 Quadrille 5 sq. to inch 


13517W 10%. x8 40 Faint & margin punched 
2 holes 6” C to C for 
Ring Binders 


Packed three dozen to a carton, each dozen fully wrapped and labeled. 
No broken cartons. 


GREEN PAPER 
13521W 11x8¥%, 50 Faint & margin 41 lines 





13522W 11lx8% 50 Faint & margin 29 lines 


Both the above numbers punched 3 holes 8¥2” C to C for Ring Binders. 
Packed three dozen to a carton, each dozen fully wrapped and labeled. 
No broken cartons. 


WIRE BOUND PRESSBOARD 
MEMORANDUM BOOKS 


STOCK No. SIZE LEAVES WHITE PAPER 
6143W 5 x 3 side open 60 Faint Ruled 





6144W 3 x 5 end open 60 Faint Ruled 
6145W 6 x 4 side open 40 Faint Ruled 


6146W 4x 6end open 40 Faint Ruled » 





Packed six dozen to a carton, each dozen fully wrapped and labeled. 
No broken cartons. 


General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. 
Boston 10: 80 Summer St. * St. Louis 2: 115 So. 8th St. * Chicago 7: 310 W. Polk St. 
New York City Salesroom: 349 Broadway, New York 13 
Chicage Salesroom: 1519 Merchandise Mart Plaza, Chicago 54 














Underwood Promotes Millang . . . 


The appointment of Henry W. Millang as sales 
manager of the Samas Punched Card Division 
of Underwood Corp. was announced recently 
by Harold R. Russell, division manager. A 

| veteran of more than 28 years in the punched 

| card accounting field, Mr. Millang began his 
career as a tabulating salesman. He has held 

| branch managerial posts in Philadelphia, 
Newark and New York, and later became 
general sales manager and then administra- 
tive sales manager. He also had several years 
of government experience in Washington. 
Mr. Millang will direct sales for the Underwood 
Samas Division, whose sales expansion program 
is being stepped up throughout the Western 
Hemisphere. 








Royal Creates New Post . 


Elmer P. Behrens has been named to fill the 
newly created post of director of purchases, 
it recently was announced by Joseph K. Salo- 
mon, president of the Royal Metal Mfg. Com- 
pany. Mr. Behrens formerly was in a similar 
position with Brunswick-Balke-Collender and 
earlier had been purchasing agent for Con- 
tainer Corporation. He is a member of the 
Purchasing Agents Ass’n. ef Chicago. 





Burroughs Promotes Burl Poe. . 





Burl F. Poe has been named assistant general 
service manager of Burroughs Corporation’s 
operations within the United States and Can- 
ada, it has been announced by Charles A. 
Baker, general service manager. Mr. Poe has 
been manager of Burroughs’ Grand Rapids, 
Mich., branch since 1951. In his new post he 
will be responsible for assisting in the direction 


Simple test demonstrates file-hardness of Bassick caster 
and coordination of field and home office serv- 
| ice activities. He is a native of Tullahoma, 


| Tenn., who joined Burroughs as a sales trainee 
in Knoxville. James H. Poole, a regional sales 
promotion representative, will succeed Mr. Poe 


at Grand Rapids. 


3 <aa hig 











Now you don't have to explain how well Bassick Two Appointments at Meilink . . . 
casters will stand up in your customer’s office. 
Get yourself a file and prove it. Bassick ball and 





raceway surfaces are case-hardened in special fur- Two new appointments 
naces to 15N90 Rockwell hardness. They are so at the Meilink Steel 
hard that the file won't cut them. Safe Co., have been 
> "Tr ? announced by Stanley 
That’s why Bassick’s will last longer, perform phen, graded. 
better, on office chairs and furniture. Just another C. (Chet) Penske, 
good reason why nationally eastern sales repre- 


sentative from 1938 
to 1942, and assistant 
sales manager from 


advertised Bassick casters 
are going on more and 
more office equipment 
every day. 





1947 to 1953, has €. F. Daily C. C. Penske 

been appointed sales 

manager. He succeeds E. F. (Ed) Daily, who has been assigned to 
special duties. Mr. Daily, who has been associated with Meilink since 
1939 as sales manager, now will have under his direction all contracts 
and special accounts. 


Smoother rolling, easier swiv- 
elling Bassick ““Diamond- 
Arrow” line includes casters 
for wood and metal chairs, 
typewriter stands, etc. With 
““Baco”’ rubber tread or 
“Atlasite” hard composition 
wheels. 


Royal Appoints Norfolk Manager .. . 
J. D. Leftwich, Richmond typewriter salesman | 
who joined the Royal Typewriter Co. in 1949, 
has been promoted to manager of the newly 
opened Norfolk, Va., branch with offices at 
247 W. Bute St. The new outlet will have the 
status of a sub-branch and be subject to con 
trol by the Richmond district office 


Bass ick Kelley Named Des Moines Manager 
4 W. E. Kelley has been appointed branch manager of the v 


A DIVISION OF addressograph division of the Addressograph-Multigraph p 
Co., 923 Locust St., Des Moines, Ia. He succeeds J. E 
Edwards, who has been transferred to Norfolk, Va., a 
75 YEARS OF CASTER LEADERSHIP branch manager.—AL World’ 





a rm nr 


THE BassickK COMPANY, Bridgeport, 
2, Conn. In Canada: Belleville, Ont. 
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MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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Richmond, Va. firm increases money safe sales 
49% with Mosler Grocery Promotion! 








: 
5. 
) 
’ 
if 
d 
: 
Mr. Merrill D. Marks, Vice-President, Morton Marks & Sons, Inc., discusses Mosler promotion with Morton Marks, Jr., Secretary. 
Morton Marks & Sons, Inc. racks up about. Our sales have been averaging 19% higher these last 
: rer: ten Taw fall ° two months because of the promotion. And we still have 
impressive gain Dy 1oOMoOwiIng plenty of new leads to follow up and plenty of sales to clinch. 
strategy mapped out by Mosler “It certainly pays to spend time selling Mosler Money 
promotion experts! Safes—especially when you have a promotion like this 
behind you. We’re keeping right on with ours. Matter of 
. , , fact, we expect even bigger results!” 
Orders from food store operators begin rolling pe BE 
to + — . > . . - . all , 
be in even before campaign is in full swing! 
cts 
“HAVE YOU EVER WORKED on a prospect for three solid 
years without success—then suddenly made a big sale to 
him just as easy as can be? If you have, you'll know why 
we're so pleased with Mosler’s Grocery Store Promotion,” 
- says Merrill D. Marks, Vice-President, Morton Marks & 
i Sons, Inc., Richmond, V 
why Oons, inc., hichmond, Va. 
at “I’ve had that experience with several food store operators, 
= myself,” says Mr. Marks. “And I know it’s because of this = ARE YOU USING IT? Dealers who are say this new Mosler 
Mosler promotion, and the advertising Mosler has thrown promotion directed at food stores is a real profit-maker. If you’d 
behind like further details, write, or wire The Mosler Safe Company, 
“Actually, we began getting orders for Mosler Money Safes Dep't OA-8, Hamilton, Ohio. 
even before our campaign got into full swing. And when IF IT’S MOSLER ... IT’S SAFE 
he we did get out a mailing of the Mosler material to 380 
pl prospects, the response was really something to get excited We M ] Saf Compan 
os er e Since me 
as 
World's largest f safes and bank vaults Mosler built the U. S. Gold Storage Vaults at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
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EASE OF USE, 
CLEAN, SHARP 
REPRODUCTION 





NEW DRI-RITE 100 


@ NO offset, smudge, slip- 
sheeting. Dries as it stacks 
on mimeo (and some rag 
stocks.) NEW formula 
and processing give sharp 
BLACKER work. Posi- 
tively will not harden on 
pad in any climate. 


PREMIUM BLACK 


@ Maximum sharpness 
with minimum penetra- 
tion and offset. Premium 
workability without price 
premium. 





332 BLACK 


@ Very black, all-purpose 
ink. Your economy lead- 
er for office bulletins, 
forms, memos, mimeo 
and sulphite stocks. 


GESTETNER TUBE PAKT 
for GESTETNER MACHINES 
@ Gives 15 to 20% more 
copies than any previous 
inks. Tube makes per- 
fect connection with ink 
pump. No drip from silk 
screen. Washes off hands 
with soap and water. 12- 
oz. tubes. BLACK AND 
8 COLORS. 


Ask about the 
Extra Profits For You in Private Label Packing... 


INK SPECIALTIES CO., INC. 


Dept. © 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 
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District | Meeting 
Continued from page 47 





Dell Company, Hartford, lieutenant governor of the district, 
presiding. First on the program was Mr. Sanders with his 
spectacular address on “The Case of the Plot of Gold.” Next 
was Mr. Steever who spoke on “Store Planning and Present 
Trends in Self-Service Fixtures.” 

The future of our industry, Mr. Steever stated, is bright 
and promising. We must continue to maintain and improve 
industry recognition. With rising operating costs narrowing 
profits, he said, competition is in modern selling techniques. 
Many commercial stationers, he said, are approaching a 
buyer’s market place. Some already have attained it. Its pur- 
pose is to create desire in the mind to buy our wares. We 
must explore, adopt and improve new methods of presenting 
our wares. Stationers who have adopted modern methods, 
he said, have benefited. Self-service accounts for 30 billion 
dollars in retail sales. He referred to self-service as that used 
in super markets. He also puts great faith in self selection 
where the stationer counsels the customer to determine the 
best product for his particular uses. 

The idea of self-service, he said, is to increase impulse 
sales, reduce operating costs, reduce selling time without cur- 
tailing service. Most of his supply business is self-service or 
self selected. The most desirable market for office furniture, 
according to Mr. Steever, is the complete packaged outfit. 
The showroom should be one of service to all offices. 


Governor and Lieutenant Elected 


At dinner on the first day Garry Dell was elected governor. 
John W. Murray, of John W. Murray Company, Inc., Boston, 
was elected lieutenant governor. 

At this point Arthur King of Ward’s, Boston, took over 
and was M.C, for a Ralph Edwards type of “This Is Your 
Life” program, giving an interesting story of Mr. Dell’s 
career. Among others who were called in to assist covering 
periods when they were associated with him were Ted Har- 
gan, Yawman and Erbe Manufacturing Company; John 
Dwyer, manufacturers’ representative; Paul Cheney, sales 
manager, Southworth Company. 

The text told of his entering the office supply and equip- 
ment field by selling for Kee Lox Manufacturing Company, 
later F. S. Webster Company, Acco Products, Inc., and 
Southworth Company before entering into partnership with 
Leo Burt. The statement was made that after he left Kee 
Lox and transferred his activities to the East he never missed 
a town in New England that had a golf course. Moving to 
Chicago to handle Southworth activities in that area, his 
close friendship with Charlie Everly of Orrice AppLiaNces 
and Mrs. Everly was mentioned and a letter from Mr. Everly 
appropriate to the occasion was read. Another letter in a 
humorous vein was written by Mr. Burt. Mr. King presented 
the manuscript to Mr. Dell, stating that it was printed on 
Southworth paper through a Webster ribbon and bound 
with an Acco binder. 

The second day was divided into separate meetings for 
dealers and travelers and a breakfast for the ladies. The 
dealers’ meeting was a forum, with Mr. Miller and Mr. Bur- 
bank as members of the panel, also Horton Frisbie of Roberts 
Office Supply Company, Portland; Carl Priesing, American 
Pencil Company; and Harvey Rockwell, Yawman and Erbe 
Manufacturing Company. Many subjects were touched upon 
briefly, including transportation; furniture rental agreements; 
standardization in styles of pencils, thumb tacks, typewriter 
ribbon spools, and other wares to effect reduction in num- 
bers; sales meetings, open display, self-service and package 
selling of office furniture. The point was advanced that in 
providing for self-service no decrease in number of em 
ployees should be effected and that the increase in volume 
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CHECK THESE FEATURES AND COMPARE! 


Six 18 ga. vertical stiffeners insure a rigid inner framework. 
Triple-tied 16 ga. cradle floats smoothly on 10 roller bearings. 


New side-action cam type compressor gives positive locking 
and allows greater filing area. 


Four heavy corner torque plates in base—a basic H-O-N fea- 
ture to support load and prevent shipping damage. 


Full 28%” depth, 52” high. 

All steel chemically treated for rust resistance. 
Sprayed and baked enamel finish. 

Full bottom tray. 


Available in two and four drawer models — letter and legal 
sizes — with or without plunger locks. 















_ world-famous 
dichonaries 
| everybody wants | 
~ to take back to 
school! How’s 








your stock? 


THE AMERICAN 
COLLEGE 
DICTIONARY 


Constantly revised .. . fea- 
tures all newest words. Clear- 
est, most readable type. 
Definitions arranged with 
American meanings first. 27- 
notch thumb index. 1,472 
pages; 1,500 illustrations. 

Blue buckram binding, $6.00 











THE AMERICAN 
EVERYDAY + 
DICTIONARY ihe 


More than 1,250,000 copies sold! 60,000 
entries, illustrated. Thumb-indexed, $1.50. 





THE AMERICAN 


VEST POCKET ; h¢ 
DICTIONARY — 


Sells on sight from this metal counter dis- 
play rack—yours free on request with 
orders for one dozen. 


RANDOM HOUSE, Inc. 
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should require as many employees as formerly. Packaging 
for self-service also was discussed. 

Mr. Burbank’s address was given at the banquet, at which 
Governor Rooney presided. Before the program started, a 
parade of waitresses moved through the large dining room, 
and while about 25 were singing “Happy Birthday” the 
leader presented a birthday cake to Ed Knapp of Victor 
Safe & Equipment Company, the day being his 75th anni- 
versary. 





District 2 Meeting | 
Continued from page 48 





process, the Empire State Travelers Club held its annual 
meeting and elected the officers previously listed. 

On Saturday morning, with Philip H. Yawman, John R. 
Bourne Company, Rochester, N. Y., presiding, Messrs. Opie, 
Sanders and Burbank spoke. Then the convention site com- 
mittee’s recommendation of the Whiteface Inn for the 1955 
and 1956 conventions was adopted. The nominating com- 
mittee’s report was accepted unanimously and Harry San- 
ner was elected governor, with E. S. Howard as lieutenant 
governor. 

While the Empire State Travelers Club golf tournament 
was in process Saturday afternoon, those not interested in 
golf, indulged in swimming, boating, fishing or just plain | 
loafing. 

As usual, the annual banquet was a pleasant affair. J. H. 
Asthalter, W. A. Sheaffer Pen Company, toastmaster, called 
on Leonard Wilcox, Roberts Printing & Stationery Company, 
Hutchinson, Kans., vice-president, NSOEA distributors’ divi 
sion, to give the invocation. Mr. Wilcox offered a prayer 
written by a former stationery salesman who now is a clergy- 
man. | 

The formal program following dinner was opened by | 
Frank Wilkerson, secretary of the Empire State Travelers 
Club, who announced the names of the winners of golf | 
prizes. Retiring Gov. George Schmieg spoke briefly, as did 
Gov.-Elect Harry Sanner and Lt.-Gov.-Elect E. $. Howard. 

President Walter Miller, in his home territory, spoke with 
feeling about the progress made in Dist. No. 2 since the days 
when he was governor. General Manager Burbank presented 
a plaque of merit to Gov. Schmieg, who in turn expressed 
appreciation to the members of the Travelers club and all 
others who had contributed to the success of the 1954 meeting. 


District 3 Meeting 
Continued from page 50 





whose topic was “Shake Hands with Experience.” 

The program was divided into two morning sessions 
preceded by registration which began on Sunday, June 20, 
in the afternoon. At 4:00 p.m. Sunday the annual meeting 
of the Penn-Mar-Va Travelers Club was held in the Man 
darin Room at Haddon Hall and at 10:00 p.m. a reception 
and welcome party was held in the Vernon Room. 

Governor Stout at the first session appointed members of 
the nominating committee who were: Chairman Samuel 
S. Rosendorf Jr., Southern Stamp and Stationery Company, | 
Richmond, Va.; Charles W. Lukens, Yeo & Lukens Com] 
pany, Philadelphia; Charles V. Sinisgalli, Andrews Office 
Supply and Equipment Company, Washington, D. C.; 
W. H. Patterson, Johnstown Office Supply Company, Johns 
town, Pa.; and Joseph C. Runnels, Commercial Office Fur 
niture Company, Washington, D. C. 

At 12:30 p.m. luncheon was served in the Rutland Room 
with William H. Gove, Minnesota Mining & Manufacturing 
Company as guest speaker. In his usual dynamic mannet, 
Mr. Gove entertained his audience with a monologue thal 
was both amusing and interesting. Finally getting arouné 
to his favorite topic, selling, his story took the form of # 
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g) Mail your entries by August 15. Be among the first month’s 92 winners! 
= Entries postmarked after August 15th will be judged in 2nd contest period 
lers r ; 
li Every time you use your new Wilson Jones Here’s How $5500 Will Be Awarded 
did Catalog to help you make a sale, you qualify for best-“Sell-and-Tell” letters about 
ird for a chance to win one OR MORE of 279 sales of products in each group. 
* : ’ tt * = 3 ' 
s prizes in WJ’s $5500 "Sell-and-Tell” contest! PRODUCT GROUPS plat: ce wont 20 
wad All you need do to win is to send us a brief letter... 1 00 1, Loose Leaf Binders, Sheets $1001 $50] $25) $10 
words or less... telling us in your own way HOW * and Indexes. eadk 
“a W J's new catalog helped you make a sale that other- 
: wise you might have missed, or to increase the size 2. oe eg? 3s a mena 
mb of an order, or to switch a customer from some other Ealipoets and Supplies; $1001 $508 $251 $10 
brand to a WJ product, or to make a tie-in sale of Summary Boards; Punches; each 
ng related WJ merchandise. Mail Openers and Staplers. 
50 92 PRIZES AWARDED EVERY 31 DAYS 3. Seakn Maanoid prone 
FROM JULY 15 TO OCTOBER 15, 1954 Bookkeeping Systems: $100) $50) $25] $10 
ons You can write about your sale of anything in the WJ Commercial Forms. a 
20 catalog. 23 prizes will be paid each monthly contest 4. as Files; Wallets; 
ing period for the best letters about sales of WJ prod- _— 8; Desk Calendars, $100) $509 $25§ $10 
al ucts in each of the 4 product groups listed in table Books: Brief Re, Chess. each 
of at right. : 
. ' Same Prizes will be paid each monthly contest porte: 
Send as many letters as you wish. Write a letter ist—July 15 to Aug. 15; 2nd—Aug. 16 to Sept. 155 
0 about every sale you make with the help of the WJ 3rd—Sept. 16 to Oct. 15; PLUS GRAND PRIZES OF $500... 
jut catalog. The more letters you send, the better your $300 . . . and $200 for best letters in entire 3-month con- 
ny chances of winning! And, the more often you may om irrespective of product BwOuP. $5500 i in all! } 
ym win! Complete details are on every Official Entry pibrctneaes prizes will be awarded in case of ties. 
het Blank. Send for yours, right away! Contest is open to [=uimaaiino ee 
( everyone in the retail stationery business. - 209 S. Jefferson St., Chicago 6, Illinois Dept. OA H 
ins B Please send me__copies of Official Rules and Entry Blanks for g 
‘ul AS ses Get enough Entry Blanks ks for ; the WJ ‘'Sell-and-Tell” Contest. H 
¥ everyone, in every department, ’ NAME . 
om | ” both inside and outside your store! - 2. 2g i a : 
ing | Ne MAIL COUPON TODAY! H COMPANY NAME ___ --—— — —- ———_- : 
net, | : R sve . 
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Now... elastic Du Pont Fabrili te 


supported vinyl plastic upholstery 


with a un unique, dry, high-slip finish 


Non-sticky surface 
stays cleaner... 
assures sitting comfort 


There’s much less dirt pickup and greater 
sitting comfort in today’s Du Pont 
“*Fabrilite” elasticsupported viny] plastic 
upholstery. That’s because of its dry, 
high-slip finish, specially engineered by 
Du Pont. ‘‘Fabrilite”’ just doesn’t tend 
to catch dust and grime—stays clean 
longer. And when the less frequent clean- 
ing times do come around, a wipe of a 
damp cloth makes ‘“‘Fabrilite’’ look like 
new again. This dry, high-slip finish also 
helps give “‘Fabrilite”’ its pleasant ‘‘feel,”’ 
thus contributing to sitting comfort. 
Offer your customers these ‘‘Fabrilite” 
advantages. Specify Du Pont “‘Fabrilite” 
when you buy upholstered furniture. 


7 Sliding two equal weights down in- 
clined surfaces covered with ‘‘Fabrilite’’ and 
ordinary upholstery material dramatically 
proves that the ‘‘Fabrilite’’ finish is drier 
and far more easy-gliding. 





nell 


LONG-LASTING PLIABILITY of DuPont DOESN'T “GRIP” DIRT because of its HIGH-STYLE PATTERNS and wide range 


**Fabrilite’’ is due to built-in plasticizer unique, dry, high-slip finish. Du Pont of colors make possible attractive in- 

(softening agent) that provides best “‘Fabrilite’’ stayscleaner in the first place teriors that boost employee morale... 

resistance ing out and cracking. ...is easier to clean when necessary. make a good impression on customers. 

ta to drying out 1 k r to cl I : k good t rs 
DU PONT “Fabrilite” is another fine product made 


by Du Pont, a name your customers trust. 


Fabrilite PO 


E L A Ss T I C BETTER THINGS ron BETTER LIVING 


supported vinyl plastic upholstery . . « THROUGH CHEMISTRY 


**Fabrilite’’ is Du Pont’s registered trade-mark for its elastic supported vinyl plastic upholstery. 
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Duh Hardwae 
National Lock 


will help your products sell better 


If you manufacture office appliances, fine quality office appliance hardware. Call 
NATIONAL LOCK has a message ofinterest on us to work closely with you in solving 
to you. From this one dependable supplier your hardware problems... with an eye to 


you can get virtually everything you need in’ more profitable sales of your merchandise, 


If you are an original equipment manu- 
facturer or jobber, write us. If you area 


dealer, see your jobber. 


Desh Plu Here are only 


a few of a wide selection of attractive 
NATIONAL LOCK desk pulls. Pulls 
are stamped, die cast or molded plastic. 
Smartly designed, they will lend them- 
selves graciously to your products, 
Choice of several handsome finishes. 








Desh Looks For more than 40 years For Application 


NATIONAL LOCK COMPANY has made a broad line 
of locks for most every purpose. Included are plate, on Wood or Metal 
lever and pin tumbler types engineered especially for use 

on wood or metal office furniture. Ease of installation and Office Furniture 


positive locking security are two of their proven assets. 








Distinctive Hardwae... 
ALL FROM ] SOURCE Pe wale), Fy ae mela 4 


PULLS, LOCKS, LABEL HOLDERS, COMPANY 


CASTERS, LOCKER HOOKS, 
HINGES, LIFT HANDLES... ROCKFORD ° ILLINOIS 
EVERYTHING FOR OFFICE APPLIANCES 
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Look to 


ONGHORN 


CARBONS...RIBBONS 


fora 


LONG 


Leaders in 

AMCO's complete 
line of carbons 
folate Male) elelar: 

for the office— 
leaders in sales 
and profits for you! 


Send for Illustrated 


AMCO Catalog 


4-mco 


AMERICAN CARBON PAPER MFG. CO. 


ctories at Ennis, Texas—Chatham, Virginia 


Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingham, St. Louis, Denver, Los Angeles. 





father giving counsel to his son who was to become a 


salesman. 


At 2:30 p.m. the dealers’ forum was held in the Tower 
Room attended by dealers only, for the discussion of their 
problems. The balance of the day was free to indulge in 
relaxation. At 10:00 p.m. the annual Penn-Mar-Va Party 
was held in the Vernon Room where excellent entertain 
ment, good music, dancing and refreshments were provided. 

In Tuesday's business was the report of the necrology 
committee which was given by chairman Charles A. New 
comet, The C. F. Heller Bindery, Reading, Pa. Those who 
have passed away during the past year are: 

Martin E. Escofher, Clinton Stationery Co., Newark, N. J.; 
Ira Cole, Mittag and Volger, Inc.; E. M. Bryan, E. M. 
Bryan Co., Washington, D. C.; Bernard Elman, Elman 
Labels, Inc.; A. P. Harding, Cole, Harding & James, Inc., 
Washington, D. C.; Joseph A. Snitzer, Hoskins Co., Phila 
delphia, Pa.; Bernard Dieckhaus, Dieckhaus Stationers, 
Philadelphia; Paul Bowman, Office Equipment Co., Harris 
burg, Pa.; Harry Tehan Sr., Higgins Ink Co.; Charles H. 
Ramsey, Ever Ready Calendar Manufacturing Co.; Clarence 
Schwartz, Cooper & Schwartz, Pittsburgh; Robert R. Brum 
elle, associate of Orville Crisman, manufacturers’ agents; 
Thomas E. Cray Sr., Cray Brothers, McKeesport, Pa.; Law- 
rence Berner, Acme Printing & Stationery, Pittsburgh. All 
present stood with bowed heads in a moment of respect. 

Samuel S. Rosendorf, Jr., Southern Stamp & Stationery 
Company, Richmond, Va., placed in nomination the follow- 
ing slates of officers for re-election for the coming year: 

Governor T. M. Stout, E. W. Curry Company, Pitts- 
burgh; lieutenant governor, Paul F. Steever, Office Equip 
ment Company, Harrisburg, Pa.; treasurer, John Link Jr., 
Lucas Brothers, Baltimore, Md. All were unanimously 
reelected and the convention was adjourned. 

Preceded by cocktails, the annual banquet attended by 
some 250 guests was held in the Vernon Room. Brief 
addresses were given by President Walter H. Miller and 
Paul E. Burbank after which a plaque was awarded to the 
local association having the best percentage ol attendance 
at the convention. It went to the Washington Stationers 
Association and was received by Charles V. Sinisgalli, 
Andrews Office Supply & Equipment Company, Washing 
tion, D. C., for the association in the absence of President 
James A. Smart, Capitol Office Supply Company. 

Paul E. Burbank then presented a plaque to Governor 
T. M. Stout in recognition by the NSOEA for outstanding 
service to the association during his term of office. The 
balance of the evening was spent in dancing and sociability 
in the Vernon Room. 

Penn-Mar-Va Elects McCully 

The twenty-fifth annual meeting of the Penn-Mar-Va 
Travelers Club was held in the Mandarin Room, Haddon 
Hall, Atlantic City, N. J., with President Richard M. Graff, 
Esterbrook Pen Company, presiding. 

President Graff extended greetings and welcomed Gov 
ernor T. M. Stout, E. W. Curry Company, Pittsburgh; 
Ex-Governor Samuel S. Rosendorf, Jr., Southern Stamp & 
Stationery Company, Richmond, Va., and NSOEA vice 
president field division Jim Cooper, Jr., manufacturers 
representative. 

The following were elected to office for the coming year 
President, William D. McCully, S. E. & M. Vernon, Inc.; 
first vice-president, James W. Curran, Eagle Pencil Com 
pany; second vice-president, Joseph W. Wardman, Bates 
Manufacturing Company; treasurer, Rose Cushman; and 
secretary, George E. Harscheid, National Blank Book Com- 
pany. All former honorary members were re-elected for the 
coming year except Albert B. Abrams, Modern Stationer, 
who announced his withdrawal. 


OA — 8/54 








; 
; 





B 


OA. 


by 
‘1e! 
nd 
the 
ice 
ers 


hi, 


ng 
ent 


lor 
ing 
he 


ity 


illy 
Va 
lon 


aff, 


54 





Your profits are protected 


ANY|\ | | under Invincible’s 


Only Through Dealer" Sales Policy 

















...and your sales 
are easier with 








Adjustable non-rust glides to level 
desk when floor is uneven. Desk will 
not rock or vibrate. Overall height 
is adjustable from 29” to 303%”. 


Linoleum top is provided with stainless 
steel binding for complete protection 
against scuffing by chair backs. Top color 
selected to harmonize with desk finish. 


Business Engineered 
features 
like these 





Letter drawer rolls on a progressive 
ball-beering, cradie-type suspension, 
and is equipped with finger-touch 
compressor release, 


Looking underneath desk top — desk rim 
is angle-shaped, with 3 to 5 (depending 
on width of desk top) additional W-shaped 
reinforcements. 





Yes, you can count on your profits, when you sell 
INVINCIBLE. Under our dealer sales policy, 

we sell only to you. We do not sell to the consumer. 
We do not compete with you through company- 
owned branches or retail outlets. 


What’s more, Invincible metal desks give you 
the greatest array of advanced design and construction 
features . . . to help you clinch more sales. 
And to stimulate Invincible sales even more, these 
superior desks are backed by a nation-wide 
advertising program in leading consumer and trade OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 
publications . . . with all inquiries referred to you! 


So, display, stock and sell Invincible metal Invincible Metal Furniture Co. © Manitowoc, Wis, 


desks. See how this “business-engineered” line will 
build more sales for you. Write today for details. 
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6. Modular Design 





1. New Duratop 


2. Electronic “Weld” 7. Space-Saving 
Construction Ffficiency 7 
3. Densified Posts 8. Glide-Easy Drawers | an 
4. Beauty, Comfort | | ine 
inet cold, Sieery 9. Adjustable Height | ix 
| 5. Duo-Tone Colors 10. Light Weight | bo 


...all at a never-before price! 


SN 







Made | 
for salesmen 

















who 
long to 
make buyers bug-eyed! 
Laz. 
“Now we've got something to SELL,” salesmen of selected kne 
: hi 
Futuronic Office Furniture dealers tell us. (And, they’re proving ze & ial 
T 
it with volume orders.) Buyers, usually poker-faced at the Shul 
Pe tinntrctad dc wh 
sameness of competitive bids, come alive when they hear about a 
R: 
Futuronic—‘‘bug-eyed,”” as one salesman put it. The answer by > pres: 
ie —_ : MORVAL CORPORATION Prop 
is that Futuronic gives a salesman a combination of selling direc 
| heal HERKIMER, NEW YORK “C 
advantages never before available—all at a low competitive price — Write for Literature and Facts is in 
“C 
geared for volume sales! Write for the literature—and see. on Dealer Pian Israe 
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New York 
OMDA Meets 


Continued from page 98 





at no charge. In recalling the services rendered when 
NOMDA met in New York City in 1948, he promised 
the same ndid co-operation to promote the convention 
for 1955 or 1956, whichever year is decided on at this 
year S$ CO! ntion. 

David C. Silvers, American Business Machines, Inc., 
New York City, chairman of the board of directors, gave 
a report of the topics discussed at the recent meeting of 
the board 

Instructi to be given to delegates for the conven- 
tion were fully discussed with many of those present 
taking part 

President Peck then introduced Bennett Galef and 
Murray Hopkins, both of J. L. Galef & Sons, Inc. who 
displayed the new streamlined Atlas postal scale. Mr. 
Hopkins briefly pointed’ out the functions and charac- 
teristics of the new scale. Considerable interest was shown 
ind numerous questions from the floor were answered 
satisfactorily by both Mr. Galef and Mr. Hopkins. 





Pledge $100,000 to UJA 


More than 80 prominent leaders of the stationery industry 
ittended a dinner recently at the Hotel Astor and pledged 
almost $100,000 to the current United Jewish Appeal of 
Greater New York campaign. The affair was in honor of the 
memory of the late Mortimor C, Lazarus, founder—and for 
six years chairman—of UJA’s Stationery Division. 

Joseph Berger, of Art Steel Sales Corp., presented a leather 
bound memorial scroll in behalf of the industry to Mr. 
Lazarus’s widow. The scroll represents “a permanent indica- 
tion of the deep regard and affection in which Mortimor C. 





Accepts Scroll . . . Mrs. Gertrude Lazarus, second from left, re- 
ceives a leather-bound memorial scroll from Joseph Berger at 
UJA testimonial dinner. At left is Irving McKinley Levy, special 
gifts chairman and far right Arnold Neustadter, division chairman. 


Lazarus was held by the entire industry and by all who 
knew him; and particularly by the many who worked with 
him in the great tasks of human rescue and reconstruction 
symbolized by the United Jewish Appeal.” 

The main speaker of the evening was Rabbi Charles E. 
Shulman, spiritual leader of Riverdale Temple in the Bronx, 
who was the only Jewish Chaplain in the Southwest Pacific 
naval theatre during World War II. 

Rabbi Shulman pointed out that “the slow pulverizing 
pressure of economic boycott and blockade, political and 
propaganda warfare—and constant armed raids—is being 
directed against Israel by the Arabs. 

“Can Israe rvive these trials?” he asked. “The answer 
IS in Our Na! 

Our responsibility to our fellow men does not rest with 


T 1 ' +1 + “ . 
israel alone,’ Rabbi Shulman concluded. “In 22 countries 
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Eye Appeal, Comfort Appeal 
and SALES APPEAL 


Here’s a chair that is really smart in appear- 
ance and its semi-lounge qualities make it 
perfect for the small size, or small budget 
office. It’s the Guest Chair by Gunlocke—in 
genuine walnut with top grain leather up- 
holstery. And, of course, it meets Gunlocke’s 
high standards in comfort, styling and con- 
struction. Every execu- 
tive office in your terri- 
tory is a prospect for 
these chairs. 





Chairs for Your Working Comfort 


GPW, H. GUNLOCKE CHAIR COMPANY 














dependable source for all your 
SCHOOL EQUIPMENT 


%& Chalkboards 

*& Bulletin Boards 

& Aluminum Chalkboard Trim 
& Framed Blackboards 

%& Blackboard Erasers 

*& Window Shades 

*& Darkening Shades 

*& Darkening Channels 


%& Classroom Seating 

*& Primary Furniture 

*& Tables & Chairs 

*& Library Equipment 

%& Playground Equipment 

*& Vocational Furniture 

& Teacher's Deeks 

& Misc. Classroom Equipment 


Rowles offers you a complete line of high quality School 
Furniture and Equipment—everything you need to provide 
your customers with the specialized kind of service they need. 


Rowles School Equipment has been a favorite for more than 
50 years. Make Rowles your headquarters for all your school 
equipment needs. Enjoy the benefits of the Rowles trade- 
mark, the convenience of one centrally located source .. . 
and the profits on every sale you make. 


Write for the latest Rowles School Equipment 


cataleg and complete information on the Rowles 
Dealership program. 


E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILL. 














throughout the world the seven major voluntary agencies of 
the United Jewish Appeal must maintain and extend their 
services to people in trouble and need.” 

At the close of the dinner Arnold Neustadter, division 
chairman, announced that Frank L. May, of J. L. May Co., 
would head a drive among employees in the stationery 
industry. Mr. Neustadter also said that the trade-wide cam- 
paign would not be officially concluded until every available 
dollar was contributed to UJA. 





Metropolitan Travelers Add Three 

The fourth meeting of the Metropolitan Travelers Club 
of New York City, was held June 2 at the Hotel New 
Yorker. 

Secretary Herbert Grayson, Ace Fastener Corporation, 
announced that three new members have joined the club. 
They are Harold O. Atwood, manufacturers’ representative; 
Seymour Geller, Artistic Desk Pad & Novelty Company, 
and Joseph F. Somol, The Globe Wernicke Co. 

Letters of congratulation and’ best wishes to the club 
from NSOEA President Walter H. Miller, Otto Ulbrich 
Company, Buffalo, N. Y., and General Manager Paul 
E. Burbank were read. A letter from Harry Tehan 
thanked the club for their letter of condolence at the 
death of his father Harry Tehan, Sr., Higgins Ink Com- 
pany, Inc. President Martin M. Moldow, manutacturers’ 
representative, announced the illness of Dwight N. Briggs, 
Sun Rubber Company and expressed the hope that he 
would have a speedy recovery. 

Guest speaker of the evening was Thomas Emerson, 
Eversharp, Inc., whose topic was “What Makes Successful 
Selling.” Mr. Emerson enlarged upon the various strong 
points of successful selling. Starting with the premise 
that goods can be sold regardless of conditions, he asked 
his listeners to stop and reflect that every person depends 
on salesmanship, all are salesmen and have something to 
sell; whether they are children, housewives, attorneys, 
engineers or salesmen. All have a different manner of 
approach but the most successful salesmen are those who 
have trained themselves to say the right thing at the right 
time. 

He went on to give some of the most important steps in 
selling, such as personal appearance, smoothness of pres- 
entation, clean personal habits, promptness, courtesy and 
a liking for people. Knowledge of product and policy of 
firm, knowledge of dealer merchandising, predetermined 
approach and planned daily work schedule also were 
emphasized. In conclusion he advised salesmen to read, 
learn something every day in order to broaden their knowl- 
edge and thereby have a common ground for discussion on 
various subjects and in any company. 

Chairman William Lowenthal, A. W. Faber-Castell 
Pencil Company, Inc. reported on the progress of the 
sales employment committee. After asking sales repre- 
sentatives who have not already done so, to fill out cards 
showing additional lines needed, he called for suggestions 
on the ways and means of procedure for the committees 
guidance. This committee was established in accordance 
with the club’s policy of cooperation, thereby helping 
manufacturers to secure desirable representatives. 

Next on the program was a proposal by President 
Moldow to get out a club bulletin and after considerable 
discussion the plan was adopted and the following edi- 
torial staff appointed: Editor, Martin Glaubinger, Zephyr 
American Corporation; Associate Editors, Leo J. Cohen, 
manufacturers’ representative, James T. Hurley, Oxford 
Filing Supply Company and Henry Rosefield, Speed Prod- 
ucts Company, Inc. The first issue of the Bulletin will be 
published in August. 

The next meeting of the Metropolitan Travelers Club of 


New York will be held in October. 
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s | THIS BEAUTY WILL LAST FOR YEARS! Waynline’s #5406 Chair is a striking com- 
bination of superior construction and outstandi pholstery. Hardwood kiln-dried 
frames, corner blocked and double dowelled; unit steel seat construction with cushion 
innerspring and rubberized hair, cotton felt. Covered in Armor-W eight Elastic Boltafiex, 
Imperial Finish, by Waynline, Inc., Jesup, Ga. and El Segundo, Calif. 





n 


| ARMOR-WEIGHI eta flex 


| combines tremendous strength and tear-resistance 
s with a wonderful, soft “hand” 


5 The secret is Bolta’s exclusive‘‘Controlled ook’”’ to all types of furniture. It’s com- 

. Lamination” process. The rugged fabric _fortable to sit in, conforms to your body 

g | backing is laminated to the vinyl, not im- contours, yet it springs back to shape with 
bedded in it. So you get the full thickness _ never a sag or.wrinkle. 





| and elasticity of the vinyl plus the full Send for samples. Feel the rugged sup- 
i | Strength and tear-resistance of the fabric. pleness. See the wonderful new color line 
‘ There are no weak points in the vinyl — in rich, leathery Imperial and Matador 
. where threads are driven into it. It is finishes. You'll want to specify Armor- 
. more supple yet stronger than anything Weight Elastic Boltaflex wherever extra 
d on the market at a comparable price. strength and longer lasting beauty are re- 
j New Armor-Weight Elastic Boltaflex quired. Write Box 482 for samples and 
. tailors beautifully . . . gives a “‘“custom _ sales aids. 





f BOLTA PRODUCTS, Lawrence, Mass. 
A Division of The General Tire & Rubber Co. 
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‘tes PRINT-O-MATIC 


MODEL 5A 
Mode: eotaRy STENCIL DUPLICATOR 


MORE FEATURES than found onl 
on duplicators costing $77 500 


RETAIL 


TWICE THE PRICE OR MORE! Plus Fed. Tox 


COMPLETE WITH sup- 
ply of IMPRESS “For- 
mula 27” instant-dry 
Ink and IMPRESS 
“Twin-Pakt’ Stencils. 





AUTOMATIC ROLLER RELEASE * 


Impression Roller cannot y 








contact Drum unless paper 
is feeding through 
machine! 



















a ~ 7 100% 
a @ AUTOMATIC FEED 
FRONT PAPER 
REGISTRATION 

@ GUIDE 










Exclusive 
a W “SNAP-ON” 
@® FEED ARM 








FOR TOP STYLE... PERFORMANCE. .. VALUE! 


Ee <s ae > e “INSIDE INKING” — puts ink exactly where needed 


~. es — @ OIL IMPREGNATED Nylon bearings throughout 
@ COVERED CYLINDER protects against dirt and dripping 
@ COUNTERBALANCED DRUM for smooth, fast action 
TS NEW, improved Print-O-Matic gives ®@ PRINTS ANY SIZE—post-card to legal size 
you more to sell! Newly designed and engi- 
neered, it features the sensational Automatic @ STREAMLINED DESIGN — compact, portable 


Roller Release that ends forever dirty, inky 


within the budget of every one of your MEM 2 TP ROM UP UI@R@O) aU RAL 


customers. More than ever, Print-O-Matic : i 
; ° ? a ' Merchandise Mart @ Chicago 54, Illinois 
is the world’s greatest duplicator value 





Representatives 
CHARLES T. BYRAM SAMUEL KIRSCHNER WM. A. KEENAN 
420 Market St. 601 Brightwater Cr. 202 No. 29th St. 
WRITE TODAY for complete San Francisco 11, Calif. Brooklyn, N. Y. Billings, Mont. 
i Point-of-Sale 
details on FREE Poi CANADIAN DISTRIBUTOR: NAUTA BROTHERS, 57 Queen St., W., Toronto, Ont. 


Demonstration Offer! 
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P l US MANY MORE ADVANCED FEATURES 
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OLD DUTCH LINE 






SELL the 


—_ 
OLD DUTCH LINE 


for ALL of your customers’ 





: : Inked ribbons and carbon papers 
business machine supplies for various makes of business 


machines. 


Hectograph carbon and 
accessories. 


9 ...and increase your profits! 





Pencil carbon. 

Fold over tab carbon. 
Featured is the new O_p DutcH Press Edge carbon. 
TRADE Mark QUALITY . . . a superior Adding, Dating Stamp, 
non-curling carbon paper that you can Time Clock 


recommend without any qualification and Listing Machine ribbons. 





whatsoever for highest quality work. 
Carbon rolls. 
Adding Machine Rolls. 
Audit Sheet Rolls. 


It’s one of the important items in the new 
O_p Dutrcu LIne... designed to increase Stencils and accessories. 


your profits! 
' Transverse carbon. 


Hotel Rack Slips. 


You can’t beat Trade Mark Quality for ‘ 
Printers carbon. 


legibility ...for durability. 
| So clean to use. instant setting! Absolutely Addressograph ribbons. 
) non-curl, non smear! Multigraph ribbons. 
! The treated back reduces curling and slippage evens Corre : 
: aes ngage 5 Carbon paper ribbons. 
to the vanishing point and adds to its type 
blow resistance. Silk ribbons. 
Nylon ribbons. 
, All the other products in the new OLp DutcH Cotton ribbons. 
Line offer the same high quality ... the same Blue print ribbons. 
“repeat” business potential to increase 


ee vee Register Rolls. 
your earnings. Tally Rolls. 
Teletype Rolls. 


— Old Dutch Line ae 


Cash in now .. . feature all 


the products in the new 
415 St. Mary Street degen og ~ es 
Burlington N. J completely satisfied customers. 
J 7 . 
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The Model 
1500 


| in your 


business, you encounter the business 
and industrial executive who wants, 
in a chair, all that fatigue-fighting, 
modern seating engineers can give 
him ... PLUS every possible luxury 
feature. The new Rest-All 1500 is 
just such a chair. It offers every 
advantage of full five-point adjust- 
ability for individual posture fitting. 
The soft, cushiony comfort of its 
oversize, thickset back, seat and arm- 
rests cannot be surpassed by any 
ruse known to seating science. It is 
designed and built to be the finest 
... and it looks it! The Model 1500 
is another example of how Rest-All 
Dealers are enviably equipped to fill 
every chair need of office or 
institution. 





RE AND DETAILS 
ST-ALL CHAIR LINE 











Milo Harding Starts Work 


On New California Plant 


Three generations of Hardings—Milo, Tommy and James 
—took part in the ground-breaking for the new home of the 
Milo Harding Company, now being built in Monterey Park, 
Calif. Paul D. Rea, the contractor, and Phil Marria, mayor 
of Monterey Park, also did their bit. 

Expected to be completed early this Fall, the new plant, 
built on a 244 acre site with more than 30,000 feet of floor 





ich 


A Family Affair . . . Three generations of Hardings (extreme 
left) “Dig In’ on a home of the future for the company. 





space, will combine the offices, manufacturing and assembly 
of Tempo stencil duplicating equipment and supplies, which 
now are being carried on at two separate locations in down- 
town Los Angeles. 

The new plant consists of three separate buildings of rein- 
forced concrete with attractive brick trim. It has been de- 
signed to include many new improvements in production 
facilities, as well as beautiful display rooms and offices. Com- 
pany officials believe that the consolidation of all activities 
will result in better products and better service to all dealers 
and users of Tempo products. 





Signs Lease for New Store 


William Fulton, operator of Michael’s Stationery Store, 
has signed a lease to occupy a $30,000 store building which 
will be constructed by Joseph Bettancourt at 512-516 San 
Mateo Ave., San Bruno, Calif. 








Miss Florence Brown, assistant to Herbert Bernstein, sales 
and advertising manager of Dolin Metal Products, Inc., was 
married on June 12 to Louis Tobin of New York City. Upon 
returning from their month’s honeymoon trip through Can- 
ada, the Tobins planned to make their home in Brooklyn. 
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NOW, an EXECUTIVE DESK that functions as a 


CONFERENCE 
TABLE 


Designed for mex- 

imum viility ... with 

extra overhang on 

both sides and back. 

Note the converging 

\\ side-lines . . . the 
curved back-line 

of the desk top. 








Each conferee “‘sits-in”° on 





the executive session. 


when it’s a PEERLESS “Cordial Group” DESK 


For the busy executive who requires ultra-smart styling—and a dual-purpose 

desk. First, it serves as the ultimate in fulfilling the most demanding of executive desk 
requirements. Then, add a group of busy executives and it functions as a conference 
table. Note that each conferee is able to “sit-in” on the discussion—uses the desk as 

a table. As a result, the conference sets its own faster pace—and better results 

are accomplished. In addition, you'll like the three new standard colors—Dove 
Gray, Antique Green and Saddle Tan. One will appeal to the most discrimi- 

nating taste. Your Peerless Dealer has more facts that you will want to 

know ... and when it comes to office furniture plans, 
he’s a good man to know. 





PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 
New York « Chicago « Dallas « Los Angeles 


Birr ge a metal desk, file or table for every office need ——— 
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There are 20 Pages of 


NATIONAL 





in this Gold Mine of 
Store Advertising and 
Promotion! 


This new catalog of National Promo- 
tion Materials for your store is like 
money in the bank. Contains old favor- 
ites and new items that reflect the 
quality of your store and the quality 

of National merchandise. All ma- 

terials are “‘on us” unless otherwise 

indicated. For best results, tie in these 
promotion pieces with your sales pro- 
gram — on the same theme at the same 
time. Write for your copy of this sales- 


helpful catalog today. 


Includes: 


@ Window displays 

@ Counter displays 

@ Direct mail folders 

@ Product bulletins 

@ Blotters 

@ Newspaper mats 

@ Catalog Cover Selector 
@ Visible Demonstrator 

@ Ring Book Display 

@ New School Catalog 

@ New Diary Catalog 

@ New Gift Catalog 

@ Self-Selection Display Wal! Cases 

@ New Arc Segment Island Display Cases 


@ Animated Analysis Pad Display, available on loan basis : 


128 

























| 
= ATi _— 


~ 











NATIONAL BLANK BOOK 
COMPANY 


Holyoke, Mass. - New York - Chicago - San Francisco 
Atianta - Dallas - Boston - Los Angeles 
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Peck’s Observes 10th Anniversary 
With Opening of Larger Quarters 


Peck’s Of Appliance Co. of Oakland, Calif., cele 
rated its inniversary and formal opening in a new 





By Popular Demand—a new 


| Flo-master’ 
-PEN-INK-and-CLEANSER SET 


Your customers have asked for it — you have requested 
it — a Flo-master set containing a can of Cleanser. 





Flo-master Cleanser is handy to have — for accidental 
spilling on clothing or hands, to keep felt tips in con- 
dition and as a thinner for the ink. Which means that 
the new package S-22 or S-22A set (see CADO catalog 
— write for latest supplement) should prove one of 
your biggest sellers. Note (see illustration above) that 
both ink and cleanser cans are in tilted position to pre- 
vent spilling after the spouts have been opened. 





Remember—everybody writes on something—and 
Flo-master writes on everything! 


That's why this “miracle” pen is a real volume profit 
maker. Teachers, housewives, storekeepers, industrial 
and professional men, stock clerks, shipping clerks, gift 
seekers, artists — all can use a Flo-master. 


Cado Quality in the Flo-masters you sell means satisfied 
customers who will be coming back again and again 
for Flo-master Inks, Felt Tips, Cleanser — and more 
Flo-masters. 





The Fruit of 10 Years’ Growth... 


Headed by Oakland City Mayor Cliff Rishell, the official committee | Fer full info ton, witte Cushman 
congratulates Ed Peck on the grand opening of new quarters climaxing | & Denison Mfg. Co., Dept. H-29, 153 


10th year in business. From left are W. C. Glasson, North Oakland 

Rotary Club; Walter Nelson, Bank of America; Mrs. Mary Bartolero, West 23rd St., New York 11, N. Y. 

College Ave. Merchants Assn.; Donnie Peck, secretary-treasurer of Peck’s; *a CADO product 

Dal Marvil, Ames Supply Co.; Ed Peck; Clarence Bullwinkel, Berkeley 

C. of C.; Mayor Rishell and Raiph Archinal, vice-president, California 

aaa 

Ed Peck and Wes Beckwith, manager portable division, Royal Type- 

writer Co 
-—* , 
ind larger location June 4 and 5. This marked the fourth | FE L T - T | Pp Pp E N 


OMDA 
Major expa r his company in the decade since Eddie | 


~ 


Looking in on the display floor from front entrance. 

Donnie Peck shows some of the visiting dignitaries around the interior 
of the new store 

Ed Peck and Johnny Romano, retiring president of NOMDA. 


w 


wa 
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After over a half century of fine safe-making, 
Meilink now brings you the ultimate development 
in insulated steel files. Consider: 


TWO CLASSES OF FIRE PROTECTION 
Underwriters’ Laboratories approved Class D or 
Underwriters’ Laboratories approved Class C. 
Furnace-tested one hour 1700° including drop test 
for Class C. Also carry Safe Manufacturers’ Na- 
tional Association Labels. 


MULTIPLE PROTECTION AGAINST PILFERAGE 
The New Hercules Multi-Lox feature offers a choice 
of various locking arrangements on any or all 
drawers of each file as each risk requires. 


The new Hercules insulated files come in letter 
and legal sizes in two, three and four-drawer 
models. Our Bulletin IF-53 gives complete in- 
formation; you should write for it without delay. 


eri STEEL SAFE COMPANY 
“SINCE 1899 TOLEDO 6, OHIO 

ABC LABEL SAFES, HOME VAULTS, INSULATED FILES, 
BUSINESS MACHINE AND TYPEWRITER STANDS 


gr: 
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Peck started his little typewriter repair business on a bench 
in the rear of a radio shop. 

Many office machine dealers, as well as manufacturers’ 
representatives from various parts of California, and other 
states as well, visited Peck’s during these two days and also 
for days before and; after the formal opening. 

The new facilities, claamed by many of the viewers as 
one of the finest operations of its type in the West, contain 
well over 10,000 square feet of floor space, fronted by a 
modern offset window area of 300 square feet which per- 
mits passersby to view the’entire main sales floor and recep- 
tion center. Interior color design is warm, friendly and 
inviting. a 

To the rear of the main sales floor and for a distance of 
250 feet is a used machine sales room, private offices, con- 
ference room, employes’ coffee shop, shipping, warehousing 
and service and repair shops. 








MARUZEN S 
OFFICE 
MACHINE 


Famous Makes on Display in Tokyo .. . 
The Tokyo Business Show, which distributors in Japan for the two 
recently concluded a_ successful American companies. The ex- 
five day run, gave concrete evi- hibit was sponsored by the 
dence that Japan definitely is Japan Business Efficiency Ass’n. 
“on the march” in the field of 
: and drew the whole-hearted sup- 
office equipment. Shown above 2 as Glens ee f 
is the tasteful display of Royal port oF the ~~ 9 
Typewriters and Monroe Calcu- Commerce. Participation was lim- 
lators by the Maruzen Co., Ltd., ited to products turned out by 
of Tokyo, which is the exclusive 30 internationally known firms. 
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Try it 
or 


Kicks! 


a the chair with thes. 
iher Glass Base “ 


You can kick the fiber glass base of this 
Sturgis chair but you can’t hurt it. You can 
bang it and scuff it but you can’t dent 

it or disfigure it. It’s a solid one-piece unit 
that has no “‘finish”’ to be refinished, never 
needs any maintenance except a wipe with a 
cloth and clear polish. Gray, walnut, green 
or black on 8 executive and stenographic 


models. Send coupon for illustrated folder. 








—_ 
f HAIR COMPANY, STURGIS, MICHIGAN 
+ South Carolina 
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7 ? General Sales Offices, 154 East Erie St., Chicago 11, Illinois 


4 
~ / Kf We'd like a copy of your illustrated folder on 


Engineered for Long Life and Minimum Maintenance 


Nylon Thrust Bearing: takes a lifetime of swiveling. 

Ball Burnished Spindle Bearing: perfect fit for long life. 

Superior Casters: oversize ball bearings, extra wide rubber wheels. 
STURLON® Finish: 10 to 20 times as abrasion-resistant 


wad as other finishes. 
yf FS AS EP ED ADDED DS ED ID DD ee ee —_ 


THE STURGIS POSTURE CHAIR COMPANY 


chairs with fiber glass bases. 


Name 





Firm Name. cubed 





Address 








wiqnendepaseranesenen wwe 








RECORD STORAGE BOXES 
Repeat Business Boosts Profits! 


Make your cash registers ring by stocking 

all 25 sizes. It’s a real customer service to provide 
a uniform storage system for ail office records 

... and a money-maker for you! 


LIBERTY STORAGE BOXES are made of moisture- 
resistant high test corrugated fibre-board. 

Only LIBERTY combines economy with all of 

these features: (1) patented closures for spill- 
proof, dust-proof protection, (2) factory 

applied labels and indexing system for fast finding 
of records, (3) uniform high quality materials, 

(4) national advertising and free 

promotional material to help 

dealers create more sales! 


profit more by selling 
both for the best in 


RECORD STORAGE! 


VIAXUNAKKN 


TRANSFER FILES 
Build Their Own Stee! Framework! 


STAX ON STEEL combines the sturdiness of steel 

with the economy of fibre-board to produce 

a trouble-free drawer-type transfer file. 

No shelving needed. Horizontal steel stackers 

fit into steel side-plates as units are stacked. 

Makes sturdy steel framework that bears 

entire weight load in rear as well as front. 

Units interlock through keyhole slots in metal 

side-plates. Masonite panels used in front and x 
rear of drawers are covered with high grade = 
corrugated fibre-board which is used throughout. — 
Banker’s gray fade-proof finish, metal drawer-pull 

and other lustre-steel parts create neat front 

office appearance. Stack high to save space. 

Drawers can’t stick or bulge. Shipped flat. 

Sold on a money-back guarantee. 


NATIONALLY 
ADVERTISED 

IN LEADING 

BUSINESS PUBLICATIONS 


Tie in with free newspaper 
mats, circulars, counter 
and window 


displays! 


CATALOG 
NOW READY! 


“Economical 
RECORD STORAGE 
for Every Business” 


Catalog No. 1125 


SEND TODAY 
FOR YOUR FREE 
COPY including 
Price List and 
other details. 
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Hibbing Store Observes 10th Anniversary 
Reported by Merrill D. Hasty 

From The Land Of Sky Blue Waters and the heart of 
the iron x industry comes news of the Hibbing Office 


Supply’s 10th anniversary. It was an all-out affair for Ed - you can 
Erickson ; employees, and will be long remembered. 
Ed has ocation in Hibbing and a grand store 25 x ban Kk on 


100 feet, v ilcony. The expansion program just com- 





pleted consist f enlarging the balcony to accommodate 
furniture t ich partitioned off in color, each to show 


O 


UALITY 


* 





CARBON PAPERS 


If your business is profits, make it 
your business to find out how 
Codo’s High Quality Carbons, Rib- 
bons, and Hectograph Supplies win 
new customers and hold old ones! 


AS A CODO DEALER 
«+.you are served by an efficient 





Expanded Quarters at Hibbing Office Supply . . . TOP: The 
store proper, taken from the balcony. CENTER: Balcony addition 
of new office furniture. BOTTOM: Manufacturers’ representatives 





and visiting stationers enjoyed an anniversary luncheon. ee 
organization 

1 prospect how others may see him in a modern office. The ---you benefit from a 32-page, 
store also | section of office equipment accessories to | highly informative GUIDE BOOK 
mi t e te yr t > “ “ ~ “ oa a = 

itch the s or to offer suggestions of filing, visible | -+-you can offer your customers 
records cards and safe cabinets, plus combination cabinets. | Codo’s exclusive Carbon “Gripper” 
[he main floor has shelving running full length of the store ond 
with departmental names in mittins ceramic letters that are 

1. ess ch I , “Pot eshte nam .+-you have many “Dealer Helps” 
sprayed wi otch light to glow. It is very effective. ; — = 
a ae pOeenig © <i Rane Sgr ge to assist you in building volume 
arge aisles a iny open displays make it easy for cus , : - - 
, = Ti My ket ' ' sales. Write NOW for information. 
omers to Drov about easily. 


The anniversary had a registration of 1700. It was a 

stream of delightful friends and customers with 17 factory 
representati present in all departments. The floral dis- OQ" MANUFACTURING CORP 
. . 























play put the store and friends on a very cheerful and friendly Factory: Coracpelie, Pa. 
mode whicl t there was not one dull moment. 40 E. 40th St. 401 Wood St. 564 W. Monroe $1. 
A steady str of coffee was served with doughnuts New York 16, N. Y. Pittsburgh 22, Pa. Chicago 6, tl. 
Irom 9 a.m. 1 mM. Gifts were presented several times Fe ee eee ee 
aday wit! grand prize the second day. . 
Those whx ide Mr. and Mrs. Ed Erickson’s anniver- ( ( y) A, ( yi (/j 
sary a huge were Mrs. MacMiller, Mrs. Loegerin, 0ko~ \./ua “Us “ualy ' 
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AM@RICAN 


NUMB@ KING*MAC RINGS 





For All Special Requirements 


3 MOVEMENT—5 MOVEMENT 
—9 MOVEMENT—LEVER 
MOVEMENT—LEVER NUMBER- 
ING MACHINES—CARBON 
COPY NUMBERING MACHINES 
—HECTOGRAPH RIBBON MA- 
CHINES—DATING MACHINES 
—COMBINED NUMBERING & 
DATING MACHINES — PRICE 
MARKERS—SPEED SET LOT & 
PIECE NUMBERERS—SPEED SET 








YARDAGE MACHINES — SPE- 
es eee CIAL MACHINES ON PLAT- 
FORMS. 


123456 


Facsimile Impression 


Please give full details and 
mention reference numbers 
shown below on special requirements. Write for 
latest folders describing all models. 


Ret » 12345 





Hii ||" 88482 

‘ ie we 654321 

5 1 

© 129345611" 1,234,567 


~ 94321 


» 12345 
° 12345 


e 8123456 
8 123456 
© 123456 




















201 ~VM17162A 
22 610-123-456 
203 54321 % 
24 6 CREDIT 543215 
25 3456 BRANCH 1235 
206 654 1234 

m  L12948 


208 
FIVE S1X SEVENEIGHT 


o HEA 
710 JAN 251945 12345 


w 











AMERICAN NUMBERING MACHINE CO. 


ATLANFIC AND SHEPHERD AVES. BROOKLYN 8. WN Y 
BRANCH 105 WEST MADISON STREET, CHICAGO 2, it 
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Mrs. Jobin, Mrs. Herrett, Al Wilkinson and Bob Erickson, 
employees. 

Visiting stationers were Al Sundberg from The North- 
west Stationers, Inc., Duluth; Geo. Celusta and Fred Johnson 
from The A. & E. Supply Co., Duluth, and Phil Carlson 
of Range Office Supply, Virginia, Minn. Representatives 
present were: 

Ray Thompson—Smead Mfg. Co. 

Jerry Smith—All Steel Equip. Co. 

Russ Regan—American Pad & Paper Co. 

Ed Willson—General Fireproofing Co. 

Ray Johnson—Quality Park Envelope Co. 

Lloyd Stoa—Remington Rand Inc. 

Mel Stowell—Esterbrook Pen Co. 

Jack Guntrum—Eaton Paper Co. 

Charles Russell—Berger Mfg. Co. 

Larry Goodhand—Oxford Filing Supply Co. 

Gordon Fischer—Herring-Hall-Marvin Co. 

Bob Allen—Wallace Pencil Co. 

Jim Roache—Stationers’ Loose Leaf Co. 

Bill Carroll—Eberhard Faber Pencil Co. 

Dale Nelson—Burroughs Add. Mach. Co. 

Bruce Richards—Federal Stationery Co. 

Berk Ertl—American Pencil Co. 

Earl Collins—Rockwell Barnes Co. 

Merrill Hasty—Mfg. representative. 





Diebold Vault Door Campaign Breaks Records 

In order to announce the new basic bank vault door most 
effectively, Diebold Inc. instituted a pyramidal type of adver- 
tising campaign. Progressing from general to specific pres- 
entations, the campaign opened in Fortune magazine. 

Previously, 19,914 letters had been mailed to bank and 
savings and loan association presidents calling their attention 
to the ad. Diebold also offered to send a copy of the maga- 
zine to those who were not regular subscribers. Close to 30° 
responded, some who already had the magazine but who 
wanted a Diebold representative to call on them. 

The second step was the use of national and regional bank 
publications to reach executive and operating personnel in 
all of the country’s banks. 

The third phase was a personal follow-up call by a local 
representative to present inquirers with full details on the 
new Diebold-Basic door. These included calls on the bankers 
who responded to the initial letter as well as those who 
wrote in response to the ads and brochure. 

The fourth and final phase of the pyramidal promotion is 
the actual demonstration of the Diebold-Basic 10-inch bank 
vault door. This step was adopted when it was discovered 
that the appeal of the actual door itself greatly exceeded that 
of the best of photographs. An attractive display room has 
been prepared in Canton. The new door has been installed 
under conditions that permit normal operation yet expose 
every detail for examination. General invitations to groups of 
bankers for visiting the display are now being scheduled. 








Mr. & Mrs. Lee Weiner announce the birth of a boy 
whom they have named Stanley. His weight at birth was 6 
pounds, 15 ounces. The father is the genial sales manager 
of the Harrison Steel Cabinet Company’s office equipment 
division. 
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Exclusive “AUTOMATION 


speeds all figuring work... 
makes Monro-Matic the most 
economical automatic calculator! 


Here is an entirely new, an incredibly simple controls itself—automatically! Try the Monro- 


concept of figuring control. To operate the Matic with exclusive automation a week or so 


Monro- Matic requires no more skill than— on your own figure work, in your own office 
1) feed it figures... 2) push buttons. on us. Monroe Calculating Machine Company, 
That’s all. Anyone can do it. The Monro-Matic Inc., Orange, N. J. Sales and service everywhere. 


OPERATORS WHO KNOW... PREFER M O N RO E CALCULATING, ADDING, ACCOUNTING MACHINES 
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FOR ALL WHO USE 
WOODEN PENCILS 


Office Personnel Executives 
Draftsmen Accountants 
Architects Artists 
Engineers Teachers 
Housewives Students 
Professional Men 





STARTS 
AUTOMATICALLY, 
SAVES TIME, 

NO WASTE! 


Just insert pencil and 
electro pointer 
automatically starts 
. ++ no slow cranking 
.+. then check length 
of new sharpened 
pencil against new 
~--... ~~ unsharpened one 
... No waste. 


SHARPENS 
VARIOUS 
SIZE PENCILS 
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COMPLETELY AUTOMATIC 


heli Pink 


World’s Finest Electric Pencil Sharpener 
“PROVEN THROUGH 13 YEARS OF SATISFACTORY SERVICE” 


Beautifully designed . . . Ruggedly built . . . Indestructible 
inner-unit alloy Castings. Specially designed . . . Highest 
quality, precision-ground, case-hardened cutters with pencil 
point adjustment... Sealed-in, finest type Micro Switches 
. . . Eight foot, Tandem extension cards, strong, rubber- 
sheathed with protective strain relief . . . Specially devel- 
oped, self-balancing, non-stalling, Universal type Motor (AC 
and DC current) . . . Rubber-felt base pad . . . Extra large 
shaving-receptacle drawer . . . Ingenious pencil size-chang- 
ing device . . . Beautiful, streamlined, Black Bakelite Case. 


WRITE TODAY FOR COMPLETE INFORMATION 


STILE-CRAFT 


MANUFACTURERS INC. 


1825 MACKLIND AVE. ¢ ST. LOUIS 10, MO. 


OA — 8/54 








she 
ful 


Th 
gal 
pla 

: 


av 
rad 
tele 
sta 
SIX 
sup 
R 
moc 
new 
A 
Dir 
tor 
ing 
flex 
pro’ 
ope! 
twit 
Vv 
“wh 
sma 
sage 
follo 
aide 
man 
TI 
shov 
boar 
M 
tive 
attra 
thick 
plosi 
four 
contr 
Tv 
The 
long. 
worl 
divisi 
Th 
cigar 
for it 
Th 
ment 
tion f 
An 
tion t 
q 4” 
Monit 
All. 
Sanke 
ing a 
The 
Canac 
versat 
machi 
which 
ously. 
“Acco 
and ir 


OA — 





154 





Canadian World Trade Fair 
Continued from page 90 





showed ag 1 wall or any other smooth surface, and was 


trully automat 


The fi showed its line of lifelike Animo dolls. 
Their a x movements and lifelike charm and humor 
gained pr t-attention in store windows, mid-aisle dis 

ivs, st and conventions. 

Standa hones & Cables Limited of Ceylon showed 
1 working tration of the latest super-high frequency 


radio tecl oupled with those of multi-channel carrier 


telephone egraph systems. For demonstrations, a 
standard innel carrier telephone system affording 
six telegrapl nnels, was shown over a standard portable 
super high f: ency radio linke. 

Royal Ty riter Company of Montreal featured its HH 
model Sta typewriter, an RP electric typewriter and a 
new line of portables. 

A new sty ll keyboard line of adding machines, named 


Dire ctor 2( 


tor 200 has 


ghlighted the Burroughs exhibit. The Direc 
table space controls to permit multiple spac 
illow ing room for tape notations and more 
bookkeeping forms. These controls also 
answers from the total key. It allows the 


ing on the 
+. | ] 
nexXiD111ty 


provide px 


operator to tear off the tape below the total figure without 
twirling the platen knob to move up the tape. 
Variprint Service showed its selection of cardboard 


cardboard fastened to a larger circle, the 
to spin around its axis. Advertising mes 
on these handy items, which come in the 
cocktail wheel, safe-driving wheel, first 


ollowing 
aider, 101 lendar, bridge-scorer, phone-wheel, and 
many other 

The We stelle Company of Chicago Heights, IIl., 
howed school and office art materials, chalk 


tin boards, erasers, maps and globes. 


Milners Safe Company Ltd. of England had a representa 
e selec security equipment. One of the main 
heavy banker’s vault door, seven inches 


thick, which ¢ protection against drilling, flooding, ex- 
acetylene tools. The door 1S controlled by 


os 2 
( un mbination locks linked in pairs for dual 
( tre 

[wo (¢ ms showed midget calculating machines. 
The Re ator is a precision-built unit only 5%” 


ong. It is ra the smallest portable adding machine in the 
tracts, multiplies, and can be set up tor 


ling machine is cylindrical, the size of a 
ind is also a precision built unit amazing 


The Britist of Chubb & Sons showed security equip 
ent in their of safes, money chests and record protec 
( hie: 

Another Brit firm, Stafford Safe, showed its combina 


resistant safe. The body is 3! ? ” thick with 
vhich is equipped with a Chubb patent 


on theft ar 
1 4” thick 
Monitor Six I OCK. 

All-Steel off 
Sankey & S 


ng and factory 


furniture was shown by the firm of Joseph 
Smiths Falls, Ontario. Factory partition 
helving also was included. 


The Italia of Olivetti showed for the first time in 
Canada its new Olivetti printing calculator, described as a 
ersatile cx tion adding, calculating and bookkeeping 
machine. It has a fully automatic electric 144.” carriage 


which enabl nsions and posting to be done simultane 
scribed as having unlimited applications in 
e,” “Accounts Receivable,” billing, payroll 


trol GNS 


ously. It als 
“Accounts P 
and inventor 


OA-—8/54 








THE LINE OF 


“MARKING DEVICES" 


AROUND 


THE 
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A NEW ITEM that is in great demand 


by GROCERS-CHAIN STORES-SUPER MARKETS... 


THE NEW “CROWN HERCULES” 


PRICE MARKING KIT and PRICE MARKERS 


Available in two sizes of type and Four 
different band arrangements. 
oF 
FOR FURTHER INFORMATION 
WRITE DEPT. PM 











R. A. STEWART: CO. INC. 


80 DUANE STREET NEW YORK 7, N. Y. 
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COMFORT- 
CONTROLLED 
MOTION 








“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls. . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design... 


buy Collier-Keyworth! 





COLLIER-KEYWORTH CO. 
MEE CHASES 
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Louis H. Suttner, proprietor of Suttner’s Ofhce Equip- 
ment (Pty.) Ltd., Johannesburg, South Africa, favored 
Orrice Appliances with a visit on June 25, He was on a 
trip which was to include a number of European countries, 
as well as the United States. In Chicago he visited the 
American Automatic Typewriter Company, Wilson Jones 
Company, and American Perforator Company, for whom he 
acts as South African distributor. He was to leave the next 
day for San Leandro, Calif., on a visit to the general offices 
and plant of the Friden Calculating Machine Company, 
thence back to New York, and a brief time in Europe again 
before returning to Johannesburg. 

Besides the four American companies mentioned, Mr. 
Suttner’s company sells Produc-Trol made by Wassell Or- 
ganization, Inc., and is agent for Acme Staple Company. 
Also he sells for several European manufacturers. Although 
handicapped somewhat by trade restrictions imposed because 
of exchange conditions, Mr. Suttner was optimistic about 
substantial improvements to be made in 1955 and 1956. 


Maurice H. Mendelsohn, director of J]. Maddison and 
Company, Ltd., Johannesburg, South Africa, called at our 
New York office on Friday, July 2 for a brief visit before 
leaving the next day by plane for a 10-day visit in London, 
England and Switzerland. Mr. Mendelsohn flew to the 
U. S. A., arriving May 14 after which he attended the 
NOMA show in St. Louis where he was interested in seeing 
new products and establishing contacts for representation in 
Africa. He then traveled to Chicago, Cleveland, Buffalo, 
Rochester, Boston and New York City visiting firms his 
company represents and others in search of new machines, 
novelties, gadgets, stationery lines and fancy goods. His firm 
has been in business for the past 30 years. 


Jack R. Laws of Coe Brothers, Springfield, Ill., dropped 
in at Orrice Appiiances for a social chat on July 7. 
Now an infrequent Chicago visitor, he had come up from 
Springfield with Mrs. Laws who was to preside at a meeting 
of an organization of Illinois Republican women’s clubs, 
of which she was president. Mr. Laws became well known 
in the Middle West 20 years ago when traveling for The 
Globe-Wernicke Co. Most of the time since then he has 
been associated with J. Glenn McFarland, Coe Brothers 
proprietor. His specialty, as always, has been office furniture. 





Executives Form Own Company 

Formation of the Star Steel Equipment Company, Inc., at 
117-20 14th Road, College Point 56, New York, has been 
announced. The company has been organized by several 
executives who previously had been associated with the 
Standard Steel Equipment Company, Inc., which has been 
liquidated. Officers of Star Steel are James A. Impell, prest- 
dent; Daniel M. Schwartz, vice-president in charge of sales; 
William Hansen, vice-president in charge of production; 
Ruth Schwartz, secretary; Max F. Gerstman, treasurer. 
Chicago Firm in New Quarters 

The Dictating & Recording Company recently moved to 
larger quarters at 319 W. Randolph St., Chicago 6. The firm 
held open house and feels that increased service will result 
from the move. 
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only wire insulators give the 


UNIFORM DISTRIBUTION OF PR 


so vital to plastic upholstered furniture! 





Here's What Happens! 


without wire insulators with wire insulators 









Ordinary “soft” insulators allow padding to cup into No matter where pressure is applied on seat or back, 
Perm-A-Lator Wire Insulators take up strain instantly 


spring opening when pressure is applied. Plastic uphol- Mec ; . 
sp! OPO, 9 P PP P and distribute it evenly over entire surface area. Plas- 





stery is pulled unevenly . . . soon shows strain lines tic upholstery is not strained in any single spot . . . 

and unsightly sagging. stays smooth and resilient, and lasts much longer. 

: 4.8 eee a oe ag ee 
i " es hee ba ay * e hee % : we BA o 


1 eee oe 


You can eliminate all '‘come-backs”* when 
you specify furniture built with stronger, longer-lasting 


PERM-A-LATOR wire insulators 


* due to insulator failure 


Most common cause of “come-backs” in upholstered furniture is 
insulator failure. Padding cups into spring openings and cushions 
and backs become lumpy and sagging. Perm-A-Lators are closely 
spaced spring steel wires that keep padding out of spring openings 
permanently. Padding can’t shift or sink . . . springs work free and 
easy. Your furniture stays plump and comfortable and gives many 
extra years of service. You can be sure of enduring customer satis- 
faction when you insist on stronger, longer-lasting Perm-A-Lator 
Wire Insulators built into all the upholstered furniture you buy. This 












| i A. : extra assurance costs no more—so, why take less? 
| Torture Tests Prove Wire Insulators NATIONALLY ADVERTISED TAGS! 
Last 2'2 Times Longer Perm-A-Lator Wire Insulators are a quality 


feature known to millions thru continuous 


Tort tests of milli f di " oe : 
che wary eat tem y ee eg national advertising. Ask your supplier for 


conclusively that Perm-A-Lator Wire Insulators 


last more than 2% times longer than ordinary these well known Perm-A-Lator tags, sample 
insulators . . . positive assurance of furniture pads, floor and window displays, and other 
With longer life and lasting comfort and FREE SALES AIDS 
beauty. ‘ 


WRITE TODAY FOR FREE INSULATOR MANUAL 


Perm-A-Lator Wire Insulators are made by 


FLEX-O-LATORS, Inc. cartHace, mo. 


Plants in Carthage, Mo. and New Castle, Pa. 
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TIT IWAN 
... SELL EYE-TINT® 


PAPER PRODUCTS 


The better you serve your customers the 
easier it is to keep them. And you serve 
them well with EYE-TINT paper prod- 
ucts by Rockwell-Barnes. 


Tinted a delicate green, EYE-TINT 
papers are easier on the eyes because they 
reduce glare and minimize eye fatigue. 
Rockwell-Barnes ‘‘Spotseald”’ Adding Ma- 
chine Rolls, ‘‘Non-Skid’”’ Easel Notebooks, 
and Scratch Pads are all available in EYE- 
TINT finish. 


Spotseald ’ Adding Machine & Other Rolls * Desk Blot- 
ters, Embossed & Plain © File Folders, Manila and Kraft 
& White ¢ Pads, 
Second Sheets 


Memo Fillers * Notebooks, Eye-Tint~ 
Plain * Pads, Ruled ¢ Printed “Copy” 
Bond & Sulphite Papers * Manifold Papers * Mimeo 
Papers * Duplicating Papers * Manila Second Sheets 


—------ ee 5 





cil use. Each pad contains 


rgeald 
oe soho 






SPOTSEALD Adding Machine Rolls. The “‘spot’’ 
seal, a patented feature, eliminates loss of time and 
paper waste when starting a fresh roll. Every roll is 
marked with a red warning signal near core end. 
Hard wound, without breaks or patches, SPOT- 
SEALD rolls are individually sanded, vacuumed and 
brushed—reducing lint to a minimum. Available in 
Eye-Tint (or White) 


“NON-SKID” Easel Notebooks 


First Choice—everywhere !!! 


. 
ceee* 
pee? 
~ 


Eye-Tint (or White) paper 
—well finished for pen or 
pencil notes. Books con- 
tain 72 leaves. Eye-Tint 
paper ruled in green. 
White paper ruled in red. 
Patented NON-SKID 
edges on each cover keep 
notebooks standing at the 
most convenient angle- 
minimize creeping or col- 
lapse. Pages open flat for 
dictation—and turn easily 
without tearing. 


SCRATCH PADS 


Eye-Tint (or White) Scratch 
Pads in maintained qualities 
well-finished for pen or pen- 


100 sheets with board back. 
Wrapped packagesof12 pads 
are packed in cartons of ap- 
proximately 50 lbs. each. 
Complete range of standard 
pad sizes available. 


Catalog, price list and samples available to qualified 
dealers upon request. 


Rock well-Barnes 


Company 
Specialists to the Stationer since 1 9 03 


35 E. WACKER DRIVE © CHICAGO 1, ILLINOI 
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"Rocky" Joins R. C. Allen 
Continued from page 106 





Departn tablished Office Appliance Rebuilding Shops, 
and super peration of all shops of the Army in 1943-44. 
He is the author of the Typewriter Mechanical Training 
Manuals, a Rocky’s” Electric Typewriter Tek-Manual. 

He orga he Office Appliance Mechanical Institute in 
Springfield, and directed its operation from 1946 to 
July, 1952. Since November, 1952, he has been vice-president 
and gener nager of Shipman-Ward Mfg. Company, 
with head ters in Chicago. 

In his position he will be responsible for all aspects 
of distribut the R. C. Allen typewriter line. 





Bruce Bliven, Jr., Tells Intriguing 
History of ‘‘Wonderful Writing Machine” 


“The young lady (a secretary) would not be where she 
s if the typewriter had never been invented.” This sentence 
speaks volu |} a new and intriguing history of the type 
writer written by Bruce Bliven, Jr. He tells of the type 
writer as a incipator of women” just as the machine 
was envisic yy C. L. Scholes, inventor of the first 
type writer I mime rcial use, 

[Through iges of Bliven’s “The Wonderful Writing 
Machine” | the story of hundreds of typewriters, some 
mechanica erfect but never commercially a success. It is 
a colorful history of social progress, too, for the author fits 
the typew: to the office scheme of things and therefore 
nterprets tod yusiness life around the struggle of inven 
tors to perfect the writing machine of their dreams. 

An inter g chapter in the Bliven book concerns the 
matter of keyboard reform. Therein he makes this obser 
vation 

“Before vest any of your savings in a keyboard 
reform scheme, consider the sad facts. 

“If the | would buy it, Royal, Remington, Smith 
Corona, U1 rwood and IBM would be selling in. 4 They 
cannot rearrat the qwerty uiop keyboard because millions 
of buyers k how to typewrite by touch on it and don't 
want to lear lifferent system. Typing, after reform, would 
be easier an ter, it’s true. But not enough easier and not 

nough faster 1 istify the havoc.” 

Lavishly trated, Bruce Bliven’s book is a witty and 
heerful jour through the story of the typewriter—from 
its earliest bes ngs right down to the present day. 

Royal Typewriter Company combined its efforts with 
Random Hi the publisher, to make the book possible. 
But the bool not a story of the Royal typewriter, it 
hronicles t rth pangs of the typewriter as an office 
machine, 1 trademark. The publishers are located at 
157 Madison A New York City. Price is $3.95. 





Noesting Buys Arma Paper Clip Equipment 


For years the Pittsburgh Cut Wire Company, Pittsburgh, 
Pa., has o the same building with its afhliate, the 
Pittsburgh 7 Company, which manufactures Arma identi 
heation tags for the dry cleaning and laundering industry. 
The rapid « on of the tag company has resulted in an 
irgent need iditional space. 

Pittsburgh Cut Wire Company has therefore decided to 
discontinue tl nufacture of Arma paper clips, clamps 
and frozen v taples, effective June 10. All equipment 
ised in the icture of these products has been sold to 
the Noesting Pin Ticket Company, Inc., New York City. 

All orders not filled by June 10 have been referred to the 
Noesting fir its attention. 

Pittsburgh Cut Wire Company will still supply straight 
ened and cut tag and florist wires. 
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HANO MAKES» 


IN 1954 


Leading Stationers watch Hano for headline 
developments in Autographic Registers and 
forms, Continuous and Continuous Carbon 
forms, Snap-a-parts and Marginal Punched 
Continuous forms. So far in 1954, Hano has 
made headlines with 


Sensational Hano N.C.R. Business Forms with 
paper developed by National Cash Register 
Co. Write up to four copies, type up to seven 
copies .. . no carbon required! 





Hano Refolder Registers, the new HUR 
models, sizes for every need . . . quick, clean, 
foolproof! Don't miss these and other new 
Hano items at the NSOEA Show, Chicago, 


Sept. 18-22. 
is es j 
{ vOKE MASS@ 
} MT. OLIVE* KLINOIS @ y 
N 
. 4 


*New Branch Plant at Mt. Olive, Illinois, to 
better serve our midwestern and southwestern 
dealers with quicker deliveries, lower freight 
costs. Some dealerships open in South, South- 
west and Midwest for established stationers. 





General and Sales Offices: HOLYOKE, MASSACHUSETTS 
Branch Plant: MT. OLIVE, ILLINOIS 
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makes the posture chair in metal 








The new METAL-LUX 
JUNIOR EXECUTIVE POSTURE CHAIR 


There’s a touch of magic in the way MILWAUKEE 
combines the perfect posture principle in metal 
with unprecedented beauty. There are two unique 
accomplishments in this Junior Executive Posture 
Chair . . . first, the ultimate in individualized 
comfort provided by a completely 
self-adjusting posture design . . . 
second, a new concept of beauty 
never before attained in a metal 
posture chair. Appearance sells 
this chair on sight; the experience 
of sitting in it clinches the sale. 
The MILWAUKEE METAL-LUX Junior 
Executive Posture Chair belongs 
on your sales floor. Available in 

a wide range of covering materials. 


Write us for full descriptive details : Matching 
Side Armchair 


_ covering this chair as well as the 
complete MEIAL-LUX line. 








MILWAUKEE METAL FURNITURE COMPANY 
101 .N. Campbell Avenue, Chicago 172, Illinois 














Eagle Gives Away 2,500 Pencils Daily 

Eagle Pencil Company’s recent sampling campaign in 
New York City was so successful that company officials are 
convinced they will extend it to other areas in this country 
and also in foreign countries. 

The campaign, which started May 17, used an attractive 
New York model dressed to simulate a Mirado pencil, which 
is featured by the company in their sampling campaign. Miss 
Mirado has visited the heavily congested business areas in 





Promote Eagle Pencils . . . David E. Price, general manager, 
Geraldine Palmer, “Miss Mirado,” and Carl Judkof, owner of the 
Cantigny Ptg. & Staty. Corp. and governor of NSOEA District 13. 


New York, Brooklyn and Newark every day and has given 
away approximately 75,000 pencils to office workers and 
executives on their way to work each morning. 

Stationery and office supply stores in the sampled business 
areas have indicated to the Eagle that the campaign has 
created a brand consciousness for the Mirado name. The 
resulting demand for these pencils is unusual at this time of 
year, with vacation days just around the corner. Company 
officials are speeding up arrangements for duplicating the 
idea in other cities, with the likelihood that Chicago will be 
sampled in September. 

Don Barry, merchandise director, reveals that the cam- 
paign has exceeded the company’s fondest expectations, be- 
cause it has created a demand for Mirado pencils in sta- 
tionery stores located in the areas sampled by the comely 
Miss Mirado. In his opinion, this is the first time that an 
item valued above one cent has been sampled on the streets, 
rather than through the mails, for such an extended period 
of time. 

The success of the current promotion, according to Mr. 
Barry, will lead the Eagle Pencil Company to revise some of 
their merchandising plans m the future, with the likelihood 
that person-to-person sampling in the streets and offices will 
replace some of the mail samplings which have constituted 
a major part of the company’s merchandising program in 
the past. 





Addressograph-Multigraph Names Vice-Presidents 

William H. Wilson recently was elected vice-president in 
charge of Multigraph Distribution and Berg L. Meyers, 
vice-president in charge of Addressograph Distribution. The 
announcement was made by President J. B. Ward, following 
a meeting of the Addressograph—Multigraph Corporation 
board of directors, 

Both men have long been successfully identified with the 
corporation’s distribution organization —Mr. Wilson for 35 
years; Mr. Meyer, 25. Since August, 1944, Mr. Wilson has 
been Multigraph sales manager. Mr. Meyers has served as 
Addressograph sales manager since August 1950. 
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MACHINES 
for the price of one / 


When you sell R. C. Allen Cash Registers your 
customer’s profits are protected with a complete 
business system in one machine. Every sale, 
every transaction, is recorded. Autographic 
detail tape allows write-in of charge items, 
received on account and paid outs. Even 
the smallest R. C. Allen Cash Register totals 
up to $10,000.00. 


Furthermore, every R. C. Allen Cash Register 
is a rapid, high capacity adding machine for 
both addition and multiplication work. Invoices, 


bank statements, deposits can all be figured 
with adding machine convenience. 


The complete line of R. C. Allen Cash Registers 
includes machines for every retail business. 
Keyboards are adapted to drug stores, grocery 
stores, hardware stores, gasoline stations, beauty 
shops, dry cleaners, etc. R. C. Allen supermarket 
machines itemize sales, count items, count cus- 
tomers, issue receipts and keep four separate 
department totals. 


The wise buyer, buys R. C. Allen. 


R.C.Allen Business Machines, Inc. 


680 Front Ave., N.W., Grand Rapids, Mich. 





... Wiltshire modern for 
modern California bank 





This up-to-the-minute installation of Wilt- 
shire Modern in the First National Bank of 
Bellflower, California, was made by Bell- 
flower Stationers. 





Imperial wood office furniture is “pre-sold” for you . . . 
through regularly scheduled hard-selling advertising in 
these national publications that your customers read! 


Warm, rich Wiltshire Modern scored another first . . . with 
the First National Bank of Bellflower, California. Here is the 
friendly welcoming note of warmth appropriately added to 
First National's client consultation room. Business is a pleas- 
ure across the broad smooth tops of its Wiltshire Modern 


desks. 


Imperial dealers, like Bellflower Stationers, enjoy larger 
sales volume and profits . . . simply by displaying and sell- 
ing Wiltshire Modern, in popular Walnut and Softone 


finishes. 
You can start TODAY . . . making more 
with Wiltshire Modern, and with ALL of ~~ 
Imperial’s complete line. Writ f 
peri plete line rite now for COPS? 





descriptive catalog and full details. 


8 Beeaperciall desk company 


Member Wood Office Furniture Institute w EVANSVILLE 7 ’ INDIAN A 
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Shipman-Ward Offers Electric Typewriter Plan 
Shipman-Ward Manufacturing Company, 325 N. Wells 


St., Chicago, is now offering for the first time the service 

of repairing and rebuilding of all makes of electric type- 

writers. This is a new department for the firm. | 
This service includes the sale of rebuilt electric type | 

writers, ready for final adjustment before sale by a dealer. | 

The plan is explained to dealers in this manner: ' 


“Realizing that because of the mechanical shortage the 
average dealer is unable to lose the services of his mechanic 
while he is away taking electric typewriter mechanical 
training, the offer makes it possible for your mechanic to 
get this training in your own snop, using official technical 
manuals and with machines ready for the final adjustments, 
which, when completed, will be salable at extremely high 
prices, insuring a very desirable profit.” 





Chapman Wins Industry Design Award 

Dave Chapman, Chicago industrial designer, was recently 
awarded one of the two 1954 design award medals by the 
Industrial Designers Institute. 





Mr. Chapman won the award for his work on a new | 
line of school furniture manufactured by Brunswick-Balke- | 
Collender Company 





Western Mfg. Signs Representative 

Robert Bentson, president of Western Manufacturing | 
Company, recently announced that R. W. Sheble has taken | 
on representation of the Wesco office equipment line for the 
Denver and Rocky Mountain territory. He will operate 
under the business name of G. & S. Associates, 2402 Curtis 
St.. Denver, Colo 





University Press Publishes Book 

The book, “The Typewriter and the Men Who Made It,” | 
reviewed last month in Orrice AppLiances, is published 
by the University of Illinois Press, Urbana, Ill. Inquiries 
for the volume should be thus addressed. 








the world’s most wanted office chair 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the 
MILWAUKEE Executive Posture Chair... 

a triumph in custom-quality, healthful 

posture seating, unsurpassed for luxury and 

distinction ...a gilt-edge investment 

in lifetime, fatigue-proof, individualized 

comfort and well-being. 


For a full description of the 
Executive Posture Chair and for 
hundreds of other distinguished 

wood choirs, see the complete 
MILWAUKEE Cotalog 
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A Matter of Prestige . . . Joseph K. Salomon, president of 
Royal Metal Mfg. Co., points with pride to company’s “prestige 
board.” It lists recently sold major installations of Royal's metal 
furniture. The largest installations are marked with gold stars and 


represent some of the nation’s biggest firms. | THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 
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“BEST SELLERS” 


from Quality Park that mean 
satisfied customers and 
profitable repeat business 
for vou... 









BLUE LINE AIR MAIL 


Lightweight sulphite bond 
is tinted inside, has red 
and blue air mail imprint. 
Available in 2 sizes ... 
No. 6% and 10, banded 
in 25’s for convenience. 


-@eeeoceeeeeeeeeee 





C-PACK 


Handy pack for 100 white 
envelopes (No. 6% or No. 
10) for home or office. C- 
Pack business assortment 
of 3 sizes also available. 
They sell themselves. 


These are only TWO of the 400 styles, 
stocks, sizes, and weights of envelopes 
featured by Quality Park. 


SOLD THROUGH DEALERS ONLY 


Qhelity Ra 





PP cluet 

CZ 

* General Office and Factory, Quality Park, St. Paul 4, Minnesota 
% Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 


Passed Away 
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Peter A. Hoffman, 

president of the Smead Manufacturing 
Company and one of the pioneers in 
the office equipment industry, died June 
11 in St. Joseph’s Hospital, Tampa, Fla. 
He was 74. 

Mr. Hoffman was born June 30, 
1879, at Hastings, Minn. On April 4, 
1898 he married Maude Augusta Bar- 
num. To this union two sons, both 
surviving, were born. Harold J. Hoff- 
man, manager of the corporation, resides at Hastings, Minn., 
headquarters of the company. Peter C. Hoffman manages 
the Logan, Ohio, plant, where he resides. 

At the earliest legal age of 21, Peter Hoffman was elected 
auditor of Dakota County, Minn. It is interesting to note 
that he was re-elected without break to this office until 1918 
but never made a political speech. 

In 1908 Mr. Hoffman became associated, in a part-time 
capacity, with Charles R. Smead. Mr. Smead had, in 1907, 
incorporated under the Minnesota laws as the Smead Manu- 
facturing Company. In their early association the main 
products were the bandless envelopes, file folders and legal 
forms. 

Mr. Hoffman continued his association with Smead on a 
part-time basis until 1918. After the death of Charles Smead, 
Mr. Hoffman bought full-control of the company in 1916. 

Although physically handicapped from 1928, he main- 
tained an unlessened interest in the affairs of the company. 
Hardly a day passed that he would not tour the plant and 
observe operations. 

Mr. Hoffman was a charter member of the Knights of 
Columbus at Hastings; he also was a member of the Ancient 
Order of Foresters, a member of the Benevolent Protective 
Order of Elks, and the Woodmen of the World. In 1951 he 
was chosen Hastings’ most eminent citizen. He was laid to 
rest June 16 at Hastings. Mrs. Hoffman had preceded him 
in death February 3, 1952. 

In memory of Mr. Hoffman former employees and friends 
have purchased an iron lung which will be presented to the 


Hastings Memorial Hospital. 
tt bf bk 





Charles A. H. Thom, 

last of the original founders of the 
Gregory, Mayer & Thom Company of 
Detroit, Mich., died June 3. His passing 
closed the curtain on the pioneering 
drama of a man who had shared in an 
outstanding achievement in the office 
furniture and supply business. As one 
of the three partners who established 
the firm in 1899, he helped direct its 
rise from a small unpretentious store to 
one of the largest concerns in America devoted exclusively to 
the needs of businessmen. 

He survived by but a few months Alfred J. Mayer, one of 
the founders, and Robert W. Hamilton, a partner for more 
than 50 years. The company is now under the direction of: 
George L. Watson, president and treasurer; George H. 
Thom, vice-president and secretary; Alfred J. Mayer, Jr. 
vice-president and general manager; and Edward S. Me 
Combe, vice-president. 

Mr. Thom was born in Montreal, Canada, in 1871, and 
came to Detroit in 1888. In addition to his position as chaif- 
man of the board of Gregory, Mayer & Thom Company, he 
was also chairman of the board of the National Lithograph 





OA — 8/54 









































20 to 25% FLOOR SPACE SAVED 


; 


reports California Farm Bureau Federation, 
another enthusiastic user of UNO Office Modu- 
lette, world’s lowest priced modular office 


This was the office be- 
fore installation of 
Steelmaster UNO Office 
Modulettes. Note how 
lack of integration 
wasted floor space, hin- 
dered work flow, 
wasted time and effort. 











| 
lease 








FLOOR PLAN 











This is the same office today, using Steelmaster 
UNO Office Modulettes. Looks more efficient —and 
is! More production encouraged through pleasant 
working conditions, privacy, speedier work flow. 
Controlled traffic and coordinated seating saves 
time, steps, effort—and money! 


Plan your office and work areas with flexible, adaptable 
Steelmaster UNO Office Modulettes. You may save even 
more space—as much as 33%. 


Send for a 
free booklet 
containing 


full details. May we serve you! Our space engineering and layout service 


is yours for the asking and without obligation. 


i l ‘ 
Pee 7725724 * S30 a. 23304 st my. 63, 0-7. 
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Day-long comfort 
for all the office! 





No. 1306EZ 
Executive Swivel Arm Chair with John- 
son Easy-Seat for extra coolness and 
added comfort. 


Here's added comfort . . . for the entire office! 
Every modern business executive wants a 
good looking office . . . and he wants to be 


sure his employees have the most comfortable, 
fatigue-reducing seating, too. 

You can offer him both . . . good looks 
and round-the-clock comfort . . . in this at- 
tractive line of JOHNSON Business Chairs. 

These are chairs that you'll be proud to sell. 
Deep saddle cut seats, curved back supports 
and rounded corners assure plenty of comfort 
and perfect relaxation. Superb construction, 
skilled craftsmanship and beautiful long-last- 
ing finishes make it a value that’s hard to beat. 

You can offer all of these chairs with the 
Johnson Easy Seat, too. Soft, foam rubber 
cushioning over the sadle seat with perfora- 





No. 





1308W 





No. 1305W tions through both the foam rubber and the No. 1307W 


wood . . . give cool relaxing comfort. 


LEARN HOW YOU can profit with this attractive line of Johnson Busi- 
ness Chairs. Write for complete new illustrated catalog. 


uMso’ JOHNSON CHAIR COMPANY 


\V/ 4401 West North Avenue Chicago 39, Illinois 
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IN 
7 PURPLE, 
RED, GREEN, 
BLUE OR BLACK 


and reproduce any combination of 
colors (or all of them) at once. 


Model L-54 
$188.50 


Other units including electr 

models with Underwriters pprov 
from $157.50 to $349. 5( } 

tax, F.0.B. Chicago 


LIQUID DUPLICATORS 


DD UP all the Copy-rite features—its simplicity, rugged- 
A ness, better work and lack of service problems—and you 
come up with this answer: COPY-RITE IS EASY TO SELL 
—STAYS SOLD—HELPS YOUR BUSINESS GROW THRU 
SATISFIED, REPEAT CUSTOMERS. 


On this, or any other logical basis, Copy-rite is the profitable 
line for you to handle. WRITE FOR FACTS! 


WOLBE cd DUPLICATOR & SUPPLY CO., 
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Just SHOW em 
... YOUN SELL em! 


MARSH 77 
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Stock this profit-making Felt-Point Pen that 
SELLS ITSELF! New colorful Marsh 77 
display means faster, easier sales for you in 
the growing felt-point pen market that in- 
cludes teachers, students, artists, shippers, 
housewives, businessmen. EVERYBODY 
is a potential user. It’s the only single 
writing instrument that does everything. 
Marks on anything with instant-dry ink. 
No. 1 Set contains: Marsh 77 Pen, can 


of ink and extra felt points..... $3.25. 


MARSH 77 
elt -Fecud PEN 


DEALERS: 


Mail coupon today! 











ween === 7 


MARSH STENCIL MACHINE CO. FP-14 
83 Marsh Bldg., Belleville, Ill. 


Attached is our letterhead. Ship us display card with one dozen 
No. 1 Sets (and supply of Quickie Courses in Drawing and Letter- 
ing) billed at standard retailer’s discount. Sample 77 Pen for 
demonstrating included FREE. 


Name: 
Address: a ee ee aes 
By: 
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Company and a director of the Michigan Life Insurance 
Company. 

A 33rd-degree Mason, Mr. Thom was past commander of 
the Grand Commandery of Michigan, past master of Pales- 
tine Lodge No. 357 F. & A. M., past commander of Detroit 
Commandery No. 1, K.T., and a member of Palestine 
Chapter No. 159, R.A.M., Detroit Consistory, Moslem Shrine 
and Royal Order of Jesters. 

He was past president of the Detroit Golf Club, and a 
member of the Detroit Athletic Club, Detroit Rotary Club 
and Noontide Club. 

Mr. Thom is survived by his widow, Mable H., a son, 
George H.; a daughter, Mrs. Arthur W. Greenfield; seven 
grandchildren and eight great-grandchildren. 
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Henry Simler, 
a retired executive of Remington Rand Inc., passed away 
June 26 at his home in Beverly Hills, Calif. Mr. Simler, 78, 
came to southern California following his retirement eight 
years ago. He became associated with the Remington Com- 
pany in 1898 and served it and its successor company, Rem- 
ington Rand, for 50 years. 

Mr. Simler’s hobby was finding jobs for men more than 
40. He was aroused in 1939 upon reading a letter from a 
chain concern urging their branch managers not to employ 
men past 35. He immediately organized the Forty Plus Club 
with headquarters in New York and devoted himself to 
building up a membership of qualified job hunters. His 
undertaking met with pronounced success and many an 
executive today recalls Mr. Simler with a deep sense of 
gratitude. 

Survivors include his widow, Olga; a son, Horace H. 
Simler, and a brother, William E. 


tk kt b + 
Jack P. Fleming, 


for the last 37 years associated with the Vance K. Miller Co. 
Inc., stationery and office supply firm of Dallas, Tex., died 
on June 16 after a three-year illness. Mr. Fleming had been 
active in the stationery business for 40 years, having started 
with the Hargreaves Printing Company. Beginning with 
Miller as a delivery boy, he worked his way up to store 
manager and buyer. 

After serving as secretary of the Texas Travelers Club for 
15 years, he resigned in 1952 on account of illness. At that 
time he was named honorary secretary-treasurer. 

Mr. Fleming is survived by his widow, the former Miss 
Iris Lively, whom he 1940, and a_ brother, 
Maurice E. Fleming of San Francisco, Calif. 

Pallbearers were Wolt A. Stempel, Stempel Manufacturing 
Co; Clifford B. Fewell, Joseph D. Karsen, Herschell Smith, 
Cecil Bush and Charles P. Grant. 


married in 


tk F - + 
Walter E. Drake, 


70, who retired six years ago as a director of the Columbia 
Ribbon & Carbon Manufacturing Company, Inc., died June 
13 in his home on Oval Road, Essex Fells, N.J. He was a son 
of the late Newman E. Drake, founder of Drake’s Bakeries, 
Inc. 

Surviving are two grandchildren and two brothers, New- 
man V. Drake of Newton, N.J., and Arthur W. Drake of 
Short Hills, N.]. 
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Napoleon J. Sampson, 
retired sales representative of Bainbridge, Kimpton & Haupt 
Inc., died suddenly June 8 of a heart condition. Born # 
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re OLD TOWN CORPORATION DEPT. 0A-8 
345 Madison Ave., New York 17, N. Y. 
aq 
ib | 
Gentlemen: 
n. Send me full particulars on the new OLD TOWN Dealership Plan. | am 
n interested in 
[] DUPLICATING MACHINES [] CARBON PAPERS 
DUPLICATOR SUPPLIES [] INKED RIBBONS 
J 
wr Company Name 
J : Your Name 
be ' Address 
nt | 
m- | City 
mM 
an 
a 
oy | 
ub 
to 
lis 
an | 
ol ; 
' a. . 
H -»efor YOUR Share in the Biggest 
’ 
F 6-WAY PROFIT DEAL in the Office 
° 
| '} Supplies and Equipment Field 
0. OWN 
ied 
en | Duplicating Machines es , 
ted Electric and Hand-operated Machines for OLD TOWN Assures You of a Bigger Share 
ith | systems work, school use, rapid communication of Sales and Profits Because... 
a , . . ° 
ore Spirit and Hectograph e You handle a line that is complete—exactly right for 
Carbons and Master Units every job. 
to! a. 6 oe , . . 
a Super-Kleen * Jet-Rite ° Hi-Test © You handle a line that is more profitable and at no 
la ° r . 
e increase of price to the consumer. 
Liss Duplicating Supplies e You handle a line that gives you control of your terri- 
; For speed, efficiency, economy — Old Town re ay epee s+ * ie 
er Fluid, Copy Paper, Dupliforms, Cleansing Cream. tory on a fully protectec ASIS. 
R e You handle a line with a repeat business formula that 
ing e -c ° ° 
th | Carbon Papers works like a lifetime annuity. 
"y . : : , 
| All-purpose, age oe . e You handle a line where factory-trained sales engi- 
tratosphere, Sable, , Notack. id i, 
; Pann, Senge natin neers and hard-hitting advertising helps mean more 
+ . big accounts for you. 
Inked Ribbons : , 

Sor oft typowntters end Redness eontiians e You handle a line that, once sold, stays sold, because 
bia Dawn * Pure Silk * Nylon + AF continuous research and improvements have made 
une | Hermetic * Old Town * Typal OLD TOWN products the standard of quality the 
son | world over. 
ries 
ew 


| OLD TOWN CORPORATION 
a WI) 345 MADISON AVE. NEW YORK 17. WN. Y 
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Manufacturers of OLD TOWN Carbons and Ribbons for every purpos: 
Duplicating Machines and Duplicating Supplies 


upt, 
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Club Chair 
In every 
prive 
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THE 


BENIN (0) 


CHAIR COMPANY 
Bedford, Ohio 
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Sell the new Taylor 4206 as a natural plus-sale 
item to go along with every executive office 
installation you make. Promote it as an ideal 


gift for home, library or den. 


It’s a real man’s chair with generous propor- 
tions, foam-rubber, deep-cushion comfort and 
a choice of covers including top grain leather. 
Dollar for dollar, it’s a lounge chair value un- 


matched even in leading household lines. 


Order your floor sample today in your choice 
of thirty stock leathers. Make the 4206 the 
center of attraction in window displays and on 
the floor. Feature it as a gift for the man who 


has everything. Lay plans now to capture your 


share of the lounge chair market. 
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1877, he came to the United States at the age of six. He JUST PUT YOUR HAND 
started with Bainbridge as a stock clerk and served the firm 
for more than 50 years before retiring in 1949, 





“Tish ...to feel how each finger falls into 
Mr. Sampson was a Spanish-American veteran and a 


member of various fraternal orders. Surviving are his widow, natural working position on the keyboard 
Anna, daughter Lillian, three sisters and two brothers. Mr. (right or left hand) eliminating time-wasting 
and Mrs. Sampson were to have celebrated their golden : BA ‘ ? 
wedding anniversary June 22. motions and decisions in key selection 
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Harry J. Fiddelke, 


15332 Vine Ave., Harvey, Ill., long identified with the sta 
tionery and office equipment industry and the Chicago Sta 
tioners Bowling League, died June 16 in Milwaukee, Wis. 

The decedent was for many years employed at Graver 
Dearborn Corporation, Chicago. Serving several terms as an 
oficer of the bowling league he had many friends in that 
organization and also among the stationers in Milwaukee 
where he often visited. 

Surviving are the widow, Lydia; a son, Harry Jr., daugh 
ters Mrs. Vera Goodwin, Mrs. Virginia Fuller, Mrs. Betty 
Radue and Mrs. Lois Polenz; four grandchildren, and a 
sister, Mrs. Bertha Buecking. 

Fr - + 


Edward S. Mack, 


co-owner of the New Jersey Office Supply Company, 401 
Frelinghuysen Ave., Newark, N. J., died June 26 in Beth 
Israel Hospital after a brief illness. Mr. Mack, who lived 
at 16 Weequahic Ave., was born in Leeds, England, 53 


years ago. 

A graduate of the University of Leeds, he came to New 
York about 30 years ago, later journeyed to Newark in 1929 
when he founded his office and supply business. Mr. Mack 
was a member of various fraternal orders. He leaves his 
widow, Mrs. Minna Besdin Mack, two sons, Martin and | 








Robert, and a daughter, Roberta, all living at home. Burial 
was in the Memorial Park of the temple at Union. The 
business will continue under the guidance of Arthur Wish 


engrad, co-founder, and Gerald Weiner. ; 
Actual items you enter on keyboard 





tk kf fb hf | are shown in this Check Window 
before they print on tape. This new 
R. D. Jackson, feature on an American 10-key ma- 
widely known in the sales division of the office equipment chine simplifies changes, corrections. 
industry, died in Columbus, Ohio, on May 10. For many P 
years early in his career Mr. Jackson directed the sales You have never seen or used an adding machine 
activities of the Safe-Cabinet Company. Following a period like this before! 
as a sales consultant in New York City, he returned to Friden-engineered completely new...without the 


the office equipment field as vice-president in charge of 
sales for the Todd Company. His next connection was in 
the shoe industry. At the time of his death he was in busi 
ness for himself in Columbus, Ohio, as a sales and industrial 
consultant. 


handicap of existing dies or parts inventories... here 
is the first adding machine to fit and pace the human 
hand; the first American 10-key adding machine to 
show ACTUAL ITEMS before they print on tape. 
de de he oh ke | So expect a fresh experience in easier, simpler 

| figuring when you first put your hand on this new 


Hale Holden, “Natural Way” Friden Adding Machine. Ask your 


of Pittsfield, Mass., who formerly resided in Chicago, died nearby Friden Man to bring in one of these new 
June 30 at his summer home in Black Point, Conn. He was machines for you to try. Friden sales, instruction 
president of the Byron Weston Paper Company, Dolton, and service available throughout the U.S. and the 
Mass., and previously was a vice-president of the Pullman world. FRIDEN CALCULATING MACHINE CO., INC., San 


Company. He was 54. His father was the late Hale Holden 
of Astor St., Chicago, who at one time was chairman of the 
ward of the Southern Pacific Railroad. 


Leandro, California. 


bre & + ... CREATOR OF THE FRIDEN 


A — 
Marjorie Karasik, PRODUCT 
rex OF FULLY AUTOMATIC CALCULATOR 
wife of Charles I. Karasik of Jaclin Stationery Corporation, 


New York City, and mother of Rosalind and Richard, died 


lune 21. Her husband was one of the founders of the sta- i THE THINKING MACHINE OF AMERICAN BUSINESS 


* | on-8/54 as 








tionery division of the United Jewish Appeal and is a mem- 
ver of the Stationers Square Club of New York City. 


rrr & 

Ethel E. Tonkin, 
wife of William Tonkin, manufacturers’ representative of 
Los Angeles, died on June 24 after a long illness. 
Many will remember Mrs. Tonkin, having met her when 
she helped her husband as western sales manager for Victor 


adding machines. 


Charles Eardley, 

salesman for the Bostich-Northwest Company, died suddenly 
of a heart attack at his home, 2436 30th Ave., W., Seattle, 
late in June-—CML 





tt tf fF + 
Walter De Long, 


* 
C’L; 72, well known stationer of the Pacific Northwest and 
vice-president and resident manager of the St. Regis Paper 


Company of Tacoma, Wash., died last June at a Tacoma 


—T Hospital. He joined the St. Regis organization in October, 
mperia sea 
tk - - & 


In all standard weights, colors Luther W. LeSourd, 


and rulings. 








a Washington pioneer, and long associated with the 
book, stationery and student supply trade, died late in June. 
He suffered a fatal heart attack at his home in Phoenix, 
Ariz., where he had moved for reasons of health a few years 
ago.—CML 








Houston Firm Remodels Building 

The Texas Office Supply Company is remodeling its 100- 
year-old building at 111 Main St. with the addition of a new 
Norman brick, marble and plate-glass front. The first floor 
will be devoted to office equipment and supplies, the second 
to office furaiture and the third to executive office suites. 
Abe Axelrod is owner of the Houston business. 
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Offers Calendars . . . R. M. Edwards, 910 
S. Woodward, Royal Oak, Mich., a dealer 
in office machines, furniture and equipment, 
is now making calendars such as illustrated 
Send for Price-O-Log No. 51 available to dealers. These can be pur- 

chased ready for imprint of the dealer's 

° name and address. A three-month calendar 
TLE ZY GG pad appears beneath illustrations such as 
pictured and the calendars are changed 

— Samples were displayed at the 


monthly. 


FOREST PARK, ILLINOIS NOMDA show in St. Louis. 
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Photo courtesy Royal Metal Manufacturing Co., Chicago, Ill. 





great distinction with 
posture support in 


Executive Furniture 


Even after a busy day, these chairs will look as smooth 
and fresh as “‘first thing in the morning” because the 
cushioning is U. S. Koylon Foam. 





You will feel so much fresher too because you never 
have to “fight” this airy, buoyant cushioning material. 

It gives your whole body ideal support in every position. 
It absorbs your weight in effortless balance to ease 
muscles. Relaxed at all times, you can get more 

done with less fatigue. 


Yet with all this deep, luxurious comfort, chairs 
cushioned with U. S. Koylon Foam never need be 
bulky. For this foam permits freedom of design, assures 
trim, tailored good looks that last for the life of the 
furniture. For well-groomed appearance, and for your 
own efficiency, specify U. S. Koylon. It’s first choice 

in fine executive furniture. 





ushioning 





UNITED STATES RUBBER COMPANY : Rockefeller Center » New York 
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Pen 
oe 
Now your customers have not one, bal 
but two points to choose from fous 
with the beautiful Waterman’s Desk 
Sapphire. Unlike any other point, the = 
synthesized jewel point takes to _e 
ink naturally, feeds it evenly and Offic 
effortlessly to any writing surface 
without skip, smear or clog. Nothing 
writes as smoothly as a Sapphire! 
Its Endura Ink, though washable, is 
permanent on paper . . . perfect 
for checks. 
; c 
NOW Best of all, this elegantly styled Ye 
pen gives you the ideal jewelry ee 
h fit gift item for Mother's and Father's ft 
get t e pro | S Day, graduation, birthdays and afer 
other special occasions—with a will 
of 5 sales profit of margin that really pays off. = 
. Order your assortment of fine and ta 
with 7 medium Sapphires today 
... and be sure you have an ample Blou 
supply of Jewel-Writer cartridges. TI 
9 anno 
“a erm an S Greater Demand, Greater Production reser 
enables us to offer this beautiful Sapphire in A 
at a new, easy to sell, low price. A 
sellin 
Ss Oo Com 
TAX INCLUDED Bob 
Heavy gold ( warranted 22 K) electroplated S. 
by Sel-Rex process. Also available in sets the a 
with matching pencil from $10.00, in will ¢ 
Rhodium Plate, Sterling and Gold Filled. the I 
in Ck 
WATERMAN PEN COMPANY, INC., | De Forest Street, Seymour, Conn. and \ 
156 oa—8/34 | CA- 
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Export Statistics 


of U.S. office machines, 
equipment and supplies 





Net Value 
’ Quantity (Dollars) 
Machines A ting Nondescriptive except 
Punched ard New 304 489459 


Machines A inting Descriptive except 

Punched ard New 420 728343 
Machines Listing—Adding except Punched card New 2264 329895 
Machines Ca sting Non-Listing except 

Punched card New 1576 607487 
Machines A nting Etc., except Punched 

card New Ne 63 14050 
Machines Card Punching and auxiliary New 117 344180 
Machines A nting Etc. Used and Rebuilt 210 44470 
Parts for Accounting Etc. Machines 881405 
Addressing Machines 264 50133 
Accessories & Parts for Addressing Machines 26615 
Machines Duplicating Ex Lithographic Offset 463 79593 
Machines Duplicating -Lithographic Offset 25 42186 
Parts for Dup ating Machines 58739 
Cash Registers New 638 173195 
Cash Registers Used Rebuilt 184 18544 
Parts for Cash Registers 270525 
Typewriters Standard New Except Electric 2873 338984 
Typewriters Standard Electric except Automatic New 209 53586 
Typewriters Portable New 1234 6606 | 
Typewriters Used Rebuilt except Automatic 592 32826 
Typewriters Nes 70 63211 
Parts & Accessories for Typewriters 32026! 
Staplers for Office 32606 47257 
Dictating Machines 339 76438 
Mail Handling Machines & Parts 52540 
Check Handling Machines & Parts 25520 
Office Machines & Parts Nes 182467 
Mechanical Pencils All Materials (Doz.) 29693 103534 
Mechanical Pen Parts 23596 
Pencils Ex Mechanical Black Lead (Gr.) 50468 112920 
Pencils Ex Mechanical Nes. (Gr.) 1801 8514 
Pencil Leads 55833 
Crayons 27716 
Fountain Pen Ba Type (Doz.) 86764 253802 
Fountain Pens Ex Ball Type (Doz.) 47174 677955 
Ball Pen Ref nk Cartridges (Doz.) 78458 108301 
Fountain Pen & Ba Pen Points Nes. 262739 
Fountain Pen P nvs (Gr ) 26646 155028 
Carbon Steel Pen Points (Gr.) 5772 6415 
Desk Pen Sets 25032 30142 
nk Writing 145983 
ink Nes 130455 
Carbon Paper r 69112 7673! 
Ribbons Cloth Inked Office Machines 26503 


Office Supe es Nes 197843 
(Nes.—Not elsewhere specified) 
Figures for March, 1954, Released in June, 1954, 
by the U. S. Department of Commerce 
A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Consolidated to Handle Bates Line 

Arrangements have been completed for the Consolidated 
turing Company to handle the complete line 

ifacturing Company. Warehouse and man 
ufacturing es in New York, Chicago and Los Angeles 
will enable Consolidated to provide dealers with nationwide 
service. We ast sales of Bates products will be made 
through Ror K. Duke Company, an affiliate of Consoli 


otamp Man 


of the Bate 


' ' 
lated 





Blough Joins American Pencil 


[he American Pencil Company, Hoboken, N. J., has 
unnounced 1 pointment of Dean H. Blough as its rep 
esentative in the South Eastern territory with headquarters 

Atl inta, ‘ 

\ native Georgian, Mr. Blough has spent several years 

ling in tl 1. Previously he was with Wilson Jones 
Company 





Bob Horder to Sell for Vernon, Inc. 
S. E. & M rnon, Inc., New York City, has announced 
appoint: § Robert H. Horder to its sales force. He 
vill cover | Missouri, Kansas, Nebraska, Minnesota and 


n Chicago is had extensive experience in both retail 


ind wholesa S 
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SWIFT 


ADDING 
MACHINE 


SWIFT BUSINESS MACHINES CORP. 
Great Barrington, Mass. Dept. OA-8 


Send information about the Swift Adding Machine; 


NAME 








COMPANY 


Co 





Horder formerly was with Horders, Inc., 


GUARANTEED 
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A.C. Aousehodd ELECTRICITY 
Ose 

nye” im yOUR OWN CAR! 
a 


BE PREPARED FOR 
ANY EMERGENCY 
WITH ATR) INVERTERS! 





" Ideal for 
> f — Emergency Lighting 











* and Power Applications 
for Civil Defense, Red 
Cross, Rescue Work, etc. 
Simply Using Extension 
PF cam Cords. 
a ars al 





WITH 


INVERTERS 


for changing your storage battery current 


to A.C. Mausehold ELECTRICITY 


Anrep - - 


in_ your own car! 


LIST 
us $9950 
AND UP 


ATR INVERTERS especially designed for 


operating standard 110 volt A. C. 
@ TAPE RECORDERS e@ DICTATING MACHINES 
@ WIRE RECORDERS oe ELECTRIC RAZORS 
See your jobber on write factory today 
fr complete information 
AMERICAN TELEVISION & Ravio Co. 
‘937 


Zuality 
SAINT PAUL 1, MINNESOTA—U. S.A 








Patents 





(Copies of patents can be obtained from the Commis. 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted June |, 1954 


2,679,797. Record Controlled Selective Printing Machine. Harold Ha 
Keer Letchw +} Englar | 3 gnor t The Brit > Tabulating Machine ( 
Ltd Lond England. Illustration. 

2,679,798. Record Controlled Address re Printing Machine. Walter T 
ollwitzer, Eu Ohio, assignor t Addressograph-Multigraph Cort 
Wilmington, D Illustration. 

2,679,799. Paper Feed Mechanism for Duplicating Machines and the Like 
Richard W. Bailey, Pasadena, Calif., assiar M Harding Co., Los 
Angeles, Calif 3 partnership. 

2,679,801. Driving Mechanism for Sheet- Feeding Devices in Duplicating 
and Like Machines. Ronald Max Ford and De Percy Cra Sparkbrook 




















2.681.005 2,481,129 2,681,720 

gy ee England; said Crane assignor to Frank R. Ford, Ltd., Birming- 
ha England. Iltlustration. 

2 679,846. Label Tab for Document Files. James Edward Addison, New 
Malden, England, assignor to The Shannon, Ltd., New Malden, England 

2,679,849. Coin-Counting Machine. Arnold R Be hholz, Watertown, Wis. 
assignor to Brandt Automatic Cashier C W ate n, W 

2,679,975. Automatic bagye- Calculating Machine for Matricial Calculation. 
Jean Grosvalet, Anbony, and Jean Sir Douala, France, assignors 

Office Nationa yEtu Jes et de Recherches Aerona Paris, France. 

2,679, 992. Combination of a Shelf and agg eral Mounting Pivot Plate. 
John A. Schuette, Manitowoc, Wis., assigr ble Metal Furniture 

te sama Wis. 


~ 2 680,029. Electromechanical Attachment for Business Form Machines. 
Henry Gintovt, Dover, N. H. 


Granted June 8, 1954 


2,680,245. Stapling Machine. Herbert W. Marar Br N. Y., as- 

3nor to W n-Jones Co., Chicago 

2,680,426. Self-Sharpening Mechanical Pencil. Joseph Peter Kohut, New 
Brunswick, N. J. 

2,680,443. Expanding File Tray. Frank Stanley Schade, Holyoke, Mass. 
assignor to National Blank Book Ce Holyoke, Mas Ilustration. 

2,680,474. Adjustable Mechanism for Posture Chairs. Arthur J. Fritz 
Evansville, Ind 

2,680,507. Braille Typewriting Machine. Erik Frey and Samuel A. Coope 
Chicago, | Illustration. 

2,680,508. Manifolding Attachment for Typewriters. erhard W. Muller 
Detroit, Mich Illustration. 

2,680,629. Carbon Paper for Billing Machines and the Like. Frank G. 
f zatek, Chicago, I] 

2,680,630. Ready Reference Index for Books, Etc. Morris R. Machol, New 
York, N. Y., assignor to Machol Edge Jex, Ir New York, N. Y. 
Granted June 15, 1954 

2,680,906. Envelope Opener. Leonard Mayer, La Mesa, Calif. 

2,681,005. Duplicating Machine. Alfred L. Duckett, Moose Jaw, Sas- 
katchewan, Canada. Ililustration. 

2.68) ,041. Fountain Pen. Harlan H. Zodtner and James A. Mustard 
J W assignors To The Parker Pen ¢ Janesville Wis 

2.681, 100. Chair-Desk Unit. Alfred ( Hoven, Walter E. Nordmark 
Norman C. Poel, and Douglas N. Humphrie Grand Rapid Mich., a 

ynor to American Seating Co., Grand Rapids, M 

2,681,129. Type Action ——— for Typewriting Machines. Harry C. Yaeger 
West Hart rd f assignor to Underw i Corr New York. N. Y 
Illustration 

2,681,145. Machine for Sequential File ee. John T. Ferry and Ralph 

| V. Bennett, Brooklyn, Otto E. Kase, Valley and Theodore B. McGirr, 
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VICTOR SAFE & EQUIPMENT 






the book of every month... 


VICTOR BOOK VISIBLE 


Sales by dealers of Victor Book Visible continue to grow month after 
month. Yours will too, if you feature and promote this handy, portable 
method of record keeping. Once your customers get a taste of the time- 
saving efficiency of Victor Book Visible they’ll never want to go back to 
laborious, old-fashioned methods. Book Visible is compact, durable and 
easy to use...the perfect visible system for all small records. Get in line 
for more visible profits... feature Victor Book Visible! 








VICTOR SECTIONAL VISIBLE 


is still the only visible equipment that can be enlarged one slide at 
a time. This exclusive feature is a powerful selling point that you 
can use time after time to clinch that doubtful sale. Your customer 
buys only what he needs... when he needs it. You profit from every 
sale now and for years to come. 








DEALER SALES DI 


315 FOURTH AVENUE - NEW YORK 10, N.Y. 
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A DO Anniversary Offering... 


ANNIVERSARY 
High Point Bending & Chair Compeny of Siler City, NC 





Vl Meo CoHCYA 
Compete ti Bist, 


THE : 
Boling 


2200 SERIES 





The ever-increasing popularity of Boling Chairs for 
all business during the past fifty years bears out our 
conviction that fine quality and long service combined 
in pleasing style have no substitute. 


al The Boling 2200 Series Chairs are further proof 
etl of this quality, plus these sales-appeal features: 
1s 
\ , e A new concept in design and construction that gives 
TI > exceptional strength and durability. 
od e Cane backs for cool comfort. 





No. 2210 


BACK VIEW — e Light weight for easy movement. 
Showing one- 
piece bentwood 7 7 : 
truss which e Contemporary styling to complement island base 
gives maximum 
strength and desks. 
contributes to 
the distinctive = ‘ . 
styling of this e Economical, yet pleasurable seating. 
Series. 
e Available also with upholstered seats. 
| | 
= : 
V — } 
TP 
im| 
aiid 
ae VY 
7 — 
o> / tI ee 
_ ~N 
No. 2211 No. 2213 IA No. 2214 





Drop your order in the mail today and capitalize 


on the demand these chairs will enjoy. 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 
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2,681,237 


rs to Remington Rand Inc., New York, N 


Y 


Payroll and Accounting Board. Walter B. Brodtmanr New 
Granted June 22, 1954 
2,681,615. Machine ) for Interpreting and Printing Perforated Records. Jona 
syaC N. Y., and Asa N. Miller, Halistead, Pa., assignors 
t ' s Machines Coreg New York, N. Y 

2,681,655 ndex Sheet for Coil Wire Binders. Frank Stanley Schade 
ri ke M rf Nationa! Blank B k Co Holyoke, Ma 

2,681,720. Power Case- Shift Mechanism. Harry C. Yaeger, Wes: Hartf 

} rwood Corp., New York, N. Y. Illustration 

2,681,730 Cash Receptacle Nelson Thomas Carne, Londor England 

; t ‘ Cash Register Dayton, Ohio 

2,681,765. Value ests Machanism eorge W. Hopkins, San Leand 

, £0 M Oakland. Calif assignors to Friden Ca at 

2,681,766. Adding Machine yeorge W. Hopkins and Donald L. R 

: ynors to Friden Calculating Machipe C Ir 

2,681,767. Calculating Machine seorge W. Hopkins, San Lear 
Art yh 4, and Donald L. Rolph, Hayward, Calif 

7 Machine C 
Granted May 4, 1954 
2,677,376 P ket for Ring Binders. Sam W. Brunner. Beechhurst. N. Y 
2,677,498. Indexing and Escapement Mechanism. Charles A. Parker, K 
T Rainey Accounting Machine C Inc., Knoxville 
Illust 

2,677,499. Credit Baiance Mechanism. Robert E. Boyden, Los Angeles 
jug i E. Eakin, Sar yabriel, Robert D. Glennie, Covina 
- and Wharton A. Parsons, Glendale, Calif., a 

} t Corp., San Gabriel, Calif. Illustration. 

2,677,500. Ca ating Machine. Jalmer M. Laiho, Skokie, Iil., assigr t 

t& T ; Chicag | Illustration. 

2,677,555. Coupon Issuing and Record Book. William G. McMillan and 

M M assignors ft Merchants Service Cort St 

2,677,556 rance Form. Joe M. H Austin, Tex., assignor to The Steck 

2,677,588. Foldable Desk. Kibbey W. Couse. Newark, N. J. Illustration 
Granted May I!, 1954 

2,678,045. Card Sorting Device. France Erhard, Minneapolis, Minr 

2,678,046. ‘S mary Board. Samuel! Sega!, New York, N. Y., assigr t 

2,678,095. Resettable Timing Device. Bert Chapman, Union, N. Y., assignor 

t t 3 Machines Cort New York, N. Y. IUlustration 

2,678,098. Nont ching veneer. Mechanism ‘for Moving Cards. George 

M anada Issiar t Internationa Busines 
Aachine ’ k, N. Y. Ulustration 
2,678,122. Carriage eg Mechanism for Typewriters or Like Machines 
t " rk WN. Y SIG Royal Typewriter Cx« Ir 
New York ustration 

2,678,123. Typewriter Frame Structure. Raymond L. Smith, Arlingt Va 
illustration 

2,678,160. Key-Responsive Recording Calculator. James L. Hutte e 

N tration 
2,678,161 tem Count Means for Adding-Listing Machines. Howard M 
F 3, V h yssignor to Monroe Calculating Machine 
} ustration 
2,678.22 Manifolding Checkbook. James C. Shepherd, Longview, Was 
ec ssianment + | versa Bu ness F Y Ir 
Granted May !8, 1954 

2,678,601. Printing Device hee Cash wagon, Accounting Machines, and the 
Like F B ermany } } r to Anker-Werke A G 
5 t } ' sstration 

2,678,626. ink Pad for Stamping Machines. Edward S. Garvey, Clayton, Mx 

2,678. 634 Writing Instrument Ernst } er Henriksen, Copenhager 

2,678,635. Writing Equipment. Henry C. Klagges, Collingswood, N. J., and 

i £ Philadelpt Pa., assignors to The Esterbrook Pen Co 
nde N istration 

2,678,734. Card Filing System. Sherman S. Karns, Fresno, Calif. 

2,678,748. M nq Machine. W am W. McCain, Oak Park, and Chester 
E. H k R sid Hilman assignor to said McCain. Itlustra- 
tion 

2,678,769. Two-In-One Bank Deposit Envelope. Andrew M. David, Wash 

2,678,777. Sensitive Pressure Tape Orapenaer. William H. Donkin, Ealing 

; f to Rexel Products of Canada, Ltd., Toronto, Or 

2,678,779. Telephone Set Base With Self-Winding Cord Reel. William H 

2,678,833. Memorandum Pad Holder. Morris Loeb, New York, N. Y 

2,678,854. Drawer Suspension. Ear! J. Card, Jamestown, N. Y., assiqgnor ¢ 
ecurity St t Corp., Avenel, N. J 

2,678,862. Typewriter rego Frank G. Paliuca, Somerville, Mass., assigr 
to Nat ; y Mf Ce Boston, Ma 

2,678,865. Visible Record Card Cabinet Theodore O, Perkins, Crozet, Va 

t & } Ir Cr | 
Granted May 25, 1954 

2,679,045. Combination Punch and Stapling Tool. Roma G. Neumann, Sout 
A st V 

2,679,098. Envelope Opener. Louis A. Deicke San Francisco, Calif 

2,679,128. Rotary Disk Platen. Theodore J. Miller, St. Paul, Minn., assign 
to M ta M Mfg. ¢ St. Paul, Minr 

2,679,406. Card Positioner for Card Index Files. Jasper N. Stuhr s 
Ange ¢ ‘ 
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Who's cutting costs 
with kriden 
figure-thinking 


Everywhere in business you find Fridens. Because the 
Friden performs more steps in figure-work without 
operator decisions than any other calculating machine 
ever developed. Each automatic Friden decision reduces 
business overhead costs by saving human time. It’s likely 
your business can’t afford NOT to own a Friden. See 
what you think when you see the Friden figure-think. 
Call in your nearby Friden Man and watch a demon- 
stration! Friden sales, instruction and service available 
throughout the U.S. and the world. FRIDEN CALCULATING 
MACHINE CO., INC., San Leandro, Calif. 





Friden builds 
calculators in a 
wide price range, 
in every size, 
for every 
figuring need 


MOTOR FREIGHT companies... maintain hour-by-hour control 
of costs with the fully automatic Friden Calculator. The 
exclusive decision-making Friden features speed prorating 
of freight charges and the figuring of tariff computation, 
bills of lading, loading performance, payrolls. Specialized or 
complex figure-work is easy as routine on the Friden! 


BANKS... compute savings account interest swiftly and with 
unvarying accuracy on the fully automatic Friden Calcu- 
lator, also figure average daily balances, foreign exchange, 
average daily float, amortization, account costs, interest on 
notes, mortgages, small loans, etc. The Friden works so 
automatically no special operator training is needed! 


PETROLEUM REFINERIES. .. pace and regulate operations with 
the fully automatic Friden Calculator. Typical Friden jobs: 
Volume reductions to 60°F. using new ASTM-IP factors; 
making BS&W deductions; converting pounds to gallons, gal- 
lons to barrels, barrels to long tons, U.S. gallons to Imperial 
gallons. The Friden is vital to efficiency in all business! 


° THE THINKING MACHINE 
OF AMERICAN BUSINESS 
© Friden Calculating Machine Co., Ine. 


161 














Just One of Many 

















“BiG 


Customer Sales Clinchers 





Close more customer sales. National advertising 
opens the door . . . brings business to alert deal- 
ers. Clinch customers with this complete line of 
highest quality wood office chairs. Profits mount 
with big volume business. Let us tell you all the 


facts . . . write today. 





_dndiana Chain Ce. we 


JAS TER INDIANA 


| 


mn —— ] 
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OFFICE FURNITURE INSTITUTE 











4+H District Notes 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C, 








There oughter be a law about people like “Inky” (Sanford) 
Levies writing me about spending tour days at a alled sales 
eting in Green Lake, Wis., and catching a string of rock bas 

» block ng with nothin’ but a string, a hook and a few woims 
* * > * * 

By g olly The exemption" departn ent real y f King up Ray 


Forsyth, Jr., the Parker Pen Florida division, has presented the 
e man (Ray) with a new grandson and then had to take 
San Antor Tex., for a stint in the Arn 


Jim Heard, Earle's Office Supplies, Salisbury, N. C., has come 
p with a No. 2 Roland James, on June 3. 


Raleigh Office Supply Co., Raleigh, w pen its first branch 


tore about August I-15 in Cameron Village and go under the 
name “Village Book & Stationery. It w have a 50-foot front 
and cover 3,000 square feet. 
* * * * * 
Air conditioning and a canopy +t front will balance things 
matter what the weather. No equipment will be handled at 
the new store but it will cover a camera shop, greeting cards, 
ending library ial stationery and off ipplies. Self-service 
counters w be much in evidence t Sounds like a nice set-up 
mmy, and 4 T U are lookin } Ttorward fT the grand pening. 
* * * * * 
Atlanta now has a new office supply store. Jimmy Ball and 
lan Stalker, both Ivan Allen salesmer Jimmy was a V.P. for many 
years] pened the doors of their new store down W. Peact 
| tree St., 546-548 to be exact. Jimmy had been with Ivan Allen 
some 20 years and lan for 10. Y manufacturers and assorted 
alesmen had better get on the Ball ball. We have tw ve wire 
there who are t ind tc go place Tast Best wisne c ys. 
* * * * * 
Alex Young, Orlando Office Su pply Co., has now combined the 
°| wnTo wn Or and sto re with nis C f =] T wn T re 1021 E. 
| Colonial Dr., into a modern "one-stop-store. he new store on 
| Highway No. 50 has been completely re-modeled and includes a 
| two-story waret and business machines repair department. A 


i ° oi y 
new department for the sale of typewriters, adding machines and 
Juplicator yives them complete verage for anything used in 
an office. The firm is owned and operated by je E. Young, 
Lydia J. Young and Jack H. Kine, al! active partner 


| * * * a * 
Hawkins Book Store, Auburn, Ala has been purchased by 
nr n & Malone and will be mbined nt ne n the near 


That new job recently opened by Jeff Hudson, Dothan, Ala. 
n Andalusia t be known as Ha Office Supply Company 
being named after the operating partner, O. M. Ha 


Interstate Office Supply, Charlotte, N. C., had a forma pening 


t the new tore rebuilt after the Tire ) iple tT monrr aqgo 
Ju y 
* * > * * 
O. G. Penegar, Jr., has now taker ver active managership 
the branch store in Greenville, S. C., Penegar Office Equip- 
nt Co., at 631 Augusta Rd. 
* > * * al 
Cole Office Equipment Corp., 7 E. Ocklawaha Ave., Ocala, 
Fla., is now under new ownership. C. C. Long president and 
R. V. Rickenbach, secretary-treasurer, have purchased the interest 
J. A. Cole. Geo Alimond, the other partner ntinues as 
exe tive vice-president. The name remains the sme 
, « 6 aan 
You've all heard of those Texas ‘wet-backs.'’ Well—Knoxville 
: cted a few ‘wet all over recently when a violent 
rain and wind storm blew out five of the large plate glass windows 
Oliver Offi Equipment Company. The wind even ‘'took off 
witl 6 Tew art es in the windows 
* al * > 
If you would like to "get into the swim'’ with the Gene Beckners, 
Seminole Paper Co., Miami, you might ask Gene t take you 
t to their new home. They have built a swimming pool and 


take a dip every morning at 6 a.m. By golly with this close to 
100° weather we're having right now, a swimming pool would 


be right next to air-conditioning on my most-like-to-have list. 
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OLUMBIA 


DISTINCTIVE OFFICE FURNITURE 


THE HIGHEST GRADE EQUIPMENT AVAILABLE 








SOLD 
EXCLUSIVELY 
THROUGH 
DEALERS 


FURNITURE 
=| FOR BETTER 
Z| OFFICE LIVING 


COLUMBIA STEEL EQUIPMENT COMPANY 


4500 NORTH THIRD STREET, PHILADELPHIA 40, PENNA. 
Phone: Michigan 4-3983 


Plant No. 1 — Third, Orianna, Annsbury & Wingohocking Sts. 
Plant No. 2 — American, Bodine & Wingohocking Sts. 
Plant No. 3 — American & Philip Streets 
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1IO0,000 


business executives .. will hove 


better-run offices next year because they attend this year's 
iness Show. 


National Bus 


This is the one truly national show, with average attendance 
(by invitation only) for the last two years of 99,709. 


Better than ever. This year two huge armories packed with 
time- and money-saving ideas. Be sure to visit both. 







HATIONAL BUSINESS SHOW 


AAC-Cummins 

Acme Visible Records, Inc. 

Addo Machine Company, Inc. 
Addressograph-Multigraph Corp. 
Allen Communications, Inc. 
American Automatic Typewriter Co. 
American Dictating Machine Company 
American Photocopy Equipment Co. 
American Press Association 

Apeco of Canada, Ltd. 
Arnot-Jamestown Corporation 

Atlas Business Machines Corporation 
Audograph Sales Company 

Bankers Box Company 

Better Packages, Inc. 

The Bircher Company, Inc. 

bro-dart Industries 

Calculagraph Company 

Certified Microfilm, Inc. 

Chart-Pak, Inc. 

The Cincinnati Time Recorder Co. 
Collister Corporation 

Commercial Radio & Sound Corp. 
Connecticut Telephone & Electric Corp. 
Copease Company 

Copy Craft, Inc. 

Cormac Industries, Inc. 

Cosco Office Chairs 

Ralph C. Coxhead Corp. 
Cummins-Chicago Corporation 

The Denominator Company, Inc. 

A. B. Dick Company 

Develop Photocopying Machine Co. 
Dictaphone Corporation 

Dupli- Voice Company 

Duplomat Company of America 
Eastman Kodak Company 

Thomas A. Edison, Inc. 

The Electrofile Corporation 

Elliott Addressing Machine Company 
Executone, Inc. 

Felt & Tarrant Manufacturing Company 
Ferris Business Equipment, Ine. 
Flexifone of New York 


September 27 thru October 1. 1 to 10 P.M. Daily 
69th REGIMENT ARMORY, 26th Street and Lexington Avenue, New York 
71st REGIMENT ARMORY, 34th Street and Park Avenue, New York 


Rudolph Lang, Managing Director, National Business Show 
33 West 42nd St., New York 36, New York 


PARTIAL LIST OF THIS 


Flexi-Trol 
Fonadek Corporation of New York 
Friden Calculating Machine Co., Inc. 
General Binding Corporation 
General Electric Company 

Air Conditioning Division 
General Photo Products Co., Ine. 
Goodyear Printing & Stationery Co 
Graphic Microfilm Corporation 
The Gray Manufacturing Company 
The Haloid Company 
Hamilton Manufacturing Company 
Harris Seybold Company 
The Heyer Corporation 
Inter-Continental Trading Corporation 
Itkin Brothers, Ine. 
Korda Industries 
The Kybernetes Corporation 
Lansdale Products Corporation 
LeFebure Business Equipment 
Lightning Letter Opener 
Lightning Letter Sealer 
R. J. Ludlow, Jr. 
Maggie Magnetic, Inc. 
Magna-Crest Corporation 
Magnetic Recording Industries 
Mailers Equipment Company 
Harold Mannheimer Organization 
Manpower, Inc. 
Marchant Calculators, Inc. 


Massachusetts Indemnity Insurance Co. 


J. Curry Mendes Corporation 

Methods Research Corporation 
Michael Lith Ine. 

Microtext Publishing Corporation 
Minnesota Mining & Manufac. Co. 
Monroe Calculating Machine Company 
The Mosler Safe Company 

New York Telephone Company 

The Office 

Office Appliances 

Office Management & Equipment Mag. 
Office Publications Company 


RS RS ENR RS RR 
YEAR'S EXHIBITORS: 


Old Town Corporation 
Olivetti Corporation of America 
Ozalid 

Div. of General Aniline & Film Corp. 
Payroll Tax Service 
Payrollmaster 
Peirce Dictation Systems 
Permoflux Scribe 
’hoto-It Company 
Photorapid, Inc. 
Plus Computing Machines, Inc. 
Recordak Corporation 
Recording & Statistical Corporation 
Rex Recorder 
Rite-Line Copyholder Division 
Royal Typewriter Company 
Safeguard Appliance Corporation 
Safeguard Corporation 
Safeguard International 
Savasort Sorting Devices 
Scribe Corporation 
Self Winding Clock Company 
Simplex Time Recorder Company 
Soundscriber Corporation 
The Staplex Company 
Stromberg Time Corporation 
Sturgis Posture Chair Company 
Target Products Corporation 
Telecom 
Thomas Collators, Inc. 
Tiffany Stand Company 
Times Facsimile Corporation 
Tnderwood Corporation 
Valley Industries, Inc. 
Vari-Typer Composing Machines 
Veeder-Root, Inc. 
VISIrecord, Ine. 
VISIrecord Systems 
Voice—Master Sales & Service 
Webster Electric Company 
Widmer Time Recorder Company 
R. M. Wood 
Wood Office Furniture Institute 
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5SrH District Nores 


ROBERT W. LAMSON, CORRESPONDENT 
89 N. 26TH ST., NEWARK, OHIO 





eason tor the Motor City Travelers wa 
will be resumed September 13 at Car 


S eeaing meeting will be held the 
v , 

> al > > oe 
Joe Jamiesor rter's Ink the tather » boy 
* > > > > 

R. A. Macdonald back on the k 

es no tine 

= > > > > 


Bill Diehl, Jr. has announced the regional for next 
Frenct L k Spr ng Ind. the first week 


Ay ) ’ ‘ the tirct } >| } tina t the new ea 
> > * > > 
Art Frey turers’ representative and “Veep” of the 
vale king over chief duties for Bob Beekman, now 


ja. Art met recently with Larry Schubert, our 
Ray Carry, scribe, with plans for the year's progran 


* * * * * 


Paul E. Steinhardt Steinhardt & Hanson, Inc. of Madison, Ind 


pF t three week recovering trom an 4 te 
ject jianar We all wish him Godspeed 

> > * * , 

snd. Traveler taged their annual aolt 

} Cl t n J ine 6 ynd despite the terr tic 


ed the hours of friendship and dinner at 


Ray (Wilson-Jones) Goosen presided at the awarding of d 
the nd Will Winnes trophy having been rained 
Ed Klebba and Governor-Elect Bill Diehl, Jr. 
é f os pire the group as were lub Past President 
Scott Puvis t Vice-President Art Frey. 


* * * * * 


ter entertained at its annual golf outing and 
» 17, at Sleepy H w Golf Club in Breck 
was the best and me mighty fine golf 
syed ng to Ken Schmidt of Canton, Ohio, Wit! 
Earle Maule Reyburn) presided at a roast beef dinner 
; ! embers of his committee awarded golf and 


Cards followed and it was agreed by a 
Iay 

* > > > * 

e Eq lipment Dealers A ation ned 


3 at Bex kley, W. Va n July 31. The meet 
} nd st the Black Kniaht Country Club. Gene 
Hall, of M ervice, Beckley, is in charge. Dealers, wive 


ted. Golf has been arranged. 








Standard Duplicating’s New Offices . . . Public area in the 
new air conditioned offices of Standard Duplicating Machines 
Agency in Newton Highlands, Mass. Back of the partition is the 
sales conference room and Frank A. Mesmer’s private office. 
Story of the opening appeared on page 146 of the July issue. 
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Write for full information con- 
cerning the new Victor desk stapler 
—today’s best value in stapling 
machines. 


IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


VATIL 
MANUFACTURING 


COMPANY 


+} Str P 





165 








AN ECONOMICAL 


DESK 


A SPACE SAVER... 
50% MORE DRAWER ROOM 





Dealers who have investigated the merit and sell- 
ing ease of the Worden Secra-Type desk, tell us 
of the many sales of other items to satisfied users 
who return to their store. 


Worden uniform quality merchandise brings re- 
peat business — 


Many patterns available for your showing. 


Write for catalog. 
Inquiries invited for 
special made wood 
products. 





She 


Worden Company 


P.O. Box 805 e Holland, Michigan 


WORDEN MARK 


TRADE 
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GtH District Notes 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL, 





GOLF DATES TO REMEMBER 











July 29 LTC at Cog Hill south of Chicago. 
4ugust 27—Kansas City Stationers, 8th L T 
gust 31—7th District, South St. Pau 
eptember 10—GLTC at North Shore intry Club, Whitefish 
Bay, W 

Almost unt evable was the fact that 65 waded through 18 k es 

f golf on the wet Thursday of June 3 at Rolling Green rder to 
participate in Great Lakes Travelers Club first golf tournament of 

immer. Tt e wn escaped The later atrern r nowers were 

till damp underfoot and they left a tra f golf balls behind in 

the p adorning the tairways after the delug t t before. 

spite the dampness, the greens of this Arlington Heights, Ill., golf 
rse were TNe sual trim fast n. 

A n @ tT wa a iccessful tournament and the handling f 
Jeta reflected credit on Chairman It-Never-Rain Me C. W. 
Clemen of G Aigner Company hairman Bill Murray of 

eyer Top snd their committee members ir dir Homer 
Smith, Ditt .. Bob Krumwiede, Elmer Krumwiede & Assoc., and 
Ray J. Eichenlaub, Service Steel Prod é 

TI e wl yan? golt enjoyed Tne ciubd | e recrea n and the 
jinner that evening, attended by 104. In the group was the new 
hard-working governor of District 6 NSOEA, Art Finger S. J 





GLTC Golf Tournament Figures . . . 


1. The committee: Homer Smith, Ditto, Inc.; Bill Murray, Geyer Pub- 
lications; C. W. Clemen, G. J. Aigner Co.; Bob Krumwiede, Elmer 
eee & Assoc.; Ray J. Eichenlaub, Service Steel Products 

orp. 

2. Sixth District governor Art Finger, S. J. Olsen Co., Milwaukee; 
Golf Chairman C. W. Clemen; GLTC president Walter Lennartson, 
OFFICE APPLIANCES. 

3. Bob Greco, Bowman Dairy Co., guest, and Joe Pardi, American 
Seal & Stamp Co., low gross winners with 79 each. 


Olsen Company, Milwaukee. He was accompanied on this trip 
the land of the Braves by Jim Gibson of Commercial Sta- 

nery & Office Supply and his dad and Bill Courtney of W. A. 
Sheaffer Pen Company. 

The governor was busy getting many pre nary deta it of the 
way early the 1955 convention. Meanwhile, Chairman Don W. 
(Reyburn) Sharpe and Co-Chairman Herb (Ace Fastener) Walsh 
f vention luncheon were huddling on plans for what 
ks like the biggest tip-off ever to a NSOEA convention. 

vernor Finger addressed the evening banquet, praising the 


the pre-con 
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<=> saAMSON 


conference and office 


tables 





SERIES 471 


SERIES 222 


SERIES 71 


SERIES 333 


Samson conference tables 
are designed for practical 
use, and are built to last. The 
ageless beauty of their Amer- 

ican Walnut and White Oak 
hardwoods also bespeak endur- 

ing quality. Styles range from early 

Jacobean to Contemporary, and are available up to 16 

feet in length. Special sizes, heights and styles may be 

ordered for custom installations. 

A series of smaller Samson tables for the office and 
reception room also are available. 

All Samson tables are made by Mutschler Brothers 
Company of Nappanee, Indiana, who has been building 
the Samson line for nearly forty years, and whose wood- 
working experience goes back to 1893. 


SEND FOR CATALOG 


Dealers are invited to send for their copy 
of the beautiful new Samson catalog which 
shows the complete line, some models 


in full color. Write to — 


MUTSCHLER BROTHERS COMPANY 
Dept. 803, Nappanee, indiana 
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for every storage 














, 
problem —standard 









units are designed 





for use in offices 


institutions 





factories and warehouses 
—special storage 


problems will be 





worked out by our 


engineering staff without 


ng 


obligation to you or 








K. F. Cline Co., Inc., Manufacturers 


1508 MC GAVOCK STREET NASHVILLE, TENNESSEE 
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r BOSS has 


met ait =e 





IMPROVED COMFORT for workers, 
with more convenient working 
surfaces, fully usable. Work 
facilities are custom - fitted to 
each type of job by means of 
interchangeable standard com- 
ponents. 


PRIVACY is afforded by inter- 
locking or free-standing partitions 
—to reduce noise and distrac- 
tions. TECHNIPLAN partitions 
are more flexible, more easily 
installed or rearranged, and more 
economical than the usual set- 
up movable partitions. Very 
good-looking, modern, and avail- 
able in all-steel panels, or with 
upper panels of clear or decora- 
tive glass. Free-standing parti- 
tions form ideal private offices, 
executive suites or departmental 
sections. 


come up with a new 
FLOOR-STRETCHER 













yj] ORIGINAL ENGINEERED 
/ MODULAR OFFICES 


| INCREASES. num- 
ber of office 
work stations in 
present floor 
area from 18% 
to 36%. 


MANY HUNDREDS OF USERS! — 
reported advantages : 





1. Less space per worker—but greater 
comfort and efficiency. 


2. Privacy—full or partial, as desired. 


3. Easily re-arranged for changing con- 

ditions. 

4. Job-fitted facilities for every worker. 

5. Fewer motions 
faster work — 

lower operating 

costs. 

6. Higher worker 

morale. 

7. Improved ap- 

== pearance—pres- 

tige. 


Your G/W dealer will demon- 
strate TECHNIPLAN, or direct 
you to nearby installations. Find 
him in your classified ‘phone 
book under “Office Equipment.” 
Or a request on your letterhead 
will bring prompt detailed in- 


formation. Address Dept. 8-OA. 





Office Equipment, Systems 
and Visible Records 
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Cincinnati 12, Ohio 








ARE YOU GETTING 
“INTO THE ACT?” 


Since TECHNIPLAN, the original 
engineered modular system of office 
equipment, was developed and in- 
troduced by Globe-Wernicke sev- 
eral years ago, there are others try- 
ing to “get into the act.” That is 
flattering—and increased attention 
to the modular idea will help push 
it along. 
HOWEVER!—(and this is an 
important point to you!)—the 
fast-developing interest in 
TECHNIPLAN can pass you 
right by unless you are in the 
business—actually ‘‘getting in- 
to the act!’ There’s a rather 
fitting quotation on the sub- 
ject— 


**Everybody knows a good 
thing as soon as the other 
fellow sees it first.”’ 


If you aren’t selling TECHNIPLAN 
you are missing sales which hun- 
dreds of dealers are finding easy to 
get. And you are also letting the 
growing interest in modern, modular 
offices, become diverted to com- 
petition. 


Ads, like the accompanying 
one, are talking TECHNIPLAN, 
of course, but they are also sell- 
ing the idea of modular offices. 
If you do not use the support of 
such advertising to sell TECH- 
NIPLAN, you may expect some 
competitor to try to turn this 
promotion to his own benefit. 
Certainly, that is not what we 
intended to accomplish. Need 
we say more? 






Sincerely, 


Elmer G. Rahe 
Vice-President- 
Sales 
Globe-Wernicke 
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revealing that the busy Ray J. Eichenlaub 

: t as treasurer of the Sixth District NSOEA. 
t Walter Lennartson of GLTC welcomed the golf and 
tend 1 gave Chairman Clemen the task of presenting 
nd bogey and prize draw. Your cor- 


personal luck of the day, thrice sharing 
Joe Pardi, A eal & Stamp Company, and a guest, Bob 
wr w gross. Another quest, Dick Briscoe, 


Greco, 
sd 83 Joe Codo Falbo and four 


thers shared in blind 


és 

nsin for District No. 6 manufacturer 
the GLTC golf tournament to be held 
at the North Shore Country Club, White 
waukee. Chairman Norman Hanson, 
y, with A. M. (Benny) Allen, as co 
nittee are Art Finger, S. J. Olsen Co., Mil 

Jim Gibson mmercial Stationery & Office Supply C 
Tom O'Leary, F. W. Webster Company; W. T. Roussey, 
Bill Osterich, H. C. Miller Company, 

Ray J. Eichenlaub. 





Another First for Robinson Reminders 


Howard Robinson, president of Robinson Reminders, 
recently made first sales presentation and received the 
first order ft Ward’s of Boston for the new Robinson 
Diary Ret 

Designed to be added as an integral part of the Reminder, 
the new diary affords a record for dated notes. Advertising 
ind promotiot lans drawn up under the supervision of 





Arthur King of Ward’s Receives the New Reminder from Howard 
Robinson 


Mr. Robins« eature the slogan “Two Perfect Pocket 
Companions that Meet As One.” Dealers on the firm’s mail 
ng list will rec an invitation to write in for a free 
Reminder and be their own salesman. These will have the 
‘Personalize It Yourself” feature. 

The new Reminder comes just 51 years since A. D. 
Robinson. four of the firm and father of the present 
president, went on his first sales trip. Arriving in Boston, he 


entered the 
Stationery Store. Mec 


stationery dealer of their area, Ward's 
ting with success, he made his first sales 
eived his first signed order. Today, his 
owing in his footsteps, even to making 
the first presentat of the new Reminder at Ward's. 


r 


pre sentation 


son Howard 








Business Opportunities 





Seeks Sales Literature Herwig Bookkeeping Service of Hampton, lowa 
has ad ‘ “4 e DO tore + + raan zation Kennet? 
Merwig esteaq receiving sai¢ sna product terature 
ae rhe es 
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WELDON ROBERTS 
ERASERS 


- | CORRECT MISTAKES 
iw LANGUAGE 





ts Almay Sa 
$ Alwavs 


The number of artists, architects and draftsmen is growing by 
leaps and bounds! So are schoolroom art and drafting classes. 
There’s a Weldon Roberts Eraser to correct mistakes in almost 
every art medium. Right now you can sell a number of the 
erasers illustrated in a single, over-the-counter sale—and big 
quantities to art studios and architectural and engineering firms. 


{RT BUSINESS IS BIG BUSINESS. ORDER TODAY! 


1010 HEXO CLEANER. Handy 
hexagonal shape plus resili- 
ent pink rubber give splen- 
did working qualities for 
erasing and cleaning. Broad 
sides clean paper—even the 
thinnest—and tracing cloth, fabrics, painted surfaces. Edges and 
ends ‘pick out’ details and line work. Medium and large sizes. 





400 ARTEX. Soft, smooth, 
white rubber eraser for pen- 
cil work, drawing, drafting. 
Handy, bias-beveled shape. 
Sharp edges and ends for 
erasing fine line work; broad 
sides for cleaning. 








666 DOUGH. Kneadable ‘plastic’ erasers for 
charcoal, soft pencil and pastel drawings and 
sketches. Can be kneaded into any shape 
for ‘picking out’ lines or cleaning larger 
areas. Absorb marks. Leave no crumbs. Me- 
dium and large sizes. 


220 WIZARD GUM CLEANER. Widely preferred 
by artists and draftsmen who insist upon 
having the market's finest quality in this type 
of eraser. Seven sizes. 





WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N. J. 


W orld’s Foremost Eraser Specialists 









Enanrwu> 


Correct Mistakes in Any Language 
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clean 
fast 
accurate 


Mechanical Features. . . 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets. 
Automatic Counter counts only printed sheets. 

Open Drum—self-contained, internal brush inking. 
Automatic Feed — positive action. 

Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 





seeker 8 =—-—“<‘ 


rTECHNY, TLEENOTS 















































PLUS EXCISE TAX 


Jur friend Martin Foreshew 
erre, S. D ery n St. Mary 


slid be appreciated 


_Roy Clarke, retired trom F. S. Wet 


allenge } duck 


Atra 4? 
We are t 3 that a quiet week-end wa 
Sowell, Jack Guntrum, Warren Carlson 


week-end 


Harry Solberg has retired from the 


Arlene Myers has taken over as manager 


mpany, Willmar, Minn. 


Mr. & Mrs. Ben Gustafson of A. & 


rnia 


Ned seMord f Safford's Super 


Ter car va piar a Jenerai chairs 


Joe Roller, Roller Office Supply, ar 


Supply, dbotr t Grand Forks, N. D. 
their tishing equipment for mont} . We 
vain 
William Carlson is the new stor 


Supply, Rice Lake Wis. 


If you want good coffee and cakes 
Mich., at 3 p.m. Harry and Leona 

Ray Johnson was well remembered 
the tenors singing ‘Happy Birthday. 


yet full benefit. Our president never 
Something to remember—our golf party 


always, August 31, 1954. Make it a 


Jack Guntrum »n the move 

drich avenue South, Minneapolis 

yin didn't help much—and it was a 
ent Tf nare your burden. 


A 


Some year ag Al Nordstrom wa 
remember, ft as that same papa 


1 John joins the Smead Manufacturing ‘ 


New York, New Jersey, Rhode Island, C 
the N. W. Travelers Club congratu 
e best of good business in your new 
The d stork t flying. I'm ¢ 

Mrs. Mel Sowell's home and a 

Mrs. Bruce Blackbourn. 


ittie 


rget ir wild rice party 
Come and bring a dealer fr 


Mr. and Mrs. Dewey Heck, 
nt »w weeks at Warn “i 


Ken Herrbold, Herrbold Office Supr 


ther da wnTe Tt sf puT nim obenina the 
wome T tw men, 
George Lazier, formerly of Sant 
B m & Pease ss been sellir 


; ‘ 
] ] j 


Heinie Berner, ffice Equipment 





7TH District Notes 


ARNOLD E. BERGLUND, CORRESPONDENT 
4415 CHOWDEN AVE., S., MINNEAPOLIS, MINN, 
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Only CZa%onal new adding machine gives you: 


[VE KEYBOARD 


plus all these other features— 


1. Automatic Clear Signal. 5. Large answer dials. 


Subtractions in red. 6. Easy-touch Key Action. 


3 Automatic Credit Balance in 7 Full-Visible Keyboard 
* red. * Automatic Ciphers. 


SAVES UP TO 50% HAND MOTION! Now 
you can add and list without touching a 
motor bar—a great saving of effort for 
operators. No wonder they like it! 
Amounts are added and printed the 
instant they are set on the keyboard—be- 
cause every key is electrified! No more 
“back and forth” motion from keyboard to 
motor bar — because every key is also a 
motor bar. The only completely elec- 
trified Adding Machine! 
National’s “feather-touch” action 
makes it easier than ever to press com- 
binations of keys at one time—more time- 
and-effort-saving! All ciphers print auto- 
matically—-still more effort and time saved! 
At the end of the day operators feel fresher 
—and they have accomplished more with 
less effort. 


Now you can forget 
the motor bar 


Avtomatic space-up of 8 Rugged-Duty Construction, 


: e . 
tape to tear-off line Compact size for 
when total prints. desk use. 


Saves up to 50% hand motion 


Contact Dayton Office, Adding Machine Division, 


TRADE MARK REG. U.S. PAT. 


oe 
rs 3 
‘4 i. bg 








now, for information about the complete adding machine | ADDING MACHINES « case escisres 
line dealerships still available. ACCOUNTING MACHINES 
“ | | 
THE NATIONAL CASH REGISTER COMPANY, varron 9, onto l ae ie 
949 OFFICES IN 94 COUNTRIES + ie *. 
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‘modern 
aluminum accessories 


by VALCO 





























Sand Urn 
No. 17-C No. 408 No. 1500 
Costumer Costumer Costumer 











No. 260 


Smoking Stand 
An outstanding group of modern 


accessories in satin-spun aluminum 
... combining beauty, smart styling, 
and durability. Enhances either modern 
or traditional interiors. The VALCO 
line is meeting with proven customer 
preference wherever shown. 














No. 60-S 
Smoking Stand 


write, ov wie Ror He VALCO company 


area Ind. Litoulune.. 1311 Ann Ave. ¢ St. Louis 4, Mo. 
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MORE-MUCH MORE — THAN A FILING CABINET 
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..+ and more, much more, profit for the dealer 


: | This year, don’t be content to sell ordinary 


filing cabinets. Be a creative salesman! Sell 
your customers on the important advantage 
of protecting records at POINT OF USE! 

Finest of all is Hall’s Insulated Safe 
Record File with Receding Door (shown at 
left). Custom-made interior in any desired 
arrangement of card and document files, 
storage drawers, shelves, letter and legal 
size files. Underwriters’ 1-hour fire label 
and T-20 burglary label. 

Hall’s Insulated Record File (shown at 
right) comes in 2, 3 and 4-drawer models, 
letter and legal sizes, with document inserts 
and cross trays for popular card sizes. 


; 
+ 
* 








rae HALL 


SAFE CO., inc., 


1110-A §S. Erie Blvd., Hamilton, Ohio 


Successor to The Hall's Safe Co., 


Standard with key gang lock; other locking 
arrangements furnished as desired. All 


models carry Underwriters’ 1-hour fire 
label, with impact test. 
Catalogue and prices 


on request. 


Cincinnati 


AT 


= m 


fo | 
° 
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MANUFACTURERS 


HALLS 
SAFE CO. 
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aw) 
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Write for LATEST CATALOG 
PRICE LIST and DEALERS DISCOUNT. 
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34, PA. 


BALFOUR & VENANGO STS. PHILA. 
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HAS ONE TOO 
With their TWO-PLI-TOP FOLDER 


Saves space and money 
ia 
¢ ——_ 


The top edge and tab of 
Smead’s TWO -PLI-TOP 
’ folders are reinforced by 
a & aes turning over and glueing 
. an extra inch of stock. 

g This gives a smooth, 
rolled non-cutting edge 
% of double strength at 
% est wear. Made of 
e , rigid, close knit manila 


fiber. A medium-weight TWO- 
PLI-TOP FOLDER of 9'/2-point thick- 
cs of a standard single top heavy- 


ness actually provides 23 points of thick- 
NOTE THIS CONSTRUCTION! 


9'% points of paper folded over and giued— 
with 4-point thickness of glue gives 23 points 
of strength at the place of greater weor. 


the points of great- 


~ 
@ 











ness at the tab— more than twice that 


weight 11-point folder. 


Smead's TWO-PLI-TOP folders, medium 
heavy- weight 9! -point 2/scul tabs(illustrated) 
cost approximately?.90 per thousand less 
than standard single top heavy-weigh! 11- 
point folders. \ - 
Smead'’s TWO-PLI-TOP folder with its round- 3 
ed corners is a better folder than the standard PA 
single top because it is double at the point 
of greatest wear (the tab). Tabs will wear 
longer and the rolled edge eliminates cuts 
and scratches of file clerks’ fingers. 


One thousand 9'/2-point TWO-PLI-TOP folders will take 
up 3 inches less space in a standard drawer file than will 


be taken up by one thousand 11-point standard single 
top folders because the TWO-PLI-TOP is above corre- 


spondence height. 
THE Smead 


HASTINGS, MINNESOTA 


Write us today for a free 
ple of §S d's TWO- 
PLI-TOP folder. Always use 
@ system folder—'"'lt permits 
growth as needed.” 





MANUFACTURING CO. 
LOGAN, OHIO 


Send us a free sample of Smead's TWO-PLI-TOP | 
FOLDER. 

Name — | 
Address , sioaiel ! 
a Zone State Ys ee 





* Ty area t Minne Ta learned »f the re ynation tt 
f George E. Seidel, vice-president and office furniture manager for 
Farnham Stationery & Sct | Supe y © pany M ; 
Ar. Seidel, together with "Maury" Mauritzen, a f Farnhan 
ked 4 n tneir career partner r 3 
- Furniture. In 4 at 301 S 
> M ~] and w cispia 4 “ 3 4 
» wn at a “ A 
ed 
R f 4 ave made } t ' 
ear “ Farnham raa a | y 2 
' » le Up to ¢ 
nent F 4 ta ? M ‘ } >| t 
+ + + 
* . ‘ 
While nat ne J + + attend the Nat na ++ Machine 
ealers conver St. Louis, John Gilbert, president of FFICE 
APPLIANCES and Roscoe Benge, Codo Manufacturing Corp., paid 
Y we me and mucn appreciated tT T 
pondent. W three discussed and settled rn t of the perplex. 
ng probler t ndustry. 
> * 
With the foreaoina, this correspondent wishe + thank 
nas wr nave aned him Tneir er raagement | na the 
nany year ne ; been calling r , throual +} paae 
Alt yh this nn Ww De ent y if way attfer fT A } mber 
Izzy Voda of Wallace Pencil Company, | hope to greet 
ntniy in Tr trade irnal under another eaging ana ft end 
“ and T nfined T any pe T area , nq and 
thank saqain ¢ all tr er trig } 





Sheaffer Wins Fair Trade Suits 

The W. A. Sheaffer Pen Company has obtained pre 
liminary and permanent injunctions from the Supreme 
Court of New York County forbidding three New York 
retailers to sell or advertise any Sheaffer merchandise at 
prices below those fixed in fair trade contracts with Sheaffer 
dealers. 


The actions are part of the company’s nationwide cam 


paign to prevent illegal discount selling of its merchandise, 
according to Jack Asthalter, Sheaffer’s merchandise manager. 
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b)ynia “S AFE-TEE” 


(m, FOLDING CHAIRS 


This lonia Model 40 is a low-cost, all- 
steel, indestructible folding chair with 
a new safety design. 





Again Available! 

Our Model 45—luxury chrome 
finish, leather upholstered 
spring-filled seat and back. 
For top-flight executive use 











Choice of colors. Write today for 
folder and prices. 


- IONIA, MICH. 
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NOW with Self- 
Adjusting Paper Feed 
—Keeps tape aligned 
at all times! 
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meee here’s why: Sensational! That's the only word to describe the all- 
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new REGNA Adding Machine! Streamlined as the 
newest cars . . . so low in cost it’s a dream-come-true 
for small business owners. Lets many firms cut ex- 
penses and increase production by supplying a 
machine to every department, to every desk where 
adding is done. It took REGNA engineers years to 
; develop an adding machine of such supreme quali 

ciphers p rinted automatically at such a remarkably low price. It will ale a 
signals for subtract, multiply, customers only minutes to realize that the new 


sub-total and total printed REGNA is their ‘best adding machine buy'’! 
correction key clears entire keyboard 


lifetime handle construction 
scientifically designed moulded keys 
trouble-free performance ... | 


minimum maintenance | Gentlemen: 
Please send more information on the new Regna Adding Machine and ovtline 
advantages of becoming a Regna Dealer. 


models with or without direct 
subtraction available 
revolutionary years-chead styling 
Swedish steel assembly . . 

Swiss precision counters 

fully automatic safety keyboard 


REGNA CASH REGISTERS, INC. 
175 Fifth Avenue 
New York 10, N. Y. 


a 









IN CANADA: Regna Cash Registers of 
ltd., 704 Notre Dame St. W., Montreal, Qu 
Business Equipment Machines, 489-R King 
Toronto, Ont. ; 





WOW! Orna-metal brings you the desk designed to eliminate competition . . . 





NO OTHER DESK IN THIS 





PRICE CLASS CAN OFFER ALL THESE FEATURES! 


e Bigger Top, Size 36” x 20” 


e 40 Additional Sq. Inches of 
Working Space 


Available with Center Drawer, 
Pencil Tray 


e Rounded Corners 
e Adjustable Glides 


e Island Base 


Large Drawers 


e Durable, Non-glare Armstrong 
Linoleum Top 


Dealers! here’s a great, new budget line desk with a list of 
selling features as long as your arm... as well as several 
exclusives not to be found on any other desk of its type. 
Look over the many features the “JET 36” offers, and you'll 
agree here’s a desk you can really “talk up” to your cus- 
tomers. New “decorator” colors make it ideal for home, 
office or business. The “JET 36” is America’s most practical 
small desk with all the BIG DESK FEATURES. Feature after 
feature, selling point after selling point. . . here’s the desk 
with those big extras that mean faster, easier sales. Better 
get a sample order in today! 


Dividers in Top Drawer 

2 Handles on File Drawer 
Compressor in File Drawer 
Uses Penaflex or Hanging File 





WITHOUT CENTER DRAWER 
The desk shown above is iden- 
tical to that on the right in 
every respect except that it does 
not have a center drawer. 


New Type Brushed Chrome Handles 
Storage or Bookshelf 

Yale Lock Standard Equipment 
Back Panel 

Interchangeable Drawers 





WITH CENTER DRAWER 
The “JET 36% is also available with 
center drawer and pencil tray, at slight 
additional cost. Both desks equipped 
with Yale locks on box drawer. 








COMPRESSOR IN FILE DRAWER 
. also uses Hanging File 


DIVIDERS IN TOP DRAWER 


Drawer is slotted at the sides to 
permit divider to be moved for 
ward or backward to meet indi 
vidual needs. 








Design of file drawer allows use 
of compressor or hanging file, or 
both. (Hanging file folders not 
furnished.) 








DRAWERS INTERCHANGEABLE 
Drawer pedestal accommodates 3 
box drawers, or 1 box drawer and 
1 file drawer, as shown above. 
May be ordered either way. 





2 


STORAGE OR BOOKSHELF 
Small Shelf 6” deep provides con- 
venient, out-of-the-way storage 
for books, briefcase, ink, or sim- 
ilar Items. 











ORNA-METAL, INC.2e¢2412 SO. 
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SEVENTH STREET ST. 


LOUIS 4, MISSOURI 
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9OtrH District Nortes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 





Ww at Jack Fleming, our secretary, thoughtful 
ated friend, died June 1/6 atter a three 

ea by ni wite Ir who has ais¢ beer 

rs and ir heart-telt sympathy goes out fc 

> > > > > 


M. Hiram McGee J James S. Vinson recently purchased the 
emier Print mpany at Jackson, Miss., from Eugene Childers. 
1e of ownership, Mr. Childers passed away 

> * * > * 

New Off y at 123 E. 25th, Bryan, Tex., owned by Walter 
Doney, ided the adjoining store t ts present operation 
t na pace ot more thar 5.000 feet and the 

ed for furniture display 


* > > > > 
Dave Myles ed | Gult C 9ST Offic e Outfitter 
c R | Nance n Hye istor 
> * > > > 
Walter Denny r dated | sckson Stationers with Dunn 
t t sckson, M snd will operate from 214 
* * > > > 
4 ply Company ha ed its Midland Branch 
Midland 1 moved all the stock to Abilene, Texas. . 


riesre T ply now cated at 1214 and 1315 Texas n 
k August | t 1420 Texas with 18,000 teet 

rd Printing & Stationery has opened up 

ephone Road in Houston. . . Hoover 


ed into its new building at 1300 N 
American Desk Manufacturing Company 
t tore at 120 S. Second. 
> > > * > 
Adolph Torres T x yeors ery e witt Clarke & Cc int 13 
: ' ff Eauioment and tw years with Texas Office 
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Nea. 130/P 


Height over all 37 
to 40 inches, 
width 27 inches, 
width between 
arms 20 inches. 
Seat depth varies 
from 19 to 21 
inches and back 
height above seat 
20 to 23 inches. 





This fine executive office chair adds lively interest to any interior 

it appears especially well with light colored furniture and 
decoration (has blond wood swivel base), and offers added com- 
fort for the person who must sit at the desk all day long. The 
foam rubber arms and back are just as soft and relaxing as the 
seat cushion—truly a remarkable improvement in modern up- 
holstering 

Write for illustrated literature and prices. 


Grand Rapids Leather 
Furniture Co. 


201-207 Front Ave., N.W. 
Grand Rapids 4, Mich. 


of 
Grand Rapids 
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BIG PROFIT OPPORTUNITY 
SELLING SMALL SAFES 
WITH “BIG SAFE” FEATURES 





It’s fine to sell big A-label safes and we're all for it. But 
today, as always, the best opportunity for volume and 
profit lies in selling a big volume of small safes. 


Herring + Hall + Marvin dealers are in an extra good po- 
sition to get this business because of the extra features 
in Herring + Hall + Marvin C-label safes. All of them, even 
the smallest sizes, carry labels showing Underwriters’ 
certification for (1) fire resistance, (2) burglar resistance, 
(3) relocking device, plus (4) label showing conform- 
ance with Federal Government specifications. 


The T-20 label earns the maximum discount on insur- 
ance premiums (20% on Mercantile Safe Burglary); the 
Relocking Device label earns an additional 10% discount. 


Above photo shows Model 1511, a popular size which 
belongs on every showroom floor. It has 3250 cubic 
inches of usable space. The Non-Stoop Wrought Iron 
Base is available at extra charge with 4 C-label safes in 
the H+ H« M line. 


Exclusive franchises open in a number of important centers. 
Inquiries will receive prompt and careful consideration. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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You'll 
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NEW 
PAX 
Hecto Ink 
Cleansing 


Cream 


ius oe 
Cool and 
Soft 


oe, 


Delicately 


( 


Fragrant 








Just try the new Hecto Ink Cleansing Cream and 
you'll see how new and really different PAX is. 
Hecto ink stains, as well as carbon paper and 
typewriter ribbon smudges vanish in seconds 
leaving the skin soft and smooth, and the finger- 
nail polish unharmed. Pax gives extra protection 
because it does not spot the clothes even when 
mixed with the stain it’s removing. Write on 
your letterhead for a free sample and see for 
yourself what this marvelous cleansing cream 
can do for you. 54-H 


Of Course... it contains LANOLIN 


LOOK for the PAX ROOSTER for it’s your assurance of a Superior Product 


G. H. PACKWOOD MFG. CO. 
1546 TOWER GROVE AVE. * ST. LOUIS 10, MO. 
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Supply now in charge of stationery department at Mayer Office 


pment Company in Houston. 


* * * * > 
Russell Grieve Sr., Russell Grieve Jr. and Robert Burkiss are + 
nger with the Cargill Company at Houston. . . . Jim Fowler 
and Russell Grieve Jr. are associated with The Mulvey Company 
in Houston. . . . Troy Morris is covering west Texas and R. O. 
Beamus Oklahoma and Arkansas for Stationers [ buting Com 
pany of Fort Worth. . . . Melvin Catlin the new store manager 
and buyer for Cargill Company in Houstor 
* . * * * 
Mrs. Charles Woods has just presented Charlie of Stationer 
tributing Company in Fort Worth with their fourth hild—a 
Railey Paper Company at 211 E. Alpine Road, Austin, Tex 
nas added ft t ales force. Dave Reed w trave he nortt 
Texas and Chas. McDaniels w ver the h ha 
Texa The firm the new buildir } tT a it 42,000 Juare 
t ind preparing an illustrated catalog for the trade 
o*¢¢ & 
The | wing have bec me member t Nationa Stat nery & 


Office Equipment Association during the past montt Office 
Appliance Co. at Brookhaven, Miss., W. T. May; Dunn Printing 
& Stationery 214 S. State, Jackson, M Walter Denny, and 
News Office Supply Co. at !23 E. 25th, Bryan, Tex., Walter Doney. 


Wagon Yard and Cook Shack 


c 


Acr 5 the river rom Shreveport you w tind Tne oTfork * ib 
Bossier City, nightly featuring charcoal broiled steaks and 
eat ds. 
On Monday night it is Chuck Wagon night, Thursday night 
Buffet Gourmet and Friday night it Fish Fry. All y an eat 
ne price ana fi includes dancing 
t miss the new Nicholson House on Highway 82 in Par 
ex., tor a home away trom home, | re mmend a Westerr 
Mote in Vern n, Tex. B th have wa T wall arpe?r na sre 
dif nditioned A wk ile in Vernor pay 2 V . ¥ >uUzZY “ 
N | wnere y Ww enj y some t the best Teak West Texa 





Victoria, Texas, Firm Moves 


Quinn-Steed Corporation, formerly located at 507 N. Main 
St., Victoria, Tex., moved to 305 N. Main as of June 1. The 
firm’s telephone number is 2194 and 2195. 


Build Bigger PROFITS S . 
9 


with SEED AYO, G 


SPONGE RUBBER STAMP PADS 





The Only ALL-PURPOSE 
Stamp Pad Line! 


With the fast-selling Speed-Mo line, you can offer your customers 
stamp pads and inks for every purpose — in office, warehouse, 
factory. Speed-Mo is the only complete stamp pad line on the 
market. You need carry only the most common pads. We furnish 
prompt delivery on special purpose pads (up to 20” x 36"). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is 
a em — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS “i "er folder showing 
RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


in Canada, for compicte information write 
Bossence & Co., 429 Main St., West, Hamilton, Ontario 





OA — 8/54 




















~_— = -—ee hse Fo be 


IN CAR 


OA - 3 





THE ACE SCOUT.. 
For Top Quality 
at Low Cost! 


STAPLES ° PINS * TACKS 


Here is by far the biggest value the stapler dollar 
ever bought! The ACE SCOUT at a popular low 
price, gives all the sturdy dependability and unfail- 
ing performance which have made ACE Staplers fa- 
mous for more than twenty years. The same watch- 
like precision and fine materials go into the ACE 





SCOUT as we build into the highest priced ACE 
Machines. Its many uses.. (it Staples, Pins and 
Tacks) . . gives the SCOUT added sales appeal. 
When a customer insists on a low priced stapling 
machine recomménd the ACE SCOUT. Dollar for 
dollar it gives bigger value, longer service and its 
performance never fails! 


SOLD THROUGH LEADING STATIONERS 


SOME OF THE STAPLING EQUIPMENT MANUFACTURED BY ACE 


ACE PILOT ACE STANDARD ACE CLIPPER 


a 


ACE staptes ACE STAPLE 


ACE LINER 
REMOVER 


ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE «+ CHICAGO 


IN CANADA: ACE FASTENER (CANADA) LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28 * 770 DU PONT STREET, TORONTO 4 
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YOUR LIFETIME OPPORTUNITY «+ The most valu- pmot lies 


able business asset in this industry—the Shaw-Walker fran- 
chise —is available in a few cities. Perhaps you qualify for it. 
Inquire! Shaw-Walker, Muskegon, Michigan. This may lead 
you to the greatest profit move you ever made. 
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10TH District Notes * 
cowano t rounson, comsroroe =» s§s SU SEITE 
4272 KING ST., DENVER, COLO, 
Dick Sheble y representative for Lyon Metal Products and T E G UY M E N TS* 


O. A. Gregory wner of Gregory's Office Supply, Denver 
sve tormed tnership as a manufacturers’ representative e 
, Montana, Wyoming, Idaho, Utah, Colorad ... first choice always! 

Mex j Pa Tex. for the following lines: Jasper 
F T naiane Cha ry WwW esfern Mtg. Co . Ambera 
nd M | Machine Co.; Reliance Pencil Corp.; 
Met Frontier Mfg. Co.; Convoy Inc.; Voge 


They have split up the lines betweer 





b k and Gre y 
2.2. 4 2 
Warren Cobean Cobean Stationery Company in Roswe 
M ; t primary for the Delegate at Large from 
ve A friend wish you ce in the coming tall 


* * * . * 


sve had serious bouts with "Old Man Sick 
e writer at the Phoenix Convention and bott 
y. Chas. ‘'Sanford” Evans; and Art ‘Chas. R 
Carlson } 7 ee you bot! t and around. 





* * * * * 


nded the opening of Stone's Office Supply ‘ . . 
nile of Molens, Qounn ah Stndientiens (teg'u-ment)—a natural covering or envelope 
The “natural” envelope choice of dealers, printers 
* * * * * 
A the Deaver sirsort recently will'e aumber of and customers everywhere, is JUSTRITE, because 
the Park pany men aboard: Frank Wittneburt, J. M. . : : 

Black, Don Parker and Arthur Glynn. The occasion was the “Jotter they know JUSTRITE quality, variety and fast service 
Gardner Griffith hosted the boys around and then they are the finest in the envelope field. Each conveni- ‘ 


ently located JUSTRITE factory provides immediate 


delivery for your close deadline orders . . . and 


each factory stocks all envelope styles—from Air : 
Mail to X-ray! For those who know and want the ob 
best—ORDER JUSTRITE! ¥ 


MORE SALES 
FEATURES 
MORE SALES 


























Led by architects and of- 
fice planners the trend is 
to Office Valet wardrobe 
equipment. By keeping 
wraps dry, aired and open 
to germ killing light this 
modern steel equipment 
helps prevent spread of 
epidemics and resulting 
absenteeism. Keeps wraps 
“in press” helps employee Clasp Envelope Currency 
ats in suywhere, ends Counter Display Git Envelopes Tomperproot 


locker room evils. | ae 
Widely advertised in gen- 24 


eral business, institutional 
ee ee eee | WRITE FOR PRICE LIST F-8 


line offers an almost un- ° : 
limited opportunity for of- The envelope line voted most popular by = 
Ca 


fices, factories, schools and i ! 
sotaaiiealiitane dealers and printers everywhere! 














Expanding 





Write for 
Bulletin 
0.V.13 


ui AG 


VOGEL-PETERSON CO. 


121 West 37th St. «© Chicago 9, Ill. 





NORTHERN STATES ENVELOPE CO. 


300 E. 4th St. St. Paul. Minn 


JUSTRITE ENVELOPE MFG. CO. 


58-60 Gilmer St.. S.E.. Atlanta. G 
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A Profitable 
Opportunity! 







With the 
automatic, | 
electric | 


Scortie 


opens 200 to 
300 Letters 
per minute 


Patents 
Applied For 


—| F.O.B. Factory 


val a TA pies excise tox 


Stacker optional at 
% a 


built right — priced right 


subject to change 
without notice.) 

for thousands of small and 

medium-sized businesses 


NOTHING ELSE LIKE IT! Opens letters 30 times faster than 
by hand! Gets the whole office staff into high gear 
—fast. Designed to handle from 200 up to 2000 
letters per day. Small, compact—readily used on 
any desk or table. ‘Scottie’ weighs only 9 pounds, 
— it’s easy to carry from desk to desk, can be put in 
any convenient corner when not in use. Opens all 
sizes of envelopes,—no clipped corners or damaged 
mail. Takes a clean slice off tops of envelopes, with 
adjustment from 0 to %” for width of trim. 














OPENS A HUGH NEW MARKET — The Scottie Letter Opener 
does a lot more than open mail — it opens the huge 
market of middle-sized offices where the time it 
saves makes it very profitable. It is needed by 
banks, stores, wholesale houses, insurance offices, 
mail order businesses, factories and dozens of other 
lines. 


OPENS A RARE SALES OPPORTUNITY — Reports from es- 
tablished Scottie sales representatives are excellent. 
Thousands of smaller businesses offer a practically 
untouched market for this speedy, low cost machine. 
If you are experienced on specialty equipment sales 
—look into the Scottie for steady, future profits. 


ARNOLD MAC KENZIE, Inc. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 
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SEND ME THE DOPE ON SCOTTIE 


ARNOLD MacKENZIE, INC. 
3133 Overiook Drive, Minneapolis 20, Minn. 


0 3 


rh 
ns 


experienced in sales of specialty! office equipment. Send full Ley @ 








@ I am 
information on Scottie Letter Opener. My territory is 

. = 
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1itH District Notes 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y ST., VANCOUVER, WASH. 





Lee Robbins The Standard Stat and Printing Company 

n Portland, proudly announces a move to new and larger quarters 
1631 N.E. 4ist St. Lee has made r progress e striking 
nf “ and we congratulate hin The new store is very 
attractive and we ated to give Lee tomers better service. 
Ed (Webster Carbon) McCarthy attended the Sun Valley Con- 
ntion without | charming wife, wt was quite busy at home. 


In fact, shortly after Ed's return she presented him with a fine 


ad, one Kevin McCarthy. Mother and son are doing fine and 

Ed holding up fairly well although he can't seem to keep enough 
jars on hand. Although Ed flew a private plane to Sun Valley 
think he was flying higher atter the birtt t hi n than any 


altitude he reached on his trip. 





Lieberman Enterprises Incorporated 

Incorporation of a new firm, Arthur Lieberman Enter- 
prises, Inc., at 39 S. LaSalle St., Chicago, recently was an- 
nounced by Arthur A. Lieberman, president of Carlton- 
Surrey, Inc., Grand Rapids, Mich. The new organization 
will handle automotive office building accounts exclusively, 
Mr. Lieberman stated. There will be no connection between 
the two firms. It was announced the new company will open 
special display rooms in both Detroit and Grand Rapids. 





S. A. Williams Joins Investment Firm 

Samuel A. Williams, formerly vice-president of the Office 
Equipment Company of Chicago, recently joined Rogers & 
Tracy, Inc., investment securities firm located at 120 S, 
LaSalle St., Chicago 3, Ill. Mr. Williams is now a registered 
representative with the firm. 


gives you REAL 


The Dealer Imprint Line support 


Fauynua BRINGS YOU 
INDIVIDUALLY BOXED 


CHROMIUM MOUNT 
STOCK STAMPS 


in a Complete Assortment 


Here’s an array of 24 top quality stock stamps 
that stops store traffic cold. Everyone’s a pros- 
pect for at least one or more of these beautifully 
packaged, exceptionally useful stamps. 

Starter assortment is available in the eye- 
catching counter display shown above—or 
stamps may be ordered in any assortment or 












These Are Stock 
Stamps Aveoilable 


quantity you desire. These are the finest stamps Past Due, Etc 

made—product of B & M’s quarter-century of Final Notice 7 

leadership in the stamp industry. Paid in Full 

Reproduction of each stamp appears on top Rush 

of its box. All stamps competitively priced Duplicate 

for big sales. LIBERAL discounts. Order Paid 

today for real profit. insured 
Write for Catalog No. 153 Air Mail 





Ret. Post Guar. 

Pis. Rect. & Ret. 

Sec. 34.66 P.L.AR. 

Credit is Good 

Received 

Credit Memo 

i a re Past Due Please 
C.0.D. Postal Reg. 
Parcel Post 


z = Fragile 
Thank You We Ap. 
ad Copy 


COPY 


impressions -not full size 







ree oy Cee me OT 


00 NOT BEND 






































7 GY/HH. DIV. Bankers & Merchants, Inc 


Chicago 13, filing 





3229 North Sheffield Avenue 
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4 NO CYLINDERS TO SHAVE OR BREAK 


pn 


al 5, 
4 ee NO TANGLING WIRE TO BREAK 


=," COSTLY TAPE TO REWIND OR SNAP 
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Ss NO “ONE-USE” BELTS TO WASTE 


mt > NO EXPENSIVE DISCS TO BUY 
—_ Ss 
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YOU HEAR YOUR REAL VOICE 


Here at last, is the office dictation and transcription 
machine that is years ahead of them all. Dupli-Voice 
gives you clear, bell-like hi-fidelity reproduction of 
your voice—without distortion or garble. This is due 
to the new Dupli-Voice magnetic recording head 
previously used only in the finest of recording equip- 
ment. Now you’ll hear yourself as you actually sound, 
and so will your secretary—Dupli-Voice screens out 
wave lengths except that of the human voice to give 
you noise-proof dictation. There is no interference 
of other office sounds that “leak” into ordinary 
dictation machines. 


YOU GET ERRORLESS DICTATION 


Now with Dupli-Voice you are the perfect ‘“‘Boss”’ 
your dictation flows like a fireside chat. Without 
error, or pause, or mistakes corrected too late. This 
miracle comes from the amazing Erase-O-Matic belt 
that can be used 1,000 times and over again. You 
“erase’’ your errors magnetically without lifting a 
finger—simply by playing your dictation back to 
where you make the error—then just dictating the 
correct words—yes, your new dictation erases the 
old and retains the new. There is no more need to 
punch cards, mark papers, scratch records, or re- 
mind your secretary (usually too late) that you 
wish to have a correction made. 






 Dupli-Vaice 


yy FELT & TARRANT MFG. CO. 
Offices in Principal Cities 
Algonquin, IIlinois 


8/54 
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OBSOLETES THEM ALL! 









EASY TO OPERATE 
LOW COST 


Nothing complicated! Simple con- 
trols .. . easy as dials on your radio. 
You and your secretary will be 
experts in a few minutes. Test now 
—in your office or home. Ask to 
see this newest marvel in electronic 
engineering. Models available in 
the new lightweight, completely 
portable style. The cost is amaz- 
ingly low—Dupli-Voice gives you 
many more features—much more 
quality. Guaranteed for one year. 


—— eae eae ee 
DUPLI-VOICE—FELT & TARRANT MFG. CO. 
ALGONQUIN, ILL. | 
FREE TRIAL OFFER! [] | would like very much to test and 
compare your new Dupli-Voice Hi-Fi Magnetic dictation and 
transcription machine, without cost or obligation of course. | 
FREE BOOKLET [_] Please send me your free booklet “When 
Quality Dictates” that gives me all the facts about amazing | 
new Dupli-Voice. | 
fe a TITLE 
COMPANY es CoE satiated | 
ADDRESS__ at Se iboiunein 
city STATE | 
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Kalistron-covered chair by Barcalo Manufacturing 
Co., Buffalo, N.Y. 


Kalistron-covered chair by Monarch Furniture Co., 
Inc., High Point, N.C. 








ie ‘ ; 
Kolistron-covered chair by J. L. Chase Company, 
Shelbyville, Ind. 
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3 more who know-prove it! 


As reflected in the chairs illustrated, eye appeal 
translates itself into selling power, when furniture is 
covered with Kalistron. Here is the perfect complement 
to the distinction of modern furniture design. 


Kalistron keeps its beauty indefinitely. Here's why: 

Its color is fused to the underside of transparent upholstery- 
weight “Krene” —the sturdy plastic sheeting. Hence, 

even on arms, backs, seats, Kalistron is practically 
indestructible when it comes to scratches, scrapes, marring. 
This exclusive selling feature is wonderful 

to demonstrate to your customers. 


Kalistron holds its shape, provides greater seating 
comfort, drapes and tailors beautifully. Harmonizes in 
color with the finest decor. Ideal for contract work. 


Kalistron covered furniture will increase your volume 
and profits. Find out how. Write to Dept. K-150, 
Kalistron, Inc., Deco Sales Div., 55 West 44th Street, 
New York 36, NLY. 
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CANADIAN NEWS 


Our Industry Across the Border 
by Special Correspondence 





W. Lee Gamel has been appointed re 
é representative Canada for the Bate 
Mtq. Co. of Oranas N. J. He will make 
home in Toront Long identified witt 
ffice supply industry in the U.S., he wa 
Texas 33 years ago, moving sub 

yuently to — ma City where he re 

ved his edu n. D uring World Wa 

erved othe US air force ay» Hagin te 
flying officer. On his discharae he 
med his employment with a well known 
tationery firm in Oklahoma City, serving 
ty salesman until he joined Bates five 

in Kansas City and adjacent area 





wite, Ule and tw aaugnte 


in Industries Ltd 
lead) §6betwer eparate companies, 
754 Ltda Pont 7 


¢ 
») 


Montreal, is now d 
Canadian Industrie 
. of Canada, Ltd. The division 
U court judgment ordering Imperial 
nd E. |. du Pont de Nemours & Co., the 

eareaate their | int interests n the 
r 4 nr @| Deen 
tationery and 


pplier of a variety of 
ice equipment supply 


* * * * * 
sgers from Washington, Oreaon, Idaho 
A ndia attended the recent Vancouver con- 


Northwest divis n. Nat na Office Manaae 


This 


STORAGE 
CABINET 


WITH RADIUS CORNERS 
is a real 
“BUY” 


Our No. 3678 Cabinet 
will answer your stor- 
age problems in every 
way. It is finished in 
baked-on olive green 
or office gray enamels, 
and has adjustable 
shelves. Spot welded 
assembly with lock in handle and insulated doors. Set 
up only. Shipped one per carton. Size 36’ wide by 18’ 
deep by 78” high; weight 175 pounds. 


List price 850.00 each 


LESS DEALER‘’S DISCOUNT 
F. 0.8. $T. LOUIS, MO. 


MIDWEST METAL MANUFACTURING Co. 





1818 N. 18th ST.-ST. LOUIS 6, MISSOURI 
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FAST-Cutting Features 
Assure FAST Turnover! 


INGENTO 


QUALITY TRIMMERS 


e Single-Control 
PAPER GUIDE 


speeds up trimming 
a large number of 
sheets to one size. 
Easy to set. Nothing 
to get out of order! 





e Tempered 
Tool Steel 
on Both Blades 


For fast, clean cutting 
and lasting sharpness. 








e Strong 
Tension Spring 


holds blades together 
only at point of cutting. 
No ragged edges. 


When you demonstrate the Ingento Trimmer, your cus- 
tomers see instantly what a time-saver this modern cutter 
can be. They will like its smart appearance too. The 
handle and spring assembly are beautifully gold lac- 
quered. Sizes for every need: 6, 8, 10, 12, 15, 18, 24 and 
30 inches. Order from your jobber or write for details. 
Dept. 70A. 


IDEAL SCHOOL SUPPLY CO. 


8318 Birkhoff Ave. Chicago 20, Ill. 


DISPLAY aad RECOMMEND Ze 


FOR QUIET 
EFFICIENT 
TRULY MODERN 
STAPLING 


IT JUST 


ouicKs! 


with buyers, executives, secretaries, 
workers everywhere...in offices, ship- 
ping rooms, stores, schools, homes os 
factories 


NEVA-CLOG PRODUCTS, INC. 
Bridgeport 1, Connecticut STAPLER 


CANADIAN STAPLES LTD.—Montreal, Toronto, Winnipeg, Vancouver 
O. H. DAVISON & CO.— Pacific Coast Rep., 609 Mission St., San Francisco 5 
LT TT ES LT 





WATS -140 4, 
DuPLicATE RECORD 


INVOLVES AN ENVELO PE 


. . . For Wages paid in Cash . . . for Repair Records 
. - « for Dozens of Applications feature .. . 


ULTI-( OP 
NVELOPE 










phot Oe 










On Pay Rolls the 
employee receives a record-imprinted 
envelope for tax purposes; the com- 
pany retains tipped-on duplicate 
copy. Multi-Copy Envelopes save time, 
understanding. They are ideal for many applications in many businesses. 
Many sizes, varieties of papers and colors available. 

Large Steady Volume for Stationers — Dealers 
Tremendous volume—steady repeat business—good profit margin 
delay while territory available. Write in time for samples— prices. 

THE WESTERN PAPER GOODS COMPANY 


399 Miles of Envelopes Daily Established Nearly 60 Years 
St. 


1224-48 W. 8th Cincinnati 3, Ohio 


and mis- 


eliminate mistakes 


Don’t 


wiiim@Qne@ © iff 


P @ = | Fasteners 


Thumb Tacks 


Paper 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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t A aT They t k a keer t + ir ry 26 exhibit .{ 


ana eq Jipme nt. 
* . . * * 
Leon H. Black, president and Ciyde E. Everett, e-t dent 
1 ger 4 ale anager, W. A, | tter Pen t Cenada 
} T “ re JC aTMeNT 
Ja ancial paper F recently 
paid tribute h Black tt 
c c 4 a 3 ma . < r Ww 
at giving y break a 
; pay t in sa Jit pair wit 
S Canadian opera y a traffic-come 
| 3 t ts new n Lak 
1 Joderic 
ees @ @ ¢ 
“ } llar ( ffice ie nda ar j pliant tT the Ww. A 
Sheaffer Pen C f Canada, Ltd., Goderich, Ont., was officially 
ledicated at ceremonies attended by prominent Ontario govern- 
C 1 company officia Special speakers included 
deri r, John Huckins, Leon H. Black, president of the 
snadiar mpany, and John D. Sheaffer, vice-president of the 
W. A. Sheatfer Pen Co., Ft. Madisor wa. 








Sheaffer Pen’s New Canadian Plant 


Dedication ceremonies were climax the t a time 
apsule’’ in the wall of the structure. |t ntained t Its of a 
f district school children and plant ployee n 
1 of 2,000 A.D. w J , not to b 

pened before that time. 
* *. * * * 
appointment of e' WwW. rag y 1s direct f sales « 
Minnesota Mining & Mfg. of Canada, Ltd., Londor nt., has beer 
nced | M. H. hidereen. the f vice-president and gen- 
nana Mr. Keeley has been in the ale n of 3M 


Over 
alt. a-hundred 
fast-selling 
items! 





HORIZONTAL FILE 


An all-purpose heavy gauge 
steel file with rubber feet to 
protect the desk, and holes 
provided to hang on the wall. 
Available in one to six shelves, 


STATIONERY RACK 
with pull-out shelves 
Six 1” compartments for letter 
size stationery and two com- 
partments for #6 and #10 
envelopes. Baked-on finish in 











hammertone grey or office Baked-on finish in hammer- 
green. Rubber tone grey or 
feet for desk office green. 
protection. Letter and 
legal size. 

oo Order 

~ a now 
#6BC #6H 





Send for new descriptive catalog! 


PRODUCTS COMPANY 


Sales Offices 

3907 Duquesne Ave, 
Culver City 

Calif. 





Factory Fresno, 
California 
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Send for - 
sample kit 


This kit shows samples of National’s 
variety of translucent forms. It tells 
your customers how their reports, charts, 
drawings and records can be duplicated 
with 1 or 101 copies quickly and easily 
by any direct print process such as 
Ozalid or Bruning Copyflex. There is a 
profitable, fast growing demand for 
these National translucent sheets. They 
eliminate costly hand copying, errors, 
proofreading. Lead pencil, ink, type- 


writer all reproduce clearly. Write for 


NATIONAL BLANK BOOK 


free kit samples and information on 
quantity supply for promotion to your 


customers. 





FORMS INCLUDE: 


Inventory 
Order and Invoice 
Comparative Sales Record 
Inter Office Memorandum 
U. S. Outline Map 
8 x 8 Inch Quad 
Form Layout Sheets (pica or elite Spacing) 
Analysis Pad Rulings 











COMPANY 


Holyoke, Mass. « New York «+ Chicago «+ San Francisco 
Atlanta + Dallas + Boston «+ Los Angeles 
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| HOW much stock — 

does it take = 
(o do a Sood 
Carbon paper business? 


It all starts with Flagship’s revolutionary metallic back . . . 

















This Much if You Carry 
the Flagship Line 














This important patented development, which gives Flagship 
fine working, handling and lasting qualities, also give it versatility 






° Flagship is curl-proof, never before found in carbon paper. 
2 «resistant are ins 
oe en And it is this versatility that can mean carbon paper volume 
* Flagship's metallic back —and profits — you never dreamed of. For now, instead of stocking 
eee eee weer, easier a different kind and price class for almost every customer, you can 





please your most discriminating customers with a single brand! 


That’s something to rock the carbon paper business. But mark 
these points as well: 


e Flagship’s pigmentized carbon formula, its absence of dye and 
smudge, give your sales staff something new to talk about. And 
because the Flagship line is easier to understand and explain 
— it’s easier to sell. 


e Flagship’s rememberable look —its one and only metallic back 


with the silvery gleam — establishes itself unforgettably in your 
customers’ minds, They become your carbon paper steadies. 


e Flagship’s home office and road staff stand behind you with 
expert merchandising counsel and sales aids that really sell. 
And still there’s more! For the whole story, write today! 


CARBON AND RIBBON MANUFACTURING CORPORATION 
ALLIE General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 3404 S. Main, Los Angeles 


188 OA — 8/54 











OA 








fens @ quarter entury durina Ww 
tat } bie ales record with the firm 


ta n the development ai Canad 6n 


jJustrial markets for the company's ne 

pes, etc. In addition to his new duties, he 
é ales manager of 3M's tapes and related 

yuct Canada 

a 2 ere 

Arthur G. Sheaffer, e-president in charge f sales, Senabu 
t kstand C Milwaukee, W ha announced that 
R. Saunders & C Ltd., have beer 
ypr tatives for Senqbus« in eastern Canada 
and tern Canada not vered by Merrill 

Hasty 


* * * * * 


J. A. McCracken, 82, former Canadian representative for 


+ n 


mperial Tv: , Jied at | ronto home recently. Born 
ear ame ¢ Toront+ as a young man. Enter 
+ ne he wa manaaer “+ the Winn pea 


Newmarket, Ont., for tw 
For a qu arter-cent I 


alty Mfaq. C 


‘ = rere wn concern e 
ed and ted Modern Office Appliance Co. in Winnipeg 
' he me aaent tor Imperial. He retired 
years ag 
> * * > * 
4 A tion of Winnipea final meetina of the 
1 James Wilson, General Stationery & Paper Ltd., Winnipe 
r + trip to the annual meeting f the Stat 


held in Toront Members f the group 4 
Jim Francis, Reliance Ink Co., who is retir 
Officiating was Frank 


» tr stion with his ftirr 
Dool, R. Brad & C 

* * * * + 

C. J. Dutton etary - treasurer, Luckett Loose Leaf, Ltd., 

t 1M ated their 25th wedding 

ediate Dutton family consists of three son 


tton, recently 


yrandchildren. Mr. Dutton was recently 

yovernors of the Canadian Credit Men's 

A td Ontar div r TI an honor « arrying 
dD > 

> > > > . 

t the Jer t recreational time t 

rade grour Toronto Stationers held their 


DRAMATICALLY NEW—MORE 
PROFIT DOLLARS FOR YOU! 
SELL THE PARKER SLIDING 
DOOR CABINET 


N convenient 
Ow sizes 


sliding door 
models 





Heavy Gauge Stee! Construction 


STYLE DESCRIPTION SIZE 


72S1 Steel Sliding Door, 
Storage or Wardrobe | 
72SL-24| Steel Sliding Door, 72x36x24) 


72x36x18} 


Storage or Wardrobe | 
42S\ Steel Sliding Door, | 42x36x18} 
Storage | 
42SLG | Gla Sliding Door, ennnil 

Bookcase 
20SI Steel S ng Door, 30x36x18) 
Storage | 
30SLG Gla Sliding Door, 30x36x18} 
Bookcase | 


Available with lock on request) 


Model Shown—No. 72SL 
Steel Sliding Door Cabinet 





Write for Dealer information 


PARKER STEEL PRODUCTS, INC. 


60 COLUMBIA ST. . BROOKLYN 1, N. Y. 


OA — 8/54 


ot Christmas 


FOR A MERRY 
CHRISTMAS 


all over 
~ the globe! 






Globes are fun—bring cul- 






ture into the home—add 






charm. There’s profit in 





the “best selling” WeBErR 








CosTELLo LINE. 





Send for Catalog SG-54 
NO W—Still time to order 
for Christmas! 














WEBER COSTELLO COMPANY 


Manufacturers Chicago Heights, Illing 


LaSalle 


Smokers—Ash Trays 
and Costumers 





Top Quality 
STEEL AND WOOD 

























ee No. 
No. 155 


All steel cos- 
tumer. Sturdily 


140-X—New 
modern design 
Extra heavy ii” 

. 8 finer 
154” post. Ship. 
ping weight as- 
sembied ready to 
use about 19 Ibs. 
Now available in 
Statuary Bronze 
in addition to 
Golden bronze, 
bright and satin 
chrome 


ball turned ends. 
21” spread. 68” 
height. Finishes: 
satin chrome, 
gray, olive green 
& golden bronze. 
in units of six, 
weight 60 Ibs. 


No. 260—Al!l Metal. Wire sereen serves as cigarette 
rest. Oversize ash receptacle, 734” outside diameter, 
22" deep, can be emptied jand by - 5 in a few 
seeonds—merely lift ¢ sereen. 
9” weighted base. Overall potent 23”. Finishes: 
Bright or Satin Chrome, Statuary Bronze Plated, 
Golden Bronze. Chrome plated sereen with all 


finishes. 
All Smokers individually boxed. 


WRITE FOR CATALOG OF COMPLETE 
METAL AND WOOD LINE 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Hil. 
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C-THRU clear plastic rulers and 
drawing devices give you a com- 
plete line to feature for back-to- 
school. Their high quality and mul- 
tiple utility have won world wide 
renown, They’re priced for profits— 
designed for eye appeal— 
a real “Golden Rule” line, 


2s 





Send for Catalog. 


RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS © OTHER DEVICES 


IAA RK AU fader linguny 


TE OR Be Cc ONN 


PAPER PUNCH 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $3.75 list. 





Order from your Wholesaler 


MODEL 3... Punches 3 holes 

\%" dia., spaced 44" on centers, 

\%" from back binding edge 
standard spacing 11"x8'%" sheets [ 








NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE—HARRY HENKEL ASSOCIATES 
Western Merchandise Mort, 1355 Market St., San Francisco 






PAPER PUNCH | 
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; at Ww iew with 69 turnir >| t for a If, sver 80 tor the 
nner ses r Windsor Stationers + rnament attracted a record 


wd from ¢ between that ty and Toront 
The annual Winnipeg Stationers’ golf and dinne n wa d 
at S thw iC ntry Club Fort Garr Montreal $ ner eld 
their event June 29. The Ottawa meet heduled for early fall. 
TI annua Preston-Noelting Stratford + rnament wa neid at 
Kitcher th (July) due + Stratford 
bh 
> > * . > 
W it 1.500 branches throughout ¢ : j , r 
sted in Great Britain the firm f W H. Smith & Sor f Ena snd 
consiaerea tne w rid largest retailer t Tarionery t k 
ed their first Canadian brar n Toront sbout thr 
ago; now have acquired the Ottawa and Montreal stores of 
Burtor Ltda na among the n t prominent trade tlet 
TW 
> * > 7 
New presider f the Stationers’ Guild of Western Onta ; 
popular Bruce Wright, Ontario Office Outfitters Ltd., Kitchener, 
Int. He is a 3 directo r of the Stationers’ © d of Canada, Inc. 


» district Guild group's new officers was conducted 
: Tom Stiles, Costain- 


Installation 


by — Ww. a Hamilton. They ir 


Langford . Lo ndon, as past-pre ido ent; dire ta St. Louis, 
eseeiaits ; Bookstore, Windsor, as sé tary rer; Roberts 
Holmes, Li nd Bert Boyce, Brantford a Fred panel Sarnia, 

director 
* . * * * 
Turning | b ess over to his T associate a Se — 
Winnipeg v. R. Sehem R. A. R. Horne nd W. A. Hinds, Pe 
rough, and John C. Cooper, Han . Stanley c. Elliott, presi 
dent, Elliott Stat nery Ltd., Peterk r 77, annou ed his retire- 
—n 
* * * * * 
One of the original committee whose work r ted in the 
rganization of the Stationers’ Guild of Canada Percy F. 
Grand, presid f Grand & Toy Toront e 1921, died 
nis 5 "ome June 4. A wea witn Tne Tirm Tor the past 
55 years, he ned the business established by | tather, the late 
nes Grand, as a stenographer 882. He beca den 
1920, and was highly respected for | knowledge 
t the industry, his toresight and Igment in trade aftair 
Canada. 
He j vived by his wife, the former Irene Rutl 


Styled to Serve Your Need! 


@ Steadily gaining in favor and use because of sturdy 
character of construction, versatility and surprising low cost. 
Masotex, Hardwood plywood, or Formica top material. Matching 


“Comfort-Width” Bench with choice of tops. 


mS) O Letty -400- Durgose 
FOLDING TABLE cnc 


HARD 
MIRROR-LIKE 
TOP RESISTS HEAT 
AND ALL 
LIQUIDS 














= 


@ CHOICE OF STYLE TOPS 
@ ALL POPULAR SIZES 
@ FOLDING BENCHES 


@® OTHER EQUIPMENT FAST DELIVERY 








Write for Illustrated Literature 


THE JAMES P. LUXEM CO. 


3345 NORTH LINCOLN STREET, FRANKLIN PARK, ILL. 
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Speed-up 


for 


turnover! 


Eaton’s new self-service 
display units widen visible 
choice of 

Berkshire 

Typewriter Papers 

in 100-sheet packets; 
speed sales; stimulate 


ream business. 


These compact, functional 
displays are fashioned of 

te mpered Masonite. Each 
accommodates eighteen 
100-sheet packets, comes to 
you with your selection of 
packets (3 kinds to a 
display), complete with 
price tickets. 


The more they see, the more they want—and buy! 
That’s why Eaton’s new self-selection units make such 
selling sense; they put more of your Berkshire stock 
out where the sales action takes place. 

and if that 
becomes a full-time job, you won’t complain. It pays 





All you have to do is keep them filled 


off in many ways, not only by speeding turnover on the 
100-sheet packets with a minimum of sales effort and 
expense, but also by creating demand for the same 
papers by ream. Because, once a customer gets a 
sample of Berkshire quality, it becomes a habit. 

The Berkshire Typewriter Paper Line includes a 








correct paper for every business need—finest bonds, 


onionskins, manifold, mimeograph and copy papers, 
manuscript covers, executive stationery, air mail spe- 
cialties and envelopes. For the business end of your 
business it’s wise to concentrate on Berkshire. 

Write today for full information on the new, 
tempered Masonite Self-Selection Unit (AD 616). 
Address Mr. L. G. Morris, Sales Manager. 


EATONS 


BERKSHIRE TYPEWRITER PAPERS 


'EATON P 


70) 
oo ve, 


CORPORATION (mp PITTSFIELD, 
“erren 


APER 
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getting right down to 
brass tacks on 
Filing Supplies! 











Subdivision Guides! 


You, too, can increase your guide busi- 
ness 100% to 200%. Just ask your cus- 
tomers, (1) how many cards or folders 
they have; (2) how often these cards or 
folders are used, and (3) whether expan- 
sion is anticipated? You'll be surprised 
the number of times you will sell 40, 
80 or more subdivision sets. Try it! 


Available in self tabs, celluloid tabs, black 
metal tabs; Pressboard and bristol stock; 
All standard sizes. Quick service on spe- 
cials! 


Manufacturers of Guide-O-folder (the hanging folder)—Guide-O- 
file—Guide-O-tray—Transfile Transfer Files—Folders—Guides—Cards 


If you want a line of filing supplies of unquestioned value, 
buy GUSSCO. 

If you want a line so complete that almost all of your needs 
are stock items, buy GUSSCO. 

If you want a line priced ‘to get the order’ in your market, 
buy GUSSCO. 

If you want a line free from factory competition, buy 
GUSSCO. 

If you want expert, fast, reliable service on specials, buy 
GUSSCO. 


These are the ‘brass tack’ reasons why so many dealers make 
more profit selling GUSSCO. A trial order will convince 


you. Write today! 





TRANSFILE Fiber Board Trans- 
fer Files Reinforced by steel. 
Shipped KD. Easily assembled 
without tools, nuts or bolts. 
3 styles, 13 sizes. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 


WEST COAST REPS. — GUSSCO SALES INC., 


NEW YORK 13, N. Y. 


337 WINSTON ST., LOS ANGELES 13, CAL. 
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brother, Arthur M. Grand. 


> > > > . 













Say “YES” to teachers! students! 






i sles manager for Dixon Pencil Co., Ltd 
n recent . tirea ? 
M. L Otty, ] er, died Cc y. He had re’ ea when they ask for 
J been w representative for Acme 
Sie eect ce* | RUREKA 2Secs DECORATIVE SEALS 
Sales C Norwalk, Conn. GUMMED 
> > > . > 
wW tationery and office supply firn 
Moore & C Ltd., Quebec City, received 
of.) c QO sebec Chron . 
Y : The 024 display 
sanarted data f the foundina of the firm (as illustrated) 
Thomas Joseph Moore; told how since it 11%" x 9%" has 
t had enjoyed a record of steady ry pockets for 12 
sajoining Ct ging with eior a . . 
eee eh tk pelted ne ee different items. 
ee ( ancien capita nar a x 
Shipped 24 dozen 
ted in a small shop near the old St. John to order. 
rchased the assets of Dawson & Co., tl 
3nd printing business which had had a 
the Quebec puk Subsequently, the firm 
2m then tenanted by another stationery 
mauvreau. Direction of the company's affairs 
Moores guidance until his retirement in 1924. 
then passed t son, Albert F. Moore w! 
935, became president. 
7 * * * . mn  spnereer 
J. S. Luckett, Jr., Luckett L e Leaf, Ltd., Toronto, is irrent pe ee rule ee cu 
sident mercial Stationers’ Association of Toronto. ~— a ea 
| ¢ ently elected: Vice president Vince a paw re ‘ . : 
Balfour trea r, A. J. Feheley; directors, George Callow, These are the nationally advertised, nationally demanded 
W. J. O'Reilly, A. L. Hopkinson, Ross Imrie, Norman Brown, Earle bird, flower, animal and seasonal! decorative seals that 
Rogers, George Basil; immediate past-president, Bill Grand. practically sell themselves. Each high count seal book 
Se tea contains a different assortment of colorful easy-to-use 
Stationers’ Guild of Canada 


Fred R. Smart retary-manaaqer 
] nced eiaht new n 


3+ 
Office Appliance 


embers 


in the associat 
Toronto: S ript¢ 


seals. Order, stock, promote this school supply MUST in 


time for back-to-school busy-ness! 


Barnard Stame & Stencil Co., Hamilton; AEA 

td., London; Doddy's Office Equipment & ZARA 

M Gurnse Ltd., Kingston; West Office ERE J EUREKA SPECIALTY PRINTING CO. 
; Piche & Harvey, Montreal. FB-fA- A 555 Electric Street, Scranton 9, Pa. 


| MILLION 


‘54 STARK CALENDARS are in use Today! 
Did you get your sales share? 


It pays to keep your eyes on 
STARK CALENDARS all year ‘round 











ONLY 


The ‘’Precise’’ TRIMMING BOARD 
Has All These Wanted Selling Features 


e Patented Fi 
e Finest Steel 


er Tip Controlled Paper Guide 


lades, Carefully Ground 


e Two White Scales on Black Ee 
@ Only Finest Seasoned Hardwood Used 
e Every Board Completely Cuaranteed 


1S- 


ed 
ts. 
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A quality line of stands 
and pads featuring all 
popular styles and sizes. Cal- 
endar pads are lithographed— 
on high-grade bond paper with the 
date in red and the monthly calendar 
in blue. 
Fast, 2-color lithograph printing enables us to 

give you the best in quality and prompt service. 


write or phone 
tor compiete 
details 


“IN CALENDARS THE QUALITY MARK IS STARK” 





100-112 BISSELL ST. + PHONE 


* JOLIET, ILL. 
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You offer the finest in the New “Precise” Trimming Board. 

It has everything your customer should have for trimmi 

cutting paper, aper board, etc. The patented, adjustable 
e loc 


paper gui 
scales on black background speed 
accuracy and measuring time. 
Models 5, 6 & 7 have special 
safety spring. The “Precise” is a 
steady seller wherever displayed. 


Order Your Needs Today! 


and releases with a finger flick, 2 white 








$= 18%"— 
$—i8ye— 


1—24\4”"—Blade 





AMERICAN PHOTO LABORATORIES 
Dept. A, 28 N. Loomis Street, Chicago 7, Ml. 














cesar Steger Warehouse Representative for Keystone 

us H. A. Steger, 816 Pine St., St. Louis, has arranged to 
carry warehouse stock of steel furniture made by Keystone 
Steel Equipment Corporation. Mr. Steger operates in all 
directions from St. Louis — Missouri, Kansas, Arkansas, 
southern Illinois, southern Indiana and western Kentucky 
and Tennessee. In addition to Keystone he also represents 
Haskell, Inc., Aluminum Seating Corporation, Frankel 

| Carbon & Ribbon Company, Old Town Corporation, and 


Flexo Lamps. 





Apsco Sets Up Pencil Sharpener Parts Depots 
A. D. Farrell, vice-president in charge of sales, has an 
| nounced the establishment of a new Apsco authorized parts 
depot and a dealer program. The new plan has been in 
augurated within the stationery trade to provide convenience 
to stationery dealers and consumers in acquiring necessary 
replacement parts for the maintenance of pencil sharpeners. 

Sales personnel of Apsco Products, Inc., through the 
medium of direct contracts in the feld, are setting up parts 
depots on a nation-wide basis. As soon as sufficient depots 
have been established to put the program into effect, a gen 
eral announcement will be made. This will be via a direct 
mail brochure which will outline the new profit structures. 





AMFILE ALBUMS 


For Every Purpose 


A complete line—just about the best assortment you'll find 
anywhere—and at prices to please customers and allow you 


a good profit. All come individually boxed and make fine gifts. 
e Willoweave with that homespun look 


eG i Leatl i ich redwoo inis | 2 . . 
enuine Leather in rich redwood finish | Cramerding Joins Globe Office Equipment 
@ Embossed Duraleather 





Daag George E. Cramerding, former newspaperman on the 
@ Flexible cover Scrapbooks and Snapshot Albums | Cincinnati Times-Star, and assistant public relations director 
@ Bride and Baby Books of Schenley Distillers, Inc., recently joined The Globe Office 
Equipment & Supplies, Inc., 706 Walnut Street, Cincinnati, 


. Write for Catalog of complete line . 
jilZ as a sales representative. 
: ‘4 James Robertson, president of the Globe firm, said Mr. 


AMBERG FILE & INDEX CO. Cramerding’s appointment was in keeping with current ex 


Kankakee, Ill. ' pansion of sales and service facilities. 








zosunn-<ntragitiiiailiniciacittdcaapaer stoloniinlaateiialilliiaspiitin 


More and more Banks, Savings and Loan Associa- 
tions, Business, Industrial, Utility and Government 
Offices are adopting Changepoint Products. Write for literature and prices. 


Ckangepoint, Yuc. _ 544 SOUTH ROCKFO 
TULSA, OKLAHO 
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Introducing WESCO’S Newest, 


Lowest Priced Desk . the 


Econom - Aire! 


No. 5041 
41” x 26” 
fe) g 


Econom.Aire single pedestal desk 
all desks shipped SU for 


immediate installation 





Now — an all time, low priced quality desk line built 
to give a lifetime of service, at a price within reach 
of the smallest budget! 

Wesco’s exacting standards show thru in every detail 
of Econom-Aire. Smooth drawer operation, reinforced 
construction and smart modern lines make this the 
most competitive desk in America today. 












westean “IC Co 


WESED 


AURORA Ib 


WESTERN MANUFACTURING 


COMPANY 
Avreorm ti out i 





NO!IS 





NEW YORK DISPLAY ond REPRESENTATIVE: Arthur Gordon Company 


Associoted, 206 Lexington Ave., New York 16, N. Y, 


CALIFORNIA WAREHOUSE and REPRESENTATIVE: Mr. F. C. Charles, 


Write today for information on the WESCO line! 2436 East 8th St., Los Angeles, Colif 








OS HERES REAL COMFORT FOR YOUR 
55 BEST CUSTOMERS BEST GIRL 


SY. 
TZ 
backward and 






« Four way adjustable seat moves up, down, 
forward at a flick of the wrist 
* Fitted back-rest adjusts easily up and down 
« Rugged 20 coil spring seat is padded with springy foam 
rubber that gives years of comfort 
¢ Smooth rolling, double ball bearing soft rubber casters 
e Available in leather-gros point combination or plastic- 
gros point combination 
e Finishes to match any office need 
« And they’re priced to SELL! 


There’s no doubt about it, “Comfort” is the word 
for the Gregson Model 365. So, to keep everyone 
happy (and make more profit too), make sure you 
sell secretarial chairs by Gregson. 


DEALER INQUIRIES INVITED 


Secretarial Posture Chair 
Model 365 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Wi HERE IS YOUR COMPLETE 

NO @© RESOURCE FOR “ADD-A-SECTION’ 
INTERLOCKING 
tele] @og FF 


¢ Will interlock with Economy and Universal styles 
formerly manufactured by Globe-Wernicke Co. 











“Bookcases that grow 








12 pattern numbers in a _ 
wide variety of combina- — 
tions . . . available in 

Light Oak and Medi- 
um Walnut . . . popu- 
lar priced . . . write for : RIDGEWAY, VIRGINIA 


catalogue No. 800 today. 


with your needs” 




























A DIVISION OF 


BY JASPER CHAIR COMPANY 


The finest materials and the finest craftsmanship 
combined to make this chair a chair of the highest 


quality. Executives, Judges, Controllers and other 


Office 


c 
—— 


officials will appreciate its obvious superiority, its Service, 


luxurious comfort. 





WE EXTEND A SPECIAL INVITATION TO VISIT US AT SPACE 505, 








—— NSOEA CONVENTION, AT THE CONRAD HILTON, SEPT. 18-22 
seit Sann Cony, JASPER, INDIANA Company 
. REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR 
FRED & GEORGE C. DEUTSCH R. A. BROWNE, (WEST) R. J. FREEMAN AND JOHN R. FREEMAN 
(SOUTHWEST) 7207 NORTHAVEN RD. 2925 REVERE AVE (EASTERN) .385 MADISON AVE 
DALLAS, TEXAS OAKLAND, CALIF. NEW YORK, N. Y. 
‘asp sav” JAMES S$. FOWLS, (SOUTHERN) JACK S$. DORAN (NORTHWEST) W. H. BROWN (CHICAGO-MIDWEST) 
fa-imo 327 SUNSET DRIVE, NORTH 2925 REVERE AVE 666 LAKE SHORE DR 
4 ST. PETERSBURG, FLORIDA OAKLAND, CALIF CHICAGO, ILL. SPACE 844 
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Pidgeway 


GRAVELY NOVELTY FURNITURE CO. 


FOR TOP EXECUTIVES, A PRESTIGE CHAIR 


Planning § 



































SEEN & HEARD IN Steel shelving 


SOUTHERN CALIFORNIA 


y 
2012 Huntington as redien Omt F a A &e ¢ L t ee 



























eA esk Manufacturing Company, 1715 Johnston St for every 
A ntly reoraanized. The idea, according to Wally 
Ties, et, was 16 improve ball bral Gadabndak: storage problem 
He be beer achieved The line of desks and table 
ted that the mpany now has more than O pe ymbination bin 
var ‘a ne and also has plans tor new fenale, helf unit 
w work the benefit of the dealer 
erywh : , ci a as eae er men) Hoge N For modern, durable, and interchangeable 
v ateme , tatty hid set steel shelving at the right price—specify 
help t ir dealers in the torm of consumer Franklin. 
we aes n ac OC ‘ ae ontt ° ‘ 
' “a and now come A our ‘Desk-of “ “y con Complete line of sizes and types 
veetare (et Ne One ee ee ee 24” to 48” wide* 3’ 3” to 12’ 3” high «Skeleton 
© @ large production pe ioe ‘« + apie s and closed type shelving « Parts bins « Ledge 
ler enjoy many good sales which he otherwise units * Service counters « Cabinets « Com- 
make. Dealer interest, we know, on the binations of above « Boxes 
Ba K T tatement regarding production potent 6 M. Dealers / if 
the Anderson Desk Manufacturing Company ° wri e 
W block-long plant and keeps between 2,000 and ; Ask for complete cata- ay! 
200 Jack “Tale + | me e \ i This ne . . ‘ 
otdibe . oe 7“ ready to be sh eee : log, price lists, and con- tod 
dds. n npt delivery to any point designated. : fidential discounts 
7 * * * * » 
Office Machine Dealers Association meeting Manufacturers of Quality Steel Equipment since 1936 
May 29 1 30 at the Miramar Hotel, Santa Monica, wa 


y representatives from the San Diego, South 
ern and Northwestern Associations reports. 
ewriter and adding machine panels were led by 





Al Foxcroft the Guaranteed Typewriter Company, 439 S 
y St Angeles. Gordon Miller of the Southern Ca 
Add Machine Company, 943 S. Broadway, Los Angele 


f the National association, was the main speaker. 
facts and figures relative to the discount a 
r and adding machine industry. 


* * * * * 





David W. Sandberg, district manager for the Dictaphone Cor- 





MAYLINE 





A proven way 
$¥ to accumulate 











‘ Bz . MAYLINE Professional Drawing Kit 
STEE &<7RONG A new, improved Mayline Professional — 
COIN HANDLING SUPPLIES 


Kit. Board is solid basswood with metal edges. 
sctiniiniinanaineda Kit includes Maylines’ patented adjusto-liner—per- 
old exclusively through Stationers and : : ; j j 

Office Supply Dealers for over 40 yeors mits use of heavier paper, including Bristol Board. 
Unit is unsurpassed for quality. New folder avail- 

able. 


MAYLINE 
INNAVW 











COIN HANDLING ACCESSORIES 


Seal Presses ¢ Lead Seals * Downey Change Trays 
Teller’s Moisteners ¢ Currency Racks 
Manual Coin Counters ¢ Packaging Trays 


Linen Shipping Tags MAYLI aa is COM PANY 
COIN WRAPPERS 
Old Style © Rainbow ¢ Automatic « Duzitall 
Kwortet ¢ Tubular « Gunshell oeies pagers 


adie | ENGINEERING MFG. CO. 
ee 625 NO. COMMERCE ST. 
Write for informationl 
SHEBOYGAN, WISCONSIN 








—T 
THE ©. L. DOWNEY CO. HANNIBAL, MO. 


| MAYLINE 
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One of the 


most 
useful 
items in 
your stock 
—and 
therefore 
one of the 


MOST PROFIT 


ACCOPRESS 


BINDERS 


Some firms 


Binders every year—because ther 
partment where they are not useful. For 


use thousands of 


temporary or permanent bindin 


rent files or long storage, for a few letters or 
Accopress Binder 
kinds of papers safe at minimum cost. Fea- 


2000 invoices, 


ture them all 


See Your Acco Catalog for ! 


year around. 


ACCO PRODUCTS, | 


OGDENSBURG, N. Y. 


In Canada: 


Acco Canadian Co., Ltd., 







ABLE 


California Office Fur 


at ance of 41. 

For Binding A complete report of the NOFA wa 

all Records Fenn and ag 1 wishes were extended ft 
from f 


Vouchers to peaker. H subje oe was ‘Invent 


Newspapers 








Company, 1258 S. La Brea Ave., ann 
year the company took over the distr 
ator and more recently took on d 
ypewriter manufactured by the same 
the Odhner adding machine. 


+ 


Howard Mackin of the American Ca 


t Building now cupied is being er 
ervic | ment will be mv | 
room for salesmen desks and 

p. 


a 
was held June 7, at Levy's Grill, 617 S. 


Bernard H. Nemlich, successful year 


Gene Hart, proprietor of Hart's Typew 


publicity director of the Los Angeles Cl 


cant + 


T 5 pat sciacent > 
J tog ided space. 
ne new srea givir 7 
addition of needed 

* * * > * 


ture A ation meeting 
Spring St., with an attend- 


ven by president Floyd E, 
the new NOFA president, 
E. G. Scovil CPA, was 


a. Cc 


Controls ang oystem 


* * * *. 4 


& Adding Machine 
that the first of the 


butorship of the Facit Cal- 


torship tor the Halda 
pany wnict A makes 
* * * * * 


ilating Company, assistant 
apter of the Nations! As- 


iation of Cost Accountants, report tt al chapter was 
Accopress represented by one of the largest delegations in its history at the 
ot an Oe 35th International Cost Conference d in Chicag ne 14-19, 
at the Conrad Hilton Hotel. Eight nembers headed by Harry 
- attende 
g. for cur- Kamph, preside attended. 

o » > * 

s keep all Philip M. Redford, general merchand anager for the Schwa 
bacher-Frey Company, 736 S. Broadway, Los Angeles reports that 

the contest held during the Parker ba t Jotter pen two-week 


otion created a great deal 

s awarde i tric 
Ceuvlag Folda, was award d an airplane rir 
Mexico. He a took a three-night 


NC. Hote 





Toronto : 
army service. He wil! be stat 





Mr. Kastner, who is only in hi 














pping department and so nT 


























Cramen POSTURE CHAIR CO., Ine. 











OFFICE MACHINE STANDS 


* 





Sidney Kastner, manager of the Unit 
St., | Angeles, is scheduled t 


— “\ 5 early 
1: 
Ss wit! Un Tea Vesk n the de ivery Tr K T 


n at the Rancho Vega 

a * * > * 

1 Desk Company, 1200 S 
eave the TTer part of 
ed at Camp Ord, Calif. 
20's, began | areer 

r wa t ry ted ft the 

T £ mnager 


NO SWING 
NO SWAY 


This MODERN 
Way 


Engineered for 
strength. Built to 
hold heavy 
chines—yet 
even with the ma- 
chine in place. 
Rolls on ball bear- 
ing casters. - : 








SAFETY 
DOME 


Handy lever retracts 
casters into dome, — 
locking stand firmly | 
to floor. 
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How the Annual 
Office Appliances 
BUYERS INDEX ISSUE @ “cers your sales story on the job 


the year ‘round before 12,000 buyers 


ell the dealer S who buy . . . WHEN THEY ARE READY TO BUY 


Through their most comprehensive source of buying 
information— The Buyer’s Index Issue published as 













WHAT DEALERS EVERYWHERE 
SAY ABOUT THE BUYERS 
INDEX ISSUE... 


part Il of your February Office Appliances 


OA BUYERS INDEX 
SELLS FOUR WAYS: 





1. It locates buyers: When dealers turn to the Buyers Index, 
‘In first position in the file drawer in 


the desks of our buyers and all the firm's 
executives . . . it is so frequently used 


they are seeking specific buying information. They are ready- 
to-buy customers searching for a source of supply. They are 


located by the Buyers Index at the precise time they are makin 
and furnishes complete and accurate in- y v anne y 9 


formation of the industry from which we buying decisions. 
make our living.” 
ivan Allen Jr., President 


Ivan Allen Co., Atlanta, Ga. 


2. It locates wanted merchandise: The complete listing of trade 
names and brand identifications quickly directs ready-to-buy 
customers to wanted items in your line. Advertising the right 

merchandise at the right time makes sure-fire sales in the Buyers 
“We find it a real time saver because 

Index. 

its comprehensive listings make it easy to 
locat liabl of supply without , r% 
i se (ets 0 ee aid 3. It directs buyers to your company: The complete listing of 
loss of time.” z $ 5 
: manufacturers, including names and addresses, directs ready- 
Ben Itkin, President 


to-buy customers to your door and gives you between-calls sales 
Itkin Brothers, Inc., New York Y y 9g Y 


coverage of the right customers at the right time. 


4. It makes new sales contacts: A full supply of postage-paid 
inquiry cards are an important part of every Buyers Index. 
Customer inquiries directed to the Office Appliances Service 


We have always found it informative 
ond accurate. The Index and Office Appli- 
ances form an indispensable combination 
in helping vs keep abreast of trade te Bureau are quickly processed and fordwarded to you. They 
formation.” 

Henry Hofherr, President 
Kendrick Furniture Co., Chicago 


enable Office Appliances to turn over to you new customers 
who are willing and ready to buy. 


You get full sales advantage of the Buyers Index Issue when you supplement 
your free listings with sales information about what you sell. Plan now to be 


“The Suyors index Sale ee fully represented in the next Office Appliances Buyers Index Issve. 


names or brands to the manufacturer, 
and to find manufacturers from the com- 





Ask the OA representa- 
tive nearest you, or write 


OFFICE APPLIANCES 


600 W. JACKSON BLVD. CHICAGO 6, ILLINOIS 
NEW YORK: 100 E. 42nd ST. LOS ANGELES: 2633 MILITARY AVE. 
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modity list. We recommend it as a real 
convenience.” 
R. A. Thomas, Gen‘l Mgr. 
Grimes-Strassforth Co., Los Angeles 








Aetivate Control Systems 














Show your prospect how to 














bring a control system to life. 
Let him see how Graffco products 
classify and spotlight the facts for 
instant action. Activated systems 
sell faster. And there’s no easier 
way to build your unit sale profit. 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 





























SIGNALS 
and MAPTACKS 


Keep BUSINESS Under Control 


For SUPERews.. 


Always r 


W\\ =p / n 
EF 
\\ Uf 
VW \ WL 


The Quality Line of Filing Supplies 


& Gummed Specialties 


* Vertical File Guides 

* Guides 

* Folders 

* Index Cards 

* Index Tabs 

* Transparent Index Tabs 

* Blank Index Strips 

* Rolled Labels 

* Protex Loose Leaf Patches 

* Adding Machine Rolls 

* Pakneat Sealing Tape 

* Pin Tickets 

At Leading Stationery Stores 
Throughout the Country 


THE WARSHAW 
MANUFACTURING CO., INC. 


1 MAIN ST., BROOKLYN 1,N.Y. 


200 






IT’S 
DIXIE CHROME 






is il 
DIXIE HAVANA SIDE CHAIR 


Another member of the striking new Dixie Chrome 
“Holiday” series. Distinctive square-tube frames available 
in rich triple-plate satin-steel, or your choice of seven 
beautiful colors in remarkable new “EPON” enamel that 
retains its beauty through the years. Softly padded backs 
and — seats upholstered in sparkling “Color- 


Keyed” covers. 
Color- Keyed. ¥ 
DIX ' 7 Cc H k v ME 


© 6 ©~ propucts 







\ 
— 





Division of Southern Consolidated Mfg. Corp. 
Irving (DALLAS COUNTY) Texas 







Monutacturers-Designers of Distinctive Furnishings 





ABSOLUTELY SAFE . . .NO CARBON-TETRACHLORIDE 


with the amazing 
type cleaner... 














Help your customers get 
SPARKLING LETTERS... 
and build good will for 





your establishment. 


CLAR-O-TYPE not only cleans type 
cleaner . . . it's 100% safe. Non- 
inflammable. Sturdy, easy-to-use 
dauber chases lint and dirt. Order 
through your jobber or direct. Liberal 
discounts and free dealer helps. 


Once tried 


always used 





261 BROADWAY 
NEW YORK 7, N. Y 


THE CLAROTYPE CO., we. 
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34 
GE 















Executive Office Furniture ) , 
Now Being Made in Texas / rese nling eee 
George Graham, owner of Graham Manutacturing Com THE DEEPEST COMBINATION ff 
pany, Wichita Falls, Tex., has announced the formation of 
the Executive Furniture Company pf his city for the manu FILES ON THE MARKET TODAY! 
facture of quality office desks and accessories formerly pro 
luced by Executive Furniture, Inc., of Oklahoma City, Okla. 
C. M. Herz, formerly of Oklahoma City and Grand Rap 
ids, Mich., will be in charge of manufacturing and design, 
bringing to the Texas firm 25 years of experience in build 
ing quality furniture. He was formerly with the Oklahoma 
City concer! 
New equipment is being installed and the Graham plant WELHAM 
expanded at 2800 Virginia in Wichita Falls to produce the 
Executive furniture starting about August 1. NEW 


“300” 
SERIES 


















| 
| CURMANCO Change Maker | 
| | 
7 Amazing Cash Box is Roomy . . . Easy to use! | | ad se 
l The Curmanco Change Maker has | WOE see 
l all the convenie:.t features of a | ‘ 
cash register drawer. Fully welded | 
7 steel construction makes it light Here they ore—in answer to requests from consumers 
and easy t carry. Five big com- , ond dealers throughout the country WELHAM S NEW 
| partments for reserve bills or rolled For Faster, Lasier 300” SERIES, the deepest, safest, most versatile files 
| coins. Five roomy scoop compart- | ‘ for home and office ever manutactured 6 beoutiful 
| ments hold a maximum amount of | Filing and Storage models to choose trom oll with WELHAM'S fom 
| loose coin. All compartments roomy | Out, GMeuieus etenton TS CHEN 
and large enough for a maximum 
| amount of coins and bills. Save Write today for complete 
expense of cash register. brochure and price list. 
l | 
No. 527—Size 15 x 10 x 21/2''—Wght. 4 Ibs. $7.50 | 
With hasp cover f | ki 7.50 
| 1S or locking $7.50 extra WELHAM METAL PRODUCTS CO., INC. 
| CURRIER MFG co 2448 LARPENTEUR AVENUE | 
| , e ° SAINT PAUL 8, MINNESOTA | MICHIGAN CITY, INDIANA 
eee ee oe — 
e 
STYLED TO PLEASE ; 
e 
BUILT TO LAST 
. 


PRICED TO SELL 


WY 4 
SERIES OF OFFICE ACCESSORIES* 


BY JASPER TABLE COMPANY, INC. 24 soonest 


GENUINE WALNUT AND WHITE OAK 
+ bd 
| _ The Trimline Series of office accessories is a 


group of exceptional beauty and craftsman- 
ship. Its modern simplicity is at home in either 
* traditional or modern setting. 














- FOR COMPLETE DETAILS, MAIL THIS COUPON TODAY 
° Jasper Table Company, Jasper, Indiana 
F Please send catalog of complete line. 
. NAME 
BC-634G BOOKCASE ° STREET 
34x 17 x 29” HIGH 
* CITY ZONE STATE 











GENUINE WALNUT AND WHITE OAK 
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UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 
1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 








able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 


Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
(Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
240 Fleet St. East, Toronto 2B, Ont. 





ASSOCIATED 
COMPANIES: 



































CRAFTSMANSHIP 


EXEMPLIFIED BY 


BRIGHT! 


Styled for perfect harmony. Fashioned for luxurieus 
NO. 9800 SOFA wear. Customed for lasting comfort and pleasure. Priced 
for every buyers purse. These are the factors which make 
BRIGHT creations a joy and satisfaction to every one 
whe buys. In a large selection of genuine leather and 
Elastic Naugahyde and a wide range of styles you will 
. , NO. 90 EXECUTIVE 
find just what you want for every customer. POSTURE CHAIR 





WRITE FOR CATALOG! 







NO. 1000 


CLUB CHAIR 133 BLEECKER ST. NEW YORK 12, N. Y. 





MANUFACTURERS OF 
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Handsome, Fast-Selling Wood 


Desk Letter Trays 


Oak, Walnut & Mahogany Finishes 
— FINEST QUALITY — 


Oak and Beech Lumber Ends 5/16 in. thick 
Oak and Beech, 3-ply Framed-in Bottom 





No. 5 =a LIST 
LETTER SIZE $230 PRICE 


@ FEATURES 
Full Green Felt Bottom 


Individually Boxed 
(12 Boxes to the Carton) 


IMMEDIATE DELIVERY 


Liberal Dealer Discounts 





No. 6 
LEGAL SIZE 


$2 40 LIST 


PRICE 
write for literature manufacturing 
company 

220 Institute Place 


on our complete 
Line of Desks, Tables, 
Letter Trays, 


and Costumers Chicago 10, Illinois 














ee 


| ) - GIVES YOU THIS CASE FULL 
Ol ; offi @ OF SALES AMMUNITION! 





































Net SaputiaiD pad PPh ww rw a? wv ww rw * - - 
“<i 5” “es “a y “ap Psa wn root “ oi > 


IR SR INARI SR IR SR SCS SRA 
1401 W. JACKSON BLVD. —_— 
Stebco Products CHICAGO 7, ILLINOIS : Oe AOE | 
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5-YEAR RETAILS AT 
_ 2X fr wW2 (BS SEEN Efe GUARANTEE! | 30-50%, LESS 
ge Te. She oe Sm Sm SE : s ie > tan Te ’ ca THREE SMART fusrantee in the than cowhide 
Params mimxmra RLa ahem $o1261 6 a. fieigre! Boods wears’ leather 3 
a? “ nly eles end ae to I as proved 
(the Exclusive yulide WEAR GUARANTEE >) isan set || jeescxr om wy se ete 
re Is Your SALES GUARANTEE! Sf a Pease aes | | 
4 TUFIDE’S nationally-advertised GUARANTEE has ep rte rr EXCLUSIVE re 
ff€ created a tremendous demand that has set new sales ye ane, cxspsnntuteed LIFETIME HANDLE! EXCLUSIVE 
{ records for dealers everywhere. Over 1,000,000 TUFIDE ,~ Steel reinforce. " IME EG 
ff € business and student cases have been sold already. Here’s > for Iiferanteed Amazing ne 
4 why more dealers stock, feature and sell TUFIDE than re, BU FIDE brict all Ty ght on 
(&@€ any other brand. TUFIDE is the world’s only business )’} makes anne pags, tg 
“a ~~ case UNCONDITIONALLY GUARANTEED FIVE +: ro 1of tie 
{¢¢@ FULL YEARS! Amazing TUFIDE looks like leather... 5 for you! 
ad _ feels like leather... yet outwears leather 5 to1,as proved 
(¢<@ by actual abrasion tests. Boost your sales and profits sky- > | 
Sa high by featuring TUFIDE, the fastest selling and most » ; 
{*@ profitable line in the leather goods world. >; 
a” EXTRA! NEW SALES-BOOSTING PLAN! © ay 
6 ive Sensational “Plan of Action” Promotion Case now ready for Di 3 
d TUFIDE dealers. New, complete promotional package contains © | 
Py everything you need to tie-in with TUFIDE . . . for bigger profits Py : 
ti .€ all year long. Write for full facts NOW! >. a 
CG WRITE FOR CATALOG AND PRICES yi | 
.< | 


IN , LE 
a a 
et 












ny 





EXCLUSIVE TERRITORY FRANCHISES 


now being set up for 


COREXA 


portable calculating & adding 
machine 


retails for 


$117 


plus tax 
(case included) 


addition 
subtraction 
multiplication 
division 

8 columns 










Liberal 
Distributor 
Discounts 


for additional information write 


The HILNER International Corp. 


2900 W. Eighth Street, Los Angeles 5, California 













Write for New 
72 page 
Marking Device 
Catalog 


Hundreds of Profit Mak- 
ing marking devices for 
every need. FREE illus- 
trated catalog sent on 
request. 














Daters & Numberers, Rub- 
ber Type Sets, Porous Pric- 
ing Kits, Grocer Pricing 
Stamps, Stamp Pads & 
Inks, Special Band Stamps, 
Metal Stencils, Metal 
Checks & Tags, Brass & 
Steel Stamps, Numbering 
Machines, Self-Inking 
Pricers, Sign Marker Sets, 
Rubber Pencil Caps. 


CONSOLIDATED STAMP MFG. CO., INC. 


44 WARREN ST 1123 W. WASHINGTON BLVD 


NEW YORK 7, N Y CHICAGO 7, ILL 
SPRING VALLEY, N. Y 


DUKE CO. PACIFIC COAST FACTORY 


Largest Selection of 
morking devices and 
products in America 
assures customer sat- 
isfaction. Tell US 
about your marking 
needs. 





RONALD K 
5464 ALHAMBRA AVE LOS ANGELES 32, CAL 


Grea fest W/ET To ta Wa thing Deuices 


204 





11 reasons 
why it's 
easier 
to sell 





SE 

MASTER 
LIQUID 

DUPLICATORS 


flier hed eawee C2 


6500-D West Lake St., Minneapolis, Minn. 





1. TWO MODELS AVAILABLE— 
Made in letter or legal size, latter 
prints area up to 8” wide. 

2. LOW INITIAL COST—America’s 
Lowest Priced Liquid Duplicator, Let- 
ter size $32.50 retail, Legal size 
$39.50 retail— both with supplies 
and carrying case. 

3. MINIMUM OPERATING EXPENSE 
—Less waste, less preparatory cost. 
4. QUICK SET-UP FAST OPERATION 
—Ready in seconds, prints 10 to 15 
copies per minute. 

5. EASE OF OPERATION—No spe- 
cial training or skills necessary. 

6. HIGH QUALITY REPRODUCTION 
—Clean sharp copies every time. 

7. EXTREMELY CLEAN—Prints with 
spirit solution, uses no messy inks, 
stencils or gelatins. 

8. VERSATILE—Reproduces anything 
written, typed or drawn. 

9. PRINTS UP TO FIVE COLORS AT 
ONCE — Red, green, blue, purple 
and black, or any combination. 

10. COMPLETELY PORTABLE— 
Comes with metal carrying case— 
extremely easy to carry and store. 
11. NATIONALLY ADVERTISED— 
Completely warranted by the manv- 
facturer. 


“IT PAYS TO SELL 
MASTER ADDRESSER PRODUCTS” 


Write today for complete 
information 





with 
UNDERWRITERS’ 
CLASS er & “=P 
LABELS 


@ insulated between each 
drawer, making each 
drawer a separate safe. 

eA” Grade Insulation — 
Reinforced. 

@Heavy Ball Bearing Ex- 
tension Slides. 


@ Smooth Baked Enamel Fin- 
ish—Green or Grey. 


LABELLED SAFES 





“FLAME- 
insulated FILES 








write for catalogue and 
price list on complete line of 
CHESTS 
BANK EQUIPMENT 


[[UARDSMAN- VALENTINE 


LA PORTE « INDIANA 


GUARD” 


Guardsman 
(a 








VAULT DOORS 


INC. 








GUARDSMAN & VALENTINE SAFES 
ee an 
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i Because you have customers whe need 


/ CHECKWRITERS 
/ CHECK SIGNERS 
/ COPYHOLDERS 











/ SPEEDRITE / ERROR-NO 


Demonstrate and sell these three busi- 
ness necessities and your sales and 
profits will grow. Every business is a 

ct for one or all. 





-R OCR ee eR 7 


COMPANY. INC 


ADDRESS: 40 MT. HOPE AVENUE 


TYPEWRITERS 
po ee 


THE UTMOST IN QUALITY 


rig, tem by i? 


—- i 


ke 


<= eae 
EERA 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—-BEST BY TEST-—BEST FOR LESS 


Na TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13. N. Y 
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A carbon paper that makes permanent customers . . . 
and steady profits for you, Mr. Dealer! 


It's different . . . see for yourself . . . clip this ad to 
your letterhead and we'll send free samples. No obliga- 
tion, of course. 


For Domestic & Export Trade 


U.S. CARBON & RIBBON MFG. CO. 


INCORPORATED 


621-623 CHERRY STREET PHILADELPHIA 6, PENNA. 
Established 1895 














Choose RE X-O-graph 


for Cleaner... Quicker. . .. Modern Fluid 
Duplicating! 





@ Fast, accurate copies of all kinds of work! 

@ Announcements, letters, office forms! 

@ Up to FIVE colors from one Master, one run! 

@ Postcards to 9x14” size . . . tissue to card 
stock! 

@ Automatic paper centering! 





L 
© Precision bait, weutlotredt 
from 
to $295 
DEALERS: Choice areas open for — 7 
steady profits on equipment and supplies! FOB Milwaukee) 











RE X-O-gragh, Cte wmucacnes 1a, Wis. 














Here’s Why It Pays to Sell 


SENTRY 


PERSONAL 


SAFES 


FAST TURNOVER 





field? 


HIGH UNIT PROFIT 


LOOK AT THESE 
BIG-SAFE FEATURES: 


* Fireproof VERMICULITE * 
Insulation 


* Tamperproof 

* Handsome, Compact 

¢ All-Welded Construction 
* Built-in Combination Lock 


Inside Dim: 15” x 12” x 13” 
*As required for U.S. Army field 
safes 


in several models. 
details NOW! 
DEALER v INQUIRIES INVITED; WRITE DEPT. OA-8 


t , 
SAFES. ! BRUSH-PUNNETT C0. 


For Over 
20 Years 545 WEST AVE., ROCHESTER 11, N. Y. 





/) 

An Under-Arm Case 4 
You'll Make Good Profit on 3) 

One of 8 New Numbers in Bristol's Uy 
Long-Wearing Tolex Line f) 





i= 


ACRE 








\ 
(\ 
en) 
Y 
Heavy grade Tolex in Brown or Ginger. All-around zipper. a) 
2 pockets. Available in 16” and 17” sizes only. S 


Every BRISTOL trade-marked item carries a Certificate guaranteeing 
replacement or repair of any defective part within 5 years from 
date of purchase. 


ae, 





\2 

: : ° . Wp) 
Quick Delivery — Liberal Discounts ty 
Ww 

We make special cases and Z 

do special work of all kinds Q 








Write for Catalog of Complete Line—Brief Cases—Portfolios 
—Brief Bags—Sample Cases—Ring Binders. 


YS 


) 

e / 
Bristol Mg Company e 
° (~ 

yy) 

1670 MORROW ST. GREEN BAY, WIS. S 


UP SBS ALFIE, 
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9 out of 10 people do not have fire- 
proof, at-home security for important 
popers and valuables. SENTRY deal- 
ers are capturing this year-round vol- 
ume market, because SENTRY retails 
for 35% to 50% less than any other 
quality-built personal safe. Isn’t that 
the fast-turnover formula—big market, 
quality product, lowest price in the 


One SENTRY model fits the needs of 
all: householders, farmers, and small 
businessmen. This lowers our cost— 
we pass the savings to you so you 
can keep a big share of the sale price 
and still undersell the field. This also 
saves you from tying up your money 


Don’t pass up the chance to get in on 
this rich, untapped market. Get full 









“IT'S 20 YEARS 
OVERDUE BUT 


ITS ANOTHER 
‘FIRST’ 
FOR AIGNER!” 





‘Vi88> TYPERITE 


INDEX TABBING WITH PICA SPACED INSERTS! 





IT’S NEW! MEETS A BIG DEMAND! 
With this New AICO TYPERITE Tabbing, typists type 1, 2 
and 3 line titles on the pica spaced blank inserts without 
using a soft roller, just the line space lever. Titles are 
always on a straight line, neater, cleaner, faster, saving up 
to 56% typing time. Your customers are reading the 
story in our current ads in 7 business magazines. Be 
ready for the big demand. Sales Aids, FREE. 


ORDER YOUR SUPPLY TODAY! 


AIGNER 97 Reade St., New York 13, N. Y. 
INDEXES 426 S: Giinton St., Chicago 7, Ill 








Profitable repeat business! 
ARCO “OPEN RING” 


(circular shaped) 


RUBBER BANDS 


Handier, more economical, competitively priced. 


ALLIANCE RUBBER COMPANY 


Over 30 years specialized Mfg. of rubber bands. 


Alliance , Ohio Hot Springs, Ark. 

















FREE to introduce you to 
QReadyt Ure 


THE FASTER SELLING LINE 


RUBBER STAMPS 


They sell on sight because of smart, modern design in 
rugged plastic. Scores of titles for office, factory, home. 
Mail request on your store letterhead and we'll send 
FREE stamp so you can judge for yourself... also some 
eye-opening discount news. 
OPENINGS FOR DISTRIBUTORS, JOBBERS 
Write Ronald K. Duke 
RONALD K. DUKE CO., Dept. OA 
MANUFACTURERS 
5464 ALHAMBRA AVENUE LOS ANGELES 32, CALIFORNIA 
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CHAIR 
MATS 


For That 
MODERN DESK 


(ISLAND BASE) 
IDEAL OVER HEAVY 
CARPETS — ROUGH 
FLOORS — WORN 

SPOTS 


oe 4 
| 
! 

j 


eS 







~ 


Made of 
TEMPERED 
HARDBOARD 





CIRCULAR PRICES 
UPON REQUEST 


HARDBOARD FABRICATORS, INC. 


59 BRANCH ST. ° ST 


LOUIS 7, MO 

















MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years, we har 
our wares through the dealer exclusir. 
Write for our Illustrated Price Lists 
Vanufacturers 


SUSPEND-O-FOLDERS . FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


ADVANCo 
ADVANCO PRODUCTS 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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rigidized sree 


TRANSFER CASES 


priced to compete with cardboard transfer cases 








@ Constructed of heavy furniture steel. 


@ Added strength & durability due to the special forming 
process of rigidizing. 


@ Available in letter and legal size. 
@ Baked on enamel finish in lustrous office green. 


Horizontal & vertical stacking feature. 


ORDER TODAY! 


Top FLIGHT PRODUCTS CO., INC. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
6224 S. Oakley Ave. WAlbrook 5-7100 Chicago, Ill. 

















FOAM RUBBER 
CHAIR CUSHIONS 
oo oa IN 
| De Lune 
EXECUTIVE 


STYLE 


P% IN THREE 
a SIZES 


4 Y 





Covered with velour—fibre and velour—also corduroy and fibre 
in 2" thickness with boxed edges. 


“Perfect” 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea- 
sons, the other side with 
woven fibre for hot weather. 


Filled with new live rub- 
ber having thousands of air 
cells that breathe with every 
move. 


Colors: Brown, Green. 
Sizes: 17" x 18"°—15" « 17"— 
14/,"" x 15Y_"", 


“Softseat” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


Write for New Illustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 
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Special Offer to DEALERS! 
3 Jumbo Markers FREE! included with 


your trial order for 1 dozen Jet “88” all alumi- 
num, Valve Control Felt Tip Pens. Valve $3.75. 


JET “88” FELT TIP PEN 


@ PRICED RIGHT 
@ DESIGNED RIGHT 
@ EASY TO USE 


Available mounted on 3 color attractive 
display card. 
Only $1.95 retail—Complete with ink. 


@ WRITES LIKE A PEN! @ MARKS LIKE A CRAYON! 
@ PAINTS LIKE A BRUSH! 
GUARANTEED 





Mfgr. 
Agents 














——s Jet Mfg. Co. Inc. 285 Hyde Park Ave. Boston 30, Mass. 








AMAZING new 7d 


A MULTI-CLEANER new concentrate 

for Every Type Business Machine 
ENDORSED AND USED BY LEADING 
MANUFACTURERS OF OFFICE MACHINES 


SEND IWS GET A GENEROUS SAMPLE 
OF CONCENTRATE — Sufficient to 

| “ MAKE ONE GALLON of CLEANER 
Li $] 95 Plus testing sample (already mixed and 

" ready to use). SEE how it Removes 
ON A 


Fingerprints, Dried Ink, Oil, Dirt, yet 
protects Decals, Plastic, Rubber, Felt. 


Van Wyck Products Co. Ine.. 


MONEY-BACK 
Pasadena I. Calif. 


GUARANTEE 




















FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 
“ARROW” 


LETTER FILES 
CARD INDEX FILES 
INDEXES 


* 

A QUALITY LINE 
AT LOW PRICES 
e 
ASK FOR 
OUR LATEST 
LITERATURE & 
PRICE LIST 
* 

HAVE TERRITORY 
bs ie AVAILABLE FOR 

= DISTRIBUTORS 


ARROW PAPER PRODUCTS CO. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 














SALESMEN 
1904 1954 
Different? - Yes! 


But exactly alike in 





BEACH'S 
"COMMON SENSE" 
EXPENSE BOOKS 
to keep track of 
their traveling 
expenses. 


Beach Publishing Co. “tt y| . 


7338 Woodward Avenue 








Detroit 2, Michigan 
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BARKLEY 762TAB 


INDEX 


CARDS 
Ruled and Plain 
White and Colors 





C. L. BARKLEY & CO. 


MANUFACTURERS OF FILING SUPPLIES 
Chicago 7, Illinois 





1220 W. Van Buren St. 












The Original 

SINGLE-FLUID 

Ink Eradicator 

@ INK-OUT contains no free 

acid, leaves no brown stains. 

@ INK-OUT makes permanent eradica- 

tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 

and medicine stains from paper, 
leaves no brown stains. 


CARDINELL CORPORATION © MONTCLAIR. NEW JERSEY 





PASS UP THOSE 
- 1 ee 
COMMISSIONS 


5 ‘ 


You can earn good 
commissions selling our 
complete line of passbooks, 
pocket check covers, coin 
savers, and other forms to 
financial institutions, 





Ea 





SECURITY BRAND 
Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 
Mail Bags For Your 
Select Clientele 
WRITE FOR CIRCULAR: 


CAN-PROG,-. | 
: Ue 








33 & McWILLIAMS 5ST. 
FOND OV LAC, Wis. 

















As 
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MARKWELL 


MICRO-PERFECT srapues 


THE BEST FRIEND YOUR STAPLER HAS! 


IN MANY LOCALITIES 2 OUT OF EVERY 3 
STAPLERS IN USE ARE MARKWELLS 


MARKWELL MFG. CO. 


200 HUDSON STREET, NEW YORK, WN. Y 


1a Potul MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 

ARTISTS, ACCOUNTANTS 

Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


ELWARD MANUFACTURING CO. 


Baker Street, Coloma, Michigan 

















KING oosrurs curs 


ANNOUNCE THE ALL NEW 


EXECUTIVE ROTARY 
SYNCRO-TILT 


Model 600 
Features a big 19” x 182” 
4” thick coil spring seat am 

17” x 17” foam rubber 
padded backrest. Foam rubber 
padded armrests with 21” 
spread between orms. Base is 
one piece molded aluminum 
with 24” caster spread . 
hooded casters. Available with 
Koroseal or Claremont fabric 

. in a wide color range. 
Write for catalog on complete 
King line. 


K ENG posture cnair co. 
956 S. Raymond, Pasadena 2, Calif. 











Let’s get down to some BASIC FACTS about 


BASE-LOCK® curs 


*There is only ~ Patented Base-Lock 
Type 

@ Holder, stamp-pad, tweezer, and 
full set of type at an unbeat- 
ably low price 

@ Maximum flexibility 

@ Easy-to-change grooved rubber 
base 

@ All durable type, deep cut 

®@ Same day delivery service 


ORDER NOW—Write for full details on our complete tine of marking devices 


FORCE WESTERN 216 W. Jackson Bivd. 


Chicago 6, Ill. 
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MARK/L O- 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, ony size; 
menu covers; factory record protectors; tag 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Recine Ave. Chicage 9, U. 8S. A 











ROLLING LADDERS—Madce 
from Oak or Birch 

SIDE and CEIL ING TYPES— 
with steel track for mounting 


on shelving, filing cabinets or 
ceiling. 

“A and LIBRARY TYPES— 
require ne track and are 
mounted on wheels with Auto- 
matic Safety Brakes 

Send for Circular 42-OA and 


dealer discount. 
WELDED STEEI SAPETY 











LADDERS—Made from i” di- 
ameter round furniture tub- 
ing, with expanded metal 
steps. Mounted on Swivel 
Brake Casters. Ladder can be 
rolled freely when no one is 
on it. When you step on the 
ladder the rubber tipped legs 
rest on the floor and prevent 
rolling. Made in 2 to 8 step 
heights, and 3 widths 

Send for Circular 53-0A and 





dealer discount 


Manufactured by 


I. D. COTTERMA 4535 N. Ravenswoood Ave. 


CHICAGO 40 


EXTRA PROFITS custovers 


SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 
@ FOLDING 

@ NON-FOLDING 
* 

* 





TABLET ARMCHAIRS 
AUDITORIUM UNITS 
@ 6 Ft. and & Ft. TABLES 

& 


Adirondack Chair oy 
Dept. 22 — 1140 B' way, N.Y. 1, N.Y. MU 3-4834 
STAND-BY 


The greatest 
value in any 
° Holds Wide Sheets. Line Finder 

office device oe Vertical Column Guide 














SAVES EYES 
SAVES ERRORS 

















6° 


SGWD-A7 U ris sv eae 


COPrHO.ote 


Holds Legal Sheets Easily 
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SENSATIONAL MAGNETIC PENCIL 
THAT SELLS ON SIGHT / 





LS 
The =i ie 
STIK Magnetic Pencil FOR AUTO 


Streamline, smart, ‘‘STIK Magnetic 
Pencil’ is precision made with propel 
action. Gold plated, made with or 
without pocket clip. 


U.S. Letters Dealers inquiries 
Pat. No. 2508075 invited 


OWEN MORRIS & CO. 


1265 Broadway, New York 1, N. Y. 








— FOR OFFICE 





FOR NOTEBOOKS 











Profits for you 
in ATLAS 


Complete Vertical 
Filing Systems for 


NEGATIVES 
OFFSET PLATES 
STENCILS 
X-RAYS 

ART WORK 

e SWATCHES 


Atlas Stencil Files Corp. 
16716 Westfield Avenue 
Cleveland 10, Ohio 





| NEGA-PLATE HANGER 














BANK LITHOGRAPHING 


Checks ... Statements 


Deposit Slips . . . 


Bank forms lithographed to your customer's 
specifications. Shipped under your labels and 
imprint. 

Low prices and top quality work will enable 
you to sell our line. 

Price list and samples available to well rated 
office appliance stores and dealers. 


FREDONIA LITHOGRAPHING CO. 


FREDONIA, KANSAS 

















ete- =Ew 


Ens LN » 
cpautte yor 
cea 
> 


nia ru. 


DAYTON STENCIL 
‘felte ene DAYTON 


OHIO 
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.. the BIG NEWS in 
Multi-Rite® Pegboard Systems 


will soon be coming your way! 


There’s More Sales, More Profits in store for you! 


See our ad in next month’s issue or write for Catalog A 
(just coming off the presses). 


Established 1900 ff 


44-07 TWENTY-FIRST STREET Ppe LONG ISLAND CITY 1, 6. ¥, 


THE LEADER 
Sea IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 


ATLANTA DETROIT 
























156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


1913/2 Commerce St. 583 Market St. 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 











RIGHT THIS =: 
ANOTHER ‘T 


LAUNORY 
MARKING FEN 


IS BEING SOLD! 


Beautifully merchandised on self-selling $ 15 
counter display with 12 pens. Pre-sold 


with national ads—radio, TV, newspapers 


“ 





@ WON'T EVAPORATE @ ENOUGH BLACK REFILLS 
@ WON'T RUN INDELIBLE INK FOR 50¢ 
@ WON'T WASH OUT 3000 MARKINGS 


1 WEST 34th ST., DEPT. 0, NEW YORK 1, N.Y 





SAMUEL TAUBMAN & CO., 


Give Your TYPEWRITER 





that 


NEW LOOK “*» BRAND NEW KEYTOPS 
s | 


o> 


NATIONAL CASH 
REGISTER KEYTOPS 





Z 











ome Royal Models adiakammedl 
KAA KMG 
e 100 CL 
@ Oblong Control 
We supply & engrave 
Cash Register wheels Remington Rem. Nolealoss 
No. 17 & IBM & No. 17 


Write or call for free catalog & price list 
36 W. 29th St. 


ENGRAVING 
New York 1, N. Y. 
PEAR CORP. MU 6-1898 
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Tox incl, 


\ at your Wholesaler or write direct for literature and prices. 

















HANSON Postal Scales 


Model 1509 llustrated) for average 


office use. 5 lb. by % oz. Computes 
postage for air-mail, first-class, and 
merchandise up to 4 lbs. 


Model 1546 - desk scale, with Lustron 
plastic body—2 Ibs. by 1 oz. 


Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz 


Model 151 5, Heavy duty Parcel Post 
50 Ibs. by 2 ozs 


Model 158, Hanson, Jr. 8 oz. by 2 oz. 
rN ble) Blo .1 8 a ol oR 


NORTHBROOK, ILLINOIS 




















MODERN 
: " BAIL 
FOR 
—— —4—&—$— ——— —A. OLDER UNDER- 
“Replaces old fingers and roa WOOD 
Alt SIZES UP TO 16" TYPEWRITERS 


COSTS LITTLE—MAKES OLD UNDERWOODS WORTH MORE 
-- a ee Also -——————-———— 


MADDOX = Never-srick = BAIL ROLLS 


another fast selling item for all typewriters. 
stick or bunch paper. They come assembi Fag ia: 
install. Don’t come apart. Core and rubber self AY 


Saves mechanic's time. Cuts repair a Order or get 
information on these profit naling 


WESTERN PATENT ACCESSORIES co. 
6611 SUNSET BLVD 


3 LOS ANGELES 28, CALIF. 
Also distributed by Ames Supply Co. j 














Nee only for a high- 
quality line... but also 


Jor those little extras and 







never 
lets 


“breaks” that mean extra 


a profit... stock WRITE. 


CARBON PAPER 
TYPEWRITER RIBBONS 


TYP-ROL Type Cleaner 
and Roll Finisher 





write = 


incorporated 420 Lexington Avenue, New York 17, N. Y. 








Factory: Bridgeport, Conn, ——___ 











ENTIRELY NEW! 


MONROE MACHINES WITH 
NON-ENTRY CONTROL 


““MERCUMAC” 


patented 


Now you can have a rebuilt Mon 
roe Calculator with accumulative 
feature at as low as $150. 


Models MA7, Al, AAl, Mac. 
WRITE AT ONCE TO 


MERCURY BUSINESS MACHINES CO., INC. 


900 Broadway, New York 3, N. Y. 
Phone GRamercy 7-0055, 6, 7, 8 








CASH REGISTER 


WORLD WIDE SERV‘CE—HIGHES] 


___WRITE FOR OUR LAT EST CATALOG 


INTERNATIONAL CASH REGISTER & PARTS CO. 


207 EAST EVERGREEN AVE MT. PROSPECT ILLINOIS 
HICAGO PHONE: NEwcastie 1-2900 
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THE HANDY NEW 


WMemo-Roll 


All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
ports—3 13/16" wide by 


/," long. 
: Ties reguiar Add- 


ing Machine Rolls. 
about 250 


ft. Conve- 
nient Pencil 
LIST PRICE vate 
ere a 
$1.50 Complete Roll. 


Extra Rolls 35¢ each 
Send for Literature and Dealer's Prices 


GRAN-ADELL MFG. CO. 


1925 N. ASHLAND AVE. ° CHICAGO 22, ILLINOIS 











for old and new typewriters, 
bookkeeping and billing machines. 


o . * 


Don’t Delay 
ORDER TODAY! 
‘ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION 22,3, Chunar, Suse 








Standardization of 
business furniture 
is important to you 
and your customers! 











From Royal ...a single source, you can 
offer your customers uniform 
installations of business furniture, 
providing simplification of purchasing 
and easy replacement. To you, this 
means smaller inventories and increased 
Royal Metal Manufacturing Company operating efficiency. - complete “‘seating 
package”’... everything your customers 
175 North Michigan Avenue, Dept. 58, Chicago 1 need for their offices, reception rooms, 
ee Factories: Los Angeles * Michigan City, Indiana * Warren, Pa. cafeterias and plants, is included in the 
Walden, N.Y. « Galt, Ontario Royal line of superior metal furniture. 
Showrooms: Chicago * Los Angeles * San Francisco + New York City Send for complete information. 
aS: metal furniture since ‘97 
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t's Better... Here's Why! TOPs FOR OPERATOR 


we INSIDE StOFY oF ne 7 ee 
954-Hloyoe CONQUER 


Big 32 oz. built-in plated brass fluid tank. a 
oR captive cap (A) on tank can’t be misplaced. q 
SPIRIT DUPLICATOR 
Now with NEW 
f 


BUILT-IN RESET COUNTER — always visible 
FLUID CONTROL 
ond built-in 


you want. 
LINT ELIMINATOR 
not pictured) which 
prevents clogging of wicks 
when duplicator is used with 
rough, loose surface papers. 


* 


«F 
be 


G 


“4 
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i 
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Engineering excellence down to 
he smallest detail is the inside 


by this picture 


tory made apparent 
and description of the Model 70 


s outer case has been removed 





nd mechanical features revealed. 
Bach part, each point of construction, 


ind every mechanical principle 





designed to contribute directly 
the smooth, easy operation, 
he perfect registration and printing 
f this ultimate in duplicators. 
A pleasure to own, a pleasure to \ 
perate, the Conqueror has everything " 


u want in spirit duplicating. 


HERE’S THE Ofher Side OF THE STORY... 


Opposite side of machine 

pictured at left to show BALL BEARINGS at all 

the following: (marked B on photo), other 
New Flaid Control mechanism pregnated). Friction reduced to 
provides five graduated Low, 

Medium and High adjustments degree where it means 

for exact metering of amount 
of fluid which reaches the 
paper. Makes possible com- 
pensation for any type paper, 
surface condition or absorp- 
tion factor; also positive fluid 
control under varying atmos- 
pheric conditions found in 
arid of mountainous regions. 
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Gravity Fluid Feed operates directly from tank above by means of a positive valve that 


vents fluid loss. No pumps to get out of order . . . no rubber hose to deteriorate. When 
ank is in ‘‘off’’ position valve is up . . . completely sealing fluid flow. Rolling tank to ‘‘on” 
sition drops va wn (see diagram) to deliver fluid automatically, and evenly and 
ntinuously to wick and moistening roller. A simple, perfect, efficient system that allows 
jour Conqueror t tored indefinitely . . . placed back in operation immediately. 
kaise and Lower Control built into handle where it is most visible and most useable. Dialing 
‘control wheel activates finely engineered worm and worm gear to adjust entire master 
linder and raise or lower printing on page. Better, simpler, handier than any other method g 
eliminates rulers, scissor and other centering tricks. 


“Always Makes a Good Impression” 


THE HEY ER CORPORATION 


1852 South Kostner Avenue @ Chicago 23, Illinois 
NCE 1903 


Eastern Office Western Office Canadian Distributors Model 70 $] 9 5 00 


17 East 17th Street 2610 Sunset Bivd. The Brown Bros., Ltd. 
New York 3, N. Y. Los Angeles 26, Calif. Montreal TORONTO Complete only ...... Pies Fed. Badee tax 
Vancouver 









these @ dealer extras make it easier 


for you to sell the Underwood Leader 
than any other adding machine! 


* Faster and quieter than ever before! 


* Simple 10-key keyboard! 











* High listing and 
totaling capacity! 


* Full 
visibility ! 


* Priced 


right! 
* Guards 
against errors! 


Get all the facts on the new Underwood 
Leader Adding Machine—and the 
profit-building Underwood Plan! 

Mail coupon today! 


UNDERWOOD 
LEADER 


ELECTRIC ADDING MACHINE 





ADDING MACHINES... ACCOUNTING MACHINES 
TYPEWRITERS . .. CARBON PAPER... RIBBONS 
PUNCHED CARD EQUIPMENT... ELECTRONIC COMPUTERS 


ONE PARK AVENUE, NEW YORK 16, N. Y. 


UNDERWOOD LIMITED, TORONTO 1, CANADA 
SALES AND SERVICE EVERYWHERE 





1 eee UNDERWOOD LEADER 


ADDING MACHINE 
. with the performance and 
prospects want! 


features your 


THE MOST COMPELLING ADDING 
MACHINE SALES STORY IN YEARS 
... Underwood's informative folder that 
shows your prospects how to solve the 
problem of old-fashioned figuring methods! 
Put it io work—and watch it bring prospects 
into your store! 


G) unverwoon WAREHOUSING PLAN 


... Underwood “warehouses” your inventory 
for you! And your nearby Underwood Office 
is always ready to fill your order when you 
need it— without delay or red tape! 


4) UNDERWOOD’S FINANCING SERVICE 

... open to all authorized Underwood 
Dealers—helps you clinch sales, develop 
credit business! 


QO rowenrus ADVERTISING PROGRAM 


... Underwood's national Portable program 


puts the Underwood name in the limelight 
as never before—to get more people than 
ever into your store! They'll be looking for 





Underwood products. Be ready for them! 
Z 


Underwood Corporation, Dealer Division, 
One Park Avenue, New York 16, N.Y. 

Gentlemen: Rush me full information on the new 
Underwood Leader Adding Machine. No obligation, 
of course! 











NAME 

STORE OR FIRM NAME 

STREET OR BOX 

CITY ZONE STATE 











